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Gored _ turn 

ump of STAND- 

ARD KID color 19, 

CAMEL, with quar- 

ter lining of the same. 

Contrasting collar and 

*vamp band of “STAND- 

ARD” HAVANA BROWN, 

also wood}overed heel. 

Made also in gray. color 70 

with Patent trim—in Fawn, 
color 51 with Camel trim,or _» 
solid colors. ~. 
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Fifth Avenue 
Style Notes 


The above illus- 
trated style is one 
of the most artistic 
ones recently shown 
on the “avenue™’— 
in plain white kid 
with saddle trim- 
med in Red, Blue 


or Green. 


Zhe Palette of the 
At tist Shoemaker 


The men who produce the highest type of shoes are 
far more than mere makers. They are artists. 


They require and demand leathers which do justice 
to their art. 


STANDARD KID— "airy, light and many hued,” 
provides just the color inspiration and quality basis 
for such artist manufacturers. 


Your manufacturer will be glad to co-operate with 
you in securing the effects you desire through 


STANDARD KID. 








The STANDARD KID COMPANY 


Branches in New York, Philadelphia, 
Cincinnati, Chicago and St. Louis 


Standard Kid 
Colors Comprise 


Havana Brown 
Golden Brown 
White 

Gray 

Fawn 

Camel 

Bronze 

Red 

Blue 

Green 
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BOOT AND SHOE RECORDER 


In Stock 


A Beautiful Comfortable Walking 
Shoe Made by I. Miller 


Endorsed by Dr. Lorenz 


The CUSTOM LAST 


No. 2270—Black kid, welt 
sole, + heel oxford $7.00 


No. 2470—Brown kid, welt 
sole, 8 heel oxford $7.50 


No. 2770—White cloth 


natural sole white weliing 


‘white ivory heel . $6.00 


No. 2570—Black kid, welt 
sole, $ heeltwo-strap 


$7.50 


Widths, AAAA to E 


No. 2271— Black kid, welt 
sole, iH heel oxford $7.00 


No. 2471—Brown kid, welt 
sole, 4 heel oxford $7.50 


Widths, AAAA to E 


No. 2370— Black kid, welt 
cole, . heel oxford $7.00 


Widths, AAA to D 


2 





THESE are four styles now avail- 
ZZ able from stock. 
=> Note the absence 
: ' of any suggestion 

of a comfort shoe. 


Imagine the customer’s astonish- 

%, ment at a shoe of 

such smart lines 

concealing a pneu- 

matic heel, self- 

adjusting shank and special ball 
support. 


Imagine her pleasure in the snug, 
light softness to her foot. 


This is a shoe, you'll say, that I 
can sell and a shoe which will re- 
sell for me. Get aboard! 


Any of the styles illustrated can 
be duplicated in other leathers or 
in white cloth on factory orders 
—delivery five weeks 


PUBLICITY SERVICE 


One of the most forceful cam- 
paigns ever prepared for acomfort 
shoe is available in mat form to 
Truwauk dealers. Booklets and 
other direct advertising is also 
comprehensive, forceful and, as 
has been proven, resultful. 


Introductory shipments sent on approval—6o days trial, and a complete 
range of sizes on each last. A wonderful shoe to make sales and friends 


I. MILLER & SONS, Inc. 
One Carlton Avenue, Brooklyn, N. Y. 


The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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i NATIONAL PAR 2K i 
| HIKING BOOTS~eOXFORDS|| 


YEAR ROUND WEAR | 
= == = eet! 












< PDP... . 


We have on the floor for immediate shipment an excellent stock of 
f NATIONAL PARK Hiking Boots and Oxfords, having anticipated 
: as the vacation-time demands. This footwear is well known to the sport 
(Qi girl; is nationally advertised and in quality, style and beauty will 


\/ 


a _ 
FLO) 


meet the approval of the most exacting buyer. These sport shoes are 
the most adaptable on the market to all-around outdoor use. 









Don’t hesitate! Be sure the vacationists do not catch you without 
a supply; also do not fail to take advantage of our co-operative 
advertising plan. 


EASY ON TENDER FEET 





KEEPS OUT THE DIRT 





No. wy ary mm | Elk Moccasin Toe; 
Gusset Tongue O: d <ierseativg Last, Good- 
year Welt. 2447-8. AtoD............. $4.25 


No. 31508—Mahogany Eric Calf, 14-inch with 
Buckle and Strap at Top, Goodyear eur 
—, English Plain Soft Toe Boot, = 










Stock Department 


THE JUVENILE SHOE CORPORATION 


OF AMERICA 
MANUFACTURERS 











CARTHAGE MISSOURI 
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Manufacturers of KEWPIE TWINS Footwear 
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RELIEF 











Your profit— 


Your profit depends upon the selection of the right 
shoe for your customers. 


It will pay you well to make an all-year leader of 
the Arch Relief Shoe. It is a good reliable all-year 
seller, which always insures for you a steady turn- 
over, at a good profit, and never become a “dead 
stock.” 


Our prompt in-stock service under the new mana- 
ger of this department absolutely guarantees Arch 
Relief dealers a rapid turnover with a small 
amount of capital invested. This, along with our 
dealer helps, will build for you an enviable business. 
Write today for details. 




















af al 


No. 6005—In Stock, Black Kid Arch No. 6011—In Stock, Black Kid Arch 

Relief Oxford, Goodyear Welt, 13-8 Relief Oxford, Goodyear Welt, 12-8 

fabbe: Heel. Combination Last No. Tg Heel. Combination Last fie. 
rice 

No. 6004—Same)as above, Brown Kid, NO, 6010—Same as above, Brown Kid. 

$5. Price $5.35 


Write today for our special sell- 
ing plan that is sure to increase 
the total of your sales slips. 


THE RILEY SHOE 


MFG. COMPANY 
COLUMBUS, OHIO 
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813X 
RUBY RED CALF 


814X 
BLACK CALF 





IN STOCK 


CD Widths 


$4 CALF SKIN OXFORDS 


The big sensation at recent state conventions. Built on 
the season’s most popular last. Volume orders are being 
shipped daily to all parts of the country. Mail your sizes 


today for these two predominating styles. Marion has them 
IN STOCK NOW. 


Whip Last 12 Edge Wingfoot Heel 


MARION SHOE CO. 
MARION, INDIANA 
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The Doctor Says 


The way to avoid foot troubles 
is to walk right; and the first 
step in walking right is to 
have shoes right. 


TOE-IN—WALK STRAIGHT 
THE 
| SHOE 
m MEN settee 


The DOCTOR, Jr. for Boys 





The Book lets you 
in on the secret 


There must be some secret to 
the unusual comfort of the 
Doctor Shoe. There is. And 


The Shoe that makes 


feet feel at home 


it’s contained in the idea of 
Toe-In-Walk Straight. A re- 
markable book “The Doctor 
and the Shoe Man,” explains 
this idea in a most interesting 
way. The Book is free—just tell 
us to send youJyour copy.! 


When a man leaves your store wearing a pair of 
Doctor Shoes his feet tell him that next time he 
needs shoes, he’s coming right straight back to 
you. After a man has once experienced the 
back-to-nature he’d no more give them up than 
he’d willingly give up a Cadillac for a flivver. 


And the Doctor Shoe is a good-looking shoe, 
with manly vigor and easy grace of style. Easy 
to sell and to stock—a compact line, just a few 
good numbers—all of them always in style and 
always in demand, bringing in a full measure of 
profit the year round. 


JOHN MEIER 
SHOE COMPANY 


SAINT LOUIS 
“Good Shoes for Men Since 1874” 





The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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~ AReal In-Stock Service 


HERE’LL soon come some 
real spring weather—a few 
warm days—then bang! a demand 
on you for seasonable shoes with 


style and pep. 
White Royal Kid One Strap 


You'll then want shoes that can be “Anita” 
. Flexible McKay—8-8 Covered Heel 
shipped on date of receipt of order. wn hare ae ae 


Delay will be expensive for you. 
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Our new factory equipment ena- j 

bles us to make shipping promises | 

that we can fulfill. Sandals, straps, Y 

pumps and oxfords of the latest | 

patterns and designs—the kind your ! 

trade demands—all in-stock ready 
to ship at once. 

Here is a service you can't over- Pte Style 439 

look. Send in your orders— put meaas The. oo mee | 
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Creighton Service to the test. “Mashie” 
Goodyear Welt—8-8 Wingfoot Heel 
Widths A to D—Price $4.15 


FOLLOW THE 


Style 431 


Black Vici Kid Oxford | . 
Goodyear Welt—14-8 Wingfoot Heel A. M. Creighton 


Widths A to D—Price $3.85 


Lynn, Mass. 








The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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STRONG 
SELLERS 


for 


EASTER 


and 
No. 3916—Gray suede, full Louis heel, turn, ae Cc 


No. 3103—Gray suede calf, turn, full Louis heel, 


widths AA- C $5.25 Ke. 3915—Same style as above, 8-8 eeenee! 
"$4.85 


BLACK SATIN 


and 


GRAY SUEDE 


We are having an unprec- 

edented demand for 

women’s novelty shoes in 

gray suede, black satin Noy S089—Black Satin, 9-6 Covered hesl, tare. 
and white kid. 


These shoes are 


IN STOCK 


AND READY TO 
SHIP AT ONCE 





Send for our catalog of 40 
in-stock numbers. 


Wire your order to insure 


No. 3506—Gray suede calf, full Louis heel, Sa quick delivery. No. 3505—Gray suede calf, gray brocaded satin, 


inlay, full covered heel, widths, A-B-C 
No. 3509—Same style as above, white kid, A-B-C. 
$5.00 


ROGERS BROS. 
SHOE CO. 


59 Lincoln Street 


Boston - - Mass. 


Largest Women’s Specialty 
Shoe Wholesalers in 
New England 


— . Paci : 135B 
Black Satin, 8-8 Covered heel, turn, acific Coast Branch: 35 Bush Street No. 3920—Black Satin, Junior Louis Covered 
$3.90 San Francisco, Cal. heel, turn. AA—C eas $4.75 
Same style as above, Cuban heel. 
$3.90 














The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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EASE-ALL SHOES IN STOCK 


A corrective shoe made with all the 
stylish lines found in ordinary footwear 
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Style BO1179B 
Woman's black suede top and straps, black 
kid vamp and fox, two strap Ailsa sandal, welt, 
Berkeley last, perforated top and vamp, per- 
forated Imitation tip, Ease-All special shank 
and counter, 134-inch Cuban heel. 
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Price $6.50 net 30 days. 


STYLE B01147L 
Same style as above, made of brown kid with 
brown suede collar and straps........$7.50 


Unessuune 
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Women buy Ease-Alls for their style, 
even before they are aware of their com- 
fort-giving features. 


The above style truly pictures one of our 
popular IN STOCK numbers. 


Twelve additional styles on the floor for 
immediate shipment. 























—> 








Ask for catalogue and literature regard- 
ing this line of stylish corrective shoes. 




















UTZ & DUNN CO. 


ROCHESTER «~ NEW YORK 








DENVER OFFICE NEW YORK OFFICE 
218 Charles Bldg., Denver, Colo. Bush Terminal Sales Building LOS ANGELES OFFICE 
709 Forrester Bldg., Los Angeles, Cal. 


TIGER & McNUTT 130-132 West 42d St., Room 1521 A 
Representatives S. A. McOMBER, Representative G. C. McATEE, Representative 


: | : 
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OF AMERICA 
The Hallmark of Hospitality, 

















The Home Idea 
in Hotel Operation 
Seventeen real Centers of Hospitality for Travel- 























ers seeking Rest, Food and Recreation. Each in 




















the Heart of an Important City. 








MODERN FIREPROOF 
REASONABLE RATES 


Luxury and Comfort Without Extravagance 




















THE BANCROFT WO , MASSACHUSETTS 








RCESTER 
Charles S. Averill, Mgr. 





THE TEN EYCK ALBANY, NEW YORK 
Harry R. Price, Mgr. 
HOTEL UTICA UTICA, NEW YORK 
Walter Chandler, Jr., Mer. 
THE ONONDAGA SYRACUSE, NEW YORK 
Proctor C. Welch, Joseph E. Grogan, Mars. 
THE SENECA ROCHESTER, NEW YORK 
B. F. Welty, Mar. 
HOTEL ROCHESTER ROCHESTER, NEW YORK 
Lewis N. Wiggins, Mgr. 








THE ROBERT TREAT NEWARK, NEW JERSEY 





tles A. Carrigan, Mer. 





THE STACY-TRENT TRENTON, NEW JERSEY 








Charles F. Wicks, Mgr 











THE PENN-HARRIS HARRISBURG, PENNSYLVANIA 
H. S. McDonnell, Mgr. 

THE LAWRENCE E PENNSYLVANIA 
W. A. Cochran, Mgr. 

THE PORTAGE AKRON, OHIO 
Harry Halfacre, Mgr. 

THE DURANT FLINT, MICHIGAN 

George L. Crocker, Mar. 
THE MOUNT aqrae a (2) 














A. E. Carter, Mgr. 
THE CLIFTON GARA FALLS, CANADA 








Open seaaetnine 
PRINCE EDWARD HOTEL WINDSOR, CANADA 
N. P. Mowatt, Mgr. 
THE ROOSEVELT NEW YORK CITY 
Building 


THE OLYMPIC SEATTLE, WASHINGTON 
THE ALEXANDER HAMILTON PATERSON, N. J. 
Building 



































UNITED HOTELS COMPANY 
OF AMERICA 


Prank A. Dudley, President 


Peis Wyiehvetentin heehee Vegas 


Executive Offices 
25 WEST 45th STREET, NEW YORK 
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Early Spring and Summer 


Novelties carried in stock in all the prevailing 
designs and leathers. 


No. 567. - Price $4.15 } 
Patent Blucher Oxford,.Wing Tip. Goodyear — 
Welt, 9-8 Rubber heel. Copley fest AA to D 


No. 248. Price $4.35 
Levor White Kid Lady Ann, White Kid Trim 
eyed Wood heel, Single sole, Newport Last. 
No. 247. Price $4.35 
Black Satin, Suede Trim. 


AA to 


Patent One Scrap. Stasleso ~ {oS Rubberhee!. 
Hg 3 last. A to 
No. 264—Same in Black Kid. Price $3.25 


% 


GrayBSuede Lady -y Ba qn y tog Trim, ne 

Louis hi eel. Single sole, Euclid last. AA to C 
No. 198. Price $4.50 

Black*Satin, Suede Trim. 


We will mail Ye 
catalog on ee. 
request 
No. 203. Price $4.15 
Levor White Kid Clarice, One Strap, Covered 
a Louis heel, Single sole, Euclid last. AA to 


No. 204. Price $3.60 
Same in Peters White Reignskin. 


No. 197. Price $4.50 


Levor White Kid Lady Ann, White Kid Trim, 
ry — Heel, Single Sole. Euclid Last. 
4A to 


Thomson-Crooker Shoe Co. 
18-26 Station Street, Boston 20, Mass. 


der will appreci 





your mentioning the publication in replies to advertisements. 
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IN STOCK 


JUL NM 
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No. X901 


Harvard last—Trostel Red Calf—Rubber heel. . . $4.85 
No. 900—Same in oxford, $4.85 
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IN STOCK 


ct : IN STOCK 
Yale last, sport pattern, P. & V. Black Velour Calf, 
Apron, Gallun’s Black Norwegian, corded tip, aes 
OS ee i * an -s oo tans ed eceds 











FO. Bess KZ OR No. C770 
<< A snappy golf shoe on Yale last— 
Ly Rueping’s Kin Kin Sport Shoe 


Leather, smoked—brown Viking 
Calf A ber 
~~ sole onl $5.50 








For More Pairs 
at a Better Price 


There’s a vast army of men who must bow to the need of “‘nursing”’ their feet, and yet 
would give the world to be able to wear stylish, snappy-looking shoes. You can clinch 
this trade in your town with the CERTIFIED Shoe, for this shoe is built over lasts that 
conform to the natural lines of the foot—and it has style to the last degree. 


Twenty-two Styles IN SIOCK. Write for Catalog 


STONEFIELD-EVANS SHOE CO. 


ROCKFORD ILLINOIS 





The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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Rapid Sellers 


and Sure Repeaters | ~~: 


that bring Volume and Turn- 


over with the ee yuo Sole, McKay, C and D, $1.90 


RIGHT PROFIT MARGIN 





Delivery on this 
Slipper 


Misses’ Patent Leather Two Button Instep Strap 


No. 304 














No. 640 No. 436 


Women’s Patent Leather Mat Calf, Saddle Growing Girls’ Patent Leather, One Strap, 
Three >: Tie, No. 37 Last, AA to E, 13-8 Grey E Flk Saddle, with or without Imt. Tip. 
Rubber Heel, 24-8 $2.80 - S Raat’ &D + wi¥Ss | 248 Lg 
Growing Girls’, ie 5 Last, C and D, og omen's No. 37 Last to E, 13-8 Rubber 
Rubber Heel, 2 4-8 2.80 Heel, 2}4-8 3.20 
Misses’, 11 44-2, Toe Room Last,C & D.. 2.65 
Children’s 8 44- il, Toe Room Last, C & D <_< 
Infants’, 5-8 Toe Room Last, C & D 
Also made with Mat Calf at same me 


No. 615 No. 431 
Women’s Choc. Side Full Quarter Oxford, Growing Girls’ Patent Leather Grey Elk One 
Single Sole, McKay, No. 37 Last, AA to E, bier y o. 5 Last, C & D, 9-8 Rubber Heel, 
13-8 Rubber Heel 2.45 24-8 $2. 80 
Same in Gun Metal or Black Kid open) s we 37 Last, AA to E, 13-8 Rubber 
Same in Patent Leather or Brown Kid.. 2. Heel, 
(Growing Girls’, Misses’, Children’ 's and ph with Mat eeepc at same ane 7 
Infants’ made on our Toe Room Last.) 








No. 434 


Growing Girls’ Patent Leather, Mat Calf, 
Saddle rs No. 5 Last, C, and D, 9-8 
Rubber Heel, $2. 


Women's, 37 “we AA to E, 13-8 Rubber =. 
244-8 2.80 


Misses’, 11 44-2, Toe Room Last, C and D. 2.45 
Children’s, 8 4-11, Toe Room Last, C =e 2 


Infants’, 5-8, Toe Room Last,C and D.... 1.90 
Also made with gray elk saddle at same prices. 


No. 426 


Geowies Girls’ Chocolate Side One Strap, No. 5 
last, C and D, 9-8 Rubber Heel, 2-8 .. .$2.45 


Women’ we No. 37 last, AA to E, 13-8 Rubber 
Heel, 2% 


Gun oad or Black Kid 
Brown Kid or Patent Leather ......... 


WOBST SHOE (ices 























The Boot and Shoe R der will appreciate your mentioning the publication in replies to advertisements. 
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‘There's an 
“ORDER” 


anda 


“REORDER” 


IN) 


“RECORDER” 


Boot and Shoe Recorder 


Boston 


= @ — ee © eee 6 0 ee © ee 2 
The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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Selection 
This Is The Shoe Merchant's Greatest Service— 
and He Selects To Benefit Eis (ommuntty- 


Not The Manufacturers 


The real service of the retail merchant is not that of dis- 
tribution. His greatest work and his greatest service is that of 
selection. It is in selecting that he makes his success or failure. 


There is a very popular and erroneous notion that the 
retail shoe store does or should carry all lines of merchandise 
that the public may ask for. It is foolish to carry any line 
except in reasonable assortment, and to carry 10 per cent of 
the existent lines in reasonable assortment would break any 
merchant. His work of selection, therefore, must apply to 
nationally advertised merchandise, as well as non-advertised 
merchandise, and, as a matter of fact, he can make but little 
differentiation between the two because his selection must be 
independent of that question. He and his store are going to be 
judged, not by what the manufacturer tells the consumer about 
the goods but rather by what the consumer thinks of the 
relative merits of the merchandise itself, which he or she buys 
from the different stores in the community. 


Retail merchants themselves are strong users of advertis- 
ing space and have built up prestige for themselves and their 
stores by this means. They are not desirous of creating this 
standing merely for the purpose of handing it over bodily to 
manufacturers to exploit. 


Any shoe manufacturer who will build up sound good-will 
among the shoe merchants by Boot and Shoe Recorder adver- 
tising will have wisely and profitably spent his money. 


BOOT and SHOE 


RECORDER 


THE GREAT NATIONAL SHOE balance 
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BOSTON 


Chicago Cincinnati Philadelpha New York Rochester St.'Louis 


_ 
The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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HOW MrMosley 
Stimulates his business 


BOOT SHOP 


910 ELM STREET 
TEXAS 











LONGWEAR 


& FAMILY SHOE STORE 





February 20, 1925- 








scholl Mfg. COes 
218 ¥. Schiller Ste. 


Chicago, Ill. 


Gentlemen: , f t appliances from 
ast shipment See 00 worth 
eived our finst § old $1000. 
one a age this month./; Last yeer sell double that amount. 
ou 


FI ect to s 
d this year we xP 
= wy peer customers into our store than 


-pads bring more r tell me that 
— aeing that we sell. I hed a Our customers 
any other one ad that I gave her was vertising "Put one on - 
> “thet. you are right in your adve 
prove to us 


the pain is gone" Yours very truly, 
THE LONGWEAR BOOT SHOP 


_—_—— 


BY 








ene 
Why don’t you try Mr. Mosley’s plan? 


Thousands of the livest shoe dealers in the United States and Canada have had a 
similar experience with Dr. Scholl’s Foot Comfort Appliances and Remedies. 











When a shoe merchant properly installs this world-wide Foot Comfort Service he 
is positively assured of success. There is no guess work or speculation about it. A 
cut-and-dried formula which never fails to fnaterialize. 





To the shoe merchant who will study Practipedics (or have one of his salespersons 
to take this course), who will do a little advertising, who will put in an occasional 
window display and push the proposition in earnest — he will do as well or even 
better than Mr. Mosley. 


Let us give you full particulars regarding this interesting, profitable, prestige build- 


ing business. 
THE SCHOLL MFG. CO. 


Largest Manufacturers of Foot Specialties in the World 


CHICAGO -— NEW YORK TORONTO 
213 W. Schiller St. 62 W. 14th Street 112 Adelaide St. E. 





























20 BOOT AND SHOE RECORDER March 24, 192: 


* en ——— 


HIGH GRADE TURNS 


These beautiful designs of women’s novelty 
shoes are among the season’s most popular sel- 
lers. They are in demand now. We have them 


IN STOCK AND READY TO SHIP 


Write or Wire. Order 
filled same day re- 
ceived. 


Terms: 2-10 Net 
30 Days. 


Style No. 110—Patent Vamp, Gray Buck  Onerver, Style No. 111—White {Washable Kid, Wide Strap, 
Georgette, 14-8 Full Louis heel, A, 4-8; ate Lop reeeen, Neverslip Stay, Turn, 15-8 Full ous 
MAR 5 6cc0tcavadenutscocsicvenceqnene 


H. W. Felstiner & Co. 


88 Wingate Street Haverhill, Mass. 
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Sell Russell’s 
IKE WALTON 


Staunch and Serviceable as a Heavy Sporting Boot 
Flexible as a Moccasin 


Chocolate, chrome-tanned waterproof leather. Its unique 
construction provides four layers of leather between the foot 
and ground—more protection than the ordinary street shoe. 
Its light weight appeals to the outdoor man. 


The Russel] quality speaks for itself. So does Russell shoe 
making. 
The Scout Moccasin 


Made of Chocolate elkskin, with soles of flexible, sturdy Maple 
Pac. Natural shape affords every freedom to the foot. 


The ideal of comfort and service in moccasin footwear for dry 
season wear, and a sensible “pal’’ for the growing lad. Write for Dealers’ Price and 


Catalog 


W.C. Russell Moccasin Co. 
Berlin, Wis. 
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Cohan 


In Kin Kin 
Sport Shoe 
Leather 


Smoked 
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A Teeple 


BOYS’ WELT 
of 


KIN KIN 


Sport Shoe Leather 
Tan oxford with tip and apron 
of Rueping’s Hiawatha sides. 
Sizes 10 to 13% 
Made by 


TEEPLE SHOE ‘CO. 
Waupun, Wis. 


The rigorous usage that boys’ shoes receive’ 
calls for a leather of stamina, such as 


RUEPINGS 


Sport Shoe Leather 


All boys want shoes of sport shoe leather. 
Rueping’s Kin Kin has the ruggedness to 
take rough treatment and still retain the 
**class” that parents want when the boys 
are ‘‘dressed up.” 

Boys’ shoes that are dressy and service- 
able like the one illustrated will make 
staunch friends for you among the 
youngsters of yesterday and the daddies 
of tomorrow. 


Color cards cheerfully 


Be sure and specify Rueping’s Kin Kin 
to insure a mellow, close grained, close 
pored leather that yields gently to the 
movement of the foot and preserves the 
shape of the shoe. 


Shall we send you names of manu- 
facturers cutting Kin Kin for boys’ 
shoes? 


furnished to 


dealers and manufacturers’ salesmen 


Fred Rueping Leather Company 
Established 1854 FOND DU LAC, WISCONSIN 
BRANCHES: 
Cincinnati Milwaukee 
Chicago San Francisco 
Northampton, England 
The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 


St. Louis 


Montreal FRED RUEPING LEATHER 
FOND OU LAC. WIS,USA 


Boston 
New York 
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LADIES FINE TURNS EXCLUSIVELY | LADIES FINE TURNS EXCLUSIVELY 
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OUR INTERPRETATION OF THE 
STYLE TREND FOR THE 
COMING SEASON — 
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TRAVASO SAOE ComPANY 


MANUFACTURERS 
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CHROMOK 


SIDE LEATHER 


—_ 









































“Chromok” makes better medium priced shoes 
because it is specially made for just this grade 


W. D. Byron & Sons Leather Co. 


Williamsport, Md. eo - oo Boston, Mass. 


Also Makers of 
Famous Oak Tanned Flexible Inner Soles, Flexible Sides and Bends 
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JUDGE IT BY ITS USERS 
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The Designers’ Color Criterion 


t 


Salesman (off the road) 


“Every time I come in here, I notice you have 
that skin of Havana Brown on your bench, Mr. 
Gordon.. I’ve often wondered why.” 


Designer 
“T’ll tell you—that’s the best and most distinguished 
Havana Brown I have ever been able to find—that’s 


New Castle. 


“T used it constantly as the basic color for design- 
ing brown whole shoes, and contrasting combina- 


tions.” 


New Castle Leather Company 
New York 


NEW CASTLE KID 


“s 
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Springhine Scotins? Stammer/ veasures 


Spring makes her appearance in the epitome of luxury—Cedar Cliff 
Satins. For fabrics have entered the realm of practical footwear. 


The season's life and laughter is reflected in the depths of beautiful 
Cedar Cliff Satin modeled with a grace becoming to the daintiest 
foot—lending a full measure of daintiness to every foot. 


Contrary to your first thoughts, the charming lustre of Cedar Cliff is 
not a fleeting one—gone at the slightest contact with dust. You'll 
marvel at the durability. We know the secret of long life in fabrics. 


With ordinary care, the springtime beauty of Cedar Cliff Shoe Satins 
will become a mid-summer source of pleasure. 


Cedar Cliff—CONSTANT IN QUALITY. 


Fancy One-Strap Pattern 
In Cedar Cliff black satin. It is made over our 67 


Last carrying 16-8 Spanish heel. Also over our 51 
Last carrying 13-8 Box heel. 


From Stock 


JOHNSON-STEPHENS & SHINKLE SHOE CO 
St. Louis, Mo. 


he CEDAR CLIFF 
SILIC COMPANY 


25!-255S FOURTH AVE. 
NEW YORIK 








SHOE SATINS 


-+<>- 
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ook for the name 


MARK 
“DUPLEX"’ STYLE NO. 2220 MEDIUM TAN CALF OXx- 
OR 8. 


F $8.00 
STYLE NO. 2320 SOFT BLACK RUSSIA 


STYLE NO. 2221 TAN KID BLUCHER > Quality Shoes far OXFORD COMBINATION LAST $8.00 


FORD 


$9.0 
STYLE NO. 2321 BLACK KID BLUCHER ten and Women 


OXFORD COMBINATION LAST $8.50 


IMMEDIATE SERVICE ON MEN’S SHOES 


THESE AND A GOODLY NUMBER OF OTHER STYLES IN MEN’S SHOES 
OF THE HIGHEST GRADE MAY BE HAD FROM OUR STOCK. 

THE DEVELOPMENT OF THIS IN STOCK SERVICE WHICH WAS LARGELY 
EXPERIMENTAL LAST SEASON HAS MET WITH SUCH A CORDIAL RECEP- 
TION FROM THE RETAIL SHOE INDUSTRY THAT WE HAVE GREATLY 
INCREASED ITS SCOPE. A SERIES OF LEAFLETS DESCRIBING ALL IN 
STOCK LINES WILL BE FURNISHED IF DESIRED. 


JAMES A. BANISTER CO. 


370-386 ORANGE ST. NEWARK, N. J. 








COMPLETE LINE CARRIED 
IN STOCK 


We are making a good 

line of hand-turned Com- 

fort Shoes of the better 

quality for those who eae Tas Stock » Oxford, 12-8 or 
want the best. Many 

styles are offered from 

which to select: Balls, 

Oxfords, Juliets, Polish 

Boots, etc. Also Men’s 

Slippers. 








Our latest catalog is yours 
for the asking. 


H. K. GARDINER COMPANY 
PITTSFIELD, N. H. soe ok ee tray guarte 
BOSTON SAMPLE ROOM - 134 LINCOLN STREET nj Ro ™™®)> "6 Rubber Heel A “eaes 


— Ff fa 
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An Expressive Leather 


March 24, 1923 


— Just as an unusual person- 
ality shows itself in the face, 
so the inherent goodness of 
ACE CALF is apparent in a 
softly glowing surface, that 
tells your customer of the 


quality beneath. 


J. S. BARNET, & SONS, Inc. 


Salesrooms, 75 South St. 


Tanneries 
LYNN, MASS., U.S. A. BOSTON, MASS., U.S. A. 


CABLE ADDRESS ‘*TENRAB” 


| 


— 
ii) 
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Don’t Say Suede—Say “WEILDA” 











‘The principal charm of this 
beautiful new shade lies in 
its color neutrality. 


BUFF WEILDA blends 


perfectly with almost any 
color of leather or costume. 


Hence, its instant popular- 
ity with makers of the most 
exclusive shoe styles. 


A. C. LAWRENCE LEATHER CO. 


210 SOUTH STREET, BOSTON, MASS. 


New York Chicago Philadelphia Gloversville Rochester 
Cincinnati Milwaukee St. Louis 





iate your mentioning the publication in replies to advertisements. 
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Color E 
‘Buff 








‘‘Lawrence Leathers 


are 
Reliable Leathers”’ 
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Anderson- Owens’ OVER - SIZE Specialties. 


IN STOCK 


610—Black Kid Two Strap.. 
615—Brown Kid Two Strap. . 


order in 3 to6 
2 ith 13-8 leather 


.. $4.25 
. 4.75 


The two-strap is also made to 
week + deli ery in all Pates nt, 
heel 


Black suede with 13-8 covered Cuban Heel. 
$5.25 


We also make a one-strap in above combina- 
tions and at same prices. 


In Stock after April 15th 
Sizes 34% to 10, C-EE 








Are designed to aid you in selling 
more big women. Finest materials, 
top-grade workmanship, right prices 
and speedy IN STOCK service make 
it a strong line to help you capitalize 
in this trade. 

Highest grade Kidskin throughout. 
Goodyear Welts, “Crawford” Arch 
supporting shank. “Red-line-in” lin- 
ings “O’Sullivan” Rubber heels. 


IN STOCK 


600—-Black Kid Oxford. 
605—Brown Kid Oxford.... 


Sizes 3% to 10, C-EE 


and boots 


675—Black Kid Fat Ankle Boot... 
670—Brewn Kid Fat Ankle Boot... 
650— Black Kid Full Ankle Boot..... 
660—Brown Kid Full Ankle Boot. . 


2s 


NOTE—To sizes 8 4% and 9 add 25 
9% and 10 add 50 cents 


ANDERSON - OWENS SHOE CO. 


LYNN, : : MASSACHUSETTS 
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cents; 


Send for a Few Pairs on Approval 
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A New Kind of Cleaner 
For the Great White Season 
Just Ahead 


Manufactured by Joseph Pickering & Sons of 
England. Retail shoe merchants can secure this 
in handy boxes for counter display in their stores. 


Blanco liquid white cleaner is the only liquid 
cleaner in the country which meets the needs of 
consumers who desire a dependable liquid dressing. 
It can be applied to white shoes of all kinds 
without harmful results to the material. 


\\\\ \\\ \\ 
i 





The old, dependable cake dressing for white 
shoes can still be had, of course. Also khaki and 
web colored. 


LAING-HARRAR & CHAMBERLIN 


Sole Agents for the U. S. A. 
PHILADELPHIA, PENNSYLVANIA 


WHITE CLEANER 


for cleaning while 
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Sterling Patent Colt 
Sandal 


Goodyear Welt, with Close Turn-edge Effect, 
7-8 Heel, with “Armstrong”? Rubber Top-Lift 


Widths A to D, $4.50 


Same in White Calf, $4.75 


IN STOCK APRIL 15 
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VK“AH. JONES & THOMAS Company 
L J Massachusetts ss 
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POSITIVELY 


READY NOW—IN STOCK 
FOR IMMEDIATE SELLING 


“COTTER’S REGULARS” 








Style 381 d 


GOODYEAR WELT 
IN STOCK: AA to D, 3 te 8 
All-Gray Blucher§Sport Model, Neolin Sole Style 385 
and Heel, Flat Eyelets, Detroit Sport Last. GOODYEAR WELT 
$4.60 IN STOCK; AA to D,3 to 8 

Gray Nubuck Blucher Oxford with Black Cal 
Saddle and Shield Tip, Leather Sole, 9-8 Heel, 
Wingfoot Toplift, Flat Eyelets, Detroit Sport 
Last. 


$4.60 


“La 
Militaire”’ 


Style 384 


GOODYEAR WELT 
IN STOCK: AA to D,3 to 8 


All Gray Nubuck Blucher Oxford, Leather 
Sole, 9-8 Heel, Wingfoot Toplift. Flat Eyelets, 
Detroit Sport Last. 


$4.60 








Style 382 


GOOD YEARJWELT 
IN STOCK: AA to D,3 to 8 


New Swagger Model. Medium Shade Russia 
Calf, Semi-Soft Box, 8-8 Heel, Wingfoot Top- 
lift, Leather Sole. Blind Eyelets, Detroit Sport 


Last. 
$4.25 


Style 387 


GOODYEAR WELT 
IN STOCK: A to D,3 to 7 


All-Gray Nubuck One-S with Pearl Button, 
Imitation Tip, Leather le, 9-8 Heel with 
Wingfoot Toplift, Detroit Sport Last. 


$4.60 


FOR DESCRIPTIVE CIRCULARS OF ALL STYLES IN STOCK WRITE TO 


COTTER in LYNN 


Maker of the FORMATIVE flexible-arch shoe for every woman 
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Genuine Ocean Pearl Shoe Buttons 


Our Pearl Buttons are cut from the finest shell obtainable. 
The cutting, coloring, and polishing are expertly done. 
All buttons are carefully graded and inspected before packing. 


UNITED SHOE MACHINERY CORPORATION 


205 LINCOLN STREET BOSTON, MASSACHUSETTS 

















SHOE BUTTONS 


A complete line of buttons for the shoe manufacturing trade, in an assortment of eighteen colors, 
adaptable for every service 


Our standard sizes are as follows: Size 2 = 14 ligne; Size 2’ = 16 ligne; Size 3 = 18 ligne. 
Pearl buttons are shown actual size; all other buttons are illustrated 4% over size. 


@ Morley Shoe Buttons Morley Flat Top Gaiter 
Regular Finish, Hand Finish Buttons 
: Hand Finish 


MORLEY SHOE 
FLAT" Tor GAITER 


Morley Overgaiter ” 
Ae =) Buttons Milo Shoe Buttons » 
Regular Finish, Hand Finish Hand Finish 


MORLEY OVERGAITER MORLEY DOT 


The chart below shows in exact detail our standard colors. Specify these color numbers on your button orders. 


' “4% Pearl Shoe Buttons 
Ideal Shoe Buttons COLOR 100 COLOR 625 COLOR 1300 . . 
All Standard Fast Colors 


All Standard Fast Colors oa Made from 
Celluloid Blanks Genuine Ocean Pearl Shell 
Rivet Shank Paes Three Sizes 


COLOR 200 COLOR 700 COLOR 1400 Rivet Shank 


0 fp © (0 


STYLE O1 COLOR 300 COLOR 800 COLOR 1500 


(o es iii! Se 


COLOR 400 COLOR 1600 i 
STYLE X (COLORED INSERT) SIZE 2% 


bes. 
COLOR 500 COLOR 1100 COLOR 1700 KO) 


STYLE OO 














COLOR 600 COLOR 1200 COLOR 2000 


Dandy Shoe Buttons 
All Standard Fast a aie apne For Shoes, Spats, and Boot Tops. Plain and Fancy Finish—Two Sizes. 


@t 


STYLE OO STYLE 12 


@e Ob OF 


STYLE 17 STYLE 37 STYLE 15 STYLE 39 


UNITED SHOE MACHINERY CORPORATION 


205 LINCOLN STREET, BOSTON 
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Need we tell you A Reason and A Remedy 


why the sh ! — 

‘ ntl a Pens There is a REASON why the inside of a Shoe usually 
goes to pieces before the outsole, (excepting of course the 
natural wear of the outsole.) 


The insole becomes black and brittle with sharp edged 
cracks and a general breaking down. The lining becomes 

weak and rotten, giving way at heel and sole. The Shoe has 
\centieaiie lost its usefulness. 


We offer you A Remedy 


Formula No. 152 pre- 
NU-GRAIN ste 
flexible the natural grain 
of the insole. It takes the place of the Natural Grain on Split and 


Buffed insoles. 


It prevents the leather from absorbing moisture and gives it a 
permanent flexibility and a soft and easy feel to the foot. 


Its application is very simple, just flow it on the grain side with a 
soft brush—it dries quickly, and that’s the whole story. 


“AND THE SHOES DON’T COME BACK” 


Formula No. 153 is on 
SWEATINE oterises ci tn ‘ne 

Grain formula, but made 
especially for Cloth linings for shoes. 


It can be applied before or after the cloth is cut. 
It prevents the rotting of the lining. 


By giving the cloth a smooth, soft, sweat-proof surface, it adds to the 
comfort of the wearer and to the wear of the stockings. 


KORITE LABORATORIES 
WOLLASTON, MASS. 


F. A. Howard, Shoe Chemist 
Director of Research 


Main Office: 
KORITE PRODUCTS, INC. 
292 Main Street 
Cambridge, Mass. 
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Spring and Summer, 1923, 
reflect the style trend in © él 
women’s dress. , &\ OQ ©@ 


Cairo pumps in Desert 
Beige and Dawn Grey 


ooze calf are very smart 
when worn with the new 
Spring frocks. 
Black Satin pumps will ; 
also be very popular for 
afternoon and evening 
wear. Our In-Stock De- 


partment is prepared to 
[Style 81 Style 82 


ship at once a number of Black Satin 
attractive shoes of this Manchester Pump [Dawn Grey Ooze Calf 
Cairo Pump 


character. 








Patent trimmed slide, turn sole, 
Rosemont (70) last, 1 5-8 satin 
covered Cuban heel. 


Turn sole, Bryn Mawr (65) last, 
1 3-8 finished covered Cuban heel. 
If you have not already 


availed yourself of Halla- $6.25 $7.35 
han Service may we have 
an opportunity of serving 
you this season? Our In- 
Stock service will help 
you increase your sales. 








Viatsas itattabuay 


Style 83 
Desert Beige Ooze Calf 
Cairo Pump 
Turn sole, Glenside (15) last, 
1 5-8 finished ooze covered 
Cuban heel. 
$7.35 


HALLAHAN & SONS, Inc. 


Makers of High Grade Shoes for Women 
Washington Ave., 10th to llth St., PHILADELPHIA 


New York Office Colenge Office 
Frank D. Duncan Burton T. Duncan 
34th St. and Broadway, Marbridge Bldg. 5 South Wabash Ave. 
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Style 77 
The Southampton 
Finest!Black Glazed Kid, flexible 
welted sole, Arlington (30) last, 


134-inch Cuban leather heel, 
straight tip punched center, 
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HeWalneny 


Mlacle 





Style 75 
The Belmar 


Finest Black Satin, turn sole, 
Oakmont (75) last 2-inch cover- 
edjLXV heel. 


$6.25 


IN STOCK 


NOW 
Ready to Ship 


All Stock Shoes 
Sold Net Thirty 
Days 


The following schedule of 
sizes and widths carried 
in stock: 


attractively perforated. 


Style 74 
$6.50 


As above in patent colt. 
$6.50 


Hallahan-made shoes for 
women are famous for 
fineness of leather, skill- 
ful shoemaking and per- 
fect fit. 








Style 76 
The Southampton 


Finest Patent Leather, flexible 
welted sole, Arlington (30) last, 
134-inch leather Cuban heel, 
straight tip, punched center. 


$6.50 


HALLAHAN & SONS, Inc. 


Makers of High Grade Shoes for Women 
Washington Ave., 10th to 11th St., PHILADELPHIA 


New York Office 


Frank D. Duncan . Duncan 
34th St. and Broadway, Marbridge Bldg. 


Burton 
5 South Wabash Ave. 
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Your Name and 


Trade-Mark Here 


Here’s the last touch of distinction for 
your shoes! Heels made according to 
your own specifications and design. 
Stamped with your name and trade- 
mark. As individual as your shoes 
themselves. 


Orders Filled Promptly 


We are equipped to make immediate 
shipment of these high quality heels. 
Write us your requirements. Let us ex- 
plain our proposition to you in detail. 


The Republic Rubber Company 
Youngstown, Ohio 


REPUBLIC RUBBER HEELS 


Heels Tailored to Your Shoes 











The Famous 
Weber) 


Shoe for en 
Two Weber “In Stock” Styles °°. New Drake — 


Your opportunity to 
test Weber Value and 


service and to prove how 
these famous Union 


Made Shoes fit into 


©—Tan Calf Col | PF, 

No 93 = o> your store at $5 to $8 ™ a Vega bates: mt 
ford Drake Last rat tus « Veal 
esgupdelavoundess retail. 
stitches across tip 
and vamp and eyelet 


row. Half Wingfoot 
rubber heel. B,64%toll C,6toll D, Stoll b wae Sout 11 
1Zes. 


Weber Bros. Shoe Co. NORTH ADAMS, MASS. 


New York Office: 1328 Broadway, Marbridge Blidg., H. Harris, Rep. 
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In Stock 
No. 757 


(Tongue lump a - 
in, Black Kaffor id with 
Black Ooze toncgue an 
Varn p collar inlatd wit 
Black Kaffor kid A Turn 
carryin & covere 


ares eel on our — 
I54 last. 











Sizes, +08 --- Widths AAAtoD 
Price#5.65, net 30days. 








‘MHOE “MFG °C O° 
BROCKPORT. N.Y. U.4A. 


NEW YORK OFFICE 545 ~~ is $7 BLOG. BWAY AT 34ST 
CK Ed 
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TRADE MARK 


FAMILY TAILORED HOSIERY 


We herewith submit for your considera- 
tion four late additions to the Weldrest 
Line. 


Every one of these numbers contributes 
a distinct fashion note, and is sure to 
please early Spring buyers. All are very 
high in quality, yet very moderate in 
price—thus conforming to the Weldrest 
policy of the best possible best for the 
greatest possible number. 


Descriptions of these new numbers will 
be found on the opposite page. 


The Weldrest Line of Family Tailored 
Hosiery now comprises children’s goods 
in fancy socks and three-quarter lengths 
(mercerized and silk), as well as fine and 
heavy ribs; men’s socks in silk, mercer- 
ized and lisle—and of course women’s 
hose in all conceivable styles, grades and 
prices. 


Remember that all Weldrest Hosiery is 
shipped direct from our mills—we have a 
plant equipped to meet any requirements 
you may name. And remember also that 
actual day-by-day consumer use all over 
the United States has proved the Weldrest 
slogan of 


Made Different 
Looks Different 
Fits Different 
Wears Different 
Style No. 1051 Is Different 


(See other page) 








OOOO OO OOOOOOOOOOO OOO OOOO OOOO Oooo ooo 


The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. . 








March 24, 1923 BOOT AND SHOE RECORDER 41 





OOOO OOO OOOO OOOO Oooo ooo 








Meets the Most Exacting 
Demands of Spring Trade 


No. 1502 is a more than ordinarily attractive 
combination of silk and art silk. It has a 19-inch 
boot, and is made with a variety of seams. The 
illustration shows the popular lace back seam, 
but we also knit it with broad, flat, tailored seam 
(List No. 500), with the usual round seam (List 
No. 1000) and with a lace boot effect (List No. 
1503). We price this stocking to sell at $1.00 
retail, and look upon it as one of our very best 
efforts. With its various combinations of seams 
(all selling at the same price), it makes a stunning 
popular-priced leader for any hosiery department. 


No. 867 is a “crack extra” 14-strand silk stocking, 
with broad, flat, tailored seam and extra elastic 
rib top made on 520 needles. This is a crackajack 
number for the woman of slightly heavy type who 
needs a stocking with a little extra “give,” yet 
hesitates to ask for it for fear of sacrificing style. 
As can be seen by the illustration, style, fit, qual- 
ity and comfort are combined in this number to a 
most remarkable degree. Ripping at the knee is 


Style No. 1502 an impossibility in this stocking. Priced to retail Style No. 867 
: at $1.95. 


























No. 801—Here’s a $1.50 leader that will stimulate 
Spring buying. It’s “crack extra” silk boot, and 
made with lace clock and round tailored seam. 
A style number of the A-1 sort, and possessing the 
degree of value that the woman who demands full 
purchasing power from every penny will appreci- 
ate. By all means include this number in your 
earliest orders. 


No. 1051—(Illustrated on opposite page.) This 
is a beautiful “crack extra” silk lustrous chiffon, 
with all the snap and “verve” of Paris itself knit- 
ted into every stitch. It (indeed, all Weldrest 
hose does, for that matter) gives style and snug 
fit on even the slenderest woman. Made to retail 
profitably at $1.50 to $1.75, this stocking is one 
you can whole-heartedly recommend to your 
finest trade. 


Style No. 801 


ALLEN HOSIERY COMPANY 
23rd St. and Allegheny Avenue, Philadelphia 


New York City Philadelphia Baltimore Chicago Dallas 
Textile Bidg. 1009 Filbert St. 100 Eutaw St. 303 W. Monroe St. 2103 Magnolia Bidg. 
295 Fifth Ave. 


OOO OOOO OO OOOO OOOO ooo ooo 
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Demonstrating the 


Shoes shown by 
courtesy of 


Chas. A. Eaton Co. 


Brockton, Mass. 


FOR MEN, WOMEN 


The Ultimate 


CLICO, 


March 24, 1923 


Best 


and Safest 
Method of At- 


taching Crepe 
Rubber Soles 


AND CHILDREN 


Sport Sole 


2... conde 


A F mnt Retailer® of High Grade Shoes Has Adopted 
“CLICO” as Standard for All His Golf, Tennis, Gymnasium, 
Yachting and General Sport Shoes 


S bery famous house has discarded entirely all 
old-style compounded rubber and fibre soles. 


Because CLICO soles can be carried in 
stock without the slightest hardening 
or deterioration. 


Their principal attraction to CLICO however is 
its fineness and firmness of grain—the 
adhesive on the cementing side of the sole allow- 
ing a ‘‘fool proof’’ attaching job—and the 


*Name given on application. 


separate wedge heel which makes a neater 
looking shoe. 


Arr these important benefits to your own 
business and your crepe sole problem returns 
and replacements will be nil. 


The Clifford Company 


Makers of CLICO Soles and Ace Rubber Heels 
Boston 


185 SUMMER STREET M 
ass. 
St. Louis memes % 


Opp. South Station 
M. HEUCHAN, 1627 Locust Street 


The Boot and Shoe Recorder will appreciate your mentioning the publication in replies te advertisements. 
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“Onyx” Hosiery, Inc. 


Sole Owners and Wholesale Distributors of ““ONYX”’ 
1107 Broadway, New York City 
Dept. P 


For the first time in many years we are able 
to make immediate deliveries on a few of our 


“POINTEX” numbers. 


No. 255—A full fashioned, lisle topped, ““Pointex”’ silk hose in a 
full range of colors $18.50 a doz. 


No. 298—Full fashioned silk hose with an extra wide lisle top in 
staple colors $23.00 a doz. 


No. 105B—Heavy weight silk hose, full fashioned, in black only 
$26.00 a doz. 





Write for our Spring 1923 Catalogue 
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SALESMAN 


Montana Wyoming Idaho 





We want a real live wire salesman for the above territory. 
Must have recent experience in this territory selling 
women’s shoes to retail trade. No others need apply. 


Write 
stating experience in full, age, home address, etc. 





LUNN & SWEET CO. Auburn, Maine 














You can’t keep a good thing buried forever-- 
“Queen Tut” Sandals 


The Season’s Hit 


IN STOCK 


No. 8160—Gray Alligator Leather with Patent Strap and 
Trimming. Sizes 22/6 $2.50 


No. 8161—Tan Alligator Leather with Red Strap and 
Trimming. Sizes 22/6 $2.50 
Goodyear Stitchdown Construction—Leather Lined— 
Rubber Heels. Orders filled in Rotation—Better 
Order Now. 


NOTE: References with new accounts will speed the shipping of orders. 


H. MALKIN’S SONS 


120 West Broadway, at Duane - - New York City 
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uy Ready To Ship Styles! Ny 





























Yew can order from our advertisements with every 
confidence of getting shoes of uniform standard. 
Each number brought to your attention through 
advertising is a proven seller. If you have never 


sold the Crawford shoe, we suggest you stock. these 
numbers and: see ‘how~ well they: 'selli! ‘At trial’ has 
revealed new sources: of profit te others. Why 


not you? 


FOR EASTER 
TO BE SHIPPED 
AT ONCE oun 


StockINo. B 966 Ovation Last, Code Dome, Men’s Stock No. B 964. Belmont Last, Code, Everett, 
Foxed Oxford, Barnet’s VanfRuba Calf Vamp, Top, Tip, Men’s Oxford, Barnet’s Van Ruba Calf, 6 spaced rows 
Foxing and Eye, Stay, Single Sole, Rubber Top Lift. of stitching, Single Sole, Rubber Top Lift. Widths 
Widths A to D. Ato D. 


Stock No. B 864. Same as 964, Code Hallett, 
Made of Imported Black Calf. 


New Spring Catalogue Ready March 26th 











AN CHARLES A. EATON COMPANY ats 


“The Sterling Shoemakers of New England” 


UY BROCKTON, MASS. NY 
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(Above) 


IN STOCK 


BOSTON— NEW YORK— CHICAGO 
ae April 1 Delivery 
GROWING QUEEN STYLE 8670 Price, $4.15 


PATENT LEATHER “BUNTY” TWO-STRAP SANDAL 
WITH ENAMELED BUCKLE 
Welt Sole 5/8 Rubber Top Heel Co-Ed Toe 
A 34-7 B 3-7 C 24-7 . D247 


STYLE 8872 The Same in WHITE ELK 
Price, $4.15 


a” 
rs 


wars LO : 


7} 
( 


STYLE 6409 The Same in BEIGE ELK 
Price, $4.15 


<I) EA 
Bs 





ODAY, with demand ones on shoes of established reputa- 


tion — known, liked, respected — the Queen Quality agency 
franchise offers exceptional advantages. We invite correspondence 
with merchants who want evidence of what Queen Quality can do 
for their business. 


THOMAS G. PLANT COMPANY, BOSTON 20, MASS. 


NEW YORK CHICAGO 
125 Duane Str. 207 W. Monroe St. 








The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 





March 24, 1923 








BOOT AND SHOE RECORDER 














We are just around 
the corner from you. 


| ape large shoe manu- 

facturing center has a 
United Last factory, either 
in or directly neighboring it. 


And there are six United 
Last Showrooms in as many 
important cities, where you 
may alwayssee an unusually 
complete display of lasts, 
and hear the latest shoe 
style news. 


United Last Service is so 
widespread, that it’s vir- 
tually justaround the corner 
from you. 


Consultation with us is the 
first step toward perfecting 
your lasts. 


_UNITED LAST COMPANY 


Headquarters at Boston, Mass. 


Affiliated Company 


United Last Company, Ltd. 
Montreal 


with branch office at Toronto 


























Ten 
Factories 


Brockton 
NEWARK 
Lynn 
Cuicaco 
New York 
RocHESTER 
HAVERHILL 
AUBURN 

Sr. Louts 
MILWAUKEE 


Six 
Show Rooms 


Boston 
212 Essex Street 
CINCINNATI 
803 Syracuse Street 


St. Lours 
Adv. Bldg., Room 303 


: CuIcaco 
Wells Bldg., Room 406 
PHILADELPHIA 
331 Arch Street 


MILWAUKEE 
10 Metropolitan Bldg. 
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Dhis isa WHITE KID year 
says Palm Beach 


Dame Fashion has given her Spring command; 
at Palm Beach, as usual. Sports wear yields the 
stage to dressy gowns of extravagant simplicity 
with snowy, dainty, glazed white kid pumps. 
“Those-who-count” will obey the edict. 


Never before has the favor leaned so strongly 

toward glazed white kid. Always popular, this 

year it is imperative. When the social tide swings 

Northward, be ready with good stocks of white 

? stares O) pares ® kid footwear. The signs are unmistakable—those 
who heed them will benefit quickly and continu- 
ously through the season. : 








Keeping pace with fashion, manufacturers have 
made new designs with improved Amaleo glazed 
white kid—a purer white, softer, daintier kid than 

has ever been produced before. Ask factories to 
aa show you patterns made up in this silky soft skin 
with 











Carefully prepared in 
our own laboratories 


ee ies done THE GLAZE THAT STAYS 
Amalgamated Leather Companies, Inc. 


glazed white kid. 
20-24 NORTH STREET PHILADELPHIA, PA. 
FACTORIES AT WILMINGTON, DEL. 
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FRENCH. SHRINER & URNEK 


MENS SHOES 


— 


The DERBY 


THE DERBY (shown above) sells successfully in com 


petition with even the highest priced custom-made shoes. 


It is a straight model, with flat fore- 
part, and a slightly receding toe. 


Our dealers have found that its ultra smart lines, extreme 
comfort, and long wearing qualities—“built in’’—with 
characteristic French, Shriner & Umer thoroughness, have 
made this shoe one of the most profitable they have ever 
carried. 


Style 52—3 Tan Viking Oxford 
Style 76—Gun Metal Oxford 

Style 189—French Calf Oxford 
Style 71—Cherry Cordovan Oxford 


Immediate Deliveries from Stock 


FRENCH, SHRINER & URNER 


Factory and Salesrooms: 63 Melcher Street, Boston, Massachusetts 








— 


Ss. upertority Built in EE sian NVot Rubbed On 


'S EXTRA 
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More and more people are 








Phe shoe history a 
changed on t 


tanning and gave the wor 


ROBERT H. FOER 


poem 


VICI 


THK TT ow =; 


SSS" 
CPhis is the shoe leather 
that became famous 


In 1890, che year Robert H. Foerderer perfected the tan 
ning of leather by revolusonary methods, Vici kid became 
the best-known leather in the world. It marked » new era 
an the » 


industry 
ict kid at once improved standards, styles and designs in 
shoes Vici kid opened a new wa 
color in shoe craft. In Vict kid, » ufacturers 
found the ideal leather in which to display individuality m 
shoe designs. 
Drscrimunate when you buy shoes. Ask for shoes of Vici 








kid—frm for strength and wear, pliable for fit and ease, 
hastens in appearance 
No other leather combines ALL the advantages of Vici kid 


ROBERT H. FOERDEB 


Millions 

of people 
iii are reading 
yan cdi ce : day S VICI atee 


of Vici kid—is the definite aim of all 
advertising 


THERE TS ONLY ONE Vici 


Vici kid national advertising. 
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buying shoes of VICI kid 





A TCl kid adverti 
OM eh TT 


N BUYING shoes your customers are interested in 
knowing the advantages of the shoes they select. 


They can see the beauty of a pair of shoes. They can 
feel the finish. They areinfluenced by what your salesmen 
tell them of the style and fashion the shoe represents. 
All these advantages help you make the sale. 


The national advertising of Vici kid is telling the public 
that “no other leather combines ALL the advantages of 
Vici kid.” It is telling the public to “buy shoes of Vici 
kid” for ALL the advantages they want in their shoes: 
— strength, style, beauty, refinement, distinctiveness, 
flexibility. It is impressing upon buyers the reasons 
why Vici kid is the most famous leather in the world. 


All this Vici kid advertising is influencing men and 
women to come to you—to ask for shoes of Vici kid. 


They are asking for Vici kid today. They will continue 
to ask for Vici kid in the future. 

Robert H. Foerderer, Inc., originator and exclusive 
maker of Vici kid, is planning the Vici kid advertising 
to sell more shoes of Vici kid. Watch the advertising in 
The Saturday Evening Post and The Literary Digest. 
Tell the Vici kid story to the customers in your store 
while the advertising is telling it to them in their homes. 


ROBERT H. FOERDERER, Inc. 


PHILADELPHIA 


Selling agencies in all parts of the world 
THERE TS ONLY ONE VICI KID THERE NEVER HAS BEEN ANY OTHER 


The Beet and Shee E der will appreci your mentioning the publication in replies te advertisements. 
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A SHOE LACE THAT OUTWEARS 
BY MONTHS ORDINARY LACES 
STAYS TIED AND NEVER Looxs| 
SHA\ 



































eee 
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A shoe “Cordo-Hyde” equipped has the same 
public appeal as silver marked “sterling.” 


_——————— -— = os 


Some manufacturers and merchants have 
long recognized this. Have you? 


FOR SAMPLES AND INFORMATION ADDRESS LACE DIVISION 


0. A. Miller Treeing Machine Company - - Brockton, Mass. 


a Styles—In Stock 


B 308—A Two-Buttoned Strap + 7 —~ 
B 300—Gray Suede, Gra ay Trim, 16-8 Patent Colt with Gray Kid Stra 
Spanish Covered Wood High- Grade Underlaid with Patent Colt. 10-8 and’ 


with Wingfoot Rubber Top Lift. Welt. $4.9 oo 
: i ey Black Kaffor Kid Blucher Oxford, 


B 303—Black Satin, Black Suede Trim, rig * Lost, Trout Trouser Creased Vam 
16-8 Spanish Covered Wood Heel, al, High Tongue, R Tos Litt. 7 = = = 
pemiicmacamnas : B 302—Same in Sunset Russia ‘Calf Welt. $4.75 


B 311—Beige Sued ussia Trim, tip 
= poshatag. 10-8 Hes with Robbe bie Litt 


OOOO II 





_ 88 = ee ee 
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AA. .. 443 
B 305—Gray Charmooz Suede One Strap, B, C, D. 2% B 307—Patent Leather, Imitation Ti 
Gray Kid ‘Sere Imitation Tip, —e Heel Tesunse ‘Net 30 Beso Strap Two-Button Pump, 10/8 Heel, 
with Rubber ‘op Lift, Welt... . $4.85 Top Lift, Welt 


JOY, CLARK & NIER, Inc., Rochester, N.Y. 


iL New York Office, 127 Duane on Murray Klein, Representative j 
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Vital Points 


The Top View 
The Lateral View 


Orthopedic Feature for Corrective Fitting 


the lm erences 
Foot X-Ray 


TOP VIEW LATERAL OR ARCH VIEW 



































Embodies these features of complete service 
SS Has the improvements that i lete satisfacti 
MACHINE as the improvements that insure complete satisfaction 
Has the variety of uses that produce steady, extra and profitable business 


Write at Once for Complete Plan and Offer 


THE BROCK SALES CO. 


246 WATER ST. W. Dept. B MILWAUKEE, WIS. 
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Polar Kloth 


The White Shoe Cloth Par Excellence 


ii ' il! 7 “ny | ' 
\ . ty 


Lf 


UN Ad edt dare ABLA WL ULL Aides 


enc Ny N 
tt Ra RNS 
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i la al 


Invisible Value 


All white shoe cloths look more or less alike. Whether made from 
short or long staple cotton, two-ply or three-ply, the inferior fabric, 
to a casual observer, will appear to be of about equal value 


POLAR KLOTH 


is made from long-staple imported cotton, spun into a three-ply fine 
count yarn, and woven into an extremely fine-faced fabric of great 
strength, to produce a shoe of Beauty and Long Wearing Qualities. 


era onan ua 





io 
Five Years 
of constantly increasing business have proved the wisdom of 
Quality First and Price Afterward 


Thomas, Lake & Whiton, Inc. 


179 South Street, Boston, Mass. 


Selling Agents CANADA 
LOUIS G. FREEMAN ( PAUL ROY & A.D. ALBEE 
59 St. Peters St 
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MANUFACTURERS SUPPLIES CO 
722 No. 18 St. 614 E. Water St ‘ 
ST. LOUIS MILWAUKEE CINCINNATI MONTREAI 


Nha har crt gaggle tg it MM A ye 


Ao ll As A ut 


Wreyey 


N 
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"THAT old-fashioned pride of craftsmanship— 

which has all but disappeared in the modern 
quest for cut-cost, quantity production — still 
flourishes in the big Goodyear factories where 
Gold Seal rubber footwear is made. 


Goodyear workmen seek perfection—not produc- 
tion. They are proud that no cheap or shoddy 
material has ever entered the Goodyear factories 
—proud that only the world’s finest materials are 
used in fashioning Gold Seal rubberwear—proud 
that Goodyear Gold Seal has been indisputably 
the world’s finest rubber footwear for 70 years. 





Are you one of those better-class dealers; interested 
in tomorrow’s profits as well as today’s? Goodyear 
has hundreds of such dealers — has held them for 
10, 30, 50 and even 60 years! And if you’ll write 
for particulars of the Goodyear agency plan you’ll 
see why it pays to be a Gold Seal dealer. Write! 




















——_____4 





The Original and Only Genuine 


GOOD | 
RUBBER CO. 


General offices: 787-69 Broadway, New York 


There’s a well-stocked service branch near you. 
Milwaukee, Wis., 380-2 East Water St. St. Louis, Mo., 1103 Washington Ave. 
St. Paul, Minn., 371-7 Sibley St. Portland, Ore., 61-7 Fourth St. 

Kansas City, Mo., 807 Baltimore Ave. San Francisco, Cal., 539 Mission St. 
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Miller Shoe Trees Insure Profits 


, By recommending use of 
A profit is not a profit un- ' HN Miller Shoe Trees you can 
less the customer is perma- > feel confident the customer 
nently sold. \@ will remain pleased with his 


Why treat shoes with less care than clothes? 
Get this thought across to the public in 
your advertising. It will sell trees for you. 


SHOE TREE DIVISION 
O. A. Miller Treeing Machine Company, Brockton, Mass. 


a (I 
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[ STYLES IN STOCK 


**THE LINDA” 


A cut out Oxford 
carried In Stock in 
Gray Suede Kid 
combination. 


$7.50 








creases 
if it involves invention. 
IF YOU HAVE ANY NEW IDEAS 
which you feel are useful, practical and novel, take 
womptaction toward ‘protecting our rights. 
SZSEai el"parts or uasrovens mach new 


a 


comb wy parts or improvements, or new 
SEND DRAWIN . MODEL OR DESCRIPTION 
of it for information as to procedure to secure 
protection. 

warye yopay von BLANK FORM 


to be returned to me 
model of your idea. Pro: 
me S yous met we 


An attractive Satin 
Model, In Stock. 


$6 :50 








My 
Ffompt pt service—based uw 
hgneee references. 
for free book, Howto Obtain a . 
book will give you. valuable 


ee save you much time and 

effort. Send 4 it N 
M is devoted x i! to United 
\- ee 


BROOKLYN QUALITY AND BROOKLYN STYLE 
ENOUGH SAID 


WOLNICAR SHOE CO. INC. 


Pitkin Ave., Cor. New Jersey Ave., Brooklyn, N. Y. 





SS HS WHS] SW HI2HSHKw rl aiooHSaaS>—=] 


Piease send me your free book, ne to Obt is 
Patent,” and blank form “Evidence of ins 
ception” without any 


| “THE BOBBY” 


| 
ld 
< 


(WRITE CLEA RLY) 
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DOLGEVILLE 








Two Ways to Build 
Year Round Profits 


EALERS who are enjoying year 

round profits in felt footwear must 

do two things. First, feature a line in at- 

tractive display for every season of the 

year. Second, stock a reliable brand which 

will win and keep the satisfaction of your 
trade. 


Dolgeville Felt Footwear is the ideal line. 
The smart colors, superior quality and 
genuine service identified with the Dolge- 
ville name and trade-mark is your guar- 


antee of trade satisfaction and year round 
profits. 


DOLGEVILLE FELT SHOE COMPANY 
Dolgeville, New York 
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SULTANS 


After Easter 


Sport Shoes and Sandal Effects 
Our Line is Complete 


Individuality at 
Moderate Price 


Our customers don’t waste time 
wondering where they can get 
the very newest style effects 
for moderate pricing 


They Come Direct to Us 


DONN D. SARGENT Co. 


SaLem, MASSACHUSETTS 


BOSTON OFFICE FACTORIES 
195 ESSEX STREET 407 BRIDGE STREET 


GSAS ARaARAIRGISAI SSAA 
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What are the “After Easter” Colors? 


STARBUK 


answers with 


Beige Bobolink and Hazel 


Color 20 Color 33 - Colorz43 


OW for the most charm- 


Oe ee Se eee ae ae ee aera ae area abe eae ma eee ee 


May we suggest your showing this style 
illustrated just below. 


Ask your manufacturer to use Beige 
STARBUK for the vamp and quarter 
and Brown Calf for tip, straps and 


throat. 


And don’t overlook 
this unusual Egyp- 
tian sandal pattern. 


Have it made from 


Hazel STARBUK. 


ing “‘sports wear’’ shoes 
American designers have 
ever brought forth. 


Warm shades of brown are 
preferred in suede leathers 
for whole shoes or combina- 
tions. 


STARBUK always enables 


you to offer the latest and 
most correct colors, at prices 
which delight the woman - 
of moderate means. 


TOLMAN, DOW & CO., Inc. 


174 Lincoln Street, Boston, Mass. 


GREATER N. Y. 
New Castle Leather Co. 
100 Gold St. 


ST. LOUIS, MO. 
T. M. Fitzgerald & Co 
1602 Locust St. 


CINCINNATI, OHIO 
Mohr-Holters Sales Co. 
202 E. 7th St. 


ROCHESTER, N. Y. 
Mr. Charles L. Kirk 
22 Andrews St. 
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GLOVE -GRIP SHOES 























IN STOCK 


Model S 484—THE HAIG 


Arnold Glove Grip Sport Oxford, 
Brown Elk, Crepe Rubber Sole and 
Heel, Fibre Doubler. 


Sizes AA and A, 7-11; B, 6-I1; C, 
D and E, 5-11. 


Price $6.85 














There's distinction in every line of Armold Glove 
Grip Sport Oxfords, and comfort such as you never 
believed possible. 

They are made on the same principle as all Arnold 
Glove-Grip Shoes. When you lace one of these 
oxfords you lift up the arch of the foot instead 
of pushing it down. The result is a degree of 
comfort not found in any other shoe made. The 
Glove Grip feature is patented and cannot be 
duplicated. 


Send for our Spring Catalogue “S” 


M. N. ARNOLD SHOE COMPANY 


NORTH ABINGTON, MASS. 


BOSTON OFFICE NEW YORK OFFICE 
(Room 801) 10 HIGH STREET 127 DUANE STREET 
a oe The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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A Well-Balanced Heel 


Experience and “rubber-knowledge” are required in 
making a fine rubber heel that has— 


—just a sufficient amount of hardness for long wear. 


—just enough resilience to give the utmost of walking 
comfort. 


A heel too hard will not have that springiness so es- 
sential to the heels of quality shoes. 


And one too soft soon becomes uneven—a reflection 
on you and your store. 


The makers of Armstrong Circle A Heels have, with 
painstaking experiment, found the exact balance that 
provides you with a long-wearing, elastic heel for your 
best shoes. 
Since 1863 the Armstrong Cork Company has manufactured 
only “quality” products. Before any one of its products is 
marked with the Circle A trademark that product must be as 
perfect as the best material and workmanship can make it. The 
experience and reputation of this widely known organization are 
your guarantee of satisfactory service. 
Specify “Armstrong Circle A Heels.’”? Your shoe manufacturer 
will gladly supply them. You can determine for yourself 
the well-balanced qualities of the 


ARMSTRONG CORK COMPANY Armstrong Circle A Heel. Send 


Shoe Products Division fe © seneey paw Iv yet sae 


Shoes stating size and color. 
LANCASTER - - PA. 


Armstrong 
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C.H.ALDEN CO 
Ne 


An Alden Style 
that can be 
delivered promptly 
Made in 


Gallun’s No. 4, 
also Black, 











ONCENTRATION of our 
efforts has enabled us to offer 
that which the times and the trade 
require. 


ooo 3o 98 


—best quality of Stock with our Standard of 
Workmanship, at prices lower than could 
have been accomplished in any other way. 


ooo 98 0 


We are also able to give quick deliveries on 
certain lines. But this is not in any way an 
in-stock proposition. 


C. H. ALDEN CO. 


FACTORY BOSTON OFFICE 
ABINGTON, MASS. 10 HIGH ST. 
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A Timely Word of Advice 


la 

Our line this year is very long, and it will be neces- 
| sary for us to withdraw certain styles from sales as 
| soon as our capacity on these novelties is exhausted, 
: as we cannot make further inroads into the produc- 
| tion of our staples. 
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We therefore urge those dealers who feel that they 
| must have the new designs to order at once while 
FE we have the room for making these special styles. 











| Be on the safe side this year by having enough 
| Daniel Green Comfys and Boudoirs, as many dealers | 
were disappointed in 1922 due to our inability to fill | 
the late orders. | 
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| Sold only by the Factory Salesmen. 
We do not have a Jobber. 


Daniel Green Felt Shoe Company 
Dolgeville, New York 





| New York Sales Office Chicago Sales Office Boston Sales Office 
| 116 East 13th St. 189 W. Madison St. 10 High St. 
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TO ALL WHOM IT MAY CONCERN: 
UNITED STATES PATENT OFFICE 


Hanover Rubber Company of West Hanover, Massachusetts 


ACT OF FEBRUARY 20, 1905 
Application Filed June 23, 1922 Serial No. 165,954 


NU-LIFE 


STATEMENT 


To all whom it may concern: 


Be it known that Hanover Rubber Co., a corporation duly organized under 
the laws of the Commonwealth of Massachusetts, located and doing business 
at King Street, the town of West Hanover, county of Plymouth, in said Com- 
monwealth, has adopted and used the trade-mark shown in accompanying 
drawing, the word ““NU-LIFE,” for rubber heels, soles and half soles, Class 
N. 39, Clothing. 

The trade-mark has been continuously used in the business of said cor- 
poration since January 3, 1922. 

The trade-mark is applied or affixed to the goods or to the packages con- 
taining the same, by means of a label on which the trade-mark is shown or by 
molding or impressing it upon the product. 


HANOVER RUBBER COMPANY 
By HARRY T. FOGG. Secretary 


TRADE MARK, 164,029 


HANOVER RUBBER COMPANY 


WEST HANOVER, MASS. 
Boston Office—10 High Street 























The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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A Fadempde Oxford 


for townand country 




















ASdemode two strap Pump 
fer the street 


Gedemode 


Shoes for Women 


The productions of Julius 
Grossman. Incorporated 
represent the highest type 
of American Shoemaking 


Gotemode Shoes are obtainable 


; through dealers of the betterclass 
The Pedemode Advertisement 


in the April issue of Julius Gros sm an, Inc. 
Vogue & Harpers Bazaar Shoemakers Brooklyn. NY. 





The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 








“Honest 
Sole 
Leather 


he best hide pro- 

curable can be 
ruined in the prepa- 
ration for tanning. 


Ashland Oak scientific 


preparation leaves 
only the PURE HIDE 
FIBRE, 





A Question of Taste 


People who travel extensively 
sop at the MARTINIQUE 

ECAUSE it delivers in room accommo- 

dation, hotel service and food value, 
full return tor the amount of the bill. 

Because it is conducted forthe New York 
trinity of dusimess, pleasure, rest. 

Because it is five minutes from the theatre 
district, two and four minutes from Penn- 
sylvania and Grand Central Stations, hree 
minutes from the wholesale houses and 
around the corner from the greatest shopping 
zone in the world. 

Consider the cost: Rooms, $2.50 up— 
rooms with bath, $3.50 up. Club break- 
fasts, 45c to $1.00. Everything else in 
proportion. 


That is why travelers have elected 
the Martinique the Travelers’ Hotel 


Broadway at 52™ Street. 
A. E. Singleton, Resident Manager 





JX ; 
= ASHLAND LEATHER CO. 
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OLE leather cannot be 
judged by its appearance. 


So don’t be deluded into thinking that 
a light, and evenly colored bottom 


means top quality. 


Old fashioned bark tannage may not always make 
a pretty looking sole - but Man! how it wears! 


BOSTON - CHICAGO - ST.LOUIS 




















ERVICE 


WITH A LARGE “S” 


f be E Essex Management prides itself 
on service. For all you enjoy when 
stopping here only a ressonaite service 
rate is asked. In keeping with its policy 
of providing everything possible for as 
little as possible, rates were recently re- 
duced. Make the “Essex” your home 
while in Boston. 





The Essex Hotel Co. 


J. J. McCarthy, Pres. T. A. McCarthy, Treas. 
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No. B576—$1.85 

















No. B816—$3.75 
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No. B742—$2.15 











No. B774—$2.85 
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DESCRIPTIONS 


B576—White Canvas One Strap, Patent Checker 
Board trimmed, Imitation turn, 12-8 Cuban heel. 
Widths B to D, code “Erato”... .......ceeeees $1.85 


B816—Black Satin One Strap, Satin Covered Buckle 
Brocade Quarter, Genuine Turn, 16-8 Full Louis heel. 
Widths A to D, code WOME .sssocesovsaces $3.75 


B817—Black Satin One Strap, Satin Covered Buckle, 
Genuine turn 16-8 Full Louis heel. Widths A to D, 
GR PRN a cnn cccktactvenkedenncoveses $3.60 


B742—Black Satin One Strap, 9-8 Flapper heel, drill ‘ 


lined, Imitation turn. Widt 3 C to D, code "Sis 


B776—As above, except Leather lined. Width B to D, 
lg, A SEES «Ey $2.75 


B786—As above except Genuine turn, Leather lined. 
Rhinestone Button, Widths B to D, code ““Clover’$3.10 


B800—White Satin One Strap, Leather lined, 14-8 
Louis heel. Widths B to D, code “Helen”...... $3.15 


B774—-Black Satin One Strap, Brocade operas, 9-8 
heel, Leather lined, Imitation turn. Widths B to D, 
code egg NE EE 1 Ee ey $2.85 


B210—(Levor’s) White Washable Kid One Strap, 
Imitation turn, Leather lined, covered 9-8 Heel, "ss to 
50 


D, code NN yaya Sinibn ta cbt cvceaes 
B250—As above except Goozios > Turn and 14-8 full 


Spanish heel, Ato C. code, “Billie”........... $4.25 
B252—As above except Genuine turn and 12-8 Cuban 
ae, OP OS By COE EE cic ce vcwecévcceves $4.00 


B859—Black Satin One Strap, Suede Collar and cut 
out tongue, Genuine turn, 15-8 full Louis heel. Width 
A to D, code “Madlyn”.............. . $3.85 


K KR RK 


No. B210—$3.50 


No. B859—$3.85 
DELIVERY APRIL 10 


Unusual Values—and Service 


HANNAHSONS Fashionable Footwear Novelties 
are unusual values—they represent a larger profit 
opportunity. And HANNAHSONS service is un- 


usual too. Read what a Rochester customer writes 


us about HANNAHSONS service: 


Rochester, Pa. 

March 10, 1923. 
Dear Sirs—We wish to thank you for 
the courteous way in which your firm 
has responded to our needs. It is 
indeed a pleasure to deal with people 
who take a personal interest in your 
merchandising plans. 


We also wish to state that you 
Should be proud of your representa- 
tive Mr. White. Although I have only 
seen him twice we feel that he ts 
exactly the type of a man to represent 
your reliable house. 

Yours, 


(Name on request.)” 


When you establish a business relationship with HANNAH- 
SONS your success is of vital interest to us. 


HANNAHSONS SHOE CO. 


HAVERHILL, MASS. 


Manufacturers 


Send for the Egyptian Number of HANNAHSONS NEWS. 


It will interest you. 








No. B800—$3.15 
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An Early American Family Gets New Shoes 


In Colonial days the American shoemaker travelled from house to 
house with his kit of tools and made shoes for the whole family. 
The Puritan cobbler was a popular craftsman. His visits were a 
delightful necessity. He was a source of news for the husband 
and wife, and a story teller for the children. 


Today, the popularity of the shoe manufacturer is reflected in 
the preference shown his product by modem Americans, and the 
success of retailers who distribute them. 


Over 35,000 retailers annually sell millions of pairs of Rice & 
Hutchins shoes “made for the whole family” in nine modem 
manufacturing plants. An unfailing evidence of popularity! Pop- 
ular shoes are profitable shoes for the retailer. 


RICE & HUTCHINS 


INCORPORATED 
BOSTON U.S. A. 


Y 



































The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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Don’t Spread Yourself ‘Too Thin on Styles 


Be Sure That You Have a Depth of Good 
Selling Sizes 


| | NQUESTIONABLY the biggest issue before the 
shoe trade of this country is whether it is going 
to accept the revolutionary policy of having 90 
per cent of its stock in stylish footwear and 10 per cent 
in bread-and-butter staples. That is the issue of the 
day. 

Not so long ago the reverse was true. The average 
store had 90 per cent in staples and 10 per cent in noy- 
elties. We are not saying that every store in the coun- 
try is face to face with the percentage of 90 per cent 
stylish and perishable footwear and 10 per cent stand- 
ard types, good now, next year and the year after, but 
the trend is rapidly in that direction. It is well to face 
the facts. 

If style were something that had its place 
only in footwear, it might be folly to say much about 
the subject, because national opposition would force 
the industry to return to its former standards of sample 
making, ordering, and waiting for delivery. 

Students of evolution have come to the conclusion 
that style is an organism. « The first writer to detect 
this was Goethe many years ago, when he said: “All 
art is a vital process that has an imperceptible begin- 
ning, a gradual growth, and a slow decline.”’ Style, 
therefore, in our civilization can be shown to be a 
primary phenomenon. It is showing itself not only in 
shoes, but more rapidly in dress and quite perceptibly 
in] furniture, types of houses, office buildings, bridges 
and landscape gardening. It means the triumph of 
style over the commonplace. 

It is the great desire of people to express themselves 
by making useful things artistic, and artistic and beau- 
tiful things useful. The merchant has but to look 
around him to see the tremendous changes in style 


which have come upon us since the war. Go into any 
city and look at the magnificent hotels and more sump- 
tuous theaters, and you see how environment affects 
dress. Look at the beautiful hotels at High Point and 
Greensboro, North Carolina. 

Surely the stores in this town have to keep pace with 
the types of shoes generally worn in carpeted lobbies, 
marble halls and brilliant ballrooms. If the truth were 
to be told in full, the shoe stores of this country gener- 
ally have not stepped up as quickly as style has pro- 
gressed in other lines. It is for this reason that so many 
women are forced to buy their shoes by mail from New 
York, Chicago, and Los Angeles. 

We look at style at the top because it affects foot- 
wear all the way down. It was the call of the public to 
get shoes in red, blue, and green that forced the mer- 
chants to buy them, and not a case of the merchant 
being first in the field gently to urge the customer to 
try out the new styles. Style is as good in a small town 
as it is in a big town as a feature of merchandise. We 
all look on New York City as the great style center, but 
it is well to watch Los Angeles, where it is said that 
there are some store locations more expensive than any 
in the City of New York. 

The little merchant in his serviceable way makes a 
living by the development of an appreciation of foot- 
wear in his community. He can put style into shoes 
that retail at $3.00 and up. The thing to watch in 
style is to see that you are not spread out too thin in 
sizes, for without a depth of selling sizes your business 
is in a bad way. The overwhelming fact that many 
merchants are facing is that style is here despite resist- 
ance, and that it is playing a greater part in business 
every day. 
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A Signal for Caution 


VERY effort is being made by the Treasury De- 
E partment to prevent a recurrence in the inflation 
and speculation which played such havoc with the mer- 
chants and manufacturers in 1920. Their plans call 
for a good supply of credits for industrial production 
and commercial borrowing. The treasury officials feel 
that the tendency of Federal reserve banks to increase 
their rediscount rates will hold inflation in check. It 
is admitted that the present financial situation indi- 
cates that there is a possibility of repeating conditions 
of 1919 and 1920. But this is true only on a minor 
scale. 

Secretary of the Treasury Mellon has said that it is 
the attitude of treasury officials that Federal reserve 
rates should keep pace with the market rate, because 
otherwise there would be too much temptation for the 


banks to borrow when money actually is not needed, but - 


it is not believed that the increases in rates will be seri- 
ous. At the same time the upward trend is recognized 
as a factor in preventing inflation and excessive specu- 
lative activity, which, so far, has not appeared during 
the present period. 

The fact that business in general has recognized the 
need of caution is a good sign. It is said that the steel 
industry is doing its best to discourage speculative 
buying by refusing to accept orders which are not of a 
legitimate character. The claim is advanced that 
speculative buying was partly responsible for the de- 
velopment of high money rates and the consequent 
depression in 1920. Treasury officials say that the 
banks are in a better position to meet credit demands 
than they were in 1920. When inflation reached its 
peak, the proportion of reserve for credit was down to 
42 per cent, while today it is around 76 per cent as 
against 80 per cent when demand for credit was at its 
lowest point. These officials point out that during the 
former period money commanded as high as 714 per 
cent, an abnormal cost, while the new rediscount rates 
of the Federal reserve banks of New York and Boston 
is 44% per cent, and the new treasury certificates offer- 
ings are being made at 414 to 41% per cent. 

The government financial experts feel that the build- 
ing trade will find itself in difficulties in a few months 
unless there is a check on high costs of wages and of 
materials. It is believed that banks will shortly shut 
down on loans for construction whenever a reasonable 
doubt is noted. Merchants may expect a good return 
from customers in rural districts if the present crop 
predictions are fulfilled. 
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The increased buying which made possible this 
larger marketing of goods came chiefly from fuller 
employment and the larger payrolls and from some 
increase in the net proceeds to the farmer from the sale 
of his products. Restoration of buying power resulting 
from re-employment after the industrial inactivity of 
1921 is one of the causes for the sustained demand that 
has supported the increase in that activity. The do- 
mestic demand for consumers’ goods is the largest 
market for American products, and the increase in 
the money income of the nation during the past year 
has been reflected in that market. 

Suggestions have been offered by the Federal Re- 
serve Board to bankers throughout the country not to 
finance the speculative holding of excessive stocks of 
materials and merchandise. The board points out 
that merchants and manufacturers may apply for 
credit during this period of business revival in instances 
where prices are advancing as the expectation of fur- 
ther increases in prices furnishes a powerful incentive 
to accumulate stocks. In the opinion of the Federal 
Reserve Board it is not wise for bankers to countenance 
such merchandising methods, as it introduces an ele- 
ment of unhealthy speculation into production and 
trade. It is the contention of the board that these 
policies, furthermore, ordinarily lead to increased bor- 
rowing to finance the larger inventories, and borrow- 
ing for this purpose accounts in part for the enlarged 
demand for credit which accompanies a rise in prices. 
“It is well to emphasize,” the board says, “that an 
economic use of credit is to facilitate the production 
and orderly marketing of goods.”” However, it is inter- 
esting to note that so far as the available indications 
go, the increased demand for credit during recent 
months appears to have arisen from the larger financial 
requirements of current production and trade, and not 
from speculation in inventories. 

Available data from Federal reserve banks and cover- 
ing 500 department stores in over 100 cities show that 
the merchandise stocks held by these stores at the end 
of the year were relatively low, and during January 
declined slightly. In its review of business and finan- 
cial conditions for the month of February, the Federal 
Reserve Board said that statements at hand show that 
the information concerning stocks in hands of retailers 
is less comprehensive. 

The fact that stocks of many basic materials at the 
beginning of the year were less than a year ago indicates 
that increased output has been accompanied by active 
trading, and that the goods produced have moved 
steadily into the channels of trade. 
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Boot and Shoe Recorder CREED 


Getting More Shoes Sold Right: not only “more” but “right;"* sold for the right purpose, to 
the right wearer, in the right fitting, for the right price, at the right profit. This is the great 
problem of the retail shoe merchants. The chief purpose of the Boot and Shoe Recorder is 
to help solve it; for this is the basic problem upon which depends the progress of the 
entire allied industries relating to shoes and leather; their production and distribution. 
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Pride of Product 


An old-fashioned firm was recently forced 
to liquidate. 

“Tt’s another case of post-war business 
immorality,’ said a salesman, who had been 
with the firm for many years. ““They used to 
make a fine product and were proud to let 
the world know about it. 

“Pride of Product was almost their re- 
ligion. But the war,brought changes and 
during the past few years it’s been Pride of 
Profit, with them—not Pride of Product. 
And now you see the result.” 

Where pride of product no longer ezists, 
there Success no longer lingers. 
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of QUALITY into MEN’S 
HE€LS and SOLES ~ » 





HERE have been very significant changes taking 
‘| a in the making of men’s shoes. During the 

brogue period, the idea was to put so much 
“dog” into the upper, in the shape of perforations, ball 
straps, sprons, wing tips, pinkings, that the art of fine 
shoemaking was secondary to the trimmings. 

This season shows the development of fine stitchings 
to such an extent in better grades of shoes that shoes 
are revealing more craftsmanship. More of the beauty 
of the leather is emphasized and shoes may be given a 
classification of “tailor made.” 


Tailor Made lines 


This change to the use of stitching, harmonizes very 
well with the changes that are taking place in men’s 
clothing. The fancy back effects, 
trick pockets and other features 
are passing out of men’s clothing. 
When it comes to trousers, the 
straight bottom without the cuff 
and the slim leg is making the 
shoe a more conspicuous and 
trimmer part of the man’s dress. 

With these things visible to the 
eye, it has been natural to grade 
up the appearance and character 
of the bottom of the shoe. With 
all the fancy work on the upper, 
fine bottom making was little 
indulged in until this season. Now we see a demand for 
shoes that are built on a firm foundation and that have 
in them the earmarks of fine handiwork. There is more 
attention being paid to the cut of soles, the trim of 
heels, the finishes, edge setting, etc. 


More Style in Soles 


In fact, we are coming into a period of style in soles. 
One of the best indexes of this is the growing use of the 
wooden pegs in heels. Some of the finest shoemakers 
are pegging their top lifts with from 20 to 40 pegs. The 
argument in favor of the wooden peg is that it doesn’t 
do what the nail does, cut the floor and that it gives a 
trimmer bottom. 


For style 
wooden 
pegs 
in leather 
heels 


There is style to the 
fastening of heels 


With wide lasts and fuller bottoms, we get a larger 
area of heels, some with flange effect and other with 
military trim. On the better shoes in the tan leathers, 
no stain is put on the edges of the heel and sole, the 
merit of the leather being revealed by the wax rub. 


The Use of Mid-Soles 


Not so long ago, a man versed in cattle raising made 
the prediction that heavy soles would become short in 
the markets of the world because heavy beef was not 
being raised in the Argentine or in the United States. 
The Englishman has changed from being a big beef eater 
and now wants “baby beef” or else mutton. Inasmuch 
as leather is a by-product of an animal raised for its 


~~ 
we 


More interest in details of so’es 


food value, this is a point that has a bearing on the 
economics of the industry. 

Many manufacturers have developed a shoemaking 
utility for lighter weight leathers through the use of a 
middle sole. 

There being a tendency toward style in bottoming, 
we are seeing more fancy effects, special tooling, etc., 
on'soles. These add slightly to the cost but they make 
the article complete in its attractiveness. The stitched 
heel seat is in nearly every line and the beveled edge, 
rolled edge and fancy deck is appearing. One of the 
smart sport shoes of the season, made by Boyden, has 
a special covered welting effect that conceals the 
stitches. 


Smart Young Men’s Shoes 


Out of the West came the style trend for the square 
toe, and the chiseled last that developed therefrom, has 
become a national feature in shoes for smart young men. 
This has permitted of several new tip ideas in men’s 


Flange and fancy heel 
effects for style 
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Blind welt—covered Round edges on 
over effect style shoes 





shoes. Some of them are cut bluntly across with very 
little rounding at the edge and others, having a gable 
roof effect, have made necessary tight sewing of the tip. 
The interesting point to remember is that in the making 
of men’s shoes these little indications of smartness have 
the effect of making the merchant more appreciative of 
men’s footwear and have given the salesman more 
talking points. 

Women’s shoes have had so many style talking 
points that the makers and merchants of men’s shoes 
have taken the cue and have put the emphasis into the 
workmanship and style of their new samples, for it is 





Contrast stitching Fancy wheelings 
and color of thread on welts 





universally conceded that lasts are more comfortable 
and leathers more durable than ever before in the his- 
tory of the making of men’s shoes. Men have been 
well served in the quality of their footwear. 

The thing now to be done is to encourage them to 
wear more pairs by style, for through utility alone, less 
pairs are sold per customer per year than ever before. 
It is in style merchandise that a bigger business in 
men’s shoes can be developed. The factor of price 
which was once the first consideration is now the third 
on the list, for style and fit outweigh price in masculine 
consideration. 








A trip through a number of the leading factories 
making women’s style shoes: will convince even the 
most conservative merchant that there can be no profit 
in holding merchandise on the shelves. One of the 
most successful of these manufacturers says he does not 
want any orders in his factory for delivery more than 
ninety days in advance. 

“Our factory is full and sold up to April 20 on samples 
we made in December. We do not want any more 
orders on that set of samples,”’ said the manufacturer. 
“We are making a new set of samples which our men 
will take out about March 10 for shoes to be de- 
livered from April 20 to July 15. 

“For the past two and a half years we have been mak- 
ing a new line of samples every three months. We be- 
lieve we can see ahead for about this length of time and 
the merchant can see ahead for from sixty to ninety 
days. 

“If a merchant is not snappy and alert enough to 
turn his stock on our kind of shoes at least four times a 
year, we are not anxious for his business. 


Turnover and Net Profits 






“Tt is our observation and experience that merchants 
who buy regularly in sixty to ninety day periods, al- 
most without exception pay their bills promptly and are 
constant, consistent customers. 

“Merchants who pursue this policy usually know 
their gait, and are not apt to over buy. They are in 
touch with the style trend and can figure pretty well 
when to let loose and clean up. The only chance for 
profit in shoe business, either manufacturing or re- 
tailing is to keep the mill grinding fast and all the time. 

“More and more it is becoming apparent that net 
profit at the end of the year depends upon stock turn. 
There is no profit to be taken on merchandise lying on 
the shelves.” 

“If a shoe doesn’t move in three weeks it never will 
move of its own accord,” says a progressive Ohio 
merchant. “Give it a physic, show it, advertise it, put 
a P. M. on it, cut the price—do something, anything— 
but make it move.” 

Style sells shoes—quality keeps them sold—sell 
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There is style in new bottom stitchings, edges,"bevels and stains 





them while they are still good style. 
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Higher Prices on Silk Hosiery Loom Near 


Supply of Raw Material Purchased When Market Was Low Is 
About Exhausted; Stronger Demand for Better Grades 


HE question of how long current prices on silk 
TD teeicry can be continued, has come urgently to 

the forefront during the last couple of weeks. 
The Recorder has pointed out several times in recent 
months that silk hosiery prices were substantially 
below the cost of replacement based on the market 
for raw silk. In the meantime raw silk has advanced, 
until it is approximately $2 a pound higher than the 
level on which manufacturers 


secret that they, too, are finding it increasingly 
difficult to do business at a profit. 


Too Many Imitations and Substitutions 


The situation of the reputable manufacturer, selling 
through wholesale and retail distributors, has been 
further complicated by various abuses which have 
crept into the hosiery business in the course of its 

rapid expansion during recent 





acquired the raw material 
for the hosiery now going 
into distribution. 

It is doubtful if much silk 
is owned by hosiery manu- 
facturers which was bought 
at more than $7.50 a pound 
fordouble extracracks. Manu- 
facturers have been staying 
as far as possible out of the 
market in the hope that it 
would go lower, but, as the 
Recorder has prophesied, this 
hope has proved illusory, and 
the market has now advanced 
to the basis of around $9.25. 
It may even go higher. 


1 Black 

2 Dk. Brown 
3 Bobolink 
4 White 

5 Med. Gray 
6 Buck 

7 Otter 

8 Gun Metal 
9 Graphite 
10 Med. Brown 
11 Skyne 


Low-Priced Stocks About Gone 


The important point is, 
however, that manufacturers’ 
stocks of raw silk bought 
on a lower market appear to 
be pretty well exhausted, and 
replacements on the present 
level are absolutely imprac- 
ticable without advancing 


ratio: 


516—sheer, si 
500—25% heavier si 


610—sheer, all silk 


2410—chiffon, all silk 











What Styles and Colors 
Are Selling Best 


The Gotham Silk Hosiery Company 
which runs the Gotham Hosiery Shops in 
New York City, reports that, during 
the week ended March 17, the following 
colors were sold in the order listed: 


12 Caramel 
13 Castor 
14 Silver 


STYLES were sold in the following 


100—cotton tops and feet 

in tops, cotton feet 
150—-silk tops, cotton feet 
than No. 100 
2010—-silk tops, colton feet 


504—sheer, cotton tops and feet 
30—outsize of No. 100 


83—outsize of No. 150 


years. Many of these abuses 
have already been noted by 
the Recorder. Because the 
expansion of the business has 
been so rapid, because the 
field has been invaded by 
thousands of merchants with- 
out knowledge or experience 
in the buying and selling of 
hosiery, the opportunity for 
imitation and _ substitution 
has been very great. 

An immense volume of silk 
hosiery is being bought and 
sold to-day according to 
specifications which are prac- 
tically meaningless to the 
average buyer. Probably not 
one buyer in a thousand, for 
example, can really tell 
whether the silk yarn in the 
hosiery he is purchasing is 
9-thread, 10-thread or 12- 
thread. Probably not one in 
a thousand either ever stops 
to think that “pure thread 
silk” may mean anything from 


23 Piping Rock 
Taupe 

25 Bronze 

26 Pink 

27 Pigeon 

28 Fawn . 

29 Lt. Gray 

30 Suede 

31 Zine 








hosiery prices. The extent of 

the necessary advance varies according to the quality 
of the goods and the circumstances of individual 
manufacturers, but it is generally estimated at about 
10 per cent on the average. 

The necessity of raising prices on a market which 
seems to be still over-supplied with goods is putting 
manufacturers in a very difficult position. At the 
present writing seamless hosiery manufacturers are 
unable to name prices on fall lines, because they see 
no immediate prospect of doing business on a profit- 
able level. The manufacturers of full-fashioned goods, 
it is said, are in a somewhat. more fortunate situation, 
owing to the fact that they have been able to effect 
substantial economies in production, but it is no 


the best Japanese tram to a 
low grade of China silk or a silk heavily weighted with 
metal. 


Best to Deal With Well- Known Makers 


These are merely a few instances of how easy it is 
to mislead hosiery buyers. And when a manufacturer 
finds that by using a lower grade of raw material, by 
using a 9-thread instead of an 11-thread yarn, by using 
a yarn of mixed natural and artificial silk he can meet 
price competition without the buyer being any the 
wiser, the temptation to do this is obvious. Manu- 
facturers with a reputation to maintain cannot and 
will not do such things, and it is for this reason that 
we have repeatedly urged hosiery buyers to deal only 
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with houses of established reputation, even though 
they may be offered temptingly lower prices elsewhere. 
But the activity of less scrupulous producers has added 
greatly to the difficulties of the more reputable manu- 
facturers and has helped to prolong the convalescence 
of the market. 

However, there are signs of a reaction. The con- 
sumer has gotten stung so often with inferior silk 
stockings that she is beginning to look suspiciously on 
the cheaper grades. Reports are coming into the 
market from all over the country that consumers are 
asking for higher priced hosiery than they have been 
in the habit of buying lately, and these reports are too 
numerous and persisterit to be altogether ignored. 
They are corroborated by the fact that demand for 
artificial silk mixtures, although still strong, is falling 
off and is turning more decidedly to pure silk goods. 
In other words consumers are beginning to realize 
that in silk hosiery a bargain is not always a bargain 
and quality is worth paying for. 


More Demand for Better Grades 


That this tendency will strengthen the market for 
good silk hosiery goes without saying. When it is 
considered also that the coming of spring must in- 
evitably mean an increased demand for silk hosiery 
and that the hands of manufacturers are being forced 
by the persistent high price of raw silk, it seems pretty 
safe to say that a higher level of prices on silk hosiery 
cannot be much longer postponed. Under the cir- 
cumstances it is certainly advisable for buyers to cover 
their spring requirements promptly. 

As to the nature of the demand, it. is pretty well 
divided between chiffons and the more staple weights. 
The chiffon vogue is very strong, but, as previously 
stated by the Recorder, buyers should go carefully on 
such goods, because a vogue of this kind is always 
subject to a sudden shift. Gray appears, coming to 
the forefront among hosiery colors, and is reported to 
be the strongest selling color at present, next to black. 
The soft brown shades, especially cinnamon and camel, 
are also very good. In chiffon hosiery there is a decided 
tendency toward nude. This is quite a vogue in Paris 
just now and may develop strongly here. Among the 
novelties featured by the Paris house of Jeanne Tour- 
nier, Inc., is an extremely sheer stocking in flesh color 
to match either a blonde or a tanned skin. The effect 
created is practically the same as if no stocking were 
worn at all. Indeed the tendency to secure an ex- 
tremely sheer effect has been noticeable here for some 
time, and has been exemplified by the vogue of gun 
metal instead of black. This tendency seems likely to 
become more pronounced as spring advances. Besides 
gun metal and nude there is considerable favor being 
shown to beige in sheer hosiery. Silver or very light 
gray is also good. 

Another novelty introduced by the Paris house, 
above. mentioned, is a stocking of silver and gold metal 
thread to match the metal brocades in evening slippers. 
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The jewelled tip for fancy laces by 
The Reynolds Company, 
Providence, R. 1. 








Keeping the Stock Clean 


A Plan Presented at the Ohio Valley Retail 
Shoe Dealers Convention 


By JOE RYAN 
The Fashion, Columbus, O. 


Received on March 1—60 Pairs of Satin 
Pumps. Cost $6.25. To Retail at $10.00 

Our stock is invoiced for pairs every Monday night. 
If after four weeks, twenty-five per cent, or 15 pairs 
of this style have not been sold, a 25 cent P.M. is 
put on. If after the fifth week the style still does not 
move the selling price is reduced $1.00. On the sixth 
week if not enough life is shown, the selling price is 
again reduced another dollar. This plan is carried 
out each week until a price is reached that will cause 
them to move. ; 

Every Monday, go through the stock carefully 
and take out lots of 12 pairs or less and put them in 
an odd lot department. All satin pumps are grouped 
into one number and sized in the odd lot department 
as one shoe. Also each leather has its odd lot number 
and is handled in the same manner. Black kid No.22; 
black calf No. 24; brown kid No. 26; and so on. All 
odd lots are marked with a blue pencil. The old lot 
number is forgotten entirely. 

A sliding scale of P.M.’s are marked on all shoes in 
the odd lot department—$5 shoe 10c; $6 shoe 15c; 
$7 shoe 20c; $8 shoe 25c; $9 shoes 30c; $10 shoes 40c; 
$11 shoes 50c; and $12 shoes 60c. 

lf this method doesn’t move them a Blue Star is 
marked on the slowest sellers. This star means $1 P.M. 
for the salesman. 

During February, Mr. Ryan stated, 173 pairs were 
sold out of his odd lot department—every pair at a 
profit. 
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Recorder Ad-Visor 


Easter Vacations Send a Great Student Body Home — A Week of Brisk Business 
Ahead Supplying Footwear to Finish Out the School Year 


When the children are home for their week’s vaca- that specific quality which sensing a need imme- 


tion the school wardrobe stock-taking is on. 
Under Mother’s supervision the task is accomplished. 


Perforce mothers enter the mar- 
ket place and the outcome of 
good salesmanship is that mother, 
son and daughter are sold at the 
one time. The home merchant 
gets the entire home business for 
the next three months. 

Then there’s the element of 
satisfaction. Clothing bought 
with the parent present is bought 
with a decidedly better chance 
of pleasing the family thus accel- 
erating the amount of family 
business done. 


This Advertising Strongest 


The advertising draws upon 
its main reservoir of strength, 


diately sets about directing it to the point where it 
will be filled—timeliness. 





_idea o' 





Copy for Ad “A” 


While the young folks are home is the 
time to have their feet fitted properly— 
when peed judgment combines with their 

style to give you the most for the 
money spent. 

No doubt about correct style—no 
regrets about fit. We see to both for we 
value yours and daughter’s patronage. 


Copy for Ad “B” 


We're ready this week to remove all 
trace of Winter’s ravages from your 
children’s footwear. 

Stocks are bright with Spring shoes. 
Sturdy, well-built and conforming to 
the natural shape of the youngsters’ feet, 
They don’t show signs of wear with the 
first wetting, either. Toughness is 
ingrained in solid soles. Uppers are 
tanned for toughness. Let them race 
and be healthy. 


Adds a Little Spice 


A steady jog in advertising is 
deadly, therefore lively copy, 
interesting ad setups, and illus- 
trations that are newsy and new 
are always used. Now, however, 
a new set of buyers are ready to 
replenish their stock of shoes, 
the young folk home from school 
with various ideas gleaned from 
their observance while away 
from home. They are filled with 
impressions of style as seen in 
University towns. There is a 
different sort of competition to 








Use this Copy in Ads Below 


meet than is usual in local life. 











New Spring Shoes to Rnish~ 
Out the School Term Right 











BLAN K’S 


SHOE STORE 


For Easter Vacation 
Week Shopping 





ADDRESS e 







































































Special atlention given to Fitting 
hildren's Shoes During Holidays 


Your Name Here ~— 
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‘Accessories for the Girl 
or Boy away from Home 
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Recorder Ad- Visor 


Advertising for Student Trade 


Through high-class magazines and hotel displays the 
quality and style standards of the leading big city 
merchants filter to the educational centers of the 
country from which points these standards are carried 
to the home towns thus 


ways early enough to lead the best of the town’s 
customers to his store. It means proper preparation 
for good service and a direct, forceful message con- 
cerning this through well-directed advertising. 











—2 —— 








affecting a circuit of up 


New Man for Haynes 





to the minute styles that 
every merchant must know 
and be guided by. 

The natural impulse is 
to buy that to which “dis- 
tance lends enchantment,” 
to borrow a line from the 
poet, and so the New 
York merchant finds it 
profitable to send a rep- 
resentative to the institu- 
tions where style joins with 
study in developing an 
influence of sufficient force 
to make both felt every- 
where. 

When a Senior tilts his 
hat forward that tilt be- 
comes the right way, if 
you’re under twenty-five, 
to wear your hat, in college 
or out. Eyeglasses, even 
hair succumb to the ideas 
of youth at school. 

Every town has a mer- 





Make Your Purchases together 
During Easter Vacation —= 


"cated me 


Henson 


The Haynes Henson Shoe 
Company, wholesalers of 
Knoxville, Tenn., advise 
that J. W. Overstreet, one 
of the company’s well- 
known salesmen, has re- 
turned to his duties again 
after a period of illness 
that kept him off the road 
for some time. The com- 
pany also announces the 
addition to its sales force 
of Frank E. Carmach, of 
Bristol, Tenn., who will 
handle East Tennessee ter- 


Specials 











ritory. 




















Field Sales Manager 








Named 








‘Your Name Here 


Street 


The J. K. Orr Shoe Com- 
pany, manufacturers of At- 
lanta, announce the ap- 
pointment of P. C. Gregory 


- Gown 














chant who discovers the 
trend of youthful style al- 


Copy for Ad Above 


Dances—classes—parties: life is a varied one at 
school and college. 

Demands are made on the wardrobe that are hard to 
think of all at once. 

No need to. We have complete footwear outfits that 
will leave nothing to be desired during the rest of the 
school term. 


In the Men’s Department 


For dances sleek patent oxfords; and classes a fine 
type of Brogue Russian Oxfords made by a leading 
manufacturer. Rubbers to keep one dry and fit on wet 
days. 


In the Women’s Department 


Modish strap pumps of excellent design and work- 
manship: (exclusive patterns) party pumps, light and 


of Greenville, S. C., as gen- 
eral field sales manager. 


airy with a beautiful assortment of buckle decorations to 
choose for attachment. 


And Accessories 
It’s easy to find room for them in the trunk and they 
come in handy many times while away. See our “* Handy- 
pack.” 


Suggestions for Copy 


Fresh from New York. Latest vogues from Paris 
translated into fine American shoemaking. 

Straps, evening slippers and trim walking ozfords. 
The college girl will be surprised at how well we have 
anticipated her Spring shoe requirements. 

The best of it is that the extremely reasonable prices 
leave something (after you have all your shoes) of your 
allowance for little luxuries quite unexpected. 

Our showing+s-unusual this:Spring. - 
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The Battle of Style Opinion 


We Stage the Debate of High Shoes vs. Low Shoes with Henry E. Hagan 
and John G. Magaw in a Fight to the Finish 


T is a healthy thing for an industry to have an 
occasional controversy, a heated debate or a 
crossing of pens for or against some national 
subject. 
The Recorder has been in the midst of a spirited 
exchange of words between Henry E. Hagan of Boston, 
prominent shoe merchant City father and National 


HENRY E. HAGAN 
Advocate of boots for women in Winter 


Shoe Retailer Association founder who advocates more 
thought on the subject of boots for fall and winter 
wear. 

Opposed to him is John G. Magaw of the Hood 
Rubber Products Company of Boston, who is no 
novice in throwing his hat into the industrial ring. 
Mr. Magaw stands by the side of the overshoe, Arctic, 
galosh, etc., and in their defence can see nothing but 
low shoes for a long time hence. 


Henry Throws the Gauntlet 


It is a battle of opinions—boots versus low shoes. 
The gauntlet was thrown down by Henry E. Hagan 
on February 24 as follows: 


“An analysis of the retail shoe business, in at least the eastern 
section of the country, for January and February, will establish the 
fact that a revolution has taken place, with the result that most 
retail merchants have had a distressingly bad business, and many 
of them are unable to decide what is the trouble. 

“In my opinion it is the continuance of low shoes for 52 weeks’ 
consumplion, per annum, for while low shoes are worn, then over- 
shoes will be in demand, and the retail man who cannot obtain 
overshoes is unable to supply the demand of the public, and the 
public is making no demand upon him for the leather shoes, which 
he is in a position to supply.” 


The Case for the Galosh 


The counter opinion of Mr. Magaw ran in our issue 
of March 17, page 117. 


“Some people say that women’s low shoe styles have brought 
about the increased demand for women’s four-buckle gailers. I 
maintain that while the women’s low shoe stvles have helped to bring 
about this increase, the fact that women have found out that for 
a five dollar bill or less, they can secure the most serviceable and 
comfortable pair of foot-coverings they ever enjoyed, is the biggest 


factor. 


“There is no indication in sight of women’s high shoes returning 
lo style favor.” 

We recommend your re-reading the issue of March 
17 to get the full benefit of the arguments put forth 
by Mr. Magaw. 


A Counter Attack by Hagan 


And now comes Henry E. Hagan primed with 
arguments, ready to carry the fray still further. As 
a debate on the subject—boots versus shoes, we are 
prompted to call in a number of judges. We, therefore, 
ask our subscribers the country over to pass on the 
merits of the debate and to tell us which man scored 
the most hits. Incidentally, each judge might give 
us of his own opinion boots versus low shoes. Mr. 
Hagan’s attack takes the form of a letter to Mr. 
Magaw as follows: 


From Henry Hagan to John Magaw 


“I have read your letter of the 8th, and it is per- 
fectly clear to me, that rubber men, like leather men, 
and like all men, have their full allotment of selfishness, 
and are prone to see things from that angle that best 
appeals to them, and forget the other fellow and his 
interests. 

“To cover my argument with you would make a very 
long letter, which I will delay, until sometime when I 
have an opportunity, to visit with you, when I promise 
you to go on the mat with you in real earnestness. 

“Let me, however, briefly outline to you that if the 
retail shoe merchants of New England were to continue 
to meet each year the same conditions which they 
met in December, January, and February, which we 
have just passed, then you would have none of them 
on your books, for the risk would be too hazardous. 


No Season to Fashion 


“The fellow who retails men’s hats sells us a soft hat 
for spring and fall wear, and a Derby for winter wear, 
and a straw bonnet for the heated term, and in this 
way gets three cracks a year at the pocketbook of the 
male population. The retail shoe merchant used to 





March 24, 1923 


have his two seasons, with low shoes selling freely in 
the spring and summer months, and discarded for the 
newer styles of boots that appeared for the fall and 
winter months, and now they buy their shoes in July, 
and if they hold together they can wear them into 
February, and the net result is a loss of leather sales 
to the retail shoe men. 

“A woman wears her straw hat in the summer, and 
gets her felt or velvet for fall and winter wear, and 
yet we permit her from the style angle to have her 
shoes in fashion for fifty-two weeks out of every year, 
or as long as the shoes may hold together. 

“This is bad merchandising, and a bad policy that is 
making it most difficult for the retail shoe merchant 
to make both ends meet, and in my opinion, the sooner 
we change this policy the better it will be for our 


business. 
Calls Overshoes a Fad 


“T appreciate the fact that the continuous wearing 
of low shoes has helped the selling of overshoes, but 
low shoes in themselves have not been entirely re- 
sponsible, for overshoes have become a style fad, and 
when they cease to be a style fad few women will wear 
them, no matter how comfortable, or healthful they 
may be. 

“We always carried a quantity of men’s and women’s 
four-buckle overshoes, and we have always had New 
England winters, with more or less snow and slush, 
that required overshoes, for comfort and health pro- 
tection, and yet, but a few years ago I found there was 
no market for them, and for three years I did not buy 
a single pair of overshoes for men or women, and the 
few pairs we had stayed with us, as there was no 
demand, and I[ had really concluded that we never 
would have to buy any more overshoes, and then the 
style fad appeared a few seasons ago, and a demand was 
created, and which we were able to supply in normal 
conditions, but were hopelessly stranded during this 
winter of severe and abnormal weather. 

“T think most dealers bought their usual normal 
supply of four-buckles, and had they ordered, as 
demands later would have warranted, and then we had 
an open winter, the retail shoeman would have been 
caught with a lot of undesirable property on his hands, 
for if we did not have the weather to help out the style 
fad, the sales would have been but normal. 


Can’t Sell Them in Warm Weather 


“T rather think that you believe that women’s over- 
shoes can be sold in September and October, and it is 
my opinion that the sales would be few and far between, 
for every man knows in April that he is going to wear 
a straw hat in July, but he does not purchase until 
June warms up the atmosphere. 

“T can remember but a few years ago, when I had 
four daughters at school, and when they would leave 
the house mornings, when weather conditions war- 
ranted, I would insist on them. putting on their over- 
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shoes, and many times I sent them out of the house 
crying because of my insistence in protecting their 
health and comfort, and this was because overshoes 
were then not a style fad, and other girls were not 
wearing them, and they did not want to be considered 
‘hicks.’ I mention this to prove my case that the 
style fad has been more helpful to the rubber men 
than has been the continuous use of low shoes. 

“T agree with you that it is always good policy to 
swim with the tide, but if the tide is continuously 
going out to sea then we retail men are going to be 
drowned unless we do some swimming against the tide 
and try to change conditions for the betterment of our 
business. 

“Please bear in mind that four-buckle overshoes 
always were as comfortable and as good a health 


JOHN G. MAGAW 
Advocate of low shoes for women 


protector in 1914, and 1915 as they are in 1923, and yet 
comparatively few women, and no girls would buy 
them. 

“From your argument [ gather that in the most 
optimistic spirit it is impossible for the factories to 
turn out enough pairs to supply the active demand, and 
so from your own argument, I feel as if there will 
always be a shortage while’ this style fad continues, 
and we will all find ourselves in the same position that 
we were in January of this year, with nobody wanting 
to buy the shoes which we had, and everybody wanting 
to buy the overshoes which we did not have, the con- 
sequence was a very scanty sum in the cash drawer, at 
the close of each business day. 

“This is a most unhealthful condition, and will spell 
disaster, if it continues, and you will find yourself 
without any customers, because they will all be busy 
closing up their affairs, in the bankruptcy courte. 
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Our Feature Style For NOW! | 





Fall Samples Ready May First 





The P. Sullivan Co. 


PMakers of 
“Pretty Shoes for Women” 
Cincinnati, ©., A. D. a. 

















The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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‘Art in Shoes’”’ 








Desirable For MID-SUMMER! 








Fall Samples Ready May First 





The 2. Sulliban Co. 


#Makers of 
“Pretty Shoes for Women” 
Cincinnati, ©., A. S. a. 
































The Boot and Shoe Recorder will appreciate your mentioning the publication in replies te advertisemenis. 








BOOT AND SHOE RECORDER 








March 24, 1923 


Showing the living room atmosphere pervading the Taylor Shop, Fort Worth, Texas 


There’s Room for One of These in Most 
Every Town 


W. B. and H. K. Jr., of Fort Worth, is unlike 


Tw. store owned and operated by the Taylors, 
any shoe store in the city, the state or the 


Southwest. It is distinctive and is conducted on a 
different psychology. 

There is nothing about this shop to give one the 
impression of a mercantile establishment. Every 
effort to make it look unlike the unusual store, has 
been exerted by the owners of the store. It resembles 
a beautifully furnished living-room in which beauty, 
comfort and good taste are blended. The floor space 
of the room in which the patrons are received is thirty- 
one by fourteen feet. 


More Like a Living Room 


The color scheme is gray, blue and gold. The walls 
are a soft gray as is the beautiful velvet rug. The 
furnishings are of wicker beautifully upholstered 
in blue and gold. There are nine chairs, a settee, 
desk and several tables. Ottomans are used for 
fitting stools. The electrical fixtures were chosen 
with the same discrimination that one would exercise 
in selecting for a living room. A large light bow] was 
decorated for the shop and harmonizes with the 
furnishings. Two hand-painted stands give a distinc- 
tive effect to the room and serve to show to advantage 
the slippers that are to be seen in the room. A pillow, 
a_Jamp and a vase further accentuate the living-room 
effect. 


On the table are to be seen copies of the better 
fashion magazines with which milady may interest 
herself if she can not be served immediately. 

There are very few shoes in sight, three or four at 
most, and not a carton. Back of the fitting-room 
there is space for the fourteen hundred pairs of shoes 
that are kept in stock. These are easily accessible. 

Above the stock room is an office where the business 
administration is carried on. __ 


Windows Trimmed Every Day 

The window space is not very great but the window 
trims are unusually effective. At the back of the 
windows there is a hanging of gray Tuscan Net. The 
color scheme or background of the windows is gray. 
Colorful velvets, chiffons or metal cloths are used in 
the decorations. There are never more than one or 
two slippers.in each window. Attractive cards are 
sometimes used to give variety. They are done so 
that the message can be read at a glance. W. B. Taylor 
trims the windows and there is a change every day. 

The Taylor shop is a particular shop for particular 
people. The shop caters to high class trade who 
appreciate distinctive footwear, and accessories. Since 
its opening in November it has developed a clientele 
who are interested in the footwear offered, the type 
of service and the atmosphere of the surroundings. 
Fort Worth has had no such shop.so the Taylor Foot- 
wear Supreme Shop is in a class by itself. 
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Christmas. Won’t Be Here for Some Time But 


Here’s an Idea, 


Just the Same 


Memphis Firm Turns the Exchange Liability Into an Asset by Cleverly 
Worded Card with Every Purchase 


has made a practice for four years during the 

Christmas shopping season, of putting a Christ- 
mas card in each package of gift goods bought by 
customers, such as hosiery, buckles and other novel- 
ties, which bears this wording: 


“If change of style, size or color is desired, 
return direct to Zellner Shoe Company, 
Memphis.” 


"Thee Zellner Shoe Company of Memphis, Tenn., 


It is one of the best strokes for capitalizing on the 
holiday period that the firm has hit upon, according 
to President W. B. Jordan. So far as he knows, no 
other Memphis firm is using the idea and he has not 
seen it practiced anywhere else exactly like the Zellner 
store practices it. 

The advantage of having that innocent but striking 
little decorated card in a Christmas package is obvious. 
And it is surprising the large number that are returned 
—along with a shopper, very often a new face in the 
store. .Several hundred of them came back last year 


and in the number a very large proportion apparently 
came from people who had not been seen in the store 
before. 


Gift Recipient Does the Exchanging 


“There are several reasons why we have found it 
such a satisfactory practice,” says Mr. Jordan. “In 
the first place, very few who buy gift hosiery or other 
such novelties, are certain about sizes and colors. 
They must guess, in most cases, what size to buy or 
what color to buy. One of our exchange cards in the 
package solves the problem withont any inconvenience 


or embarrassment to the giver. He or she knows that 
if it isn’t just what is wanted, it may be changed 
without the recipient feeling obligated to accept it, 
or to ask the donor to have it changed. In fact the 
card itself indicates that the priviledge of an exchange 
is even suggested. 

“In a great many instances, it follows that the 
gifts are brought back into the store for exchanges, 
accompanied by the card, and we have found that a 
great many of those who seek the exchanges are new 
visitors in the store. Naturally we make every effort 
to please them. We have purposely made the exchange 
rule very elastic because if we can please and satisfy 
several hundred new people each Christmas, it means 
we are just that much nearer to getting them for 
regular patrons—and that is the objective in adver- 
tising, sales and many other features of building up our 
business.” 

One Sale Meant Nine Prospects 


Mr. Jordan cited one instance where a woman 
bought 13 pairs of hosiery—the sale was $63—which 
she divided into gifts for nine different persons. She 
knew the exact size worn by but one of the nine and of 
course she wasn’t sure about colors. The idea of 
putting the cards into the boxes was explained to her 
and it pleased her immensely. Incidentally, several 
of the gifts went into the same home. But each gift 
package carried a different sort of card—the decora- 
tions and type were not the same on all the cards— 
and this little feature scored another distinct remark 
of approval. 

(Continued on page 84) 














An effective way of dis- 

playing spring shoes in 

your window, used by The 

White House, San Fran- 
cisco. 




















Gray and black tongue 
pumps on a cushion of 
rose-colored taffeta. 
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Learn to Arbitrate Trade Disputes 


An Insurance Against Litigation by an Industrial 
Court of Arbitration 


HE movement to popularize arbitration, which 
Tse being fostered by the Arbitration Society of 

America is winning the cordial support of many 
trades in which arbitration tribunals have been 
in existence for many years, but without the 
fullest use being made of this common sense and 
time and money saving method of settling business 
disputes. 

The shoe and leather trades are to take an active part 
in the work of spreading the doctrine of arbitration and 
it is an augury of achievement in these particular fields 
that the educational campaign will be 
under the direction of Sylvan M. 
Barnet, president of Barnet Leather 
Co., Inc., Frank Grossman, of Julius 
Grossman, Inc., Brooklyn, N.Y., and 
Percy Hart of Cammeyer’s, NewYork 
City. 

These three division chairmen 
cover the leather shoe manufactur- 
ing and shoe retailing groups of 
industry. 

Franklin Simon, head of Franklin 
Simon & Co., is the chairman of the 
Trade Committee of the Arbitration 
Society of America. 

The two great essentials which the 
Society is trying to supply to forward 
the use of arbitration, Mr. Frank 
Grossman points out, are 

1. A tribunal of arbitration open 
to the entire public and without trade 
limitations. 

2. Effective machinery with which 
to educate every business man to ar- 
bitrate his differences rather than to litigate them. 

The aim of the Society is defined in the following mes- 
sage which has had widespread distribution in business 
offices in New York City: 

“Learn to arbitrate! If you belong to a trade organ- 
ization or a commercial body which has an arbitration 
committee, use it. Take your disputes and differences 
to that committee for speedy, economical and lawful 
determination. Try this short road to substantial jus- 
tice which the law of this state provides. Save yourself 
thousands of hours and thousands of dollars. The Ar- 
bitration Society of America is conducting a Court of 
Arbitration in New York City with headquarters at 
115 Broadway. If you are not in an organization 
equipped for arbitration, or if for any special reason in 
certain controversies you prefer this public tribunal, 


FRANK GROSSMAN 
Chairman of the Shoe Manufacturers 
Division of the Arbitration Society 

of America i 


avail yourself of its facilities. Above all—Learn to 


arbitrate.” 





Finders’ Credit Bureau Holds Meeting 


Birmingham, Ala.—The biggest and most successful 
meeting in the history of the Southeastern Leather and 
Shoe Finders’ Credit Bureau was held in Birmingham 
March 14 and 15, about seventy-five delegates attend- 
ing, including jobbers of leather and shoe findings over 
the Southeast and members of their selling forces, 
and representatives of manufacturers 
in the North and East. David T. 
Feidelson, of Birmingham, one of the 
best-known of the Southern jobbers, 
presided at the meetings. 

The report of the association re- 
garding its work, which principally 
is devoted to the exchange of credit 
information showed that this ex- 
change has accomplished more for 
the leather and findings industry in 
the Southeast the past two years 
than any other single factor, in bring- 
ing about better collections and 
stabilizing conditions generally. Busi- 
ness as a whole since the first of the 
year has been very good. 

Among the nationally known men 
in the industry who were here for the 
convention and who addressed the 
delegates, was George A. Knapp, 
secretary of the national body with 
headquarters at St. Louis. 





Christmas Won’t Be Here for Some Time 
But Here’s an Idea, Just the Same 
(Continued from page 83) 

“The exchange cards not only clinched the sale of 
some nice hosiery to this woman, but it made her a 
closer friend of our store and 1 would almost wager 
that if she gives hose again, we can count upon selling 
them to her,” declared Mr. Jordan. “I don’t know 
whether any of those nine people getting the gifts are 
customers of ours but they will know that the gifts 
came from our store and they will know that they can 
exchange them at our store if they wish. Doubtless 
we will get two or three new customers from these 
nine—and all chargeable to the exchange card 
idea.” wt On 
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Shoes Decorated While You Wait 


LITTLE brush, a little paint, and presto! 
A we have a different looking shoe. 

C. H. Wolfelt Company have been injecting 
a touch of Milady’s personality into her shoes. 

She selects the shoes and if she wishes she may have 
them adorned with any design that her mind suggests, 
in any color, or to match any gown. 

The shoes in the illustration above are of gray suede, 
and shows them as they come from the factory, and as 
they leave the Wolfelt store, an addition to Milady’s 
wardrobe. On this particular shoe the design is 
carried out in henna. 


In their endeavor to lend individuality to their 
footwear, the C. H. Wolfelt Company go farther than 
that, and Madam may have her evening gown matched 
in metal brocade slippers, by having the slipper dyed 
the same color as her gown. This makes a very 
attractive shoe, as the metallic threads retain their 
brilliancy, while the fabric takes the color. 

Another dainty effect is produced by tinting only 
the flowers in a metal brocade slipper. 

lt does not take an artist to carry out these ideas, 
but anyone who can wield a brush will be surprised 
at the results. 





Hecht Company to Build New Store in Washington 


Washington, March 19.—Plans for the erection of a 
$2,000,000 store for the Hecht Company were sub- 
mitted to the Zoning Commission of the District of 
Columbia today. 

The Commission granted the request of the retailers 
to raise the height of the building to 110 feet. It is 
expected that construction will be under way next fall 
and the building ready for occupancy January. The 
new building will be located at Seventh and F Streets 
near their present property, and several buildings will 
be razed to make way for the Hecht building. 

The new home will have a frontage of 195 feet on 


F Street and 125 feet on Seventh Street. The present 
store will be used as an annex. The exterior of the 
Hecht home will be of semi-glazed terra cotta, with 
polychrome decorations. There will be an abundance 
of show window space on both street fronts. Two 
entrances will be incorporated on each front. Fire- 
proof construction will be used, with steel stairways. 

Various sales departments of the store will occupy 
the floors up to the sixth, on which the offices will be 
located. The seventh floor will include rest rooms, 
clubrooms, a lunchroom and gymnasium and similar 
comforts for. employees. 
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Here’s a Merchant Who’s Going to Put the 


Harvard Bureau Out of Business 


His System Is Simple—All He Needs Are Two Pockets and a 
Fishing Rod 


“Oh, yes!” said the 
traveling man. “I’ve found 
the Adam of storekeepers, 
not the first storekeeper in 
the world, to be sure, but 
a storekeeper who does 
business in the same simple 
way that it was done in the 
Eden of stores, wherever 
that might have been lo- 
cated. I’m thinking of bring- 
ing him up here, to dem- 
onstrate his methods. I'll 
warrant that he will start 
the professors to talking. 

“As simple as ABC is his way of figuring his profits. 
Every time he makes a sale, he reckons its profit, and 
counting out the amount of the profit, he deposits it 
in his left hand pants pocket. There is his profit, made, 
earned, reckoned and secured. Isn’t that simply 
beautiful? I think so. And I’ve spent a lot of my 
leisure time studying merchandise accounting. And 
I'll tell you that in all the treatises, essays, lectures and 
demonstrations of modern methods of accounting, I 
can find nothing to beat this way of my friend down in 
Nova Scotia. 1 found him down there. But I'll 
soon have him up here, to show us how to make and 
keep a profit. 

When the Cod Are Biting 


“No sir. He does not wait to the end of the day to 
figure up his profit. He totals up each profit as he 
makes it, and when he has made $2.50, which he 
thinks a good day’s pay, he shuts up shop, and goes 
fishing, or hunting, or goes home and reads the business 
magazines. If you are a good fellow, maybe he will 
open up again, to sell you a pair of shoe strings. But 
if you are a charge customer, well, you might as well 
tie up the broken string, and plan to get around early 
when the store opens again the next morning. 

“Each day’s profits does he deposit in the woolen 
stocking that is his savings bank. So at the end of 
the year he has his profits all earned, counted up and 
deposited. .There is no guess work, no estimating 
profit and loss, no charging off, no juggling of figures, 
nothing but piling up the clean profits. That is all 
there is to the business of this Adam of storekeepers 
with his ABC methods of storekeeping. 

“A chart would be a Chinese puzzle to him, and per- 
centages of profits, and statistical’ tables, are as a 


study of the planetary system. Scientific accounting 
would get his goat. But believe me, every day and 
every sale he gets his profit, and puts it in to his left 
hand pants pocket. The rest of his money goes into 
his right hand pocket, to be used for paying bills and 
buying new goods. He gets the profit every time. 
And that’s the first rule of merchandising. 

“T’m going to bring him up here some day, as I said 
before. But I want to work up an interest in him, 
before I start him on the lecture platform, the way 
the professional managers work up an interest in the 
foreign lecturers whom they bring here. It ought to 
be worth $1 a head to hear him. Believe me, he will 
stagger the professors of scientific merchandising, and 
will give many a shoe merchant some valuable points 
on how to figure a profit on every sale, and deposit 
the profit. 





A Statement of Solvency 


Perth Amboy, N. J.—William Silverman, proprietor 
of the Boston Shoe Company, 192 Smith Street, of this 
city, wishes it to be known that he has never failed in 
business, nor compromised; moreover that he dis- 
counts all of his bills in ten days. 

This statement is made in justice to Mr. Silverman, 
as he claims that he has been confused with another 
man of the same name who is said to have had busi- 
ness difficulties. 
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The new front of the Cambridge Shoe Store, Cambridge, Mass. The two main windows have been raised a bit and the four,basement 
windows are thrown into prominence, especially to subway users as they walk up the stairs to the door of the store. 


Take a Look into the Basement 


Every Inch of Window Front at Work and a 
Two-Floor Service Plan 


r | VHE Cambridge Shoe Store of 595 Massachusetts 
Avenue, Cambridge, Mass, is an old-established, 
footwear mart, where men, women and children 

of the “College City” and its suburbs have been fitted 

for some twelve years or more. This store is right in 
the midst of the busy life of a well-shod community. 

Moreover, the store faces the big subway from Boston, 

from which thousands of persons emerge daily, and 

where clever trims, both of ground floor and basement 
windows, are much noted. 


To Meet Medium Priced Demand 


Cambridge in the past few years has had a consider- 
able increase in its population, and with this increase 
has developed a cosmopolitan group and a demand for 
medium priced footwear. Since its inception, the 
management of the Cambridge Shoe Store has made 
it a rule to carry only the very best grade of merchan- 
dise, for which there always was, and still is, a fine sale. 
Bvt, ir order to keep in step with the trend of the times, 
and to make everybody happy, the proprietors, 
S. Cohen and B. Lamkin of Boston, and Frank J. 
Welling, Manager, decided to inaugurate a basement 
store, where popular priced goods of medium grade 
would be carried, in additior to the best grade of 
merchandise in the ground floor store. 


Opening on March 10 


Accordingly, on March 10, the opening of the new 
basement store took place, amid much interest on the 
part of the populace, who were stimulated to additional 
buying through new and attractive window decorations. 
The new basement store was well announced in the 
local papers and by a neat display card in the Cambridge 
subway trains. This display card is to be shown as a 
continuous “ad” for the new basement store. 


New Basement Windows Attractive 


One of the interesting features of the inauguration of 
the new basement store was its window displays. For 
the basement store has its windows, on either side 
of the main entrance, just the same as the ground 
floor store. When the two basement windows were 
installed, the two ground store windows were raised 
just a little, so that all four stand forth to the best 
advantage. The two basement windows are partic- 
ularly effective when viewed by the patrons of the 
subway, as they walk up the subway stairs. 


Trims Changed Semi-Weekly 


Manager Frank J. Welling is also the window 
trimmer and believes so thoroughly in the efficacy of 
(Continued on page 90) ° 
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Windows on the street show men’s and women’s shoes. 


Smaller windows at the rear of 


the entry way are used for the display of boys’ and girls’ footwear 


He Uses Hats Instead of Artificial Flowers 


Philadelphia Merchant Introduces 
New Wrinkle in His Window Trim 


chants are embodied in the new store which Albert 


; EVERAL features of interest to retail shoe mer- 
Forster has opened at 6156-58 Ridge Avenue, 


Philadelphia. Chief among these are the unusual 
window displays, and the division of the store and 
even the windows into departments. 

This store was opened on February 1. It is in a 
residential section of the city and caters to a very 
nice class of people. It is Mr. Forster’s second store, 
the other one being located at 4239 Main Street, 
Manayunk, Philadelphia. The property on which the 
new store is located is owned by Mr. Forster. It has a 
frontage of 32 feet on Ridge Avenue and a depth of 
25 feet. The first floor of the building is occupied by 
the store and a stock room in the rear. The second 
floor has been made into an apartment in which Martin 
O'Donnell, the manager of the store, lives. 


Four Windows to Play With 


The store has four show windows. Two of these 
extend out to the pavement and are used for the dis- 
play of men’s and women’s shoes, respectively. Be- 
tween them is an arcade leading from the pavement to 
the door into the store. On each side of this door is a 
show window which Mr. Forster has put to a novel 
use. One of them is used exclusively for showing girls’ 
shoes and is marked “Girls.” The other is used for 
displaying nothing but boys’ shoes and is marked 
“Boys.” The windows are lighted by lights placed 
along the front at the top and by silver lighting fixtures 


at the sides. The glass at the rear of the windows is 
transparent and permits passersby to see the very 
attractive salesroom within. 

One other feature of these windows is worthy of 
mention. Instead of using flowers or other conventional 
decorative material in the windows, Mr. Forster has in 
the window displaying ladies’ shoes, several ladies’ hats 
of the latest style. These have attracted a good bit 
of attention from the ladies and have been the cause 
of much comment. Several even wanted to buy the 
hats displayed. ' 


Partition Divides Departments 


The interior of the store has the double advantage 
of being very compact and still being large enough to 
permit the fitting of shoes with perfect com‘ rt to 
both customers and sales people. Through the senter 
of the store runs a wooden partition topped by a velours 
curtain. On wooden posts at either end are lamps of 
an artistic design. On one side of this partition are 
seats for 15 ladies and on the other side an equal num- 
ber of seats for men. The foot stools match the 
benches. 

Shoe prices in the store range from $5 to $10. It 
carries a line of buckles, ornaments, tongues, and 
hosiery. 

At present this store is featuring tongues and 
cut-outs. Handmade pumps in gray, black, and cocoa 
suede and in suede and leather combinations at $9 are 
also a feature. 
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Take a Look into the Basement 
(Continued from page 87) 


good trims that he changes his trims twice a week. 
The colors for the opening date were gray and the 
new shade of emerald green, with a touch of lavender. 
Fleur de lys and Easter lilies were effectively employed 
—also a pansy “‘bed’’ forming a box hedge effect along 
the edges of the windows. 

For Easter Saturday, March 31, the flowers which 
will predominate will be daisies, and yellow and white 
will be the color scheme. The backgrounds of the 
windows are in panel effect and are decorated in colors 
to correspond with the color motif emphasized in the 
trim. The windows are well lighted and are regulated 
by a time clock, which turns on the lights each evening 
at 5.30 and shuts them off at 11.30. 


Stately Staircase to Basement 


The entrance to the new basement store is made 
through the main door and the customer sees at once, 
just eight feet in front of him, a staircase of stately 
proportions. This stairway is lighted by two big lamps, 
one on either side of the balustrades. 


Added Service Doubles Trade 


The new basement store has made necessary the 
employment of two extra salesmen, who have been 
kept on the “qui vive” every minute. For, as a result 
of this expansion and remodeling, Manager Welling 
states that the business of the store has actually 
doubled. And he adds that his trim for after Easter 
will be the National Colors—red, white, and blue, 
both by way of “‘waving the flag’’.of elation, and also 
because of the reunion of the Spanish War Vets, 
which takes place in the historic town of Cambridge 
during the week of April 1. 





One Prohibited Form of Competition 


Washington, March 20—Ruling of the Federal Trade 
Commission issued recently is apparently directed 
against retail merchants throughout the country and 
maybe construed as a boon to the mail order houses. 
‘The order condemned the alleged practices of members 
of the Missoula Chamber of Commerce of Missoula, 
Mont., in collecting and destroying mail order cata- 
Jogues. 


In their order against the Chamber of Commerce 
and the Northwest Theatres Company, the Commission 
-directed them to cease and desist “from inducing per- 
sonsin possession of the catalog or catalogs of mail order 
houses, to divert said catalogs from their former and 
customary use by such persons for the purpose of 
purchasing goods from said mail order houses, and to 
use them as an exchange for admission to a moving 
picture theatre for the purpose of eliminating or 
hindering competition between such mail order houses 
and local merchants.” 
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Ornaments the Vogue in Paris 


New York, March 21—New shoe ideas in Paris are 
confined chiefly to ornaments, according to Louis M. 
Hart, president of Cammeyer, who has just returned 
from a two months’ sojourn in France and Italy. 

Mr. Hart, while in Paris, bought a new line of orna- 
ments, which he expects to receive shortly following 
Easter. These ornaments, he declares, are totally dif- 
ferent from any that have been shown heretofore. 

“There was little new in the way of shoe styles to be 
seen at Monte Carlo, where I spent three weeks,” he 
said. “After viewing the shoes that were being worn 
there, I am more than ever convinced that the Ameri- 
can woman is the best-shod woman in the world. We 
have nothing to fear from the French or other Euro- 
pean shoe trade in the way of workmanship. 

“The well-dressed French women are wearing strap 
adaptations and small-tongued pumps, usually with 
buckles. The newest development in this line is the 
vertical buckle, which gives the foot a more trim and 
narrow appearance. Colored kid shoes, that are chiefly 
bright green and ox-blood red, are being shown in Paris, 
but I saw few of them worn. 

“Evening shoes undoubtedly are still running strong 
in the gold and silver brocades. New brocaded pat- 
terns are coming out, and I bought liberal quantities 
of these materials for our own use. 

“French and Italian commodity prices and the cost 
of living are about on a par now with those of the United 
States,” he added. “The American who figures on 
going to Europe and living more cheaply than he can 
in the United States is doomed to disappointment,” 
he said. The American buyer in France is faced with 
high prices. ““The French seller,’ he said, “figures his 
prices on the basis of the dollar. If francs decline, a 
few more francs are added to the price. The French 
manufacturer is more artist than business man. ’ It is 
difficult to make them hurry orders through their work- 


_ shops. I was hoping to have some of the new things I 


bought put through in time for Easter selling, but it is 
impossible to get the average Frenchman to realize the 
importance of the time element in merchandising.” 





Charles Lowy Is Solvent 


Bethlehem, Pa—J. B. Colahan, attorney and 
counsellor-at-law, Philadelphia, states that the item 
which appeared in the Recorder of March 17, under 
“Failures,” to the effect that Charles Lowy of this 
place, was petitioned into bankruptcy, is incorrect. 

Mr. Colahan states that “on March 12, 1923, the 
United States District Court for the Eastern District 
of Pennsylvania entered an order vacating the appoint- 
ment of the receiver, which in effect is a discharge of 
proceedings. Formal answers have been filed, denying 
the act of bankruptcy. Mr. Lowy has amply funds to 
pay all creditors in full. He suffered a loss by fire, 
and as soon as the proceeds of the insurance are 
received, his: eteditors will, be paid.” 
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NO. 701 


IN STOCK - AA to D 


$6.00 
Gun Metal Calf. Hand Turn. Suede Calf Collar and Strap. 


HN 


NO. 702 
_IN STOCK - AA to D 


$5.00 


Same as above in White Fabric with White Kid Collar and Strap. 
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Ask for our Spring Catalogue of New La France 








Williams, Clark and Company 


LYNN, MASS. 








aa 


The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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OVER 90 PER CENT 
OF THE BUSINESS ON 
WALK-CROFT SHOES 
IN 1922 WAS DONE. 
WITH THE SAME MER: 
CHANTS WE SOLDIN 
1091" “WE BELIEVE 
THIS HAS A REAL SIG 
NIFICANCE. 





Walk-E. 


-SMART SHOES FOR WOMEN ARE MADE 
4 BANCROFT WALKER COMPANY 
* SS AT THEIR FACTORY IN BOSTON. 
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‘BEACON: SHOES: 


MEN’S SPRING FOOTWEAR 
These Styles Fast Movers 


























No. R122 


Chestnut Norwegian Calf Ox- 
ford, Plain Toe, Crimped Vamp, 
Flat Brass Eyelets, “Latex” 
Crepe Rubber Sole and Heel. 


B Width...........6toll 
C and D Widths. .. .5 to 11 
Price, $4.75 


No. R5068........ .. .$3.60 
Morocco Russia Oxford 
Radio Last 
Wingfoot Rubber Heel 
C Width...........6to ll 
D Width...........5 to 11 


F. M. HOYT SHOE COMPANY 


MANCHESTER NEW HAMPSHIRE 


Stet SO Sr Or OO SO EOS FOES |S: 
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SOMETHING NEW IN OUR 


Women’s Stock Department 


No. R7314.......... .$4.50 


White Elk “Lucinda” Sandal 
Golf Last, Plain Toe, No Box. 


7-8 White Ivory Heel 
Wingfoot Toplift 
In Stock April 5th 


No. R7172.......... .$4.00 


Patent Leather “‘Lucinda”’ 
Sandal 


Golf Last 
Plain Toe with Box 
7-8 Wingfoot Rubber Heel 


In Stock April 5th 


F. M. HOYT SHOE COMPANY 


MANCHESTER NEW HAMPSHIRE 
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NO. 32 TAN ROYAL CALF OXFORD 


4 New Number, Representing The Acme of Style in Men’s Welt Shoes 








Mido ilioicn aliens 


This is our: “‘Plaza”’ last, num- 
ber 52. Has stitched tip, vamp 
and lace stay. Invisible eyelets. 
Heavy single sole. Wingfoot 
rubber heel. Sizes 7 to 11 A, 
6 to 11 B, 5 to 11 C andJD. 


Teta Ol tei 


READY NOW 


PRICE $5.50 
Terms: 2% 10, Net 30 Days 


Stock No. B 9; 


COREL 


WHITMAN AND KEITH CoO. 


BROCKTON ( CAMPELLO STATION) MASS. 


‘Saaee.... saamely C/) Whitman Ree PCIe CAI TOOVUP PAPUA e 
Grade Shoe ; 
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“HASKELL ’ | 
Service Boot 


The Oil Man’s Friend 


Popular because it renders 100% in Fit, Appearance and 
Service. Heels, Counters, Insoles, Outsoles and Box Toes 
all made from first quality Sole Leather. Uppers, Gusset 
and Long Outside Back Stay from skins especially selected 
for this boot. Best quality linings Fab inside back stay. 
No. 1966—Tan 8-inch Hitop, Overweight, Single Sole, $6.00 
No. 1967—Same in Mahogany Color............... 6.00 
As above, with two full soles—double stitched with stitched heel seat: 
No. 1968—Tan Color $6.50 No. 1969—Mahogany $6.50 
Sizes 5 to 11. Widths in stock, B to EE 


Samples or salesmen on request 


BATTREALL SHOE CO. 


Manufacturers 


‘ST. JOSEPH -- MISSOURI 


The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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Chandler's = Hie 


RHINESTONE TIPS j 





Add a Dainty Touch of Beauty 
to Front or Side Lace Oxfords ; 











$7.50 to $18.00 per dozen sets of four. 
Equally appropriate for plain or tasseled end silk laces, 
ribbon ties. 


) G 


No. 1243 
W. K. Chandler, Inc. White Kid Egyptian 


125 SUMMER STREET STON, MASS, @ 
a ic GA camel: vanes ane eee Turn Sandal 


Silk Tasseled Laces 
Pattern 8035—Black—White—Brown—I8 in. to 25 in.—$9.25 to 


$11.50 per gross. 
Fabric Tipped Silk Laces 
Flat or Tubular—27 in.—$9.00 to $11.50 per gross. 


Ball design (illustrated) and other wanted styles, all winners, | 
Send for New Style Folder | 
Py 





| om 


This shoe is made over our new. 12/8 Cuban 
covered heel last and represents the newest 
thing in this popular footwear. Note the high 
arch construction. 


Price $6.85 


Artificial Flowering Plants and Trees, with | 2. Ua &a4 W, h + Il 
Pots, Complete, from 10c Up , 4tnere 
aA rane Reng en oe er a TURNS 
FRANK NETSCHERT, INC. Haverhi 


61 Barclay St. New York, N. Y. grade one constuction 





will prove an important factor in your sea- 
son’s sales. We cannot too strongly advise a 


Save Money purchase without delay. An order will prove 
ON THREAD the satisfaction with which “Witherell” turns 


$5.00 to $10.00 on each omn Se ene. 
case of you buy. 


the ° 
best for low why not E. A. & M. C. Witherell Co. 
caved in choumakine Factory: |. Boston Office: 
Haverhill, Mass. Rice Bldg., Room 406 

GEORGE RULE 


Pacific Coast Representative 
San Francisco, Calif. 






































JOHN C. MEYER THREAD CO., Lowell, Mass., U.S.A. 
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Misses’ Chrome Patent | Strap, Rubber Sold 
Heel. Sizes 114 to 2 36 Pair 


Price $1.10 


Same as above in Child's Case Lots 


1 to I] Ladies’ Black Satin | strap in following 
_ aoe Only Heels—Baby Louis, Military and 8-8 
P rice $1.00 Flapper covered Heels. Sizes 3-7; 3-8 


Same with Leather heel , 1 @ 
Misses’, Price $1.00 ee 


Chiid’s, “ 90 


At 


$1.5 











Sold 
24 Pair 
Case Lots 
Only 








Men’s tan Scouts. Leather Heel. 
Sizes 6-9; 6-10; 6-11; 7-11 


P rice $1.50 Men’s Tan Blucher, Goodyear Welt. 


Leath faci d Eyelet Stays, 
Same as above in Tan Elk with Rubber Rubber 1d he al wig 6. 10; 611 


Heel. 


Price $1.60 Price $2.40 
Boys’, Price $1.40 
Youths’, Price $1.35 


S. ROSENBERG & SON 


144 ESSEX STREET - ~ - BOSTON, MASS 


The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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Shoes of 
Artistic Perfection 


“THE GOTHAM” 


A Sandal of white kid with blue kid inlay. Shown also in all 
other leather combinations, including Pastel shades in kid. 


Eyre Shoes are made to your The Egyptian Motif is in evidence of Eyre manufacture.. And “the 
ae in five weeks, in this new sandal pattern, but is Gotham” is but an example of it. 
elts in six weeks. Prices of : mer Retail merchants having a clientele 
samples submitted on request. ws accented oa pa - ¥ ca of discriminating and well-groomed 
is restraint 1s typical’ of the fu women. particularly feel the appeal 


line of highest grade turns and welts of EYRE SHOES. 








The successful combination of orthopedic correct- 
ness and comfort with pronounced style and 


= PEDI iuinic grace are features of this line that have gained 


for it a nation-wide recognition. 








Fred A. Eyre @ Co., Inc. 


Brooklyn - New York 


The Boct and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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[KARELIS|—--—— 


DESEPESERE RS SESESESESE SE SEPESESE SESE SESE ESE: 


WONDERFUL SELLING NUMBERS 


March 24,° 1:23 


IN 
STOCK 


No. 506—Two-button one strap, 
513, with 9-8 Military covered heel. 
2148, Band C. 


Price $3.90 


same as 


Sizes 


IN 
STOCK 


No. 216—Same as 213 with Flapper heel. 
B-C, 24-8. 


Price $3.75 


You will make no mistake on 
these numbers. Our produc- 
tion has been increased, so we 
are in position to care for the 
big business we are getting on 
these styles. We assure you 
that these are exceptional shoes, 
patterns, workmanship and 
price‘considered. 


IN 

STOCK 
No. 823—Patent Chrome one strap. Spanish 
Junior Louis full breasted celluloid covered 
heel. Im. Fr. Cord binding. Leather quarter 
and sock lining. Solid leather grain counter. 
High grade sole. Ocean Pearl buttons. 
Sizes 214-8 B, C 


Price $3.75 


No. 713—Like 823 in black kid. Full breasted 
Spanish Junior Louis covered heel. Sizes 
2%8, B,C. 


Price $3.75 
REGARDING PRICES 


All prices are based on orders of 
not less than \2-pair lots. Single 
pairs at 25 cents per pair extra to 
cover costs of shipment. Terms 


2% 10 days. Net 30. 


OOOO MIS 


DO NOT HESITATE---PLACE YOUR ORDERS 
AT ONCE TO ASSURE RECEIVING THESE 
POPULAR PATTERNS 
EARLY AS POSSIBLE 


No. 513—Two-button one strap, Ocean _ 
buttons. Patent leather vamp and inla 
Gray Buck quarter, 13-8 Spanish Junior full- 
breasted covered heel. Imitation French cord 
silk binding. Leather quarter and sock 
lining. Solid leather grain counter. High- 
gradesole Sizes 214-8, B and C. 


Price $4.00 


IN 
STOCK 


No. 213—Genuine Levor’s White Washable 
Kid. Two button one strap. Fine sole. 
Solid leather counter. Leather quarter and 
sock lining. Full junior Spanish covered heel. 
Pearl buttons. Im. Fr. Bound. B-C. 214-8. 


Price $3.75 


KARELIS SHOE CO., HAVERHILL, MASS. 


WOMEN’S TURN SHOES OUR SPECIALTY 


: 
B 
H 


SESESESESEDS SEEPS RESESE SERE SESE SEPESESESESE 
The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 





* ° . : : : . : o . e 
MON ODS A Alo Aso Axle As DOL A AN A A At y Y I 
re REI rt PIT TDRODRODROY, rN Dee Wee at at ON POTIRNG 2 A a PN 





SNe Seies Cees eres Wiese Sree ee 





ALR 








oma @ OM ire 
GAN 


HMIDT 
MICHI 


o 





A 


2 
fe) 
fas 
K 
a) 
a) 


ITN 


‘A 
2 tee tee 


D 
aa 
; 
U 


As 











: : ‘ : 
. A rA\ A Al 
Oe re re we Ses Wwe eee twee ee 


. 
f 


A 


oe ee ee . ® 
yee - 
agi Sv + ey a as ww 





“ 








(a =X G2 Tat ON Lat OX Fat Tne a Sta OMS Fat ee Oo ae w.+am Farum Sarum Duran Doom w. ZC DIC) MC PME CAE RAE, COA a fin TaN Fae Fae Garam gaeee Samm Gatun Dare Doron Daven 
y v7 , Va Y, Y Vere V nv Y; Y, NY Y Y, V / Vaen la a Y; VC % v Vien Y 
4 : 4 ° 4 : +4 * +4 : 4 > 4 4 : : > 4 4 : 























Schmidt Calf Leathers 


71S 
in turns and fine welts 


CARL E SCHMIDT & CO INC 


Janners of the Schmidt Calf feathers 


1D) 24 w RYO) is OY 0 (0) 50 (C7, ¥ OD 610) 0 RO) OO) Oa 


Repre riatiwes 


H 3 ALTENDERFER A JI& JR Cook 
Philadelphia San Tran ia @) 


atm Fasmn 4. 
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All Schmidt Calf Leathers are full grain 
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Where “Auld Acquaintance” Should Be Forgot 


It Would Be a Better, More Prosperous World if the Slate 
of the Past Were Wiped Clean 


HE world and every individual in it could have 

received a most valuable lesson in economics, an 

inspiration to bigger, better and more noble 
accomplishments and a more thorough knowledge of 
the value of unselfish co-operation, had the people of 
the whole world been in Little Rock, Arkansas, Wednes- 
day, March 14, 1923. The occasion was the opening 
and dedication of a beautiful new concrete bridge 
across the Arkansas River connecting Little Rock with 
North Little Rock. 

Prominent people from all over the State attended 
the ceremonies. In speech and song the achievement 
of soldiers and civilians were proclaimed. 

A huge parade, miles long, spectacular and impressive 
added interest to the occasion. A section of the parade 
was made up of details from an army camp—infantry, 
artillery, Red Cross and the other divisions of the 
khaki colored outfits so familiar in the late world war. 

Following this division were two men on horseback; 
now civilians and substantial citizens of the Common- 
wealth, but both soldiers of a former war. One straight, 
stalwart and alert, though his hair and close-cropped 
beard were snowy white, clad in the beautiful gold 
braided gray uniform of a Confederate officer of the 
Civil War. A magnificent specimen of that Southern 
manhood that has made possible the development of 
education, science, agriculture and business in the 
Southland. , 

Beside him rode a man of heavier build, a typical 
specimen of the sturdy, thrifty, clean thinking and 
clean acting business man, evidently an adopted son 
of the South, for his uniform was of blue. It showed 
wear and usage—undoubtedly field service, when, 
instead of riding beside his present comrade, he was 
arrayed against him on the battlefield. 

But today, as the parade was temporarily halted, 
these men chatted together and smiled together; they 


were comrade together. The ex-Confederate soldier 
showed no signs of chagrin or humiliation. Thank 
God he did not have to. The ex-Union soldier betrayed 
no emotions, exhaltation, or triumph over a conquered 
foe. Thank God he had no reason to do. so. They are 
comrades. 

To one country they pay allegiance; to one flag they 
bow in loyalty and love: to one God they pay their 
devotion. Their past differences are forgotten. A 
common impulse is possessed by both; a common desire 
spurs them forward. They are unitedly striving to 
make the country in which they dwell a better place 
in which to live and make a living. They are working 
and giving up a share of their earning to make the State 
of Arkansas a more enlightened, more prosperous and 
more beautiful commonwealth. 

They are both endeavoring to make this great 
country of ours the outshining example among the 
nations of the earth, of people dedicated to the higher, 
more noble and more elevating instincts of mankind the 
world over. 

Would that nations across the Atlantic could see 
how these two erstwhile foes, by forgetting their 
temporary differences and working co-operatively 
together, have wiped out all traces of conflict and strife 
and brought forth in their place, towns, villages and 
cities that supply the world with the greater percent- 
age of its cotton, a large portion of its oil, turpentine, 
steel and other commodities. 

Sometimes prices are low or a surplus of products 
accumulate, business may be slowed up and employ- 
ment may not be plentiful, but famine, hunger and 
distress are unknown. When Europe needed money 
they came to us for it. Why will European govern- 
ments not learn the underlying reasons why we have 
the money—The spirit of all working together to a 
common end. 
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Here are the delegates to the Tri-State Convention held in Little Rock, Ark. 


About a Dozen Different Ways of 
Using the P. M. 


““BVIVE Elements that Enter into the Retail Mer- 
chandising of Shoes,” was the subject of an 
interesting address by M. P. Gaddis, sales 

manager of the Peters Shoe Company of St. Louis, at 

the last session of the convention of the Tri-State Asso- 
ciation, held last week in Little Rock, Ark. These ele- 
ments, as defined by Mr. Gaddis, are: 

First, the store; second, merchandise; third, service; 
fourth, advertising: fifth, inventory. 

“Store appearance, cordiality, courtesy, cultivation 
of friendship among customers and prospective cus- 
tomers are the important considerations,” he said. 
“Right merchandise that will please the customer and 
appearance which will cause it to sell, and quality 
that will keep it sold, yield a profit and bring the cus- 
tomer back. Service consists of salesmanship and 
proper care and attention to the customer’s wants and 
needs. The mail order catalogue has distinct ad- 
vantages over the usual type of sales men because it 
gives in detail the construction and attractive features 
of the merchandise which an average salesman often 
overlooks. Advertising is printed salesmanship. Big 
city metchants can get best results from newspapers, 
but small cummunities must depend upon direct to 
consumer messages. 


Two Kinds of Inventories 


“Inventory consists not only of making a list of 
merchandise, but of taking ‘an ifiventory of yourself. 
Stand before the mirror and honestly ask yourself who 


you are, what you are—am I succeeding; if not, why 
not? Have I studied my own personality and my own 
possibilities? How can I get more business, be a better 
man and better save my community? 

“The future is bright to the.man who works hard, 
has stamina and lives up to the convictions of his own 
conscience. Failure is just around the corner from 
the man who does not so inventory himself and so 
merchandise himself.” 

A round-table discussion léd by Reuben Stiefel of 
Memphis, on how to dispose of undesirable merchan- 
dise, created intensé interest and proved one of the 
most valuable parts of the convention. An analysis 
showed that it took practically 80 per cent of the 
retail price of shoes to get back the cost of the article, 
plus selling, and any profit derived depended upon 
the disposition of the last 18, per cent. 


A P.M. After 20 Days 


Morris Ellis, Nashville, talked to the boys on broken 
lines and on the best methods of disposing: of ‘them. 
He pays a salary based on the commission of '6 per 
cent; unless a man’s sales come up to this standard, 
he knows his job is insecure. If his sales, on a com- 
mission basis, amount to more than his salary, he is 
paid the difference in a bonus. He uses P.M.., but if a 
misfit in a P.M. comes back, the shoe belongs to the 
salesman and he has to dispose of it. It is charged up 
to him, as is the P.M. which he receives. 

Mr. Bergman, Greenville, Mississippi, puts a P.M. 
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on every lot that doesn’t move satisfactorily within 
20 days, pays his men a salary which, together 
with P.M.’s, average around 8 per cent. Mr. Frank, 
Memphis, after 20 days when a lot doesn’t move, 
determines whether it is price, style or lack of con- 
fidence that is wrong, and regulates the P.M. accord- 
ingly. It costs him from 7 to 8 per cent to sell his 
shoes on basis of drawing account and commission. 

O. S. Poe, not in favor of P.M., has found no way 
to overcome wrong fitting and selling the customer the 
wrong shoe. Pays his men a salary, based on 6 per 
cent gross, puts short lots and slow sellers in special 
section, and leaves it up to the good will of the men to 
dispose of the shoes, impressing upon them the fact 
that their prosperity and earning power depend upon 
the prosperity and success of the store. 


Proper Mark-up Essential 


C. D. McRae, Memphis, figures salesmen on basis 
of 5 per cent for men and 6 per cent for women, but 
admits that it often.costs him 12 to 15 per cent to sell 
his merchandise. If he knew of any recipe that would 
be a sure cure for undesirable merchandise, he would 
have been using it long ago, because his losses have 
often been greater than his profits. He considers a 
proper mark-up an important consideration. If you 
change too,;much you lose the customer; if you charge 
too little, you lose yourself. 

Abe Kempner, Little Rock, believes in P.M.’s, and 
thinks it advisable to make them little enough, so that 
the sales people will sell them in the right way to the 
right customers. He impresses upon the sales people 
that the customers pay the salaries, and unless they 
render proper service, they cannot get the salary. Mr. 
Steifel used P.M.’s ranging from 2 to 5 per cent of the 
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Retail merchants and their women-folk were royally entertained 
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price of the shoe, and offers $1 a pair to the salesman 
who sells the last pair of a lot. 


An Invitation from Texas 


L. E. Langston, past president of the Texas Associa- 
tion and director of the National, on behalf of his State 
Association, invited the Tri-States Association to join 
his association and that of Oklahoma in a joint con- 
vention at Fort Worth in 1924. It is his belief that by 
joining in convention, more merchants would be 
interested and more good be accomplished. When the 
question was put to a vote, it was decided to hold the 
Tri-States Convention at Little Rock next year, with 
the possibility of a joint convetttion after each of the 
individual associations had built up. a- membership 
that was representative of the merchants’ within their 
respective territories. 

The local committee of the Little Rock merchants 
did themselves proud in the entertainment features of 
the convention. Much of the credit goes to Harry 
Saifer, chairman of the committee. Credit is also due 
to the newly organized Shoe Travellers’ Association, 
which aided in every possible way to make the con- 
vention a. success. 





Correction of Price Quoted in Advertise- 
ment of Stonefield-Evans Shoe Co: ' 


We wish to call our readers’ attention to a mis- 
quotation of prices on Style No. 741 and Style No. 858 
given in the advertisement of Stonefield-Evans Shoe 
Co., Rockford, Ill. in our issue of March 10, where the 
price is given as $5.25, but should have been $5.50 per 
pair. We regret the annoyance occasioned the manu- 
facturer by the unfortunate typographical error. 
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CHICAGO 


Trade Good, Weather Permitting 


And When Weather Interferes with Spring Footwear, Tail 
End of Galosh Stock Is Cleaned Up 


HE past week has been a week of 
more or less disappointment to-the 
Chicago retail shoe merchants. With 
the advent of the few spring days came 
the call for new spring shoes and business 
was going good. This week was ushered 
in with real winter weather, cold wave 
and a snow storm, which decidedly put 
a damper on the buying of spring foot- 
wear. Galoshes were again seen, and 
the fancy light colored shoes on display 
in the windows failed to interest buyers. 
The smile found on the face of the 
merchants has been replaced by a puzzled 
look and a shrug of the shoulders. They 
are all looking forward to and hoping 
spring weather will come to stay. 


Last Ends of Galoshes C'eaned Out 


While the merchants have been able 
to about clean up on all types of high 
rubber footwear, with the coming of 
this cold spell the very last odds and ends 
that still remained on the shelves were 
taken down and placed in conspicuous 
places, with very low price marks on 
them, in a final endeavor to dispose of 
these last ends. 

In several of the stores buckle sales 
have somewhat diminished, on account 
of the growing popularity of strap effects 
in footwear, nevertheless new buckle 
ideas have been worked out and are 
being shown. 

Mandel Brothers are showing a buckle 
known as the “Coco Bolo,” which is a 
piece of cypress wood made the shape 
and size of a Colonial, with a fluted front 
and painted in various colors to harmonize 
with the shoes on which they are worn. 
Some of these have flower designs painted 
on them, while the others are plain color. 

Carson, Pirie, Scott & Company are 
showing a new glass buckle, These have 
a rough frosted appearance and resemble 
a crepe rubber sole, and come in various 
shapes, sizes and colors, all having an 


an iridescent finish. 
Strap Patterns Strongest 


In street footwear, as well as in dress 
footwear, strap patterns have the call. 
Strap patterns don’t mean much, ex- 
cept as to distinguish the mode of fast- 
ening, because the variety of ideas 
worked into strap patterns is so varied 
that a word picture cannot possibly tell 


the story. There are plain one-strap 


models with button fastening, there are 
wide one-strap models with two buttons 
for fastening, there are models with two 
or more straps, and the straps are various- 


ly placed in relation to the instep of the 
foot. 

A particularly handsome pattern being 
shown by Mandel Brothers has what 
Mr. Buehler, the manager, characterizes 
as a chain strap. The straps being 
cutout and notched to resemble the links 
of a chain. Various combinations of 
materials are shown in the line. In 
most instances the strap is in one material 
and the body of the shoe is in another. 


New Manager of London Shoe 
Company 
M. Robin, formerly of Hartford, Conn., 
and manager of several of the A. E. Little 
Compeny’s stores, has become the Man- 
ager of the London Shoe Company’s new 
Chicago store 





New Manager for Ruby Store 

Leon B. Fredman became manager 
of the Chicago store of Alfred J. Ruby, 
Inc., on February Ist. Mr. Fredman 
comes from Mr. Ruby’s Detroit store 
where he demonstrated his efficiency as ¢ 
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student of styles and of fitting high 
grade shoes during an apprenticeship ot 
six years. Mr. Ruby believes that Mr. 





LEON B. FREDMAN 


Newly appointed manager of the Chicago store of 
Alfred J. Ruby, Inc. 


Fredman is one of the best students of 
styles and the retailing of high grade 
women’s shoes in the business today. 





MILWAUKEE 


Retail Trade Hard Hit by Storm 


Spring Buying Stopped and Damper Put on Style Week 
Celebration 


EATHER bureau experts claim that 
most of Wisconsin’s storms come 
from Medicine Hat in Canada, but Mil- 
waukee shoe merchants are saying (under 
their breath) that the one which hit the city 
on March 12, must have come from !?*!!! 
or a similiar place. At any rate, regardless 
of its origin it accomplished two ends, both 
unfavorable to the merchant. In the first 
place the storm put a decisive damper on 
what promised to be Milwaukee’s most 
pretentious and successful Style Week, 
carried out on a civic basis. And finally it 
brought to an end a period of balmy 
weather which had forced women to desert 
their galoshes and think seriously of buying 
spring footwear. Business in spring stock 
had commenced very favorably when the 
worst blizzard in years arrived and forced 
women into galoshes once more. Arctic 
sales have been increased somewhat, but 
because of the lateness of the season the 
storm rendered but little aid to those 
caught with heavy arctic stock. 
King Tut will be introduced to Mil- 
waukee feet on a rather extensive scale 
within the next week, and from present 


indications the Egyptian motif will domin- 
ate the early spring season. Most of the 
business, outside of the King Tut type, 
will be done in the gray, fawn and tan suede, 
local merchants say. Low heels are growing 
in favor for all types of footwear. Satins 
hold up well in the face of a strong showing 
of novelties. Popular prices for spring will 
range between $10 and $12 in the depart- 
ment stores and $10 and $15 in the exclusive 
shops. However, many early sales up to 
$20 are reported, and high-price business is 
good. Manufacturers continue to work at 
full production on heavy orders. 


Changes at Everwear 

Clement C. Smith, Milwaukee capitalist, 
becomes the new president of the Everwear 
Hosiery Co., Milwaukee, following a re- 
organization and re-financing of that 
concern. Other officers in the company are 
Arthur W. Fairchild, local attorney, exec- 
utive vice-president, Henry S. Wright, in- 
dustrial engineer, vice-president, general 
manager and treasurer; Fred M. Hanson, 
vice-president in charge of manufacturing; 
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William Chester, secretary, Paul F.Knapp, 
assistant secretary, and Norman L. Mac- 
Lean, sales and advertising manager. Mr. 
Hanson, former president and one of the 
founders of the company, leaves for New 
York soon to establish a branch of the 
company in that city. One eastern branch 
is now maintained at Boston. Among the 
changes to be introduced by the new execu- 
tives is the devoting of an entire floor to 
full-fashioned hosiery. Financial reorgan- 
ization which took place coincidently, 
gives the company one of the strongest 
organizations in the industry. Capitali- 
zation of the company is changed from 
$400,000 common stock and $350,000 
preferred stock to 10,000 shares, no par 
value, common stock and $400,000 first and 
second preferred, retaining the original 
$350,000 preferred issue, according to Mr. 
Wright. The Everwear Company sells on 
a direct-to-retailer basis, and was one of 
the first companies to introduce hosiery 
on a guaranteed basis. 

Leather Firm Adding Equip- 

ment 


Purchase of boilers, stokers and fan for 
the Forsyth Leather Co., of Wauwautosa, 
Wis., is announced by Cahill & Douglas, 
installation engineers of Milwaukee. The 
equipment when installed will modernize 
the power plant of the Forsyth Company. 
Wife of Shoe Manufacturer 

Dies 

Elizabeth T. Bradley, wife of S. P- 
Bradley, president-treasurer of the Bradley- 
Metcalf Shoe Co., Milwaukee, died on 
March 12, at her home in Milwaukee. 
Funeral services were held from the late 
residence at 260 Martin Street, with inter- 
ment at Forest Home cemetery. 

Shoe Travelers Fight Legis- 
lation 

Bill 49A intended to make compulsory 
the labeling of material used in all shoes 
sold in Wisconsin was the only topic of 
discussion at the monthly meeting of the 
Milwaukee Shoe Sales association. The 
members of the association unanimously 
went on record as opposing the bill which 
would require manufacturers to label 
their product as to type of leather used in 
sole, counter and heel, and to designate 
specifically the exact type and amount of 
all other material used in making the shoe. 
The bill is familiarly known as the Holly 
Bill, and is a product of the most radical 
legislature Wisconsin has ever had. It 
failed of passage in the committee, but 
after being brought before the house by its 
originator was reported favorably for 
passage by a two-thirds majority and 
ordered engrossed. A committee con- 
sisting of H. P. Plass, salesmanager of the 
Weyenberg Shoe Company and Wm. J. 
Muckle, president and general manager of 
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the Rich Shoe Company, is circularizing 
manufacturers, wholesalers, jobbers, re- 
tailers and senators in Wisconsin in an 
effort to prevent what appears to be a 
strong possibility of the bill’s passage. 


Racine Style Show 


Racine’s own juveniles acted as models 
in the highly successful style show held at 
the Rialto Theatre in that city, displaying 
garments and footwear for children. 
Models from Chicago displayed other 
style garments for the rest of the family. 


Walk-Over in Style Show 


Footwear by Walk-Over was one of the 
big attractions at the annual Reel-Alham- 
bra Style Show and Fashion Promenade 
staged at the Alhambra Theatre by the 
leading style houses of Milwaukee. 
Living models drafted from all parts of 
the United States displayed the latest 
creations in ladies ready-to-wear and 
footwear. Charles Helmbacher, manager 
of the local Walk-Over store was respon- 
sible for the footwear shown, while Phoenix 
furnished the hosiery. Thousands of 
persons visited the theatre during the 
week of the show, held co-incident with 
Style Week in Milwaukee. 


Mrs. Margaret Rueping Dies 


Mrs. Margaret Reuping, widow of 
Frederick Rueping, founder of the Ruep- 
ing Leather Company of Fond du Lac, 
Wis., and mother of Fred J. and William 
H. Rueping, president and vice-president 
respectively of that concern, died suddenly 
at her home in that city on March 11. 
Mrs. Rueping was a pioneer resident of 
Fond du Lac. . 


Galoshes Lead at College 


Inspection of the “foundations” of 
co-eds at Lawrence College, Appleton, 
Wis., reveal that galoshes are favored by 
more than half of those wearing any kind of 
outer protection. Four out of seven girls 
selected at random wore plain four-buckle 
galoshes, while one wore a Pavlowa boot, 
another a radio boot, while a third favored 
the cavalier boot, which is really a form of 
galosh. About the same _ percentage 
prevails at Marquette University, Mil- 
waukee. 


Record Opening 
Store 


A record for attendance at the formal 
opening of a business house in Menominee, 
Mich., was set by the Luery Apparel Shop 
of that city, which succeeded the Temple 
Shoe Store in the Masonic Temple 
Building. More than 1,000 ladies of Men- 
ominee, Mich., and Marinette, Wis., were 
present tc launch the enterprise on the 
sea of retail endeavor. 


for Small 
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Style Shop Opens 


A complete footwear department is one 
of the most important sections of the new 


- Style Shop opened in Two Rivers, Wis. 


in the Schnoor Bldg. The Style Shop 
specializes in novelty shoes, but all kinds 
are to be carried. 


New Department Opens 


The new shoe store, operated at Lady- 
smith, Wis., as a department of the Fritz 
Dry Goods Company, opened for business 
following delayed installation of fixtures. 
The store islocated in a building adjacent 
to the Fritz store and is connected with 
the main store through an archway. 
Edward Johnson of Duluth, Minn., has 
been chosen manager of the new depart- 
ment. 


Merchants Co-operate with 
University 


Shoe merchants of Madison, Wis., 
assisted the University of Wisconsin Shoe 
Week by loaning the necessary apparatus 
and footwear to enable instructors in the 
physical education department to point 
out the evils of incorrectly built and fitted 
footwear. Miss Klein of the University 
delivered lectures throughout the week 
illustrating them with skeletons of the 
human foot was compared with the shape 
of shoes worn by the average woman. 
“The most frequent cause of foot trouble 
is either in improperly fitted shoes, or in 
shoes with the wrong shape,” Miss Klein 
told several hundred students at the Uni- 
versity. An X-ray machine for special 
work during the week was loaned the 
University by Huegel-Hyland Shoe Com- 
pany of Madison, while other merchants 
loaned the necessary shoes and slippers for 
illustrating the lectures. 


Capital Is Increased 


The Kozy Komfort Shoe Mfg. Co., 
Milwaukee, Wis., has filed papers increas- 
ing its capital stock to $25,000. The 
new stock will be used for expansion pur- 
poses. 


Moves Shop in Fond du Lac 


James Crosses, proprietor of the Star 
Shoe Shop, Fond du Lac, Wis., has moved 
that establishment from its old location 
at 21 Forest Avenue to the quarters at 
the corner of Main and Forest Streets. 


- Morris Made General 
Manager 
Frank A. Morris, of Atlanta, has been 
named general manager of the large 
Atlanta department store of the Keely 
Co., assuming the new position the first 
of March. 
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ST. LOUIS 


Good Business Reported 


Increases Noted Throughout Retail District—Gains Shown 
Over Previous Week 


HE retail shoe business during the 
past six days was reported as being 
Good gains 
the 
Larger in- 
the 
ago. 


of an excellent charecter. 


were reported in all stores over 


previous week's business. 


creases were mentioned as against 


corresponding period of a year 
Everywhere much optimism was noted. 

Retail shoe merchants feel that they 
the brink of an 

The weather 
large factor in the slackness which has 
during the 
month. This will naturally crowd the 
bulk of the Easter business into the 
funnel of the last While 
one or two poor days were reported 
during the week, taking the period as a 
whole, a large volume of business was 
done. Some idea of the business that 
was transacted a few figures were avail- 
able which are given herewith. One 
high grade store reported that gains so 
far this month not including this Satur- 
day were forty per cent over the same 
period of a year ago. Not quite this 
amount was reported as a gain this week 


are on avalanche of 


business. has been a 


been so discernible past 


three weeks. 


over last. 
Easter Buying Begins 


Saturday was the biggest day of the 
week. It was the first Saturday of the 
last three on which it has not rained. 
This furnished the Saturday afternoon 
shoppers an opportunity to start their 
Easter buying and from the appearances 
of all stores visited there seemed to be 
full representation. The popular priced 
naturally the 
portion of this business, but the higher 
priced stores did not suffer any because 
of this fact. 

The one complaint registered by the 


stores received greatest 


managers and proprietors of retail shoe 
stores was that it was impossible to get 
enough help. Particularly is this true of 
the type of employee which every retail 
shoe merchant vainly seeks for his extra 
help. Trained men of the character that 
typifies the store and its policy are scarce 
just at present and from indications there 
will be shortage as the time draws closer 
to what is expected will be peak business 
With three more Saturdays 
retail shoe 
business 


for the year. 
Easter and already 
merchants reporting capacity 
on this day, just what will be done to 
handle the trade is problematical. 

Gray is at its former level of a few 
No increases were reported 
From figures 


before 


weeks ago. 
for this apparent vogue. 


that were available gray compared), to 
black satin was about forty-five per cent 


gray with the remaining fifty-five per cent 
in favor of black satin. Some of the 
that displayed early 
in the season for gray seems to be waning. 
One thing is definite—there will be no 
gray shoes carried over. If there are a 
few pairs left they will be thrown on the 
bargain tables for disposal, but due to the 
cautious buying even this is not antici- 
pated. has admitted 
that they have re-ordered any of the 
patterns in gray. Straps still lead in the 
patterns with slight tendency 
shifting to the sandal ideas. Small 
tongue patterns are still displayed and 
report on this 
type. Again, other stores can’t under- 
stand how they can be disposed of. One 
color that is coming along at a rapid 
gait is beige or J. and G. ooze. Each 
week finds this style becoming more 
popular in the call and not a few of the 
style geniuses predict for this color a 
hearty patronage after the gray vogue 
has passed on. At present, in the trimmed 
effects especially, one hears good reports 
of increased sales. 


enthusiasm was 


No one at least 


some 


some stores fair sales 


Huette Announces Alter- 
ation Plans 


Huette’s Sixth Street store will undergo 
a drastic change in the Fall, according to 
Robert Huette, secretary of the company. 
The south half of the building has been 
leased together with the second floor, 
which has been used as a store room. 
This portion of the store will be occupied 
by a ladies ready-to-wear organization. 

Huette’s will retain the north half of 
the store which will be occupied by the 
men’s department. An elaborate base- 
ment is contemplated for the housing of 
the women’s department. If the present 
plans are completed this basement will 
be one of unusual note and not the ordin- 
ary type of bargain basement. Two 
entrances to the store will be installed. 
One directly from the street to the base- 
ment and the other entrance into the 
the first floor. 


men’s department on 
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New fronts will also be erected. Huette 
stated that it was hoped that alterations 
would be completed by September. 


Sensenbrenner’s Hold Big 
Sale 


Sensenbrenner’s have inaugurated a 
large shoe sale of what they termed the 
newest and smartest fashions. There 
were 2300 pairs offered. The price 
being $6.50 per pair. There were thirty 
styles in the selection and a guarantee 
of “Every pair must give entire satis- 
faction or a new pair is yours for the 
asking’’ was offered. 





Walk-Over Store Gets Spring 
Garb 


The Walk-Over Shoe Store at 612 
Olive Street is being dressed in its spring 
garb. The second floor, the women’s 
department, has been redecorated in 
two-tone gray. New inlaid linoleurm of a 
hardwood floor pattern has also been 
added to enhance the attractiveness 
of the department. The first floor is 
being cleaned and revarnished. Al. 
Lutz, genial manager of the Walk-Over 
retail stores, in commenting on_ the 
renovations stated “You ain’t seen 
noth’n yet.” 


Brown Shoe Company Shows 
14. Per Cent Increase 


The Brown Shoe Company’s shipments 
for February were 14 per cent greater than 
for February, 1922, both in value and 
physical volume. ‘For the first four 
months of the current fiscal year beginning 
November Ist, shipments were more 
than 15 per cent greater: than for the 
corresponding period of the previous 
year. The company is now running 
to a capacity of 46,000 pairs per day. 





Swope Employes To Give Ball 


The success of a recent party given by 
the Swope Employes Association has 
caused the committee in charge to plan 
another, which will, be held on April 
10th. The affair will be a Masque Ball 
and members of the association will be 
permitted to bring guests to the function 
upon the payment of a small admission 
fee. 





DENVER 
Sale of Spring Footwear Encouraging 


Industrial Conditions Improve Throughout Colorado and 
Denver; Progress Being Made 


NDUSTRIAL and employment con- 
ditions are improving steadily in Colo- 
rado, according to the department of 


labor report just issued. Continued favor- 
able weather has aided employment in 
building and public improvements in the 
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State. Nearly all industrial plants con- 
tinue to increase their forces. Improved 
prices of livestock have caused a con- 
siderable increase in cattle and lamb 
feeding this winter. Metal mining also 
continues active. The outlook for a good 
farm crop is also bright for 1923. Taking 
it all in all, business in all lines is on the 
upgrade. Denver retail shoe merchants 
predict that business during the coming 
months will show a big improvement 
over last year. They are basing their 
predictions on the business outlook in 
general, and also the fact that their busi- 
ness in January and February of this 
year was considerably better than it was 
for the same two months last year. 


Spring Styles Selling 


The spring styles of footwear are sell- 
ing well at the Denver stores at this time 
according to reports from the different 
shoe stores here. The open winter, Den- 
ver has enjoyed this year, served to get 
the spring selling season off to an early 
start. Gray seems to be the leading color 
here this spring with suede the popular 
material. Oxfords are also selling well 
again this spring. 


Direct Mail Advertising 


The M. B.. Wise Shoe Company, 508 
Sixteenth Street, this city, recently 
staged a direct mail advertising campaign. 
The firm sent out letters to a large num- 
ber of Denver people telling about the 
Stetson shoes for men and the George W. 
Baker shoes for women. The letters were 
gotten up in a personal letter style with 
the name and address of the person receiv- 
ing the letter at the top. In the letter 
addressed to;the men the Stetson shoe 
was told about, while the letters to the 
women of Denver had for its subject 
matter the Baker shoes. “Frankly, we 
want your regular patronage—want to 
know you—want you to know us,” read 
one sentence of the letter. The fact that 
the letters were sent out as personal ap- 
peals made a big hit with those receiving 
them, as they felt the store had a per- 
sonal interest in them. It was far better 
advertising than had the letters started 
out merely “Dear Sir,” or “Dear Madam.” 
Business is reported moving along nicely 
at the Wise store. 


Brief News Notes 


H. E. Schuster, with the Hamilton 
Brown Shoe Company, was a recent busi- 
ness visitor in different Colorado cities. 


The Fontius Shoe Company, this city, 
has been featuring the I. Miller pump of 
gray or beige suede, which is being sold 
at the Fontius store at $12.50 a pair. 
“Gray seems to hold the lead in the 
world of fashion for spring then drifting 
into the beige and tan shades,”’ remarked 
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Mr. Fontius in speaking of the new spring 
styles. 

W. W. Bunting, of the boot and shoe 
department of the Goodrich Rubber Com- 
pany, was a recent business visitor in 
Trinidad, Colorado. 

The Peyton-Reinert Company at Fort 
Morgan, Colorado, is undergoing a num- 
ber of improvements at this time. The 
window display space is being increased 
as one of the improvements. : 

A. S. Draper, retail shoe merchant of 
La Junta, Colorado, was a recent business 
visitor in Denver. 
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C. E. DeVarney, of the International 
Shoe Company, recently spent a few days 
in Southern Colorado cities on business 
for his firm. 


Feature Sport Oxfords 


The Broadhurst-Young Shoe Company 
Sixteenth and California Streets, this 
city, is featuring sport oxfords in gray 
elk with black calf tip, also brown calf 
with olive or tan cut-out saddle and olive 
with brown calf cut-out. These shoes 
just recently made up quite a pleasing 
window display at the store. 





CLEVELAND 


Merchants Buying More Freely 


Filling in on Lines in Stock and Also Testing the Newer 
Models as They Appear 


RADE in the shoe stores in this city 

picked up considerably during the 
week which ended on March 17. Agents 
of manufacturers located here reported 
that merchants were buying well, partly 
to replace stock that had moved easier 
than was expected, and partly to get on 
the shelves new models that have come 
out. 

Buying for Easter had not reached the 
full stride during the week, but trade was 
considerably better than it was in March 
a year ago. The weather has a most 
potent influence on trade. Let a warm 
day come and the stores immediately 
experience better patronage. If a cold 
and blustery day dawns, the trade 
immediately slackens. 

Plenty of merchants can be found in 
this city, who will say that they are 
looking forward to one of the best Spring 
seasons in the history of their business 
careers in Cleveland. 


Black Satins Strong 


One of the sensations of the buying 
development has been the patronage in 
black satins. These shoes are moving 
faster than they have at this season in 
past years. 

Novelties are going as strongly as 
ever. In fact this is looked upon as a 
great novelty year, and there is not a 
window display in the city, but what 
cutouts, color combinations, insets, etc., 
are to be found in predominating positions. 

The more open the models are around 
the instep and ankles the better they 
are liked by women, according to mer- 
chants. This is going to be a year when 
the hosiery must be seen between lattice 
work straps, they say: 


New Chisholm Store Opened 


The new Chisholm store opened Satur- 
day March 17, in the new Woolworth 


building in East Fourth Street. The 
new location is but a few doors north of 
the room in East Fourth street that had 
been occupied for several years by the 
Chisholm. 

On Friday during regular business 
hours, trade was carried on in the old 
location, without interruption, although 
busy porters were transporting stock 
into the new room. 

This new store has an exceptionally 
attractive front window display space, 
in fact as large and as well arranged 
space for this purpose as has any shoe 
store in the middle west. The advantage 
and worth of this to the store was demon- 
strated when thousands of pedestrians 
stopped to admire the front entrance 
and the show windows although no 
stock had been placed and workmen had 
not cleaned the glass. The display 
windows range along the three walls of 
the entrance—two on the side walls and 
one large one extending between the 
two doors that lead into the salesrooms. 


W. S. Chisholm in Charge 


There are two apartments, one for 
women and one for men, with ladies 
rest room and shining parlor and executive 
offices in the rear. 


Trade in the new store opened briskly 
on Saturday. The volume was such as 
to indicate beyond doubt to the man- 
agement that an attractive store backed 
by quality goods has a much greater 
drawing power than the store room that 
is not so appealing. 

The store is in charge of W. S. Chisholm, 
who received many congratulations Sat- 
urday on the splendid appearance of 
displays, room and decorations. Long 
ranges of steel shelving that extend 
around the three walls of the store room 
with another row of shelves down the 
center add an attractive touch. 
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New Bolasny Store Planned 


Barney Bolasny is going to open a 
new shoe store in Prospect avenue near 
East Fourth street. He will sell men 
and women’s $5 shoes in the new location. 
This will be the second shoe store that 
Mr. Bolasny will have under his manage- 
ment in this city. Barney, as he is 
popularly known to the trade in this 
city, is an enterprising man and an 
up-to-date shoe merchant. His many 
friends in this city wish him the best of 
success in his new venture. 


“Knocks” Gingerbread 
Models 
Samuel E. Wilkinson, of The May Co., 
shoe department, issued a statement a 
few days ago in which he deplored the 
tendency of some to load the market up 
with “gingerbread” models, containing 
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sO many operations in the making that 
the retail cost has had to be shaved 
down to a point that is not fair to the 
retail merchant in order to put the shoes 
out at a price that is within the reach 
of the pocketbooks of the consumer. 

With the margin of profit cut down, 
even then, the retail price is high, because 
the production cost has been steep. 
This follows decorative work done on the 
model. On some shoes there are as 
many as 20 and 25 operations per pair, 
and the tendency seems toward having 
even more extensive decorative effect. 

If that sort of business continues 
unabated for a time, the cost of pro- 
duction will send the price up to a point 
that it will interfere with sales. In 
the old days when staples were selling 
best, the retailer made more on his 
shoes and sold them at prices that were 
attractive. 





DETROIT 


Very Little Change in Conditions 
Unsettled Weather Blamed for Small Call for 


Footwear 


the same as last reported. The 
middle of March sees little greater de- 
mand for footwear; spring lines are being 
nibbled at, but not being grabbed up by 
customers. The unsettled weather is of 
course blamed for this. 

Women are busy doing their spring 
shopping, but they are buying gowns 
and millinery—not shoes. Later, they 
will drop into friend shoe dealer and 
match up the gown with shoes. 

There is little to report re style trends, 
except, that there is a general opinion 
that black satins are taking the lead. 
Many who forcasted grays as the big 
thing are now changing their minds and 
find the satins gaining ground. At R. H. 
Fyfe & Company, Ross D. Fillion, mana- 
ger of the high-grade department reported 
that black satins were selling three to 
one against grays at present. He is 
looking for a general revival of white 


Bye remain very much 


kid styles for summer. 
Black in the Lead 


Black straps and pumps are leading in 
sales. Tans, except in combinations 
appear to be out of the running. The 
demand for black is just as noticeable 
in the men’s.stores. Although here the 
tan lines are picking up in favor as the 
season advances. Light tans and dark 
reds were reported the colors in demand at 
one men’s store, with browns losing out. 

Easter business will inevitably be 
crowded into a week’s brisk selling this 
season, although an immediate change 
to bright sunshiny days and warmer 


weather might create an earlier call fot 
the new spring styles. 


One Price Shop for Men 


W. S. Dowler, manager men’s shoe 
department, S. L. Bird & Sons, has 
instituted a new policy for this depart- 
ment in the introduction of a popular- 
priced shoe at a fixed price upon which a 
volume business is to be done. A teaser 
advert'sing campaign was used to bring 
this new line to the attention of the 
people of Detroit. The aptness of the 
copy for the Motor City will be seen 
from the following excerpts from the 
street car advertisements. 

Card number One read: “Men! Coming 
to you—Continental 6—Six cylinder 
quality—Four cylinder price—For every 
walk in life.” 

Card number Two had an additional 
headline: “Something unusual afoot.” 

Card number three had this headline: 
“Not a motor car or patent medicine.” 

The final card running the fourth week 
read: 

“It’s here! The wonder shoe of the age. 
Continental 6. Modern industry has at 
last produced a wonderful shoe. All 
quality; all leather; all styles. Six 
dollars. 

A price guarantee is given with each 
pair of the Continental Six Dollar Shoes 
which reads: “This special shoe is 
designed to be a recognized leader at Six 
Dollars, and the price will be maintained 
indefinitely. Worth more. Never sold 
for less.” 
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The introduction of this policy divides 
the business of this firm into two distinct 
sections, the fixed price line represented 
by the Continental Six, and a high-grade 
line represented by a Clapp shoe, a 
separate department being arranged for 
the sale of this shoe. 

Kangaroo in Window 

An educational window which attracted 
large crowds and increased the sale of 
kangaroo shoes at the E. & R. Shoe Store, 
Michigan Avenue, was the work of L. R. 
James of the staff of that store. A kan- 
garoo posed in a life-like attitude, tanned 
black and tan kangaroo skins, and a skin, 
one-half of which was tanned black and 
the otber half tanned with the hair on 
were uSed to gain attention. A large 
cut-out shoe having the various parts of 
which a shoe is made was studied w:th 
considerable interest by many. 


E. T. Wright Official in 
Detroit 


During Arch Preserver Week, W. J. 
Crowley, of E. T. Wright Company, looked 
after the interests of the Arch Preserver 
department at the R. H. Fyfe & Co., store. 
During this week an entire window was 
given over to the demonstration of the 
arch preserver idea, a pretty lady model 
showing the women’s lines in an interest- 
ing manner created considerable business 
for the -line. 

“Delivery Boy” Swindle 

The Retail Merchants Bureau of the 
Board of Commerce has issued a warning 
to its members stating an epidemic of 
delivery boy swindles had broken out. 
Men would gain the address of packages 
to be delivered by boys and offer to deliver 
to the proper floors of the building 
relieving the boys of that trouble. 


Fyfe Distributes Gifts 


Easter favors are being distributed to 
the youthful customers at R. H. Fyfe & 
Co’s. The favors consist of a box of 
Easter eggs, and little chicks and bunneys. 


New Store for Hood Rubber 


The Hood Rubber Products Company, 
A. E. Harris, manager, after a year in 
Detroit, have doubled their capacity by 
leasing another store-room across from 
the main office, 401 West Jefferson 
Avenue. This will mean better service 
for local shoe dealers next winter. 


Crepe Soles Popular 


The popularity of crepe rubber soles 
is seen at the R. H. Fyfe & Co. store, 
where a window demonstration of the 
repair department was recently made, 
with crepe soles as the central feature. 
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CINCINNATI 


Men’s Business Shows Good Gain 


Plainer Patterns Favored by Male Sex; Manufacturers Ready 
with New Sample Lines 


HE volume of sales in men’s shoes 

among the local retail stores continues 
to show up to better advantage than the 
volume of ladies’ lines. The men’s busi- 
ness for January, February and the first 
three weeks of March, among the down- 
town stores, proved to be considerably 
better than for the same period last year. 
It has been observed that men do not 
think in terms of entirely new outfits of 
wearing apparel quite as much the women 
do. A man does not have to bother so 
much with the question whether or not a 
black or tan shoe is going to match the 
rest of his outfit. Therefore, the business 
in men’s shoes does not have to wait, in 
any definite manner, upon the sale of 
men’s suits, for instance. And the natural 
deduction follows that to a degree men’s 
shoe business is more constant, or less 
seasonal than the women’s shoe business. 


Creased Vamp 


The men’s business at the Potter Shoe 
Store is showing substantial gains over 
last year. March thus far has been a 
very Satisfactory month. The volume of 
business centers around $7 and $8 foot- 
wear. The tendency with regard to style 
is distinctly towards plainer patterns, ac- 
cording to Manager Benton Orr. The 
soft toe, tipless pattern with a crease 
down the center is selling well at the 
Potter Store. , 

The Florsheim store is doing a healthy 
business in its new location on Vine 
Street between Fifth and Sixth Streets. 
Manager Smith reports a gain in pairage 
for each month over the corresponding 
period for last year. His business on $10 
footwear for men has been very large. 
The new Florsheim store here has one 
of the newest and most beautiful store 
fronts in the country. 


Played the Oxford Game 


W. E. Geisting, manager of the Bos- 
tonian Shoe Store, states that the men’s 
shoe business shows signs of being much 
better during 1923 than during the past 
year. Although the volume of his busi- 
ness for 1922 was the best for any year 
in the history of the store, the gains that 
have thus far been recorded during 1923 
would lead to the conclusion that the 
present year will show still further im- 
provement. Mr. Geisting states that he 
attributes his gains to the fact that he 
has the footwear the public wants when 
they want it. He finds that ever since 
last September the sale of low shoes has 
been greatly in the lead, and he has played 
the low shoe game strongly. He com- 


ments that probably he has lost some high 
shoe sales, but at the same time it is his 
betief that in so doing he has more than 
offset such losses by the additional sales 
on low shoes. Mr. Geisting says that men 
are demanding plainer patterns; fewer per- 
forations. He also states that he has just 
recently noticed a little greater call for 
narrow toes, but he hasn’t determined 
whether it is only a temporary impulse. 


Salesmen Off on Trips 


During the past week the sales forces 
from the local factories began to make 
their departures for their respective ter- 
ritories. The factories here have com- 
pleted what is considered the livest line 
of samples ever turned out of this market. 
More style and pep is emanating from the 
Cincinnati manufacturers this year than 
ever before in the history of the market. 
At the same time, however, no less time 
and thought is being given to the pro- 
duction of high grade staple lines, the 
quality and workmanship of which is un- 
excelled by any shoe center in the country. 

W. T. Dickerson, vice-president of the 
P. Sullivan Company, states that his 
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business this season is excellent, that the 
volume of orders they have booked is 
sufficient to keep them cutting right on 
through the usual between season period. 
Mr. Dickerson is of the opinion that the 
shoe business generally is on a much 
sounder basis, and therefore, that mer- 
chants can feel safe in placing their orders 
for staples a little further in advance of 
what they have been placing them during 
the past two or three seasons, he adds that 
in this way manufacturers will be able to 
give better deliveries on the more com- 
plicated patterns. 


Easter Buying Started Late 


Easter buying at the local retail stores 
was slow to get under way this year, due 
mainly to the weather. Not until this 
past week did the shoe stores of this city 
notice any appreciable amount of season- 
able business over and above the ordi- 
nary run of sales. The newest patterns - 
being offered by the local stores are seen — 
with black satin, gray and ooze suede, 
and patent leather in the lead. The newer 
styles in lattice work cut-outs are becom- 
ing more prominent, although merchants 
are first making an effort to pretty well 
clean their stocks of the suede oxfords 
before the weather gets too warm for 
them. In a few instances advance styles 
of white shoes are being shown, but on 
the whole the retailers here have not 
begun to get in any of their white lines. 





SALT LAKE CITY 


Storms Hurt Business 


Straps Still Leading—Big Sports Business Expected—Crepe 
Soles Appear in Local Market 


NTERMITTENT snowstorms are 
holding business back. For a few 
days it is warm and sunshiny but just as 
one thinks Spring has come to stay it 
snows and freezes again until it is hard to 
believe the calander has not been set back 
three months. But despite this state of 
affairs, not altogether unusual in March, 
after all, shoe merchants, with very few 
exceptions, if any, are enjoying a nice 
business; quite a bit better than a year 
ago. F. W. Staiger, manager of the 
Auerbach Company's shoe department, 
says it is 25 percent better in his own 
department. This figure would, we 
believe, be rather too high for the city 
as a whole, but there is no doubt the 
increase is substantial; the most con- 
servative will readily tell you things 
are considerably better. So whatever 
the last six months of the year may have 
in store it would seem that a satisfactory 
business is assured for the first half. 
Shoes may come and shoes may go but 
straps stay here forever, to paraphrase the 


well known English poet. Practically 
every shoe merchant in town will tell 
you straps are still leading. One of 
them says they are selling three to one 
and are likely to be good for the next two 
or three months; till the whites come on 
the scene. Of course, this style has not 
predominated so very long, but in these 
days when novelty accomplishes so 
much the continued popularity of the 
strap pump is a cause for wonder. In 
one or two stores, at least, tongues are 
now regarded as dead. Regarding heels, 
there is nothing definite one can say. 
One merchant gives you the impression 
that low heels are in demand, while 
another seems to be doing better with 
high heels. It would seem, however, 
that conservative heels are in demand 
for street wear more than the higher 
variety. It looks as if there is going to 
be a big sports business this year and 
many of the merchants are stocking more 
of these styles than usual. It seems that 
no particular shoe is expected to predomi- 
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nate and the varieties of colors and 
combinations will be varied to a degree. 


Crepe Soles Appear 


Although very few sales had been effect- 
ed when these lines were written, there is 
every indication that the sports shoe with 
crepe soles is going to become a fad right 
away, before the regular sport shoes are 
bought. Three or four merchants have 
already got them in stock and one has 
received a rather large shipment. 
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Changes at Z. C. M. I. 


This well known department store, 
which has a busy shoe department, is to 
spend many thousands of dollars in the 
near future on improvements. The shoe 
department will be moved to another part 
of the building and made more up-to-date 
and attractive. No details are available, 
however, at this writing. Andy Smith 
has left Fred C. Tiedemann of the J. J. 
Fontius and Sons’ Co. to go to the 
Walker Bros. Shoe Department. 





DES MOINES 


Better Business in Prospect 


Farmers More Prosperous and Retail Merchants Are 
Encouraged 


T is the general opinion of the retail 

shoe merchants from all parts of the 
state that the coming season will be one 
of good business for them. The fact that 
the farmers are receiving more for their 
products now than has been the case 
during the past two years is the reason 
given for this optimism. 

The Elwell Field Shoe Company has 
been featuring during the past week 
sturdy footwear for Children. The 
emphasis in their advertising in the daily 
papers has been more on quality and 
general neat appearance than style. The 
White Shoe Company has been showing 
some light colored novelties for young 
girls. The styles are generally in line 
with the women’s styles. The new heavy 
cork sole is now receiving much attention. 

According to W. S. Arant, advertising 


manager of the Panor Shoe Company 
Inc., operators of chain shoe stores 
throughout the Middle West, there is a 
tendency at present to take out the 
children’s line in those stores operating 
in the high rent district. The reason 
for this says Mr. Arant, is because the 
overhead is too high to allow a good 
profit on children’s footwear. Mr. 
Arant said: 

“It takes just as much of a salesmen’s 
time to sell a pair of children’s shoes as it 
does a pair of women’s shoes. Very 
often an entire family comes in to buy a 
child’s shoes and in a small store this 
space with its limited number of seats 
means that fewer customers can be 
accommodated who want more expensive 
footwear. Only two of the local Panor 
stores are now handling them.” 





FORT WORTH 


Demand for Light Colors in Footwear 


Satins Continue to Be Good Sellers; Good Gain in Business 
Over February, 1922 


O sum up the style situation in 

Fort Worth, it may be said that 
milady is showing a marked preference 
for the light colored and light weight 
footwear. Beauty is still the important 
feature so mere utility and durability 
are not the selling story. A shoe must 
be pretty. It seems that novelty styles 
will be the headliners this season. 

Gray, beige and black satins and 
black in combinations with the lighter 
colors are good. It has been predicted 
that this season will be a gray season 
and Fort Worth merchants are well 
supplied with grays; However many 
variations of the light shades of brown 
and sand are seen in the ready-to-wear 
departments and stores so some of the 
far seeing merchants expect to sell beige 


shades in footwear almost as much as 
gray. 

Satins continue to be popular as a 
dress shoe. Women of all ages and 
degrees of fashion want black satins. 


Gains Over Last February Shown 


All the merchants who discussed the 
volume of business said that the gains 
over February 1922 were most gratifying. 
Despite the rainy days and February 
seemed to have more than her share 
business was good. ; 

The sport season in footwear is slower 
than was expected. The demand for 
pretty light types continues. With the 
advent of more sport clothes it is expected 
that the sale of sport shoes will be accel- 
erated. 
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New Store in Fort Worth 


The Moore-Benton Shoe Company 
opened during the last week of February 
at 411 Houston Street. L. J. Moore 
and J. F. Benton own and operate this 
new store. 

Mr. Moore has been in the shoe selling 
game for about eleven years when he 
was employed in stores in Fort Worth 
and Dallas. For some time he was in the 
employ of the Newkirk-Offutt Shoe 
Company of Fort Worth. J. F. Benton 
is from Sherman, Texas, and has been 
interested in shoe retailing prior to his 
coming to Fort Worth. The Moore 
Benton Shoe Company has a_ good 
looking hosiery department. Several 
lines of hosiery are carried. Miss Ethel 
Hurwitz is in charge of the hosiery 
department. 


Muskogee Salesman Come to 
Local Store 


Francis E. Reese formerly with the 
Walk-Over Boot Shop, of Muskogee, 
Okla., has accepted a position in the 
Loomis Walk-Over Shoe Shop of Fort 
Worth. Mr. Reese has had twelve 
years experience in selling shoes and 
knows the Walk-Over line exceedingly 
well. 


Special Offering of Buckles 


The Taylor Shop is showing a beautiful 
line of accessories, particularly buckles. 
There are three distinct styles being 
featured, Rhinestone Cut Steel and 
Beaded Novelties. Opera Pumps with 
buckles in Black, Gray and White Satin 
are being shown. 


Stock Show and Rodeo Week 
Reflected in Window Decor- 
ations. 


All the Shoe stores in Fort Worth, 
reflect in the decorations the events and 
exposition that is taking place in Fort 
Worth.  Stetsons of the Frontier Style, 
like the one presented to John J. Slater 
during his recent visit here, are to be 
seen with cowboy boots, women’s hiking 
boots and every type of boot that the 
store affords. Some unusually good 
effects have been achieved by the use of 
the cowboy equipment and the lasso 
as decorations. 

Texas boot factory, the Justin and 
Sons Boot factory at Nocona, are makers 
of a high grade of boots which are to be 
seen in Fort Worth Shoe Store windows. 





The retailer who simply buys as cheaply 
as he can and sells for all he can get never 
experiences the satisfaction of having 
satisfied customers, and no business can 
long be satisfactory without satisfied 
customers.— Korrect Shape News. 
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In use Ane eit DiC. Apr 5™-ScHenectapy,NY Apr.io®— Baoston,Mass,ApRi2™ 


600,000 Leather Jerkins! 650,000 Cotton Undershirts! 
1,000,000 Yards of Melton! One! Two! Three! 
Under the Hammer They Go! 


Those are only samples of the many kinds of merchandise, textiles, clothing, sporting 
goods and other army material which will bring big value to the wide-awake buyers who 
attend these government sales. 

Almost all of the material to be sold is unused and in excellent condition. The mer- 
chandise items will hold attractive profit possibilities for small merchant as well as large. 

Look over these lists carefully, noting places and dates of auctions. The merchandise 
will be divided into lots to suit the buyers present, so that there will be equal opportunity 


for all. 


Washington, D. C., April 5—1,291 prs. Gym- 
nasium Shoes; 2,655 yds. Silk Cloth, Habutai; 
3,339 Hair Brushes; 490 Blankets, commercial 
and wool; 49,995 Undershirts, cotton; 10,564 
tins Ink Tablets, red and black; 15,301 boxes 
Ink Powder, red and black; 29,934,300 Ledger 
Slips, 3x5, assorted colors; 130,940 qrs. White 
Paper, 8x934 perforated; 400,000 Blotters, 
4x94. 


Schenectady, N. Y., April 10—564,465 Jerkins, 
leather; 490,00 Undershirts, cotton; 813,192 yds. 
Webbing, heavy, O. D., 1 to 344” wide; 134,286 
Kit Bags; 27,440 Comforters; 45,474 Pouches, 
small articles; Millions of Notions such as Eye- 
lets, Cartridge Belt Fasteners, Washers, Repair 
Pockets, Hooks, Chapes, Canteen Straps, Haver- 
sack Suspenders, Meat Can Pouches, etc. 


Boston, Mass., April 12—44,207 Jerkins, 
leather; 150,061:Hair Brushes; 1,924 prs. Leg- 
gins; 105,000 Undershirts, cotton; 22,632 prs. 
Gymnasium Shoes; 273,502 yds. Duck, various 
widths, weights.and shades; 2,317,047 yds. 
Webbing, O. D., 5/8 to 5” wide; 1,000,000 yds. 
Melton, 20 oz.; 2,849 prs. Trousers, O. D. oil- 
skin; 2,056 yds. Denin; 5,424 yds. Sateen, gray, 
various weights and widths; 4,165 yds. Jeans, 
corset, gray; 1,493 yds. Venetian, gray; 721 
Raincoats, black; millions of Notions such as 
Eyelets, Guides, Clips, Buckles, Hooks, Rings, 
Grommets, etc. 


For catalogs of all three sales write Q. M. 
Supply Officer, Ist Ave. and 59th St., Brooklyn, 
N. - 


The Government reserves the right to reject any or all bids. 





BOOT AND SHOE RECORDER March 24, 143 












































Number Two in Our Series 
of Luxor Sandals 


OFT Box, Pedestrian Last, White Elk. Russett Calf Trim 
and showing through Slashes on Vamp and Quarter. Good- 
year Welt. 8-8 Leather Heel. 


Like all Harney models, this shoe is given all the elements of 
high style. Selling it is largely a matter of presenting it to the 
customer who seeks excellent footwear at a moderate price. 


Introduce this new number to your discriminating trade, and 
profit accordingly. The Egyptian spirit still rules fashion centers 
and can be capitalized by shoe merchants. Prompt deliveries 
guaranteed. 























D.J.HARNEY SHOE C0. 




















The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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(This Department is conducted by Helen M. Haney, Associate Editor) 


The Clever Salesman Is Resourceful 


A. E. Oldaker Has Original Ideas—He Uses Them for Better and 
Bigger Business 


HIS is the season of the year when 

the shoe salesmen of the country 

are either in their territories, or are 
about to arrive. The home offices of 
the factories have indeed been busy 
places the past few weeks. New lines 
have been demonstrated and inspected, 
sales managers and heads of firms have 
been on hand to greet their good business 
producers, and after big and enthusiastic 
get-togethers, at which plans and policies 
and selling helps have been presented, the 
boys have gone forth to supply their 
friends—the merchants of the country— 
with the right merchandise. 


Emergencies Oft Arise 


It would, indeed, be interesting and in- 
spirational if one interested in selling 
could follow on after our good knights 
of the grip, as they make their rounds of 
the various stores and wholesale houses. 
Sometimes, sales manager’s rules can be 
obeyed to the letter, but many times 
“the best laid plans of mice and men oft 
gang awry” and the salesman must meet 
the emergency as conditions warrant. 
And here is where the resourceful sales- 
man wins, writes out a good order, and 
likewise has a valuable experience gained 
that he may pass along to the other fellow, 
if he so wishes. 


“Al” Oldaker, Himself 


One of the conspicuous examplars of 
originality of ideas in shoe selling is 
A. E. Oldaker, who covers Greater 
New York, Long Island and New Jersey 
with the Conrad Shoe Company’s line 
of men’s shoes, and who covers Greater 
New York, Baltimore, Washington, 
Delaware, New Jersey and Pennsylvania 


with the Ensign Shoe Company’s line of 
boys’ shoes. 

“Al” Oldaker, who is ex-president of 
the Boot and Shoe Travelers’ Association 
of New York, and a member of the 


A. E. (“AL”) OLDAKER 
Who sells the Conrad Shoe Company’s men’s line 
in Greater New York, Long Island and New Jer- 
sey, also the Ensign line of boys’ shoes in Greater 
New York, Baltimore, Washington, Delaware, 
New Jersey and Pennsylvania 


N.S. T. A., is a big favorite with the boy® 
and with the trade. 


A Writer and Lecturer 


He is a writer and lecturer of repute. 
Many remember well his “Shoeology” 
and his original charts for driving home 
the great truths of merchandising and 


the five necessary requisites of business, 
which he illustrates with the letter M; 
namely—Money, Materials, Men, Manu- 
facturing and Merchandising. The letter 
E, he uses to illustrate Economy, Evolu- 
tion, Effort, Efficiency and Exchange. 
With M and E, symbolizing these attri- 
butes, he spells “Me.” 


“Me” Illustrated 


He further goes on to show in chart 
form that capital, labor, and management 
must stand together, because capital 
makes manufacturing possible and pro- 
vides money; also machinery, tools, the 
raw materials and the plant. Labor pro- 
vides the skill, the performance of the 
work, the production; the management 
makes possible merchandising of the ma- 
terials and provides ideas and plans; also 
methods, organization and executive direc- 
tion. 

Manufacturing and merchandising are 


‘the two upper points of the M, and the 


base of the M stands for Money, Men and 
Material. 

From all of these emanate sales of pro- 
ducts, which provide the fund from which 
the wage of each item mentioned above, 
plus profit (if any) is paid. 

On the Square 

Another idea.of Mr. Oldaker’s is to 

construct a square with the word 


“Thought” in the center as the principle 
on which all transactions should be built. 


An Alphabetical “Stunt” 


Mr. Oldaker likes to play with the 
alphabet. He has arranged a “chart” in 
which every fifth letter of the alphabet 
commencing with A and preceding M 
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reasons why Capitol Slippers find immediate favor 


with customers. It is just as easy to sell a pair of 
Capitol Slippers in addition to a pair of shoes as it is to sell the shoes. 
The strongest sales arguments in favor of the slippers are found in the 
touches of good workmanship, the prevailing shades, and original de- 
signs. You can make the coming season a profitable one by stocking 
up with Capitol Slippers now. Get in touch with us for catalog, 
prices, and special dealer co-operation. 


err comfort and long wear are two of the 


The Wiley-Bickford-Sweet Co. ( Sprinc HEEL = woo |) FLExiBLe LEATHER 
FELT PADDING R-SOLE OUTER - SOLE 
Worcester, Mass. Hartford, Conn. a oe 


SELLING OFFICES 

Chicago, 19 South Wells St 
New York, 1328 Broadway Portland, Ore., 461 East 41st St. No. 
Philadelphia, 44 North 4th Sc. St. Louis, 307 Leather Trades Bldg 


Boston, 207 Essex St. 


This trade mark is fast becoming the buyer's guide to quality in felt 
and satin slippers. Your customers are looking for it on the slippers 
they purchase. Also found on Capitol Lamb's Wool Soles for women 
who “knit their own. 


TTT eS 
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(standing for men), is used to show a 
commendable characteristic of personality 
as—‘‘Ability,” “Application,” ‘“‘Assist- 
ance,” “Action,” “Accomplishment,” 
“Effort,” “Economy,” “Efficiency,” “Ex- 
change,” “Evolution; “Just,”’ “Justice,” 
“Joy,” and “Judge.” And still radiating 
around M, standing for men, is “Order,” 
“Originality,” ““Opportunity,” ““Organiza- 
tion,” “Obligation;” “Trading,” ““Talent,” 
“Time,” “Thrift” and “Truth.” 


Public Spirited Man 


Mr. Oldaker spends his leisure time in 
a bit of analytical work for the benefit of 
the other fellow. He is a truly public 
spirited citizen, as well as being a keen 
student of psychology. Of splendid per- 
sonality, he can always see a situation 
from the viewpoint of his neighbor, and 
when “Al” comes to town, then the latch 
string is always out in real welcome. One 
of his advance cards in white, blue gold 


and red, reads: “A. E. Oldaker, Shoe - 


Maker.” —The O and the K in this phras- 
ing is cleverly used as for instance, “The 
Correct Shoe—O. K.”’ 


“Al” is an Actor 


And if a show is in progress, or one can 
be improvised, A. E. is often requested 
to “go on the boards” for the special 
entertainment of the shoe people. He is 
the author of a shoe parody on “Ain't 
We Got Fun,” reading—‘First we have 
one straps; then we have two straps, 
ain’t we got fun?” His son, A. E. Oldaker, 
Jr., is also an actor, and was one of the 
modern Eltinges in the Poly Tech Alumni 
Shows, “Just Apples,” which recently 
took place at the Academy of Music, New 
York. 


Permanent New York Headquarters 


“Al’s” permanent headquarters are 438 
Marbridge Building, New York City, 
and in addition to pushing “Better Shoes 
Better Business,” the slogan which he 
originated for his Conrad Shoe Company 
line, he will promote just as zealously the 
best interests of the Ensign Shoe Com- 
pany’s models, which are being built for 
him to sell under his own trade mark. 

We might go on indefinitely telling of 
A. E. Oldaker’s original “selling’’ stunts, 
but almost everybody in the trade knows 
“Al” anyway, and to tell all of his interest- 
ing activities would fill many pages, so we 
are closing this commentary on A. E. 
Oldaker in true “Al” Oldaker style, 
namely with one of his favorite “‘odes”’ 
addressed “To a Period,” reading: 


“To a Period” 


How patient is the period, 
And Oh! how nicely bred; 
He seldom has a word to say, 
’Til ev'ry thing is said. 


Little thought for self-analysis: Am I a 
good man or a “‘good fellow?” 
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Tribute to William Henry 
Keene 


William Henry Keene, for approxi- 
mately 60 years connected with the 
shoe trade and with “headquarters” at 86 
Lincoln Street, Boston, died at the home 
of his son, Henry W. Keene, Miles Road, 
Hingham, Mass., Tuesday morning, 
March 13, at 12.30 a.m. The day before 
he died, he had ‘attained his eighty-third 
birthday and with the exception of the 
last few months had always been in per- 
fect health. In November last he con- 
tracted pneumonia, but recovered and 
came back ‘to the office the first of 
January where he greeted visiting buyers 
every day until Tuesday, March 6, when 
he again was stricken with pneumonia, 
which this time proved fatal. 


His Friends Were Legion 


For William Henry Keene was one, of 
the best-known and loved men in the 


LT. WILLIAM HENRY KEENE 
Of Company D, 8th Regiment, an old-time shoe 
manufacturer and traveler, who was always at 
home to his many friends at the office of Victoria 
Shoe Co., 86 Lincoln Street, Boston 


industry. There was probably not another 
man in the shoe world who had more 
friends than he. The first thing that the 
old buyers did on coming to Boston was to 
run in to greet Mr. Keene, and when 
later on, their sons came in to buy, they 
would say, “I must say how do you do, 
to Mr. Keene, as my father wished me 
to be sure to see him when I was in town,” 
or, “I have often heard father speak about 
Mr. Keene, so I must pay him a visit.” 


A Pioneer Salesman 


He had not traveled for a great many 
years, but in the days when be did travel, 
his territory was the South and West 
and numerous were the anecdotes which 
he was wont to relate about fellow 
travelers, places and affairs of those 
pioneer days of salesmanship. 


Lieutenant in Civil War 
Mr. Keene had a fine army record. He 
was one of the original minute men and 
served in the Civil War for four years. He 
enlisted from Lynn in Company D, 8th 
Regiment and was soon promoted to the 
rank of lieutenant. 


A Shoe Manufacturer in 1865 

After the war, he decided te go into the 
shoe business and became one of the part- 
ners of the Joseph Davis Shoe Company 
of Lynn; this company was succeeded, 
in 1891, by the Davis Shoe Company; 
then the Davis Boot and Shoe Company, 
later Thacher & Co. and the Victoria 
Shoe Co. 

Prominent in Lynn Activities 

Mr. Keene had always been prominently 
identified with all of the business and 
social life of Lynn. He was one of the 
charter members of the Oxford Club and 
at one time its President for two years. 
He was also a member of the Loyal 
Legion, composed of officers of the Civil 
War. 

He leaves two sons, Henry W. Keene 
and Paul Munroe Keene. 


B. A. T. S. S. Annual Dinner 
Dance April 9 

Final details of the annual dinner 
dance, to be held in the Iroquois Hotel 
on April 9, were discussed at the March 
meeting of the “B. A. T. S. S.” on March 
3. From present indications fifty shoe 
travelers will make it a point to attend 
with their wives or lady friends on this 
occasion, while quite a number of the 
retail merchants are expected to be 
present. The dinner will be served at 
7.30 P.M. and dancing will follow, music 
to be furnished by Snyder’s orchestra. 


Farewell to the Iroquois 

Besides being the red letter event of 
the year for the shoe “drummers” the 
dinner dance will mark their farewell to 
the Iroquois hotel, the association’s home 
during the four years of its existence and 
the home of most shoe travelers who have 
been coming into Buffalo for a score of 
years or more. For this old hostelry will 
pass out of existence with the opening of 
the New Statler hotel, tentatively set for 
April 28. 


New Statler Probable Headquarters 


Inasmuch as the entire personnel of 
the Iroquois will be with the New Statler, 
from Manager Elmore C. Green, down to 
the humblest waiter, it is almost certain 
that at the travelers’ next meeting they 
will vote to make the new hostelry their 
headquarters. Mr. Green has shown the 
shoe salesmen every consideration and 
the “B. A. T. S. S. are appreciative of 
the many courtesies which have been 
extended to them. In fact, Mr. Green's 
policy has been that ‘‘nothing is too good 
for the shoe travelers.” 
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REPCO 


makes shoes look new 


EPCO is a liquid enamel which 
restores that much desired new- 
ness to sole edges and to heels. 


Your customers prefer Repco to any 
other brand of enamel because Repco 
is easily applied without danger of soiling 
hands or clothes. 


Repco contains no varnish, shellac or 
other gummy substance --- but materials 
that protect the leather and prolong its 
life. And, best of all, Repco clings 
firmly and evenly to the surface. It does 
not rub off. 


Repcd is made in every stylish color 
~- white, ivory, light gray, dark gray, 
champagne and Havana brown. 


























For sale by Shoe Findings Jobbers 
Better order some Repco today 


UNITED SHOE MACHINERY CORPORATION 
Boston, Mass. 


San Francisco Branch, 859 Mission St. 


J. K. KRIEG COMPANY, New York, N. Y. 


UNITED SHOE REPAIRING MACHINERY CO. 
Bosten, Mass. 


The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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F. J. BECKER 


Who covers Missouri and Kansas for Creel, 
Mauldin § Chambers, Inc. 





Eugene Cray with E. P. Reed 


Eugene J. Cray, known as “Gene” 
Cray, joined the sales force of E. P. Reed 
& Co. January 1, selling out of the New 
York office of this company, 299 Broad- 
way, corner of Duane Street. Mr. Cray 
was with W. D. Hannah Shoe Com- 
pany for nine years prior to his pres- 
ent connection during which time he 
covered the Metropolitan District, where 
he established a very friendly following. 
He continues to travel the same territory 
with the addition of several towns in New 
England and New York State. 

He was raised in Vermont and learned 
the retail shoe business as a salesman for 
Dunham Bros, one of the big houses of 
Southern Vermont. He came to New 
York and worked as a retail shoe store 
salesman in up-town New York, from 
which place, he went to the W. D. Hannah 
Shoe Co. 

On April 22, 1917, Mr. Cray enlisted, 
starting as a private with the 27th 
Division, and returning home April 15 
1918 as a first lieutenant of Field Artillery. 


G. Edwin Smith Salesmen in 
Territories 
Salesmen for the G. Edwin Smith Shoe 
Company of Columbus left for their re- 
spective territories March 7, with many 
new novelties for immediate delivery, also 
the new line of fall footwear. 


Charles Keith Is Convalescing 


Charles H. Keith, of the Walk-Over 
sales force, who recently underwent an 
operation for appendicitis, has been dis- 
charged from the hospital in a very much 
improved condition. 


“JACK” H. BRAMLETT 


Who travels West Virginia, Virginia, Maryland, 

North ina, South Carolina, Georgia, Ala- 

bama and Florida; also parts of Tennessee, for 
C. P. Ford § Co. 





“Jack” H. Bramlett with 
C. P. Ford 


“Jack” H. Bramlett has finally joined 
the “Knights of the Road,” taking on the 
high grade line of C. P. Ford and Com- 
pany, Rochester, N. Y., in the following 
states: West Virginia, Virginia, Maryland, 
North Carolina, South Carolina, Georgia, 
Alabama and Florida, also parts of Ten- 
nessee. 

“Jack,”’ as he is more familiarly known 
in the trade, will assist J. Henry Burcher, 
who has been connected with the Ford 
Company in the South for the past fifteen 
years. 

Mr. Bramlett is well qualified for his 
new position by reason of his extensive 
experience in merchandising women’s high 
grade novelty shoes. He was buyer of the 
women’s shoes for the George Muse 
Clothing Company, Atlanta, Georgia, for 
seven years, prior to which he was con- 
nected in a buying capacity in both Buffalo 
and Detroit. More recently he was mana- 
ger of the shoe department of Cohen’s 
Department Store, Richmond, Virginia, 
which position he relinquished to take on 
the Ford line. 

“Jack” is now in his territory and re- 
ports satisfying results thus far. His many 
friends wish him the very best of luck in 
his new venture. 


A. J. Beck Visits Boston 


A: J. Beck, who travels the largest 
cities of the Middle and Northwest for 
Zeigler Bros., was in Boston recently 
renewing old acquaintances. Mr. Beck 
called at the N. S. T. A. office to say 
“howdy” to the National Secretary. 


FRANK C. McGRIFF 


Who covers the Pacific Coast for Creel, Maul- 
din ¢ Chambers, Inc. 





Edwin Clapp Salesmen Hold 
Big Meet 


The semi-annual “get together” of the 
sales force of Edwin Clapp & Son, Inc. of 
East Weymouth, Mass., opened early 
Monday morning, March 5, with a general 
inspection of the plant, particular interest 
being shown in the new six story addition 
to the main factory, which is to be occu- 
pied after April 1, and also, to the addi- 
tions to the North and Northeast wings, 
which have already been occupied. 


Samples Inspected 


At the close of the visit to the new 
departments, the balance of the morning 
was spent in an inspection of the samples. 
At 12.30, luncheon was served, after 
which consideration of the samples was 
resumed, lasting through till six o’clock. 


Fifty Live Wires 


Promptly at 6.30, the doors were thrown 
open, and dinner announced. The gather- 
ing numbered about 50 of the salesmen, 
foremen, and executives. At the close of 
the dinner, the treasurer, Horace R. 
Drinkwater, acting as toastmaster, called 
the meeting to order, and after extend- 
ing the official greeting and welcome of the 
firm, gave a short address, touching upon 
salesmen and salesmanship, past and 
present, and closed by thanking the sales 
force for the close co-operation that had 
been so instrumental in bringing about the 
steady growth and progress of the con- 
cern all down through the years. 


Evans, ‘““The Grand Old Man” 


He then presented T. J. Evans, “the 
grand old man” of the Clapp organiza- 
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No. 131 


The Cream of the 
Middle Class Trade 


is drawn to the store that features 


The GODING Shoe 


The Goding Shoe meets the most exacting style requirements, and in addition has all] 
those elements of comfort and durability made possible by good shoemaking over 
correct fitting lasts. 


No. 231 For , No. 131 


Yale last—black smooth calf with ~~ Derby (Combination) last—Rueping’s 

black Norwegian calf apron—plain toe, y — ~~ aq ey opr haenaag = 
: ines in last a m—2 a 

blucher sport pattern, creased vamp— one 3 agnee stitching, conbhegtion red and 


contrast gray stitching—kid lined— a reen—long fold tip—kid lining— 
Wingfoot heel Thirty Wingfoot heel. 
$4.90 Days $5.30 


Increase volume and turnover by concentrating on the Goding line 
Write for portfolio of dealer helps 


THE GODING 
SHOE COMPANY 


833-855 W. Chicago Ave. CHICAGO 








The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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LOUIS LELYVELD 


Who will travel for Hannahsons in Boston, 
Northeastern and Southeastern Massachusetls 





tion, who, while now a resident of Brock- 
ton and prominent in the Shoe Manufac- 
turers’ Association of that city, was for 
years one of the leaders in the Clapp 
organization. 


Talk by S. Preston Moses 


S. Preston Moses followed with an 
interesting account of the early days of 
his connection with the concern. Mr. 
Moses was followed by George W. R. Hill 
of the Recorder. 


Hodges Talks Credits 


As this is a time when the salesmen are 
especially interested to hear from the 
credit department, it was evident that 
Mr. Hodges was very welcome as the 
next speaker. He reported things in 
excellent shape so far as his department 
was concerned, and predicted a fine 
season, with plenty of business, which 
naturally made a hit. 


Singing and Addresses 


“The Rosary” by Ethelbert Nevin, 
rendered by the well known baritone, 
Bert Wetmore, was next on the program. 
Mr. Marschalk, senior member of the 
Marschalk & Pratt Advertising Agency 
of New York, gave an interesting account 
of the results of some of his experiences 
in research work, followed by H. F. 
Malloy, who brought the greetings of the 
“Shoe Retailer.” 


Good Work of Committee 
Much credit is due Edwin Clapp Lin- 
coln, Mr. Hodges, and Mr. Whitmarsh, 
the committee in charge, for the un- 
qualified success of the affair. 


A Shoe Salesmen’s 
Dream 


To the tune of “Three O'clock in 
the Morning” 


It’s six o’clock in the morning, 
I’ve slept the whole night thru, 
And now that daylight is dawning 
I’ve lots of things to do. 
First to rub up my samples, 
Shave, tub, then dressup with 
care 
I’m a Bostonian salesman, 
Out to get every pair. 


There goes that old breakfast bell, 
Makes me happy, 
Service and eats here are swell. 
Next comes a telephone call, 
Live wire comes up the stairs, to 
buy for fall. 


It’s nine o'clock in the morning, 
I’ve sold a thousand pair. 
He even heeded my warning 
To give other lines the air. 
He said he’d use advertising, 
Pay for it all gladly too. 
I wake with a start—I’d been 
dreaming, 
All of the whole night thru. 


By Wallace Taylor, sung by 
Commonwealth .Shoe Salesmen at 
their recent convention in Boston. 

















Men Off on Trips 

Tuesday morning was spent on the new 
models, and after luncheon the real work 
of packing began. The men left on Wed- 
nesday and Thursday for their respective 
territories. 

List of men present: Horace R. Drink- 
water, Edwin Clapp Lincoln, Robert L. 
Summers, S. Preston Moses, T. J. Evans, 
George W. R. Hill, Bert O. Wetmore, 
H. C. Marschalk, H. F. Malloy, Maurice 
R. Gondey, Willis H. Fletcher, J. Chas. 
Hauser, Harry H. Wilson, Guy P. Moses, 
W. A. Hodges, P. Augustus Conathan, 
Louis H. Burgess, Burton E. Durgin, 
Shelton R. Houx, Fred A.. Drinkwater, 
George F. Farrar, J. E..Fabyan,.Wm.Bor- 
den, Fred“Townsend, Ellsworth J. Our, 
Edward Gaillardet, Henry T. Burke, 
Thos. J. Dalton, E. A. Whitmarsh, C. A. 
Rogers, Willard H. Holbrook, E. W. 
Thayer, Louis K. Jones, Thos. F. Greaney, 
E. F. McIntosh, F. J. Harrington, W. L. 
Stowell, J. W. Covill, Thos. F. Lynch, 
E. F. Doble, Alfred Thayer. 


Carl Smith in Middle-West 


Carl Smith, who has covered the State 
of Pennsylvania for the past two seasons 
for Boyd-Welsh Shoe Co., has been 
transferred by Company to Middle-West 
territory, his home being in Kansas City. 


W. R. HUGGETT 
Will cover the Northwest for Lund-Wil.iams 
Shoe Co. 





W. R. Huggett with 
Lund- Williams 


W. R. Huggett known affectionately all 
over the Northwest as “‘Hug”’ has associa- 
ted himself with the Lund-Williams Shoe 
Company of St. Louis, and will sell ‘“Lun- 
dins”’ to his old friends. 

“Hug” has had long experience in the 
shoe business, as retail clerk, buyer, and 
for the past several years as road salesman. 
He has been active recently in the organi- 
zation of the Pacific Northwest Shoe 
Travelers’ Association which has just 
applied for a charter. His address is 1211 
E. Eighth St., Olympia, Washington. 

“The strongest line of men’s medium 
priced welts in the world,” is what ““Hug”’ 
says of ““Lundins.” 


Charles S. Brooks Is Dead 


Charles S. Brooks of Aberdeen, Wash- 
ington, who had for a great many years 
covered from Denver, West to the Pacific 
Coast with Eastern lines, died on March 5, 
last... Funeral services were held at Mount 
Auburn Chapel, Watertown, on Wednes- 
day, March 14, last. Relatives and many 
Eastern shoe men attended the funeral. 

Mr. Brooks left a wife, one son, G. H. 
Brooks, in the bond department of the 
Old Colony Trust Company, Boston, and 
a daughter, Mrs. Frank B. Hogue of 
Underwood, Washington. He also left 
two brothers, Fred E. Brooks and Arthur 
L. Brooks, who are well-known shoe sales- 
men who travel out of Boston. 

“A man has no business with a grouch. 
Furthermore, with a grouch a man has 
no business.”’ 
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Shoes fitted with lacing hooks make a direct appeal to the customer. 


They are acommon-sense evidence that the shoes are made for the wearer's convenience, 
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PHILADELPHIA 


Industrial Activity Increasing 


Demand for Labor Greater than Supply in Many Lines; Shoe 
Factories Expect Slight Lull after Easter 


ANY of the large plants here in 

many varied lines are operating 
to capacity. Orders in hand and inquiries 
indicate that this situation is apt to con- 
tinue through the year. Manufacturers 
of street railway and steam railroad 
equipment, radio and automobile supplies, 
textiles, hydro-electric equipment, ships, 
tools, and hats all state they are operating 
their plants to capacity at the present 
time and expect to continue to do so 
indefinitely. This increased operation 
has added greatly to the number of 
employees in these plants. The Baldwin 
Locomotive works a year ago had 5,000 
employees. Today they have 18,000. 
A large textile works reports it has 2,500 
men working now as against a thousand 
a year ago, a motor body company reports 
1,800 as against 600, and the J. G. Brill 
Car Company reports it has 2,000 em- 
ployees today as against 900 a year ago. 


Demand for Labor Continues 


The State Employment Agency reports 
that demand for both skilled and un- 
skilled labor continues to exceed the 
supply. The heaviest demand seems to be 
for foundry labor. In the wood-working 
trade, pattern makers are in great demand. 
Demand for plumbers, roofing, and heat- 
ing men continues strong. Public utilities 
are asking for common labor. Men for 
railroad track work are in good demand. 
Common labor is being asked for in de- 
molition jobs and in another month a 
big demand is expected for skilled labor 
to build on the sites now being cleared. 
Farmers are making an increasing number 
of requests for labor. 

In spite of the severity of the weather 
during most of the month of February 
and the fact that the month is half a 
week shorter than January, contracts 
awarded in February for construction in 
Philadelphia called for a total expenditure 
only slightly less than that of January. 
The total in Philadelphia for February 
was $9,867,100 while in January it was 
$9,946,600. 


Slight Lull in Factories Probable. 


After all of the factories have finished 
their work on Easter goods the trade is 
expecting a slight lull in the shoe manu- 
facturing business. It is pointed out that 
factories are usually at their peak just 
before Easter and that a slight dropping 
off in their production immediately after- 
ward is quite natural. This situation may 
be somewhat heightened this year because 
of style and price uncertainties. Manu- 
facturers are not working far ahead and 


are unwilling to take much of a chance 
on any one particular style. Several of 
the factories are waiting until they 
actually receive orders before they go 
into any new fancy variations. Retail 
merchants are playing the game with the 
same caution. They do not care to stock 
their shelves with a lot of shoes which may 
be superseded by something newer or 
more popular. They are consequently 
holding off on this account as well as 
because of possible price variations. 

Some few factories are still working on 
Easter goods and expect to continue to 
do so until a week or even a few days 
before Easter. These shoes which are 
being made now and are still to be made 
for Easter are, of course, only for local 
distribution. Straps, cut-outs and inlays 
in a variety of colors are the leaders. 

Factories generally feel that prices will 
hold their own for some time to come. 
Reductions are quite out of the question 
because of the price of raw stock. On 
the other hand, advances seem equally dis- 
tant as the raw stock market is fairly well 
stabilized and labor seems to be satisfied 
for the time being. 


Glazed Kid Trade More 
Active 


Greater activity in the glazed kid trade 
has been brought about by the fact that 
larger orders have been placed by factories 
which are working on their after-Easter 
plans. Inquiries during the past week or 
ten days have convinced the trade that 
factories are going to devote a little more 
of their attention to staples after Easter 
than at present. One firm is even figuring 
on black and brown kid for next fall. One 
firm reports it has received orders for 
32,000 dozen in three days this week. 
Glazed kid people for some time have been 
doing little more than operating their 
plants and putting their product in stock 
against such time as there might be a 
demand for it. The increased activity 
at present noticed in the trade will carry 
it along until May and June when fair- 
sized orders are expected. Prices remain 
unchanged. 


Wholesalers Marking Time 


Wholesalers, like the retail merchants, 
are not going ahead too rapidly. They 
are confronted with the same uncertain- 
ties as to prices and styles as the rest of 
the trade and are not disposed to take 
any more chances than are absolutely 
necessary. They continue to experience 
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Women’s Shoes 




















E. A. & M. C. Witherell Co. 
Manufacturers 
Women’s Turns, 
Bootsand Slippers 


Haverhill’ Mase. 
Boston Office 
Rice Bidg. Reem 406 















Black Satin One-Straps, one or two 
buttons, made with 15-8 full Louis, 14-8 
Spanish full Leute or 9-8 Cuban heel. 

les ch d at prices. Write 


A) “6 





for putese . 


ORIENTAL SLIPPER COMPANY, Inc. 
118 Phoenix Row HAVERHILL, MASS. 








J.W.BARNARD & SON 


Andover - - Mass. 
Makers of the 
CELEBRATED 
BARNARD 
COMFORT 
SHOE 
for Ladies 
IN STOCK 













FINE TURN NOVELTIES 


We are now ite i new 
factory, | footwear, “quicker e 
deliveries 


Latest Modelo. Al All Sontbes and Satins 


FELSTINER-O’CONNELL SHOE CO., INC. 
162 Winter St., Haverhill, Mass. 
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BLEECKER STYLES 
Are the last word in footwear 
for stylish women 















Phillips Shoe Co. Inc. 
Makers of 
Women’s Turn 











FASHION FOOTWEAR 


Women’s Fine Turns 
and Novelties 
Our new models for Spring are attracting — 
favorable attention. Hand turn ali 
pumps in the latest designs and finest lea Tad 
TESSIER & BOWDOIN 
2 Washington St., Haverhill, Mass. 
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NETTLETON 
Shoes of Worth 


A. E. NETTLETON CO. 
Syracuse. 


. N. ¥., U.S.A. 
MEN'S FINE SHOES EXCLUSIVELY 





























CommonweattH SHOE . Leatuer CO. 


WHITMAN, MASS. 
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difficulties, also. in getting deliveries due 
both to a good bit of sickness among the 
New England factory workers and to 
railroad embargoes. Some wholesalers 
think the boot will show a little more 
activity in fall, though others are quite 
as certain that low shoes will retain their 
popularity. 


Fewer Repairmen 


N. A. Seigel, secretary of the Philadel- 
phia Leather and Shoe Finders’ Associa- 
tion, reports that there has been a con- 
Siderable decrease in the number of 
repairmen here. This decrease has been 
considered inevitable for a year or more 
in view of the fact that there are many 
more repairmen than can be supported by 
the business which is offered. The net 
result of this decrease, it is expected, will 
be better business for the repairmen who 
remain. Mr. Seigel says the number of 
finders in Philadelphia might also be cut 
about 75 per cent before those who 
remained would enjoy anything like good 
business. 


Wholesalers to Oppose Com- 
promise Settlements 


The wholesalers’ association here at its 
meeting on March 26 will vote on an 
agreement discussed at the last meeting 
that members of the association will in the 
future refuse to accept compromise offers 
from retailers. Efforts are being made also 
by the wholesalers to get into closer con- 
tact with the retailers organization and 
endeavor to handle the situation in the 
spirit of co-operation. 


Novelties Seen in Stores 


John Wanamaker is offering silver-gray 
suede pumps with modified tongues, 
plain black satin pumps with small 
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tongues, dainty oxford ties with- patent 
leather vamps and quarters and gray 
suede uppers decorated with cut-outs. 
All of these shoes are kid-lined, have light, 
flexible turned soles, and covered Spanish 
Louis heels. They are offered at $7.75. 
This store is also offering a lot of Colonial 
pumps with large fan tongues, centerstrap 
pumps, one-strap pumps, and cross-strap 
pumps. They are offered in patent 
leather, dull black calf, black satin, and 
combination novelties. The price is 
$4.90. Other offerings of this store 
include a spring slipper with a short 
rounded vamp of black suede, an open- 
work “birdcage” top of slatted patent 
leather, black enameled Spanish heel, and 
light hand-turned sole at $18; a red 
morocco sandal with the front cut out in 
open strap-work effect, a long strap 
buttoning far back on each side, a rounded 
toe, Spanish heel, and light hand-turned 
sole at $12.50; and a slipper in gray suede 
with a small pointed tongue, outlined with 
gray leather, the leather also forming an 
oval medallion effect at the base of the 
tongue. It has a medium toe, light hand- 
turned soles, and low Spanish heels. 
The price is $12. 

Strawbridge and Clothier are offering 
patent leather sandal pumps with single 
instep strap and covered military heels, as 
well as strap pumps with enameled Spanish 
heels at $7.50; ankle-strap pumps of patent 
leather with ankle and instep straps and 
enameled Spanish heels at $8; and brown 
glazed kidskin with fawn buckskin 
quarters and covered heels; ankle strap 
pumps of gray suede with covered Spanish 
heels; and patent leather pumps with cov- 
ered heels and quarters of gray suede or 
fawn buckskin, all at $9. 

Gimbels are offering at $4.65 a wide 
variety including strap pumps with in- 
lays of buck, oxfords with inlays of suede, 
Egyptian sandals, two-strap pumps in 
Russian calf, black Calf, and patent colt. 





NEW YORK 


Egyptian Sandals and Colored Kid 


These the Two Features of New York Style Footwear Just 
Now; Former Seen in Lower Priced Lines 


VIDENCE is accumulating that the 

Egyptian sandal and colored kid 
shoes will be worn extensively in New 
York this spring. Some of the retail mer- 
chants here report that close to 30 per 
cent of their sales are running on these 
two styles at present and that they feel 
that the vogue will gain force with more 
favorable weather. 

New ideas in Egyptian sandals are 
being introduced almost daily. One of 
the latest is a multi-colored leather, show- 
ing principally’ the coppery red, bronze 


and sand shades of the desert, placed on 
display by Oppenheim, Collins & Co. 
The shoe, in two patterns, one a three 
strap and the other a two strap with a 
vertical strap in addition, is priced at 
$10.75. Some of the lower priced stores 
are advertising and showing Egyptian 
models as low as $7 and $8. Bringing it 
into the low priced class, has of course, 
brought about some misgivings on the 
part of exclusive dealers as to the ability 
of the vogue to continue for any great. 
length of time. 
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Colored Kid to Give Extra Pairs 


On colored kids, however, the fashion 
trend appears to be on a more solid 
foundation, according to several retail 
merchants here. The high price of colored 
kid keeps the shoe in a semi-exclusive 
class at least. It is not expected to be a 
big volume seller, but is looked upon with 
favor as “extra pair’’ business. So far as 
the retailers can judge, the colored kids 
sold so far, have been purchased by 
women who intend wearing them as 
extra pairs and not for staple use. 

Cammeyer’s recently made a good dis- 
play of colored kid shoes with hosiery to 
match. The display attracted consider- 
able attention and brought good business, 
it is reported. The same firm in its 34th 
Street store cashed in on the Egyptian 
vogue by putting in an Egyptian display 
in an inside show case. The case was of 
glass on all four sides. The flooring was 
covered with sand and a camel and his 
driver, in miniature, were resting beside 
“‘Tut-ankh-amen’s” arch, of Egyptian 
design. Egyptian sandals were placed at 
conspicuous points in the show case. 


Cut-Out Oxfords Good 


Aside from the Egyptian sandals and 
colored kids, combination oxfords and 
straps are showing up strong in spring 
selling. The oxfords are usually of the 
cut-out or underlay variety, and almost 
any combination in good taste appears 
to be selling well. The patent and gray 
buck or ooze is one of the most favored 
combinations, although otter ooze with 
tan calf is growing stronger in the opinion 
of some. Throughout the trade there is a 
stronger run toward tan and brown 
shades than many expected, and brown 
tones are proving to be a stronger style 
factor here than gray, which was at first 
regarded as the new color note for spring. 


Lighter Tans for Men 


Although men have done but little 
early spring buying of shoes, it seems 
evident from what business has been 
done, that lighter shades of tan will run 
strong this year. In Russia calf and 
Scotch grain the lighter shades are selling 
well, it is reported. Black is also strong, 
as a spring proposition. The men’s shoe 
retailers also look for a strong season on 
white bucks. The crepe rubber so:e for 
men as yet has made less of an impression 
than it has in the women’s trade. 


How to Break into Print 


How shoe merchants can help them- 
selves was discussed from several different 
angles at the regular monthly meeting 
of the Retail Shoe Dealers’ Association 
of New York at the Knickerbocker Grill on 
Tuesday, March 13. The session was one 
of the most interesting that the organiza- 
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tion has held in some time. Percy E. 
Hart presided and the occasion was 
graced by the presence of John Slater, 
president of the national and president 
emeritus of the local organization. 

Co-operation was the subject of an 
address by John Grier Cooke, president 
of the Fifth Avenue association, who 
brought the shoe merchants a message 
of what has been and can be accomplished 
by unified working together instead of 
passive inaction or antagonism. He 
pledged the hearty co-operation of his 
association to furthering the worthy 
objects of the shoe organization. The 
benefits of organization were well set 
forth in an interesting address by Werner 
Byck, of Atlanta, Georgia, who was a 
visitor at the meeting. The subject of 
commercial arbitration as opposed to 
litigation was ably treated by a speaker 
from the American Arbitrarion Society. 
Following his address the shoe men ex- 
pressed their approval of the large move- 
ment for the greater use of arbitration in 
trade in general. 

J. Edward Meade, Brooklyn merchant, 
who, in a previous meeting broached the 
subject of more publicity for the shoe 
trade, and its individual members, gave 
the association some practical advice 
upon methods of courting publicity. Mr. 
Meade is associated with one of the metro- 
politan newspapers and his talk was 
largely in the nature of revealing some 
“inside stuff.” His remarks, in part, 
follow: 

‘Newspapers look for news all the time, 
personal news as well as other news. 
Newspapers are glad to get news, interest- 
ing news about yourself, your business, 
your social affairs or someone else. That 
is legitimate news and if you make the 
right approach you can easily get it pub- 
lished. Ask the newspapers to print any- 
thing you want but don’t be angry if it 
is not used. Keep sending out story after 
story on the subject you are interested in, 
but if it is not used don’t criticise the 
editor for what he did publish. In other 
words do not attempt to edit the paper. 
Leave that to the editor. 

“In preparing notices and in giving 
them to the newspapers, keep in mind 
the following questions about your sub- 
ject. Who? What? How? When? 
Where? Why? Whom are you writing 
about? What did he do or what happened 
to him? How did he do it? When did 
he do it?, Where did he do it? Why did 
he do it? 





New Factory for Nashville 


It is reported from Nashville, Tenn., 
that the St. Charles Stay Co., of St. 
Charles, Mo.,is planning the establishment 
at Nashville this year of a branch factory 
to handle the company’s trade over the 
southeastern territory. 
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Men’s Shoes 
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Stock Dept. 5 
Is at Your Service 


‘THE STBTGON SHOE CO. (Inc.) 
South Weymouth, Mass. 




















HENRY LILLY Co. 
88-90 Reade St. New York 


AUCTION TRADE SALES 
SHOES AND RUBBERS 


Every Wednesday and Friday 








HOWARD & FOSTER CO. 
Men’s and Women’s Welts 


Address all Communications to the 
Factory at 


BROCKTON, MASS. 











FREDERICK S. PECK 


Worcester, Mass. 


Men’s and Women’s 
Sport and Coilege Shoes 


Boston Salesroom 


207 Essex Street 


WORCESTER 





ya Compo 


Lynchbfirg Virginia 


PULLMAN TRAVELING SLIPPERS 
better*than ever in Quality and fit 
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$15.00 
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Colorr Black and Brown 
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Where to Buy 


Men’s Shoes 











CRAIG -REED & EMERSON INC. 
® BROCKTON MASS aa 
Boston Office: Room 214, United States Hote 


Ee i 


HOMPSON BROS .SHOE 


FINE SNOEMAKERS 











BROCKTON 
MASS. 
VBA 








Where to Buy 


Children’s Shoes 





Soft Soles and Moccasins 


Ask your Jobber for our 
. We DO NOTsell 
the retail trade. 


Newcomb-Anderson Shoe Co. 


ROCHESTER, N. Y. 








“ELAM” 
Flexible Turn Shoes 
For the Jobbing Trade Exclusively 
F. S. ELAM SHOE CO. 


N. Y. 


R 
Boston Office, 181 Street 











‘Bonita’ Shoe * Baby 


TURNS and SOFT SOLES 
In Stock 
‘ond. /@r Catalog 

ALH.Martin@ 


Mekew ROCHESTER NY 
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Brown and Beige Popular Colors 


Trade Is Speeding Up—Many Low Heels Shown—Public Is 
Buying Well—New Footwear Attractive 


RADE in general looks much better 

this week. Easter is almost here and 
with Easter week come new shoes and 
hosiery to wear with new gowns and 
coats, and suits. In feminine apparel, 
beige and beige combined with brown are 
very widely shown, and so footwear to 
correspond. Black is much displayed, as 
well as gray, but gray we have had with 
us for quite a while—the newer effect 
seems to be the beige or French tans. 
There are many sport models shown—the 
Egyptian sandal being one of the new 
numbers. These sandals have 10-8 or 8-8 
military heels, they are perforated and 
stitched and strapped and combine well 
a touch of antique beauty with modern 
style and utility. 

There are many beautiful Easter trims. 
Boston merchants have learned the 
knack of clever displays: some windows 
are gay with decorations, others are more 
dignified as to ornamentation. But all, 
without exception, are meritorious. The 
shoe stores and shoe departments of the 
city could surely win a 100 per cent mark 
if an “exam’’ on window trims were to be 
held. 

New “Block” Heel 


At Jones, Peterson, Newhall Company's 
a new one-strap pump with a medium- 
height block heel is graceful in a variety 
of leathers—patent, gun metal, calf, 
brown, gray, black and beige ooze calf, 
black satin, white kid, white canvas and 
silver brocade. 

At Thayer McNeil’s, an “afternoon” 
pump for a woman had a medium-height 
heel and shield tongue. This was shown 
in gray, brown and lampblack ooze with 
self-colored trimming. P 

This house recently ran a very clever 
ad in the Boston Transcript, showing this 
new shoe in connection with the ankle- 
length skirt. The ad read, “Which saves 
you steps.” 

“Being some 200 miles from the great 
style center of our country, and some 3000 
miles from Paris, it is our responsibility 
to the smartly dressed women of New 
England to bring New York and Paris to 
Boston, and to offer equivalent footwear 
at appreciably lower prices.” No prices 
were quoted. 

Walk-Over Shop has Clever Ad 

The Walk-Over Shop, A. H. Howe & 
Sons, 170 Tremont Street, had a very 
attractive ad in the rotogravure section 
of the Boston Sunday Herald. This dis- 
played a woman's patent leather oxford, 
combined with gray suede. It had a 
slashed front, a 9-8 heel, diamond punch- 


ing and all the new features. The thought 
conveyed in the ad, showing this 9-8 heel 
model, good for both juniors and seniors, 
was that of the low heel. The wording 
emphasized was, “Fashion Says Low 
Heels.” 

I. H. Howe, proprietor of this Walk- 
Over shop, believes fully in the popularity 
of the low heel for this spring and summer. 
He cited the tendency displayed in this 
direction in New York. 


Visitors in Boston 

John R. Trimble of Trimble Bros., 
Calais, Maine and Charles A. Lamey and 
D. J. Wellahan of Lamey & Wellahan, 
Lewiston, Maine, were in Boston last 
week on their monthly buying trips to 
the Boston market. Mr. Trimble said 
that during the past winter he had sold 
more rubber footwear than ever before, 
for said he, ‘“‘We have real snow storms 
up our way. Our customers expect to 
get more for their money than they did 
two years ago and are looking for stuff 
that has real style, they prefer low shoes 
to high shoes. I am anticipating some 
fine business this spring. 

Messrs. Lamey & Wellahan reported in 
similar vein to Mr. Trimble. “‘Lewiston 
folks want snappy models,” said Mr. 
Lamey. 

These three buyers are great friends 
and always strike Boston together. While 
here they make their headquarters at the 
office of the John F. Travers Shoe Com- 
pany, wholesaler, at 110 Summer Street. 


Good Work of New England 
Shoe and Leather Class 


The New England Shoe and Leather 
Association’s Continuation Class, in 
charge of Instructor James W. Dyson, 
visited the Boston headquarters of the 
A. C. Lawrence Leather Company, 
March 16, and received a demonstration 
in sheepskin leather. 

On March 19, Frank C. Allen, of Creese 
& Cook Co., will address the class on the 
subject of modern salesmanship in the 
upper leather industry, and on April 23 
the pupils will visit the plant of the Benz 
Kid Company, in Lynn. 

Major Charles T. Cahill of the United 
Shoe Machinery Corporation, will lecture 
before the class on the history of shoe 
manufacturing, illustrated with stereop- 
tican views. 

On Friday, March 9, Edward Moll, of 
Proctor-Ellison Company, Boston, talked 
to the class on the subject of sole leather 





March 24, 1923 


and its development, incorporating in his 
address some interesting recollections as 
a salesman. 


E. W. Burt Makes Good 
Hosiery Display 


E. W. Burt & Co., 32 West Street, 
makes a special appeal in its hosiery de- 
partment on matching different shoe color 
combinations. In the store is 
showing as early spring suggestions— 
patents in two straps, attractively punched 
and with cut-outs, medium heel; also this 
same style in patent with a gray suede 
quarter; a brown calf with brown suede 
quarter; all brown suede; all gray suede 
and black calf with black suede quarter. 
A good assortment of oxfords is shown in 
various leathers, also the popular little 
one strap. It is noticeable that all the 
models have either medium or low heels. 
A two-tone drop stitch, sport hose has 
been featured in the hosiery department 
at $1.35. 


shoes, 
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Charles B. Eager Dead 


Charles B. Eager, for several years 
superintendent of the Middlesex factory 
of Rice & Hutchins, Inc., Marlboro, met 
death as the result of an accident on 
March 6. He was 53 years old. While 
Mr. Eager had not been in the best of 
health for some time, the news of his 
death, nevertheless, came as a decided 
shock to his great host of friends. 

Mr. Eager was born in Marlboro, 
April 5, 1870. Immediately after gradu- 
ating from High School in 1888, he 
entered the employ of Rice & Hutchins, 
in the office of the old High Street fac- 
tory, with Mr. John E. Curtis. Shortly 
after, this business was moved to the 
Cotting Avenue factory, where Mr. Eager 
remained with Mr. Curtis until August, 
1894. When Mr. Curtis took over the 
Middlesex factory at Middlesex Square, 
Mr. Eager became assistant superin- 
tendent of that plant and superintendent 
on the death of John E. Curtis, in 1896. 
He held this position until his death. 





LYNN 


The Summer Run Begins 


All White Shoes Loom Up as Leaders; An Astonishing 
Variety of Novelty Leathers Appears; News 
Is Wanted of Next Fall Styles 


YNN is working into summer lines, 

with white shoes gaining every day. 
Both all white and color trimmed white 
shoes are selling. Patent continues ia 
use, especially in sandal style shoes. 
Tans are staple for summer. Satin, in 
blacks and colors, is used for light and 
dainty shoes for street and dress wear. 
Grained leathers are used for sport shoes, 
including the machine grained leathers, 
and the genuine alligator and shark leather. 
Some astonishing leathers are coming 
from Peabody shops, such as Pharaoh 
calf, a brocade suede leather in black 
and colors, radio silk kid, a kid with a 
radio embossed grain and a silk finish, 
Egyptian calf in suede and glazed finishes, 
Paisley leather, embossed with a Paisley 
shawl figure and given a patent or a 
suede leather, Lotus embossed leather, 
marble leather and various other elabo- 
rately finished leathers that were inspired 
by the news from Egypt. 


Evolution of Style 


Millinery shoes were mentioned ten 
years or so ago, the argument being that 
feet should be dressed up with fine shoes 
like heads with pretty Easter hats. Pre- 
vious to that time, women changed, at 
Easter time, from boots to low cuts, or 
from black to tan shoes. So the sugges- 
tion of millinery shoes was received with 
doubts and fears. But, today, there are 


as many types of shoes for Easter as hats 
for Easter. If a person does not believe 
it, he may count the hats. The shoes 
have already been counted, by a govern- 
ment agent. There are 1,600,000 types, 
according to his count, and most of them 
are for women. Egyptian styles have 
been added since then. Until the hats 
are counted, the statement will stand 
that there are as many styles of shoes, as 
there are hats, for this Easter. 


Watson’s White Shoes 


Albert N. Blake, of the Watson Shoe 
Company is looking for a good business 
on white shoes the coming summer. The 
bulk of the business, he expects, will be 
on all white shoes. There will be sales of 
white shoes with white trimmings, and a 
few shoes with trimmings of bright colors, 
such as red, blue or green, will make quite 
a showing. 

The all white shoe may be a white 
trimmed shoe. For instance, a white 
fabric shoe, in the Watson line, has a 
narrow ribbon tip, and ribbon stays, of 
white kid. A white buck shoe has trim- 
mings of white calf. A white calf pump 
is ornamented with white thread, stitched 
in parallel rows with perforations between 
the rows. A white oxford has a latticed 
side. Hosiery will show through the lattice 
holes, and make a color contrast in foot- 
wear, if the stockings are colored. :An- 
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Where to Buy 
Ballet Slippers 

















DO YOU KNOW? 

that you can buy it—or 
sel it—through the 
“*Where to Buy”’columns. 
This feature in its quick 
service is a time saver in 
meeting immediate needs. 























Where to Buy 


Boys’ Shoes 
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Engraving and Printing 
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other white oxford has an open throat, 
and a lattice lace front, and this pattera, 
too, will reveal the stocking through the 
shoe. With so many types of white, and 
white trimmed shoes, there will be a 
natural tendency among women of good 
taste to pick the all-white shoe, for it can 
be worn with costumes of white or of 
white and contrasting colors. That is 
Mr. Blake’s opinion. 


Baseball Shoes in Stock 


Gregory & Read have built up a stock 
of baseball shoes, ready to ship the day 
that the players begin to make up their 
schedules of games. Grammar school, 
high school, college and professional league 
sizes are all in stock. Shoes are of the 
sprint model, with the split shank. This 
is the kind of a shoe that the runner likes 
to have on his feet when stealing second. 
They are the swiftest shoes since the 
winged sandals of Mercury. Uppers are 
of kangaroo. Soles are strongly sewed. 
Shanks are flexible. They bend like a 
piece of belting leather. Players have got 
into the way of calling this style shoe the 
split shank shoe. Foreparts and heels are 
both cleated, with standard league cleats. 
Shoes are all ready for the game. Mr. 
Duffy, who sells the athietic shoes, says 
that there will be more baseball players 
than ever the coming summer, and that 
now is the time for every live retailer to 
feature baseball shoes. It is one way to 
“sell an extra pair.” 


Color Combinations 


Murphy, Gorman & Waterhouse are 
making a lot of all white shoes. But the 
color-trimmed shoes show up strongly in 
their sample lines, because of the bright- 
ness of their colors. For instance, they 
have a white shoe with a red kid vamp 
collar and Egyptian strap. The strap is 
straight up the front of the shoe. It folds 
over the instep strap and falls to the front 
of, the foot in a small shawl fringe tab. 
The vamp collar runs from shank to 
shank, along the vamp. Orr either side 
of its centre are cut-outs of Egyptian 
design 
” Also, there are in the Murphy, Gorman 
& Waterhouse line, white shoes with 
green trimmings, white shoes with blue 
trimmings, and white shoes with biack 
trimmings. Patent leather shoes are like- 
wise trimmed. The trimmings on dress 
shoes are not elaborate. Just dashes of 
color. That's all, But, with sport shoe 
lines, it is different. 


Health Shoes Gaining 


Health shoes, as made in Lynn, are cer- 
tainly on the gain, and the gain is ex- 
plained by one shoe man in this unusual 
way. 

“First there were comfort shoes, plain 
pattern shoes, for house wear. Next, 
there were comfort shoes for street wear, 
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the house shoes being graded up in ma- 
terials and refined in style. And then 
came health shoes, originally designed for 
the relief of foot troubles, but eventually 
becoming a shoe for keeping the feet in 
good health. They are comfort shoes with 
a college education. They meet the re- 
quirement of the active woman, particu- 
larly the business women, who can wear 
them all day long, and be as comfortable 
as if she had comfort shoes on her feet, 
and at the same time has that smartness 
in style in footwear that is essential to 
success.” 


Real Winter Boots 


The Dupont Leather Goods Company, 
of Peabody, has a new line of samples of 
boots with bottoms, including soles, 
vamps and quarters of seamless rubber, 
and legs of leather, the leather being water- 
proofed so that it turns water like a 
duck’s back. The legs are knee high or 
half knee high. Some shoe men may 
recognize this type of shoe as the Barker 
hunting shoe. But the Dupont Company 
is making them down to sizes No. 8, in 
the children’s lines, for youngsters to 
wear to school, and also, in women’s 
grades, for young women who participate 
in winter sports. 

65 Types in Stock 

J. J. Grover’s Sons have 65 types of 
shoes in stock, for the spring and summer 
season, which offers an abundant variety 
of styles from which a buyer may select 
his goods. Sizes there are in plenty, too, 
the lengths running up to No. 9, and the 
widths from AA to E. White shoes are 
among them. ‘“Nature’s Way” shoes 
have been added to the stock, too. These 
are flexible shank shoes, with a roomy 
forepart, and a snug fitting instep and 
heel. Uppers are of Paris kid. By the 
way, Paris kid is a trade term originated 
by the Grovers more than 30 years ago, 
when all fine kid leather was imported 
from France. 


Getting Ready for Style Show 


Harlan Leighton, of the P. J. Harney 
organization, is chairman of the Lynn 
committee to arrange the production of 
“Miss Lynn, the Lady of Shoes,” at the 
exposition in Boston in July. Designers 
are already at work on the decorative 
effects. “‘Miss Lynn” will make visiting 
buyers open their eyes wider than ever, 
when she appears at the big Boston 
exposition. 


What About Fall Styles? 


What is the mind of buyers regarding 
fall styles? That is what several Lynn 
manufacturers want to know. As trade 
is returning to normalcy, there’s a chance 
to get back towards the old method of 





March 24, 1923 


Es 


a 


a 
ERE 


NEE 
rt 


wk. =\ 
\ 


X 


OR 


BOOT AND SHOE RECORDER 


Considerably more business has been done in the shoe department of the Durnil Dry 
Goods Co., of Muskogee, Oklahoma, since its removal to the first floor and its refur- 
nishing. George Howard is the buyer and manager. 








selecting good styles a few months ahead 
of the season, instead of waiting till the 
last minute, as was done with Easter 
shoes. Already, some fall and winter 
sample lines are out. They show the 
strong, conservative lines of shoes, which 
may always be bought ahead with safety. 
But will retail merchants think it worth 
while to revive boots? Or will they stick 


to low shoes the year round, and sell 
arctics to be worn over them? If they 
wish low shoes for next winter, do they 
want them with light, flexible soles, or 
with stout, storm type soles. These, and 
a few other points relating to fall and 
winter shoes, are timely topics, and Lynn 
manufacturers would welcome a general 
discussion. 





HAVERHILL 


Bright Colors in Good Demand 


Manufacturers Believe They 


Will Go Well in Connection 


with White Fabric and Leather 


AVERHILL ~ manufacturers’ of 
women’s footwear report an in- 
creasing demand on their after Easter 
orders for colored footwear in bright 
shades of red, green and blue. Sand, is 
another shade which is in good demand. 
In short, there seems to be in connection 
with the opening of the white shoe season, 
a strong tendency toward bright colors. 
These, alone or in combination with 
white kid or fabric will, in the opinion of 
the Haverhill trade, constitute an impor- 
tant part of the goods produced at local 
factories during the next two or three 
months. One manufacturer in com- 
menting on this style development said: 
“Recently returning from New York 
and noting the brilliant colored footwear 
worn by many women, in hotels and on 
the Fifth Avenue promenade, there is no 
doubt in my mind that all the new styles 
in women’s shoes begin in New York. 
Many of them end there, also. Out of 


half a dozen new patterns or colors, 
first seen in New York, five of them will 
die there. One will catch the public 
fancy and spread over the country. 
Our problem, after looking over the 
New York field, is to see which one 
will be the winner. That is what makes 
factory style and merchandise men grow 
gray before their time.” 


Cuban Shoe Merchants Pros- 
perous 


Advices received by Haverhill shoe- 
men who are interested in Cuban trade 
(and many of them are to a greater or 
less extent,) are to the effect that the 
island is prosperous and that shoe mer- 
chants are having excellent business. 
The sugar situation which dominates the 
entire financial policy of the island, is 
in excellent shape, with good prices 
being obtained. Cuban trade has always 
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Where to Buy 
Wanted Styles 


An Extra Editorial Service to 
“Recorder” readers, free for the ask- 
ing, with authentic information on 
current problems. 
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Shoe Ornaments 
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for Shoe Merchants 


“WHERE TO BUY” constitutes a 
source of knowledge so that he who 
rans through these pages may read 
—and learn. 
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been an important part of the Haverhill 
shoe manufacturing business. Several 
years ago it experienced a bad slump, 
but since then it has come back to normal. 
Under the latter condition Haverhill- 
made footwear is going to Cuba in larger 
amounts in all grades than for several 
years past. The light, dainty type of 
women’s shoes which are made in Haver- 
hill, are particularly adapted to the 
requirements of Cuban wearers. Lasts 
and patterns especially designed for this 
class of trade are numerous in Haverhill. 
There are many long established whole- 
sale and retail shoe concerns in Cuba 
which have been doing business with 
Haverhill manufacturers for years. Pros- 
pects for 1923 are most encouraging. 


Straight Lines to be Avoided 


“In the Egyptain type of sandal now 
so popular,” remarked a Haverhill manu- 
facturer of turn shoes, “the limited 
amount of kid or fabric in the uppers 
call for the careful planning of patterns. 
If lines are too straight the fitting qualities 
are injured. We have given careful 
attention to the curving lines in sandal 
uppers. “Try-ons’ at our factory have 
brought about changes in pattern lines 
which cause them to conform closely 
to the curves of the foot and ankle. 
Being reasonably sure that the new type 
of sandal will be in favor for a considerable 
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time, we have made a careful study of the 
fitting requirements along the lines 
mentioned. If merchants will give care- 
ful study as regards the sandals which 
they purchase, they will assure satis- 
faction to wearers, and will stimulate 
future sales of this popular pattern.” 


Adams Company at Full 
Capacity 

F. E. Adams Shoe Co., factory at 
Seabrook, N. H., is having an exception- 
ally good season in the production of 
women’s high grade turns for retail shoe 
merchants. This concern, of which 
Frank E. Adams of Haverhill is the head, 
has developed a large city trade and is 
increasing its output each season. 


New Manufacturing Concern 


Nathan Gerber Shoe Co., a new concern 
producing women’s shoes, has _ recently 
begun business with a plant on Washington 
Street 


Continues as Factory Super- 
intendent 


Joseph C. Goyette, who was recently 
mentioned as an incorporator of the Har- 
mony Shoe Co. of this city, will continue 
as superintendent of the Gorman Shoe 
Company of Haverhill. 





BROCKTON 


Sales Lost by Too Much Mark Down 


Merchant Sells Out Big Job Lot by Doubling Price Originally 
Established 


NE Brockton retail shoe merchant 

recently had an experience which 
convinced him that price reductions can 
be carried too far. In acquiring the 
stock and good-wjll of a long established 
store, this merchant came into possession, 
among other merchandise, of a lot of 
women’s shoes, which although in good 
condition, were out of date as regards 
style. These shoes, which were made by 
a well-known shoe manufacturing con- 
cern, were marked by the former mer- 
chant at $3.75 to $4.00 a pair. In look- 
ing over these goods, the new owner 
decided to make a reduction in price which 
he thought would move them out of the 
store. He marked them down to $1.50 
a pair, sold a few and then, considering 
that they were absolutely hopeless from 
a merchandising standpoint, consigned 
them to basement storage. 


“Dollar Day’’ Brought Lower Prices 


A few weeks ago, Brockton merchants 
in various lines, according to semi- 
annual custom, sponsored a dollar day. 
The shoe merchant referred to in the 


previous paragraph, in looking over his 
stock, decided that this occasion offered 
an excellent opportunity to get rid of 
this shoe junk. As a means of making 
the prices especially attractive he put 
these shoes in the window marked ““Two 
Pairs for a Dollar.”” Customers came 
in and looked, but only a few sales were 
made. The shoes were not imperfect or 
undesirable in any way, aside from being 
old styles. The merchant couldn’t under- 
stand why shoes at such a ridiculously low 
price didn’t sell. During the day one of 
the clerks, after a few experiences in 
showing these shoes without success, 
decided that he would advance the price 
and that instead of selling them at two 
pairs for a dollar, he would try offering 
them at one dollar a pair. The first 
woman to whom he made this offer, 
bought a pair. The news soon spread 
through the store and other clerks took 
it up in the same way. Before night all 
these shoes had been sold at one dollar a 


pair. 
The merchant thinks he has learned 
something about psychology in mark- 
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downs and that in future he won't try 
to carry price reductions too far. 


Shoe Manufacturer’s Trip to 
Cuba 


J. Howard Field of Baker-Field Shoe Co., 
manufacturers in the neighboring town 
of Bridgewater, recently returned from a 
business trip to Cuba. He secured some 
excellent orders for the line of men’s welts 
with which his house is identified. Mr. 
Field reports that Cuba is prospering, 
that money is circulating freely and that 
people have ample funds for luxuries as 
well as necessities. That the Cubans are 
free spenders is evident, he says, on every 
hand, and as regards the shoe business, 
on every foot. Speculation in sugar is 
rife on the island. Mr. Field says that 
many Americans as well as natives have 
made substantial ‘‘cleanups’’ in buying 
sugar for a rise. 


New Ruling for Shoe Ship- 
ments 


Beginning next week, shoes may be 
shipped by freight in carload lots of 24,000 
pounds minimum, at second class rates. 
First class rates have always applied to 
this shipment. The new ruling will bene- 
fit Brockton manufacturers who are un- 
able to separately accumulate enough to 
ship the minimum amount. It will permit 
two or more concerns to consolidate their 
shipments in carload lots for one destina- 
tion or to a distributing point. 


Walk-Over Shoes in the 
Movies 


A recent showing made at one of 
Brockton’s moving picture theaters was a 
special picture on the making of shoes at 
the Brockton plant of George E. Keith 
Company, also moving pictures of 
President Keith of the concern, members 
of the board of directors and traveling 
salesmen. President Keith was a guest 
and appearing in the theater was given a 
hearty reception. The pictures showed 
the making of shoes, the Campello rail- 
road station, the executive building of the 
Keith Company, with interior and ex- 
terior views. Also views of the telephone 
department which is large enough to 
accommodate a town of 7,000 people. 
The pictures showed the old and new way 
of making shoes, also the little one story 
building which was the birthplace of the 
business of George E. Keith Company. 


New Record of Shoe 
Production 


L. Q. White Company, shoe manu- 
facturers, with plant in the nearby town 
of Bridgewater, are now producing 10,000 
to 11,000 pairs daily. The maximum 
production of which the factory is capable 
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is about 15,000 pairs. This total will, 
it is stated, be reached within a short 
time. In one day recently, 12,000 pairs 
were shipped. Additional machinery is 
being installed and new workers employed. 





To Tell the World About 
Leather 


A meeting of the Board of Directors 
of the American Sole and Belting Leather 
Tanners, Inc., was held at their office in 
New York City recently at which reports 
were received as to the progress of the 
advertising campaign now being promoted 
by the sole and belting leather tanners. 
Sufficient signed contracts have been 
received by the company to indicate that 
more than the 90 per cent required in 
those contracts will be received. 

It was also interesting to note that the 
movement inaugurated by the sole 
and belting leather tanners has found a 
ready response in the allied industries. 
The shoe retailers have inaugurated a 
campaign based on the slogan of “Walk 
and be Healthy.” The upper leather 
manufacturers have had a meeting and 
given considération to the subject. The 
shoe manufacturers are also watching 
the movement with great interest. The 
National Leather and Shoe Finders’ 
Association have appointed a_ special 
committee to take up and forward the 
movement; and the shoe machinery com- 
panies have also promised their active 
co-operation. The Canadian tanners have 
indicated their interest and desire to 
co-operate. 

It looks as though leather will begin to 
come into its own and receive its share of 
publicity from the lack of which it has 
suffered so long. It is generally expected 
that the users and consumers of leather 
and the distributors of leather will look 
with special favor upon the product 
purchased from those tanners who are 
promoting this enterprise with their time 
and money. 

It is hoped that the proposition will 
be unanimous and that the movement 
inaugurated within the Tanners’ Council 
by men of vision and foresight will 
come to a fine fruition at a very early 
date. 





Jobbers Have Special Sale 


The week of Monday, March 5, jobbers 
and manufacturers of Nashville, Tenn., 
conducted a special sale for visiting mer- 
chants, invitations having been previously 
extended to virtually all of the retailers 
in the southeastern territory. Salesmen 
for the various jobbers.and manufacturers 
were in the houses during the week, and 
the event proved the most successful the 
Nashville association has yet held. Usually 
a merchants’ sales week has been held at 
Nashville every spring and fall for the 
past several years. 
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Boston Agency Gets 
“Wilson Sewed”’ Advertising 


Boston, Mass.—The Wilson Sewed ad- 
vertising account has been awarded to 
the O’Connell-Ingalls advertising agency 
of Boston, according to an announcement 
from the Boston office of |W ilson Process 
Incorporated. 

An increased’ appropriation has been 
made to provide for featuring Wilson 
Sewed shoe construction in the principal 
publications in every branch of the shoe 
and leather industry in United States and 
Canada. 

To the manufacturers who are already 
manufacturing the light, flexible, tackless 
type of footwear produced by the Wilson 
Sewed method, this announcement indi- 
cates a substantial increase in the amount 
of educational advertising concerning the 
structural improvements and selling fear 
tures of their Wilson Sewed ‘product to 
reinforce their own selling efforts. 


Tannery to be Enlarged 

Tanning capacity of the plant of Bona 
Allen, Inc., of Buford, Ga., is to be 
largely increased the next few months 
through the construction of about 200 
additional tanning vats, it has been 
announced by the company. 
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GILCO STOCKING SAVER 


is meeting a ready response from the consumer because 
it solves a real problem. 


BLACK SATIN! TRIMMED 
WITH SUEDE .. . $8.50 
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- “ta . achie : ement in E Protects Delicate and Expensive Hosiery at the Point 
shoe craf tsmanship is exempli- of Greatest Wear. 


fied in this model. Attached in a Moment by Moistening Adhesive 
Surface. 
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MAY DELIVERY ’ 
If Your Jobber Hasn’t Them, Tell Us 
Who He Is and We’ll Send Samples 
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High Grade Wooden Sole 
Boots and Shoes 


Full Oil Grain 
Waterproof Leather, 
Sole Leather 
Counters. High-cut 
Buckle Shoes $2.25 
High-cut Boots $4.25 
Riemer’s Steel 
Rims for Sole 
and Heel........ 50 


A. H. RIEMER SHOE CO. 
; MILWAUKEE, WIS., U.S.A. 
ON OCEAN FRONT FIREPROOF 


Che Breakers APPROVED BY 


Atlantic City, N. J. MEDICAL MEN 


American and European plans. As a sturdy support for the ankles of 

om and as a fully venti- 

Comfortable, airy bedrooms. Luxurious lobbies ted t — By - be 

with spacious verandas and sun parlors overlook- surgeons recommend its use. 

. ° ‘ a Make your stock of 

ing the ocean. Hot and cold running sea water in WENTUAMOME Children’s shoes 
all baths. Ideal for those seeking either rest or _— > 

one Brockton 2133 


recreation. Afternoon musicales and teas, with c 
for immediate action. 


evening concert feature. Dancing. 
BURKLEY 
SHOE CO. 


New Golf Club Privileges Fireproof Garage 
7 156 No. . 
JOEL HILLMAN, Proprietor Retails $2, $3.5 tg, 


The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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Little Change in Leather Market 


HERE is but little change in the 
7 leather market either in values or 
volume of business. The novelty 
season is keeping some shoe manufacturers 
busy and there is a fair movement of 
upper leather. There is an exceptionally 
good call on the buck finished sides and 
elk. Other finishes of side leather are 
moving slowly and there is not the busi- 
ness in calf upper leather that would be 
desirable. This does not pertain to ooze 
calf which is in strong demand in fancy 
colors. 

Tanners are, as a whole, in a much 
stronger position than a year ago. Sales 
are fair for immediate delivery and 
leather is going out steadily on contracts 
placed some time ago, especially sole 
leather. 


Sole Leather Firm and Active 


Sole leather tanners are operating at 
fair capacity with prices well maintained. 
Sole cutters are the principal buyers of 
union sole and while not as busy as a 
month ago they are still cutting large 
quantities of union backs. Sole leather 
prices are unchanged from last week. 

Upper Leather Position Strong 

The tanners of upper leather complain 
of the high prices of raw stock, especially 
of goat skins which have advanced to 
what tanners consider prohibitive prices. 
Without material concessions in raw goat 


skins advances will be necessary in kid 
leathers which would make it difficult for 
tanners, as kid leather is now on too 
high a plane as compared with calf 
leathers. The call continues satisfactory 
for patent leather and inquiries are being 
made for lower-priced stock for trimming 
purposes. Shoe manufacturers are finding 
it difficult to secure anything like the 
bargains which prevailed a year ago when 
the liquidation stocks of leather were 
being disposed of. 


. Good Call for Suede Calf 


The calf upper leather situation is 
quiet beside what it should be at this 
time of year. The call for buck and suede 
finishes and patent leather cut into the 
call for smooth finished grain calf. The 
plump weights of calf are most wanted 
and medium weights are resorted to when 
the heavier are unobtainable. Prices 
on the top grades of colored calf range from 
45c to 48c per foot for No. 1; 40c to 43c 
for No. 2, and 35c to 38c for No. 3. Blacks 
are quoted a few cents less per foot. Top 
selections of suede calf range from 55c 
to 65c.per foot for colors, medium grades 
from 45c to 50c. Some cheaper grades of 
calf are quoted around 25c to 30c and culls 
and job lots at less. 


Gray Buck and Elk Wanted 


There is a fair demand for side upper 
leather, especially for gray buck and white 


buck. Smoked and colored elk are also 
in good call at prices ranging from 36c 
to 44c for smoked and colored, according 
to quality. The cheaper grades for 
heavier shoes bring from 22c to 32c per 
foot. Colored buck, which is in good 
demaad, is bringing from 40c to 48c for 
the top selections, medium from 32c to 36c 
and the cheaper selections from 22c to 
30c per foot. Smooth finished chrome 
tan side upper leather is quoted at 26c 
to 30c for the top grades; 22c to 24c per 
foot for the medium grades. 


Active Trade in Patent Leather 

Patent leather continues an active 
feature of the market with tanners fairly 
well cleaned up on patent chrome sides. 
The top grades of patent sides are quoted 
at 45c; No. 2 at 40c, and No. 3 at 35c. 
Patent kids are quoted at 45c to 50c per 
foot for top selections and patent kid 
from 65c to 70c, medium grades from 45c 
to 60c. 

Raw Goatskins too High 

While there has been good trading in 
glazed kid, tanners are handicapped by 
the high prices of raw stock. There is 
little change in the situation. Top grades 
of colors are quoted at 65c to 80c and 
choice selections from 85c to $1.00. 
Medium grades of kid bring from 40c to 
60c and lower selections are quoted at 
from 20c to 35c. Job lots and leather for 
trimming purposes bring lower prices, 
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Acknowledged the Best 
By Those Who Use Them 


“The ‘U.S.’ Spring-Step Special 
Cuban Heel more readily adapts 
itself to our kind of shoemaking 
than any other rubber heel we 
have ever attached to our shoes.” 


HIS statement by one of the 
largest manufacturers of high 
grade shoes in this country reflects 
“U.S."’Spring-Step Special . . 
Cuban Heels are made with the general satisfaction of manufac- 
a liberal bevel or pitch 


which insures perfect fit- turers with = U. fy Spring - Step 
ting on any height heel. Rubber Heels. 


Constructed so that they 
may be trimmed to obtain 


the desired pitch. The design of the “U.S.” Spring- 

And remember: “U. S.” Step Manufacturers’ Special Cuban 

Spring-Step Rubber Heels ; ; 

are made “Right Side Up”. Heel is admitted to be the best on 
the market. And the quality of the 
compound is in keeping with the 


superiority of the design. 


Rubber Heels 
United States Rubber Company 


Also makers of USKIDE Soles—the “Wonder Sole for Wear” 
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The Case for the Single-U nit Crepe Rubber Sole 


Some Facts About How They Are Attached and 


called, is proving more than a flash 

in the pan. It is being used in vary- 
ing quantities by a great many manufac- 
turers of both men’s and women’s foot- 
wear. Already two schools of thought 
have been developed having as their bone 
of contention the question of whether the 
single unit sole or the double unit is 
better. The single sole, as its name im- 
plies, is moulded in one piece and attached 
direct to the slip sole. With the double 
unit, however, the first unit is attached 
to the slip sole and the second unit at- 
tached to the first by a process savoring of 
vulcanization. 

In the March 3rd issue of the Recorder, 
we made the statement that “some soles 
are molded in one thickness and sewed 
entirely through. This leaves a lip on 
the edge which soon rolls off in wearing. 
The very thickness of the sole with its 
super-elasticity allows of so much action 
that there is great danger of the threads 
cutting through.” 


The Single Unit Story 


Wrong again, says a manufacturer of 
both the single and two-unit soles, the 
Clifford Company of Boston. 

“We are,” writes Irving F. Hunt of this 
company, “the only manufacturers of the 
single unit sole in United States—that is 
of any volume production. 

“This sole has an adhesive on the 
bottom which after it is wet with benzole 
or a high-grade gasoline is applied to slip 
sole and if a proper flexible slip doubler 
is used, this sole with our special adhe- 
sive will not come off the shoe. This has 
been proven time and time again. 

“In order to make a 1000 per cent surer 
proposition so that there will be not even 
the most remote chance of it ever coming 
off, the sole is stitched through to the 
surface. Even when the toe is stubbed, 
the fibers of the special adhesive on the 
bottom of the crepe sole, such as we put 
on, are so long that they will give more 
than the rubber. 

“The statement that stitches wear off 
is conveying a wrong impression and one 
which is not true. The whole strain 
comes on the cement and special adhe- 
sive which is found on the bottom of the 
Clico soles, therefore, there can be no 
straining upon the stitches to speak of, 
but even if there were, to dispute your 
argument, our printed specifications which 
are given with every order sold, states 
that an 18-20 left twist, lock stitch thread 
is to be used about five to the inch, reliev- 


jr sole of latex or crepe rubber, so 


Their Durability 


ing tension on the machine so that stitches 
are about 1-16 below surface. 


Where the Lock Stitch Prevails 


“Every shoe manufacturer knows that 
even if the edges wear off quickly, which 
is not true, that the shoe would still have 
the rest of the sole to walk on and even 
then, on account of using a lock stitch, 
it is impossible to have every thread 
wear through and even then this would 
not allow the sole to become loosened as 
it is not the stitches one sees on the surface 
of the shoe which holds the sole on. It is 
the lock slitch which is a good distance in, 
so far in fact, that with any ordinary 
wear in one whole season it would be 
almost impossible to wear a sole down 
as far as that. 

“The above proven facts are that the 
sole, if properly applied with proper slip 
sole, will never come off; together with 
the fact that the stitches simply give a 
guaranteed job. This should convince 
every one that the single unit sole is a 
sole that will never come off or cause any 
come back to the manufacturer from the 
jobber, retailer of consumer. 


How to Attach a Two- Unit Sole 


“In using a two unit sole, unless the 
first unit is firm, the stitches pull through 
and the sole comes off. Therefore, not- 
withstanding the statement pretaining to 
two-unit soles the fact remains that unless 
the two-unit sole is carefully layed on, 
air traps will form and soon the soles 
will separate. There is even more danger 
in using a two-unit sole then there is in 
using a single-unit sole. 

“A little information possibly that you 
would like to know. A rubber shoe man 
never lays on one sole at a time. He 
knows better. It is not good rubber prac- 
tice as previously explained. Therefore, 
why should a shoe manufacturer do some- 
thing that a rubber man would not do. 
I will state, though, that if a two-unit 
sole of good make is used and carefully 
applied, they will have no trouble. Now 
then, the only advantage aside from the 
sole looking better by the stitches not 
showing is it possibly looks a little neater 
in the window and nothing else, and who 
knows after the shoe is put on the foot 
whether the stitches show through or not.”’ 





Joseph G. Hynds Dead 


Atlanta, Ga.—Funeral services for 
Joseph G. Hynds, one of the pioneer shoe 
manufacturers of the South who died a 


few days ago at his home in Atlanta, 9 
Sutherland Drive, were held at the home 
here Friday, March 16. 

Mr. Hynds suffered an apoplectic stroke 
about a week before his death, which 
occurred on Wednesday, March 14, and 
from that time until he died failed to re- 
gain consciousness. He was 66 years of 
age, and since his retirement as a shoe 
manufacturer, some years ago, he has 
represented in the southern territory 
various well-known shoe concerns of the 
East. 

Coming to Atlanta when a young man, 
Mr. Hynds became associated with 
Samuel M. Inman and Walker Inman, 
well known business men of the city, and 
these three established at Gainesville, Ga., 
the Hynds Shoe Manufacturing Company, 
the first shoe factory in Georgia’and one 
of the pioneers in the South. This was 
about 35 years ago. The company 
operated successfully for some years, and 
upon Mr. Hynds retirement in 1904 was 
dissolved and the factory discontinued. 
He came then to Atlanta to live and has 
resided here since, having been actively 
connected with the shoe business more 
than 40 years. 


New Store to Open in Elmira, 
New York 


“The Liberty Shoe Company, with its 
headquarters in Elmira, N. Y., conduct- 
ing a chain of retail stores, have leased 
the three story building at 115-117 Lake 
Street and will be completely remodeled. 
A new modeled front, 16 feet deep with a 
double door entrance is being built, and 
the interior will be entirely remodeled and 
new fixtures installed. It is expected the 
store will be in readiness to take care of 
the Easter trade. When completed the 
store will be one of the finest in the State 
and will be under the management of 
Julius Epstein. 

The store will also have a complete 
hosiery department, and will be managed 
by Miss Rhea Seigel, formerly in charge 
of Tepper Bros. hosiery department. 
Miss Seigel has had wide experience in 
buying and selling hosiery. 

The Liberty Shoe Company was formed 
about five years ago by Julius Epstein 
and Maxwell Seigel. Mr. Seigel is now 
managing the Sayre Boot Shop at Sayre, 
Pa. Besides the Liberty Shoe Store at 
Elmira and the Sayre Boot Shop at 
Sayre, Pa., they also own the Liberty 
Shoe Store at Waverly, N. Y. 
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Government Team Work Puts Across 
Season’s Opening in a Big Way 


By ERNEST A. DENCH * 


the merchant members of the Retail 

Board of the Bridgeport, Conn., 
Chamber of Commerce stage a Style 
Show and Better Homes Week. 

The big idea back of this splendid 
example of community achievement is to 
open up the two important seasons in a 
real big way. 

In many cities it is left to individual 
merchants to conduct their own spring 
and autumn campaigns. One merchant 
will commence his spring opening one 
week; another merchant will perhaps wait 
until a week later, with the result that the 
efforts will be scattered. 

The public looks upon such fall or 
spring opening events as shrewd attempts 
to coax the dollars from them, so they 
cannot work up an enormous amount of 
enthusiasm. They probably exclaim, 
“Here's another excuse for a sale,” and 
their interest in it is of the tepid variety. 

By unity of effort, when backed up by 
the local Chamber of Commerce, the 
spring or fall opening comes as an event 
to be eagerly looked forward to. Then, 
again, when you have an aggregation of 
26 of the leading stores in all trades back- 
ing the event, there is really something 
special to go downtown for. 

The first move of the Retail Board of the 
Chamber of Commerce is to get the com- 
munity in a carnival mood. Appeal to the 
pleasure-loving instincts of the populace 
first and it is easy work to get them in a 
buying mood. 

First of all it is necessary to explain 
how the Retail Board of the Bridgeport 
Chamber of Commerce works hand in 
hand with the merchant members. Each 
merchant pays a certain amount every 
month for his dues. The amount depends 
upon the average annual business that the 
merchant does—and the merchants are 
encouraged to lay all their cards on the 
table in confidence. The facts are then 
carefully considered by the Retail Board 
Committee and the merchant is assessed 
in fair proportion to the other members. 
Even a small retailer, paying much smaller 
dues than another retail member in a 
large way of business gets exactly the 
same advantages from his membership. 
No discrimination is made, so Retail 
Board membership is fair to all. 

There is nothing arbitrary about being a 
Retail Board member. He is expected, of 
course, to co-operate in all that the Retail 
Board does, but if he wants to take larger 
newspaper spaces than the other members 
or to spend more money on his window and 
interior displays, he is at perfect liberty to 


"| om a year, every spring and fall, 


do so. In other words a member can do 
as he pleases within reason. 

The membership dues he pays are 
utilized for newspaper advertising, a paid 
secretary and office expenses. 

It occurred to the co-operating mer- 
chants that they were “scattering their 
shot” so to speak, when they each tried 
to run their spring and fall opening events. 
They lacked pep and did not draw the 
crowds or produce the amount of business 
that they should for the time, money and 
effort expended on them. So last spring 
the Retail Board of the Chamber of Com- 
merce unanimously agreed to stage a 
Spring Style and Better Homes Show. 
The Better Homes part of the event was 
introduced in order to give the furniture, 
hardware, house-furnishings, grocery, 
candy, music and drug store members 
equal chance to participate in the same. 
If the event were confined to a Style Show 
only the members handling wearing ap- 
parel would be able to participate in it. 

All the merchants plunged into the 
Spring Styles and Better Homes Show 
with much enthusiasm—and the public 
responded nobly. All merchants reported 
a Substantial increase in business, so it 
was decided to make it a semi-annual 
event. 

The second event, the Fall Style and 
Better Homes Week opened up on Tues- 
day evening, October 10, and continued 
until Thursday of the same week. 

Last spring prizes were given for the 
best window displays arranged by the 
members, but this time no such induce- 
ments were made. It was not necessary, 
for the judges on the previous occasion 
had nervous prostration trying to decide 
which were the best windows. The mer- 
chants showed that they did not need 
prize inducements to make the most of 
their window displays, and the showing 
of windows was just as brilliant last fall 
as it was last spring. 

The Retail Board appraised the public 
of the forthcoming event by small adver- 
tisements in the local dailies. They kept 
their trump card—a large displayed an- 
nouncement spread across four columns— 
for Sunday, October 8, when the inhabi- 
tants were told the story in the following 
effective manner: 


“BRIDGEPORT’S FALL STYLE 
SHOW AND BETTER HOMES 
WEEK 

Under the auspices of the Retail 
Board of the Chamber of Commerce. 
Wonderful Window Displays and 
Store Exhibitions 


Curtain Rises and Bands play Tues- 
day, October 10 at 7.30, thus officially 
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opening the Style Show. Stores open 

as usual Wednesday at 8.30 a.m. for 

pee Ld ~— ae pat ae 
omes ition continui ‘ou. 

Wednesday and ——— a ” 

COME EVERYBODY. From near 

and far all will be welcome. All will 

enjoy these unusual exhibitions. 

Brid rt—The shopping center of 

Fairfeld. County — offers every- 

thing that you could possibly 

wish for, personal or home use and 

offers it simultaneously with stores 

in the metropolis. This Style Show 

and Better Homes Exhibition will 

convince you that Bridgeport is the 
lace where you should shop. 

k for the official symbol—it is the 
sign of exceptional value and will be 
found only at the following— 

All the merchant members were ad- 
vised to begin their advertising of the 
event on the same Sunday, so that resi- 
dents of Bridgeport and vicinity were well 
keyed up for what was coming. The mer- 
chants told of the different features and 
attractions they were planning for the 
event, while their advertisements told of 
what seasonable articles they had to offer 
for Fall Styles and Better Homes. Most 
of the copy was of a general nature and 
prices were mentioned in a few instances. 

The idea back of the event was not to 
slash prices. Unlike some other manu- 
facturing cities, Bridgeport is not noted 
for its cheap stores. Bridgeport is a quality 
good city, so it was not really necessary to 
offer strong price inducements. _ Besides, 
no reputable merchant slashes prices on 
seasonable lines at the opening of a season. 

The merchants all agreed to keep the 
curtains down on their window displays 
until Tuesday, but all raised them prompt- 
ly at 7.30—and then Bridgeport’s Style 
Show and Better Homes Exposition was 
officially opened. None of the stores 
opened on Tuesday evening, so it gave the 
public an opportunity to see what they 
had to offer in order that they could come 
down on Wednesday and Thursday to buy 
the articles that appealed to them. The 
public—women particularly—love to go 
forth on a window shopping expedition 
and they had ample opportunity to satisfy 
their heart’s desire and make all the price 
and style comparisons they wished. 

It was planned to further herald the 
event on Tuesday evening with four 
bands, two of which were to start from the 
outlying centers, and the remaining two 
bands to operate in the downtown streets. 
Unfortunately, however, it rained on 
Tuesday evening and the bands had to be 
called off. Rain or no rain, it did not pre- 
vent goodly crowds from viewing the win- 
dow display efforts of the co-operating 
stores. 

The newspapers devoted extensive 
space in their news columns to the event, 
all of which served to arouse local interest 
in it. 

Special arrangements were made by the 
Retail Board with the local Police De- 
partment for the regulating of traffic. 





Pa TIRE UU ULULESD op ETRE LELELELELE a ELLE TTS 











= 


March 24, 1923 BOOT AND SHOE RECORDER 137 


Mele n i ieniiuiirellUUniieniiuluuelliiiiiel MUU le LUT LULL LULL DLL SLi 


IN-STOCK NOW 


FOR IMMEDIATE DELIVERY 
EVANGELINE 


(Reg. U. S. Patent Off.) 


b 


Stock No. 4997 Stock No. 5504 


Coffee Elk Blucher Oxford, 93 (Sport) 0 i y 
Last, Ceylon Crepe Rubber Sole and Rage heen, Sts tle 
Heel. Widths A to D. Heel, Goodyear Welt. Widths A to D. 


Price $4.25 Price $3.75 


CRUMBS OF COMFORT 


(Reg. U. S. Patent Off. 


) 
Send for Complete 
Catalog of Stock 
Shoes 


Stock No. 2322 Stock No. 3606 


Kid Oxford, Plain Toe, Rubber Heel, Kid Oxford, Kid Tip, Rubber Heel, 76 
79 Last, Turn, Combination Last. Last, Turn. 


Price $2.50 Price $2.50 


A. H. BERRY SHOE CO. 


PORTLAND, MAINE 
BOSTON SALESROOM =:: ~—-:186 LINCOLN STREET =::_~— (4th Floor) 


ATOMS OLMI LOL eMeniiiiiiieniiiiieliiii eM? LULU DUCE ULL CLO Lb bh Lobb : 
The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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GOODRICH-MADE TURN NOVELTIES 
READY TO START FOR YOUR STORE 


We are now prepared to make immediate delivery on three of the 
season’s best selling novelties. They are carefully made of quality 
materials. Progressive merchants will appreciate the opportunity to 
obtain Goodrich refinement and quality at 24 hours’ notice. 




















Stock No. 120 
“Alexandria”’ 


White Kid Sandal, perforated vamp 
and quarter, medium toe 


15-8 Spanish LXV heel 
Ready Now. $5.50 Net. 


STOCK 





. 119 
Stock aap . Stock No. 117 
Black Satin n Black Satin ‘‘Pal’’ 


Il d la 
oe Ores LXV — r Black Satin vamp and quarter, with 
Black Ooze saddle, 8-8 wood heel, 
Ready Now. $5.75 Net. anetieem tne 


Ready Now. $5.50 Net. 











i f tyle 25 cents 
Less than A sear ts é shone e Made with steel anchored shanks 





HAZEN B. GOODRICH & CO. 


70 WASHINGTON STREET, HAVERHILL, MASS. 























The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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Good Volume of Business Done 


Modified Colonials and One-Strap Patterns Are Most Popular 
for Dress Affairs 


OOD weather in March along with 

the fact that Easter is not far off 
is resulting in a very excellent volume of 
business according to local shoe merchants, 
who report that women’s shoes have 
been in big demand, while men’s which 
have been slow are improving, and chil- 
dren’s shoes are moving nicely. Volume 
of business as a whole is probably better 
than that of last year, due to the fact 
that general business conditions are better. 
Louisville at the present time is prosper- 
ous, workers are well employed, jobbers 
and manufacturers are doing a_ big 
business, building operations are heavy, 
bank clearings showing a great gain, and 
the South is so prosperous that the 
outlook is for a steady run of good 
business. 

In women’s shoes demand is running 
largely to the gray suede and gray suede 
with combinations of other materials. 
Modified colonial models and one strap 
effects are getting the call in the more 
dressy shoes, while patent leather and 
tan oxfords are quite good. Satin is also 
very good. Artistic effects, especially 
side lattic work, have taken well. Louis 
and Cuban heels are both good. In 
men’s wear demand is pointing more and 
more to the more rounded toe, of the 
semi brogue effect. No special change is 
shown in children’s shoes. 


New Shoe Department Planned 


A much larger and finer shoe department 
is in prospect at the store of J. Bacon & 
Sons, at Fourth and Market Streets, 
where leases have been secured on two 
additional Fourth Street stores, which 
will be remodeled, and thus triple the 
entrance space of the Fourth Street 
entrance or wing, which ells to the 
main Market Street store. The present 
shoe department is on the second floor 
over the Fourth Avenue entrance, and 
the space in the shoe department will 
be doubled and perhaps tripled. For 
some time past the department has 
been badly crowded for space. Improve- 
ments will cost about $50,000. 


Another New Department 


Manager A. Golden, of the men’s 
shoe department of Lovenhart & Co., 
within a few months will be in charge of 
a much finer department, as the company 
after twenty-five years in the building 
has taken a new lease for twenty-five 
years, and is spending about $75,000 in 
in improving the building and adding a 
fourth floor. An annex building behind 


houses the shoe department, will be 
released. The shoe department will be 
moved into the main building, where it 
will occupy about three times as much 
floor space, taking in part of the men’s 
clothing department and the offices, 
which will be moved to the upper floors. 

Byck Brothers recently completed and 
opened their new women’s ready to 
wear department, which occupies the 
second floor of the four story building, 
which heretofore has been used exclusive- 
ly as a shoe store. The company has 
gotten out attractive letters to its shoe 
customers, and is handling some good 
advertising, and has gotten a nice start 
with the new line. 


Shoe Exhibit at Style Show 


As a result of Louisville not having a 
style show this year some of the local 
merchants crossed the river and exhibited 
at the New Albany, Ind., Style Show, 
which was arranged by the merchants of 
that city, assisted by local merchants, the 
show being handled at the Calumet 
Club, Feb. 28, to March 3, and proving 
such a good drawing card that it has 
been decided to make it an annual event. 
The Walk-over Shoe Shop and Husch 
Brothers, Louisville, were two © shoe 
handling houses that exhibited. In 
Louisville the style show idea was 
started by the Louisville Retail Shoe 
Association, and went over fine for two 
or three years, until the exhibitors began 
trying to do the thing in such a large 
way that it became too costly, and was 
more of a theatrical affair than a style 
show. A three or four day show and a 
seven to nine day show are entirely 
different affairs. 


Pioneer Shoe Merchant a 
Visitor in Fort Worth 


B. L. Dillingham, of Austin, one of 
the pioneer shoe merchants of the state 
was a recent visitor in Fort Worth. 
He was one of the founders of the Texas 
Shoe Retailers’ Association. In speaking 
of the Texas Shoe Retailers’ Association, 
he said that it was born of necessity to 
fight the Pure Shoe Bill which would have 
been very detrimental to the interests 
of shoe men and the public in general. 


About a dozen men well known in the . 


shoe business met in Austin, about 
ten years ago to discuss ways and means 
of combating the proposed legislation. 

Among those present at this first 


the..store..on..Third-Street,.which now_..meeting were the late George Volk of 
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Dallas, W. E. Buckley, Houston, the 
late Mr. Tom Scoggins of Houston, 
R. E. Patterson, and Harry Vincenheiler 
of St. Louis. 

Mr. Patterson was elected president 
and Mr. Dillingham secretary of the 
Association at its birth. It became known 
during the recent convention that there 
were at least two men present who had 
attended every meeting of the organiza- 
tion these were B. L. Dillingham and 
R. E. Patterson. 

Mr. Patterson has the distinction that 
few have been able to achieve. He has 
been president of both the Shoe Retailers 
and the Southwestern Shoe Travelers. 
For a number of years he was a retailer 
but for a some time he has been traveling. 
He at the present time represents W. B. 
Coon Co., of Rochester and Clapp and 
Tapley of Danvers, Mass. 

The Arrangements Committee for the 
recent Texas-Oklahoma Convention and 
Southwestern Shoe Travelers, headed 
by L. E. Langston Chairman and Ernest 
C. Jordan vice-chairman have been 
exceedingly busy finishing up the business 
incident to the convention. 

The Texas Hotel, the headquarters 
for the convention gave a_ luncheon 
to and for this committee. Expression 
of satisfaction of both the convention 
committee and the hotel management 
were expressed at this time. 


Work of the Women Appreciated 


Mrs. Robert Logan as chairman and 
Mrs. Virgil Garrett as vice-chairman 
and their committees did much to make 
the convention a success in the opinion 
of the Men’s Committee. These women 
and their assistants had charge of the 
numerous entertainments that were plan- 
ned for the visiting women. Expressions 
of gratification were expressed by the 
convention chairman at the work of 
these women. A _ statement to this 
effect was also embodied in the resolutions. 


Season at Height at Hot 
Springs 

Hot Springs, Ark.—Business shows a 
decided increase as the visitors make their 
appearance at the Spa. 

Kempners’ report the largest season 
yet on sport footwear. Hundreds of golf 
enthusiasts here have accepted the new 
crepe rubber sole as an achievement in 
golf soles. 

Ike Kempner is featuring the high heel, 
cut-out oxfords in colored kid, satin and 
suede. Gray, fawn and black seem to pre- 
dominate. Whites are making their first 
appearance on the promenade. 

Since sports of all kinds occupy most 
of the tourist’s time, they haven’t time 
to read the newspaper ads—window dis- 
plays assume a most important role. 
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Changes in Business 


Current Events in Failures, Suspensions and Activities 
in the Shoe and Leather Trade 

















FAILURES 


Boston—Breger Bros., leather and findings, re- 
ported offering to compromise at 25 per cent. 
Fall River, Mass.—Myer Cohen (Cui Price Shoe 
Store) former retail shoe merchant, reported 

petitioned into bankruptcy. 

Birmingham, Ala.—United States Quality Shoe 
Stores (Nathan ol (2nd Avenue and 21st 
Street) shoes, reported meeting of creditors 
called. 

Los Angeles, Calif.—Mudgett Shoe Co. (808 West 
7th Street) shoes, etc., reported assign 

New Haven, Conn.—<Antonio Poturnicki (702 
Grand Avenue) shoes, reported petitioned into 
bankruptcy. 

Norwalk, Conn.—Skapiro Brothers (123 Washing- 
ton Street) shoes, reported petitioned into 
bankruptcy. 

Savannah, Ga.- 
Street E) shoes, reported petitioned into 
ruptcy. 

Champaign, Ill.—Snyder & Snyder, shoes, etc., 
reported petitioned into bankruptcy. 

Lester, la.—Paul Zee, shoes, reported assigned. 

Topeka, Kas.—Harry C. Schapiro, shoes, etc., 
reported priitionce into bankruptcy. 

Ge Bend, Kas.—Krause’s Smart Shop (Adam 

Krause) shoes, etc., reported assigaed. 

Ceribon Me.—Thomas W. Finnigan, 
reported petitioned into bankruptcy. 

Baltimore, Md.—Harry Schnaper, shoes, re- 
ported offering to compromise at 35 per cent. 

Detroit, Mich.—Lewis Goldstein (4421-5237 
Chene Street) shoes, reported petitioned into 
bankruptcy. 

Minneapolis, Minn.—Edwin G. Koch (314 Com- 
mercial Building) wholesale shoes, reported 
petitioned ‘ee pay 

Jersey City, N. J.—Sam Goldsmith (748 Bergen 
Avenue) shoes, reported asking general extension. 

Brooklyn, N. Y.—Hogers & Davia (1613 E. N. Y. 
Avenue) shoe manufacturers, reported petitioned 
into bankruptcy. 

Cleveland, Ohio.—Baum & Kirschbaum (4907 
Woodlawn Avenue) shoes, reported petitioned 


into + =) 
Duncan, Okla G. Spraker Midway Shoe 
reported petitioned into bank- 


Store.) shoes, 
ruptcy. 

Valiant, Okla.—A. J. Reynolds, shoes, etc., re- 
ported petitioned into bankruptcy. 

Electra, Texas.—Harris & Chest, shoes, etc., re- 
ported ar «me into bankruptcy. 

Spokane, Washington—The Bootery (Inc.) (Econ- 
omy Shoe Co.) shoes, reported assigned. 

Superior, Wis.—1. Averbook (901 — Avenue) 
shoes, etc., reported assigned. 

Montreal, P. OQ. —George A. Tieton, Ltd., wholesale 
and retail shoes, reported assigned. 


-A. 8. Nichols & Son (19 ~~ * 
nk- 


shoes, 


CHANGES 


Boston.—Ida M. Holtz (wife of John B.) shoes, 
leather, etc., filed married woman's certificate. 
Elizabeth Schwartz (wife < Jacob) shoes, 
married woman's certi 
Smith-Goodman Shoe Co. -» “Tes. .. wholesale 
shoes, recently re and 
incorporated with authorized capital of $5,000. 
Brockton, Mass.—Brockton Last Co., last manu- 
facturers, reduced authorized capital to $100,000. 
Haverhill, Mass.—Hartman Shoe Co., shoe manu- 
facturers, reduced authorized capital to $350,000. 
Lynn, Mass.—Leo Products Co., box toe manu- 
facturers, recently incor- 
porated with authorized capital of $55,000. 
Chas. O. Timson Shoe Co., shoe manufacturers, 
reduced authorized capital ‘to $35 
Worcester, Mass.—Fielstad Leather Co, leather, 
name changed to The Nat H. Hanson Leather 


Co., Inc. 
Worcester Last Co., lasts, etc., incorporated 
capital of of bt 000. 
etc., 


with authorized ca 
Santa Monica, Cali: Bootery, shoes, 
incorporated with authorized capital of $10,000. 
Chicago, Ill—Chwala & Kuliszewski (1520 w. 
Cieage avenue shoes, etc. out of business. 
Acme (1809 Thomas Street) shoes, 
incorporated with authorized capital of $40,000 
Burgess & Joseph — W. Van Buren Street) 


shoes, re: sold ou 
Ideal Baby Shoe { Co. (1101 North Robey 
Street) manufacturer of shoes, incorporated 
with authorized capital of $20,000. 
Belleville, Ill.—H a Vogel, shoes, reported sold 
out. 
Creston, Ia.—Brown & Hood, shoes, etc., dissolved 
partnershi ip. 
Gary, Ind.—Edwin Honorof (920 Broadway) 
shoes, etc., removed to Indiana Harbor. 
Bangor, Me.—-Hub Shoe Stores, wholesale and 
ey shoes, incorporated with authorized capital 
o 
nal | Mo.—Franken Harness & Shoe Co., 
harness and shoes, incorporated 2 authorized 
capital of $5,000. 
St. Louis, Mo.—Samuels & Sons Shoe Co., shoes, 
incorporated with authorized capital of $50,000. 
Asbury Park, N. J.—George E. Pearce, shoes, 
succeeded by Raymond Bowne. 
Jersey City, N. J.—The Fidelity Shoe Corporation, 
7S etc., incorporated with authorized capital 
o 000. 
Newark, N. J.—Fred Marum (llth Street and 
Springfield Avenue) shoes, succeeded by Max & 
Dave Blum. 
Morris —_~)— (652 Soring 
shoes, su led by Louis Mante' 
Stoutenburgh & Co. (pe-ees ‘Broad Street) 
shoes, etc., succeeded by Barney Taylor, Inc. 
Passaic, N. "J.—Saul Stern (30-41 3nd Street) 
shoes, succeeded by Leidorff’s Department Store. 








eld Avenue) 


Trenton, N. J.—Jose Ashton, Jr. (New York 
jv and Spruce Street) leather etc., succeeded 
by Wiley- ~— Supply Co. 
Staghemten N. Y.—Binghamton Leather & 
Findings Co., leather and findings, incorporated 
with authorized capital of $15,000. 
, leather, etc., Dp Snemnpanetes 
oe aathetteed capital of sees 
Y.—Goldberg & Notinger) (G. 


at bes «2. Bootery) (62 Manhattan te, 

p mee vartnership, succeeded by Jacob 
Notinger. 

Stanwer Shoe Mfg. Co., Inc. (34-40 Ist Street) 

, name d to Jefferson Shoe 


Mf, . Inc. 
la E. Vogel, shoe manufacturers, incor- 
porated with authorized capital of $25,000. 
New York City.—Superior Shi per Mfg. Co., Inc. 
(178 Suffolk Street) pone lnm dissolved 





& Sons, shoes, 
with authorized capital of $10,000 
Aristo Products, shoe findings, etc., incor- 
porated with authorized capital of $50,000. 
Joseph Curatolo 1 Mulberry Street) shoes, 


etc., n Ube sold ow 
Dan | Jbe Shoes, Tne. . (872 10th Avenue) shoes, 
d by Li in & Jankwoitz. 
Richard in Shoe Co., o— incorporated 
with authorized capital of $50, 
Aaron J. Friedman, Inc., oie a findings, 
authorized capital increased to $30, 
William Greenblatt (1929 a ll shoes, 
succeeded by Irving Schwart 
‘ord Cary & klin Co. (34 Spruce Street) 
wholesale leather and findings, liquidating. 

Rochester, N. Y.—W. C. Goodger, shoe manu- 
facturers, incorporated with authorized capital 
of $100,009. 

Salamanca, N. Y.—Lester Shoe Co., shoes, suc- 
ceeded by Brown Bootshops, Inc. 

Statesville, N. C.—The Kelley ‘Clothing Co., shoes, 
etc., incorporated with aut capital of 
$200,000. 

Columbus, Ohio.—Goodman’s Fair Store, shoes, 
etc., succeeded by Ralph Rosenthal. 

Reading, Pa.—E. M. Brant & Co., shoes, reported 
sold out. 

Carnegie, Pa.—Joseph York, shoes, etc., succeeded 
by Israel Gold. 

Portage, Pa.—Griest & Griest, shoes, succeeded by 

. E. Griest. 

Darby, Pa.—Hacry Miller (524 Main Street) 
shoes, removed to Philadelphia. 

Houston, Li. —Foley-Baehr Shoe Co., 
succeeded by Pat C. Foley, 

Baehr’s Boot Shop, shoes, Sp Seeepacated with 
authorized capital eof $10,000 

SS ‘enn.—Bradford & Stone, shoes, 
out 


Whitewater, Wis. ‘—Alrick & Co., shoes, etc 
incorporated with authorized capital of $14,000. 


incorporated 





shoes, 


» 











GREELEY 
BOUDOIRS 


Our styles and prices are 
always satisfactory. 
build boudior business 
for merchants. 
and prices sent promptly 
on request. 
from you. 


A. W. GREELEY .°. 


Haverhill, Mass. 





We - 


Samples 


place. 


Let us hear in the dark. 


of Circulations. 








GROPING IN THE DARK 


Time was when the purchase of advertising space was 

“blind groping in the dark.” 

of checking a publisher’s statement of circulation and 
often these figures were unreliable. 

In six years the Audit Bureau of Circulations has 
solved this perplexing problem. 
of distribution and methods this organization is able to 
suppy just the data an advertiser needs. 
is dispelled and the bright light of verified facts takes its 
Space buyers no longer find it necessary to grope 


Advertisers had no means 


By a systematic analysis 


The darkness 


There are no dark spots in the Boot and Shoe Recorder 
circulation. Our records are audited by the Audit Bureau 
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WANTED TO PURCHASE 


MISCELLANEOUS 


MISCELLANEOUS 








THE NEW YORK EXPORT 
PURCHASING CORPORATION 
596 BROADWAY, NEW YORK, N. Y. 

HONE—SPRING 9965 
WILL {SUR 
BUY IRE sTocks )CASH 


Bargains in shoes always on hand for special sales 
and bargain basements 








DO YOU CONTEMPLATE 


Retiring or going out of business? We will 
pay value for your entire or surplus stock of 
shoes. Leases aoe Ma a short term to run taken 
over. Established 25 years. 


FECHTER-OLENICK MERCANTILE 
CORPORATION 
650 Broadway, New York Tel. 0095 Spring 


CASH PAID 


for shoe stores or surplus stocks of shoes or 
for other merchandise. taken over. 
We will send a representative to investigate 
and make offer upon request 


Kalter Cerf. Mercantile Co., Inc. 


591 Broadway, New York City 
Phone Spring 5160-5161-5162 








r Reg- U. S. Pat. Off. L 


BINDS aswell as SUPPORTS | 
The Front Arch 


The common sense principle of | 
binding and supporting appeals to 
the Foot Sufferer. 


IT SELLS ITSELF 


Abov e Trade-Mark is a facsimile of de- | 
i} mon atration device we furnish you. You 
i} will be enthusiastic about it, too, when you [| 
i see how customers are attracted. Write | 

for particulars. 

me gee $28, « way 


=| Hop Yook Chg r 





Milbradt Rolling 
Step Ladders 


are made in a great many 
styles to suit all kinds 
of stores and shelving. 
They will enable you to 
get along with less help, 
save the wear and tear 
on your a - 


help the ap 
your store. Shi — fF Le 


ject to approva — sat- 
isfaction guaran 











Write for our latest cata- 
log showing 18 styles of 
ladders as well as other 
store fixtures. 


Milbradt 
Manufacturing Co. 


2416 No. 10th Street 
ST. LOUIS, MO. 

















We buy quick and pay highest cash price 
for reta‘l and wholesale stocks of shoes or 
any other merchandise. Quantity no object. 

‘or 30 years our specialty. 

Bank and mercantile reference. 


BROOKLYN PURCHASING SYNDICATE 
FRANK WALKER, Proprietor 


610 Broadway, Brookiya 
Phone Stagg 1757 

















MISCELLANEOUS 








PLAN YOUR SALE NOW! 
Overloaded? Need Cash? Our special 
money raising sale conducted at your 
store wi’. convert your stock into cash. 
Proving successful everywhere. Flat 
rate or commission basis. For general 
outline of plan, list of recent successes, 

references, etc., write or wire KING 
— SYSTEM, 134 W. 32d St., New 
or 











FAMOUS GLASS 
FIXTURES 
Shown in Catalog G. F 
Weod Fixtures 
Catalog No. 14 
Artificial Flewers 
Catalog No. 19 
Window Valances 
Ia Stoek—Ask for Samples 
Window Rugs and Plush 
Samples Sent 


The Hecht Fixture Co. 
Medinah Bldg. Wells and Jackson 





Ww 
NE ay ew ROOM Chicage 


Just East of Broadway 








Metal Shoe Fitting Stools 


and Floor 
Mirrors 


No. 141 


THE CHICAGO 
WIRE CHAIR CO. 


621 N. La Salle Street 
Chicago, Il. 


Write for 
Catalog 
and Prices 





SHOE STORE (gumume)) 
CHAIRS 
SETTEES 





WINDOW DISPLAY FIXTURES 


The OSCAR ONKEN CO. 
1181 4th St. CINCINNATI, OHIO 

















test, str lightest and most 
convenient fedes: stool on the market. 


Finished Golden Oak or 
Mahogany 
Price. ............-$3.50 each 


Carried in stock by all wholesale shoe and 
findings houses. If your jobber cannot 
supply you, order direct from us. 
MILBRADT MFG. COMPANY 
2416 N. 10th St., St. Louis, Mo. 


For thirty-five years manufacturers of 
Milbradt Rolling Step Ladders 


Bicycle 
STEP 
LADDERS 


‘are made 
in many 
styles and 
to fit all 
kinds of 
shelving. 


67 Randolph St. 
Chicago, Il. 














Do You Know? 


That you can buy it—or 
sell it—through the 


““Where to Buy’’ 
Columns 
This feature in its quick 
service is a time saver in 
meeting immediate 
needs. 
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issue: 


$4.00 $3.50 

8.00 7.00 
12.00 10.50 
16.00 14.00 


4in....... .20.00 





Recorder rates for space less than one-eighth page per 


ltime 7 times 13 times 26 times 52 times 


CLASSIFIED AND OPPORTUNITIES DEPARTMENT 


SITIONS WANTED—Four cents per word for each insertion. 
Minimum amount her 


“Want” ad 


$3.00 $2.50 
6.00 5.00 
9.00 7.50 
12.00 10.00 


Payment in advance is required, except when regular advertisers, as amounts are too small to open accounts 


4 vertisements, seven cents per word for each insertion. 
Minimum amount accepted, $1.25. 
received up to noon on Tuesday of week of publication date. W 
edvertisers desire answers to come in care of this office, twelve words 
must be allowed in each advertisement for address. When 
arded direct to their address, each word of the 
address must be counted in the advertisement and paid for accordingly. 
Answers to ads must be sent under letter postage. 


desire replies forw 


. seventy-five cents. 


Ads under this heading will be 
hen 


advertisers 











SALESMEN WANTED 


SALESMEN WANTED 





SALESMEN WANTED 











amount of sales and references. 








Will be held confidential. 


We have two territories open—western half of Ohio and the State of Indiana. Want to hire men who have been 
covering these territories, and prefer salesmen who have been selling women’s shoes. In addition to our present line, 
we will have a complete line of medium-priced welts to retail at $5.00 and $6.00. Have a very attractive proposition to 
offer, but are only interested in talking this matter over with LIVE, AGGRESSIVE WORKERS, WHO CAN POSITIVE- 
LY SHOW RESULTS. A personal interview preferred. If you apply by mail, give age, what lines you have sold, 
THE HOLTERS COMPANY, Cincinnati, Ohio. 





SA LESMAN WANTED for Missouri, to sell our 
lines of stitchdowns and leggings and McKay 
child’s, misses’, growing girls’, in connection with 
your present non-conflicting factory line. Hagers- 
town Shoe & Legging Co., Raountsen, Maryland 





rANTED—Salesman in retail shoe store. Good 

opportunity for right man. Address D868, 
care Boot and Shoe Recorder, 207 South St., Bos- 
ton, Mass. 





GALESM EN with established trade for Pennsyl- 
vania manufacturer's line of misses’ and grow- 
ing girls’ welts and McKay shoes, carried in stock. 
Good commission payments. Available territories 
are Chicago, Indiana, Michigan, Minnesota, Mis- 
souri, Tennessee. Give references when writing. 
Address D-858, care Boot and Shoe Recorder, 207 
South St, Boston, Mass. 





ALESMEN with established trade to sell on 

commission side line of high-grade, soft sole 
feather slippers. Address D-857, care Boot and 
Shoe Recorder, 207 South St., Boston, Mass. 





WANTED —High-powered salesmen only to sell 
a line worthy of representation of big producing 
road men. Fifteen styles of men’s pular-priced 
dress welts to retail at $5.00, with all the style and 
quality any well-posted retail buyer could ask for. 
n addition to these popular-priced dress shoes, 15 
styles of men’s unlined welts, medium weight, of 
retanned and elk leathers, with workmanship like 
dress shoes. Entire line has been reconstructed. 
Every style built on new ideas of the season. 
Complete line carried on Floor B to E. Strictly 
6 per cent commission basis. Some wonderful ter- 
ritories open. Don't apply unless you are a big 
roducer. Bradley & Metcalf Company, Milwau- 
ee, Wis. 


GALESMAN WANTED for Kansas and Eastern 
Nebraska to sell our lines of stitchdowns and 
leggings and McKay child's, misses’, growing girls’, 
in connection with your present non-conflicting 
factory line. Hagerstown Shoe & Legging Co., 
Hagerstown, Maryland. 


ALESMEN WANTED—Shoe salesmen to carry 
_as side line on commission basis best medium- 
riced line of spats, gym shoes, woolskin slippers, 
eather and canvas leggings. We invite replies 
from all parts of the United States. Tell us what 
territory you cover and send references in first 
letter. We pay liberal commissions and our goods 
are priced to sell. Apply The Brown Warner Mfg. 
Co., Franklin, Ohio. 








Experienced Shoe Salesman Wanted. 
To sell our general line on commission, 
either covering a large city or part of a 
state. Applicant should say what ter- 
ritory he has traveled with shoes, 
when and for whom, and amount of 
sales per annum. Give age and refer- 
ences. . W. TEDCASTLE & CO., 
Albany Bldg., Boston, Mass. 














POSITION WANTED 





Salesmen Wanted 


Experienced, commission basis. 
Our line consists of 75 numbers 
—men’s, boys’ work and semi- 
dress shoes. Are in a position 
to make deliveries. Have fol- 
lowing territories: Arkansas, 
Oklahoma, Missouri, Iowa, No. 
Dakota, So. Dakota, Minnesota, 
Kansas. Address D-866, care 
Boot and Shoe Recorder, 207 
South St., Boston, Mass. 





POSITION wanted by an aggressive married 
~ man; age 32 years; now manager up-to-date 
Chicago shoe store, having sixteen years’ shoe ex- 
perience, six years retail and ten years shoe making, 
and foreman in shoe factory. fill consider any 
proposition oaying fair salary. Can furnish best 
references. Address D-872, care Boot and Shoe 
Recorder, 189 West Madison St. Chicago, Illinois. 
GALESMAN-EXECUI 1Vik—Hustler, open for 
_Proposition with progressive manufacturer bou- 
doir slippers, regular shoe line; manage, sell; expe- 
rienced selling, advertising, production, purchasing; 
available soon. Address D-873, care Boot and 
Shoe Recorder, 207 South St., Boston, Mass. 
ONSULTINGSHOE FACTORY ENGINEER, 
“ executive superintendent, desires position 
Know shoe game men’s and womea’s from pelt to 
welt. Years of “pen in young blood. You 
cannot lose me. ddress D-874, care Boot and 
Shoe Recorder, 207 South St., Boston, Mass. 











GALESM EN wanted for Southern and far West- 
ern territories to carry a strong line of women’s 
Goodyear and hand turns as a side line on strictl 
commission basis. Address K-719, care Boot 
Shoe Recorder, 127 Duane St., New York. 





GALESMEN—Side line 25% commission, no 
samples; every shoe merchant will stock it. 
Full commission on reorders. Diana Manufactur- 
ing Co., Uniontown, Pa. . 








WANTED 


Ten Salesmen— Middle Western Ter- 
ritory. Attractive Side Line Proposi- 
tion. Men's Medium-Priced ‘ork 
Shoes—Welts. Four or Five Styles. 
Address Indiana Shoe Corporation, 
Marion, Indiana. 








Highest Grade Baby Stockings 


Immediate shipment against orders. 
Commission basis sales and mail 
orders. Samples fit your pocket. Sales- 
men selling infants’ and misses’ de- 
partments should investigate. All 
correspondence confidential. Address 
D-844, care Boot and Shoe Recorder, 
207 South St., Boston, Mass. 














9) 


Is it possible to sell shoes of un- 
usual quality in the following ter- 
ritories? If there are any Shoe 
Salesmen who think so, we want 
to hear from them. 


THE TERRITORIES ARE 
1. New York City, and State of New 
Jersey. 
2. Kansas, Missouri, Texas, and 
New Mexico. 
3. North and South Carolina, Vir- 
inia, West Virginia, and 
aryland. 
4. Illinois, lowa, and Indiana. 


THE LINES 


Two complete lines carried in stock for 
immediate shipment, consists of Ladies’ 
Turn Comfort Shoes and Men’s Turn 
Slippers, at extremely moderate prices. 


THE TERMS 
Strictly on a 6% basis—monthly settle- 
ment. Address D-865, care Boot and 
Shoe Recorder, 207 South Street, Bos- 
ton, Mass. 


























Shoe Manufacturing 
EXPERT 


My years of practical experience as a 
shoe manufacturer and my nation-wide 
contact with the trade have qualified 
me for a position of responsibility with 
some aggressive firm requiring the ser- 
vices of a practical executive. Would 
prefer to join forces with a firm making 
women’s popular-priced novelty shoes, 
as this line has always been my speci- 
alty. Best of references furnished and 
required. Address D-881, care Boot & 
Shoe Recorder, 207 South St., Boston, 














OPPORTUNITY 


TTENTION SHOE MANUFACTURES— 

Harrisonburg offers ideal location for shoe fac- 
tory. Three railroads, on the Lee Highway, 140 
miles southwest Washington. Cheap power and 
lenty of labor. New building ready for occupancy. 
awrent. J. N. T » . Chamber of Com- 
merce, Harrisonburg, Va. 

















March 24, 1923 


BOOT AND SHOE RECORDER 








STYLE MAN WANTED 


PARTNER WANTED 





STYLE MAN WANTED—Prominent Cincin- 
nati shoe manufacturer of ladies’ shoes wishes 
to engage a style man, who also has knowledge of 
shoe manufacturing and could assist in improving 
quality. Salary, $2600 per year. When replying, 
state experience fully; also give references. Ad- 
dress D-869, care Boot and Shoe Recorder, 207 
South St., Boston, Mass. 





LINE WANTED 


EXPERIENCED shoe salesman wants line of 

pular-priced women’s shoe novelties and 
staples to represent in Texas. Would also handle 
a line of popular-price men’s Goodyear welts. 
Commission basis. References. Address D-870, 
care Boot and Shoe Recorder, 207 South St., Bos- 
ton, Mass. 








WANTED 
Partner with Capital 


Well-known firm, manufacturing 
nationally-known line of children’s, 
misses’ and growing girls’ shoes, is 
open to consider a proposition from a 
sales manager with some capital who 
can take an active part in the business 
and direct sales and advertising de- 
partment. Our shoes have a splendid 
reputation, and there is a great oppor- 
tunity for busi exy i during 
the next few years. Best of references 
furnished and _ required. Address 
D-877, care Boot and Shoe Recorder, 
207 South St., Boston, Mass. 








PPORTUNITY—Small manufacturer women’s 

novelty shoes, turns or McKays, to secure 
services salesman with established trade. If you 
know how to make shoes and need somebody to 
sell them, communicate with D-880, care Boot and 
Shoe Recorder, 207 South St., Boston, Mass. 





INE WANTED—Salesman now established in 

other lines interested in carrying line women’s 
novelty turns or McKays. Price proposition for 
big trade. Good opportunity for small manufac- 
turer to develop real business. Address D-879, 
care Boot and Shoe Recorder, 207 South St., Bos- 
ton, Mass. 





SALESMAN now ‘handliag other lines, several 

years’ experience selling mail order, jobbing and 
larger department store trade, interested in con- 
necting with fair-sized felt manufacturer who is in 
position to meet competitioa. Would like output 
proposition. Address D-878. care Boot and Shoe 
Recorder, 207 South St., Boston, Mass. 





V TANTED for Chicago and Wisconsin a popular 
priced line of Eastern-made men’s or women’s 
shoes to retail at $4.00 or $5.00. Can furnish A-1 
references. Address D-871, care Boot and Shoe 
Recorder, 189 W. Madison St., Chicago, Illinois. 





LINE WANTED—Salesman covering New Jer- 
sey for past nine years, looking for a line for 
above State. Am a hustler and can furnish best 
of references. Address K-724, care Boot and Shoe 
Recorder, 127 Duane St., New York. 





ILK HOSIERY line wanted for New vannag ben | 
a shoe salesman. Address K-725, care t 
and Shoe Recorder, 127 Duane St., New York. 





GALESMAN with large following in the South 
would like to connect with manufacturers of 
stitchdowns and felt slippers. Address K-726, care 
Boot and Shoe Recorder, 127 Duane St., New 
York. . 





WANTED —For Northern New Jersey, line of 
boys’ and girls’ Goodyear welt shoes. Reliable. 
Address K-723, care Boot and Shoe Recorder, 127 
Duane St., New York. 





WANTED —Line of Misses’ and Chil- 
dren’s Welts—popular prices—for State 
of California. Salesman covering 
state for past eight years. Address 
D-854, care Boot and Shoe Recorder, 
207 South St., Boston, Mass.- 











FOR RENT 


FoR RENT—A basement storeroom in a depart- 
ment store, suitable for running a bargain shoe 
department. Will rent only to responsible party. 
E. L. Marks & Co., Mansfield, Ohio. 











TO LEASE 


Hi'GH-CLASS established specialty store in Fort 
Worth, Texas, has desirable space to lease for 
shoe department. Address communications to 
Joseph Gans, care of The Vogue, Fort Worth, Tex. 











FOR SALE 


VOR SALE—One No. 22 progressive finisher 
with motor, one champion skiver, and one 
American sole cutter; all in good condition; will 
sell at a bargain. Address D-875, care Boot and 
Shoe Recorder, 207 South St., Boston, Mass. 








YR SALE—Most attractive, up-to-date shoe 

store, in best business street in town of twelve 
thousand population, in Southern Michigan. Ad- 
dress D-876, care Boot and Shoe Recorder, 207 
South St., Boston, Mass. 


HOE STORE in thriving Virginia city. Twenty 

years’ reoutation selling good shoes; practically 
all cash. Owner now wealthy; will retire. Twenty 
thousand stock; can cut to twelve thousand with- 
out injuring business. Practically no old stock. 
Rent very low. This is an opportunity. Address 
Franklin & Outten, Norfolk, Virginia. 








WANTED TO PURCHASE 


SHOE STORES 
BOUGHT FOR CASH 


Leases taken over 


DAVE KOCH -- 908 Putnam Avenue 
Brooklyn, N. Y. Tel. 3225 Bushwick 














Two high-powered salesmen 
are opening offices in the Chi- 
cago wholesale shoe district, 
and are open for several lines 
that wish to be represented in 
the following States: Illinois, 
Iowa, Nebraska or surrounding 
States. What have you to offer? 
Address D-867, care Boot and 
Shoe Recorder, 207 South St., 
Boston, Mass. 











CASH PAID 


for entire shoe stocks or surplus stocks of 
shoes or other merchandise. Any quan- 
tity. Prompt attention given. 


KIRSCH-BLACHER CO., Inc. 
293 Church St., New York, N.Y. 
Phone Canal 0679 








HIGHEST CASH PRICES PAID 
for entire shoe stocks. We also buy your 
surplus or slow sellers. Quantities no object. 
Retail or wholesale. Short term leases taken 
off your hands. Wire or phone us. Corre- 
spondence confidential. Established 1890. 
MAX GLAUBERG 

52 Lispenard Street, New York City 
We also purchase clothing, hats. furnishing 
goods, etc. Phone Canal 9633 
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No. 9496 X---the Symbol of Faultless Style, 
Perfect Fit and Long Wear 





One of our most popular lasts and a ready 

—and on the seller to any woman who appreciates the value of 

eames lost a trim had the i quality of fine 
materials and expert craftsmanship. 

Number 9790 X Made on a semi-combination last (ball meas- 

in a rich deep brown kid. urements 114 widths greater than that of the in- 

step), it laces apart over the instep, hugs tightly 


As attractive a bit of 
feminine footgear as you'll under the arch, fits snugly around the top and 
fad in a day's journey. allows ample room in the forepart. 
Sune. ube and dein on Paris kid on a long-wearing flexible welt sole, 
9496 X with a 134 inch military heel. Perforated kid 
tip, Blind eyelets, Kid quarter lining and a solid 
sole-leather counter, which holds the original snug- 
fitting heel lines to shape through thick and thin. 
In stock: Ball widths AA-A, 3 to 9; B-C- 


D, 2% to 9 
$5.35 


Stamped to show both ball and instep meas- 
urements. 
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J. J. GROVER’S SONS CO. Lynn, Mass. 


Established 1865 


Soft Shoes for Tender Feet 
BOSTON OFFICE CHICAGO OFFICE 
NEW YORK OFFICE Kesner Building 


5 North Wabash Avenue 


Little Building 
Marbridge Bidg., 47 W. 34th St. 
corner Madison 


80 Boylston Street 
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In Stock NE 


The Pacer, No. 26, genuine white buck, 
imitation brogue tip and heel foxing, 
white ivory sole and heel . $7.50 (- 

The Corine, No. 54, black satin double o 
cross strap, turn sole, Spanish heel 
‘$6 ae $8.00 

The Myra, No. 55, white kid cross strap, 
turn sole, Spanish heel, specially — 
priced . . . $8.00 > 

The Mildew, No. 56, white Texelect 
cloth sandal, turn sole, Spanish heel 
7 ie es $6.50 
No. 61, red kid sandal, turn sole, B 
Spanish heel. . . . $9.00 a 

\ No. 57, white Texelect cloth sandal 
The Myra with Cuban heel, turn sole, covered 
Cuban heel .. . $6.50 
No. 58, black satin sandal, turn sole, 
covered Cuban heel . . . $7.50 Gy 
No. 64, red kid sandal, turn sole, cov- 
ered Cuban heel se $9.00 \ 

The Priscilla, No. 1095, patent leather 
cross strap sandal, light welt imitation | 
turn sole, celluloid Cuban heel $8.25 eS 


The Cuorine 





Ihe Mildew 








The Priscilla 


I. MILLER & SONS 
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CHERRY CALF 


$4.65 


10X 


IN STOCK 
B-C-D Widths 


THE UNIVERSAL FAVORITE 


This style leader appeals. Everybody admires it. 
Many of the best stores are finding it their most 
popular spring oxford. Quantity re-orders prove it 
a ready seller. Whip last. Gable edge. Wingfoot 
heel. Mail your sizes today. Geta quick turnover 
and make more money. 


MARION SHOE CO. 
MARION, INDIANA 


SS] WESTERN QUALITY |E4E 
= es’ 
4] EASTERN STYLE 
we 


The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 





March 31, 1923 BOOT AND SHOE RECORDER 5 


SOOT OTE UU UN UUUUUUUUUUUUUUUUYSUUEY. 





Selling Two Million Convincingly Is Better 
Than Selling Ten Million Half-Way 


E are selling the two million women who read 

the Ladies’ Home Journal every month in the 
most convincing way possible because Mary Lee has 
actually enlisted their cooperation in determining 
what shoes are wanted. We are making those shoes 
and offering them to you with a demand already 
created for them. 





Some Lists Are Impressive 


We are not scattering our ammunition breadcast. This great magazine is carrying 
Mary Lee’s message month after 


We are concentrating our fire to sell every reader month into over two million 
f th 9 ° ° m ld homes. Here are three numbers 
of the greatest woman’s magazine in the world. already in demand—your best 
Thousands of them live near your store and these trade will want them. 

thousands have expressed a definite wish for the 


very shoes illustrated in this advertisement. 


Your Very Best Customers 
CALVERT 


These women are your very best customers—the Zito eeteun coe seven contes, Plant 
substantial, home-owning, income tax paying mem- 
bers of your community. Theirs is the trade that 
will make your business. They have asked us to 
make the shoes that we are offering you. Can you 
hope for merchandise with greater possibilities for 


quick turn-over and sure profit? = CARROLL 
White Bermuda cloth oxford. Goodyear 
welt, 12/8 military heel. 


Quality Shoes for Women to retail for $5 and $6 


HARRISBURG SHOE MFG. CO. 
HARRISBURG, PENN. 


New York Boston San Francisco Black Skinner's eo - 
127 Duane Street 183 Essex Street 141 Drum Street Flexible "McKay, 14/8 Baby Louie cov. 
ered heel. 











© 1923, Harrisburg Shoe Mfg. Co. 
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Getting'a Good Start 
\for a Good Season 








Two BRENNAN Shoes that bid fair for leadership in sales. Appealing 
and distinctive in appearance—with lasts and leathers in the latest trend 
of fashion—a quality and fine finish that lends an air of luxury to these 
popular priced shoes. For we've kept up the quality and held down the 
price to allow you a substantial margin of net. 


Our salesmen are visiting ‘round. They have some interesting examples of 
BRENNAN Quality at prices that will appeal to you. Now is the time to consider 
your needs for fall. 


Illustrated above—two models for Summer 
or Fall. Four weeks delivery. 


Tony Red Calf No. 5 Foxed Bal. Katon Last. Tony Brown Calf Square Wave Oxford. Katon 
Heavy Single Sole. Goodyear Wingfoot Rubber Last. Heavy Single Sole. Goodyear Wingfoot 
Heel. Rubber Heel. 


' ards na 
ich 2 Bren 2 


Manufacturers of 


163 ESSEX STREET MEN’S FINE SHOES anne 


SHOES FOR YOUNG MEN Main Office 
siaieinaas Glennie AND MEN WHO KEEP YOUNG essen. tenien. 


MARBRIDGE BUILDING 


~ "Fhe Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. — 











March 31, 1923 BOOT AND SHOE RECORDER 























suet SiS Ds System 
; Standard 


ce VER: 
\nwe= Ss ONS aN oe 





\ y, 
\N World 4 
_ = s 
% A 

Suse 


(aE NS 


aman: 
REG. U.S. PAT. OFF. 





Our Famous “48” Pattern in Four Most 
Attractive L eathers 





CHILDREN 
LOVE 
THEM 


PARENTS 
ADMIRE 
THEM 








No. 4348—Smoked Bearhide Vamp and Quar- No. 4848—Smoked ‘ Bearhide Vamp and 
ter, Mahogany Calf Golf and Back Quarter, ; Patent Golf and Back 
Stay Bal Oxford. Stay. 


12 -2 Heel, c-D a 12 
8% pans & Heel, c-D _ 81 

-8 §S. Heel, D-E 7 5 
2 + Heel, E. 2 


Pay Heel, Cc-D. 
-11148 Heel, 5 
8 
- 5 


S. Heel C-D 
S. Heel KE 


N Calf 
> Sa ae 1. No. ee, Leather Golf Bal Oxford. 
l, c-D $2.85 


“4 6 . ' - ee! 
fant | 6S. Hoel WOK. ccnee ae "Beal S. Heel, C-D 2.50 
. 5-8 S. Heel, D-E ‘11 alas 


Vacation Days Will Be Here Before You Know It 


Now is the time to stock up on Vacation Footwear. Our No. 48 
pattern is one of the most attractive of our Kewpie Twins line and 
is the ““Summer Shoe for Children.”’ 


STOCK DEPARTMENT 
Manufacturers of NATIONAL PARK Footwear 


THE JUVENILE SHOE CORPORATION 


OF AMERICA 


MANUFACTURERS 
CARTHAGE MISSOURI 





“The Quality Is Higher than the Price”’ = 
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Advance Orders for Fall and Winter 
Assure a Continued Steady Demand for 


TONY RED CALF 


Reg. U. S. Pat. Off. 


It is very evident that TONY RED has 


become an established staple in leading shoe 
factories and retail stores throughout the country 


TONY TAN 


TONY BROWN 


are in constantly increasing demand by large 
city and college community stores 


Creese & Cook Company 


SALESROOMS hi FA OS TANNERIES 
95 SOUTH ST., BOSTON hy N [DANVERSPORT, MASS. 


P. A HENRY & CO. tts ad| SAMUEL WOLFENSTEIN 
706 Broadway, Cincinnati, O. 39 SPRUCE STREET 
LeatherTrades Bidg., St. Louis, Mo ON we NEW YORK CITY 
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The man’s shoe 
with a real chassis! 


A shoe with an unusual appeal to men — 
the real chassis. 


A shoe that has genuine advantages for 
men — because of this chassis. 


A shoe that builds business and holds it — 
because of the exclusive features of this 
chassis. 


Such is the Arch Preserver Shoe for Men. 
Its finely built chassis carries the weight 
of the body easily, comfortably, without 
the slightest strain on the foot arches. 


The Arch Preserver Shoe provides a correct 
walking base for the outer margin of the 
bottom of the foot — supports the foot 
where support is needed, yet bends freely 
at the ball, the only place where the foot 
itself bends! 


The arch simply can not become strained, 
nor the shoe itself misshapen, because of 
the concealed, built-in anchored bridge. 


The Arch Preserver Shoe keeps men’s feet 
free and unhindered — healthy and vigor- 
ous. No other shoe can give such perfect 
comfort and foot happiness, because no 
other shoe can have the exclusive, patented 
features of this shoe. 


Further, the good style in every pair of 
Arch Preserver Shoes makes them compar- 
able in appearance with the highest grade 
of shoes. They sell on good looks and 
quality; they give satisfaction and create 
good-will on their keeping the feet well 
and comfortable. 


A shoe so obviously superior must mean a 
more valuable selling franchise. 


You must be interested in the Arch Pre- 
server Shoe — if you really want to secure 
the greatest amount of business from your 
community — and hold it. Let us hear 
from you. 


Sixteen styles carried in stock for immediate delivery, 
thus making unnecessary a large investment of capital 


E. T. WRIGHT & CO., INC. 
Rockland, Mass. 


ce 


SHOE With THE REAL © 


4a 


Makers of the ‘Just Wright" 
Men's Fine Shoes since 1876 


THE 


ARCH PRESERVER 


SHOE 


“KEEPS THE FOOT WELL” 


This Trade-Mark {fs 
found +? the sole ne 
lining of every genu 
Arch Preserver Shoe. 
There are seven patents 
embodied in Arch Pre- 
server Shoe construc- 
tion. These are vested 
solely with E.T. Wright 
& Company, Inc., Rock- 
land, Massa chusetts, for 
the making of men’sand 
boys’ shoes, and with 
The Selby Shoe Com- 
ny, Portsmouth,Ohio, 
for the making of wo- 
men’sand misses’ shoes. 


Tie your store to 

this advertising 
You'll see the Arch Pre- 
server Shoe advertised 
in The Saturday Evening 
Post, Century, Harper's, 
Scribner's, World's Work 
Review of Reviews, Alt- 
lantic Monthly regularly 
all this year. Big space 
and interesting cop 
that will help you se 
the shoe. Ask about the 
numerous dealer helps 
we offer to enable you 
to tie your store to this 
advertising—newspaper 
electros, booklets, fold- 
ers, display cards, etc. 
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SULTANA 


A SMOOTH FINISHED LEATHER IN 
A MEDIUM BROWN TONE, POSSESS- 
ING A FINE GRAIN AND A REMARK- 
ABLE UNIFORMITY OF COLOR. NOW 
BEING USED BY MANUFACTURERS 
ALL OVER THE WORLD IN THE 
LATEST MODELS OF MEN’S AND 
WOMEN'S FINE FOOTWEAR. 








WX ZAIN TAM LAMA LAS TAINS PANS 





Made in Milwaukee Sold all over the World. 


Lede a's 














‘PFISTER & VOGEL | EATHER Co. 


MILWAUKEE,WISCONSIN,U.S.A. 
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HEEL HUGGERS 


A Complete Line of Fashionable Footwear 
Fashioned to Fit 
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**Not a Heel Hugger” ‘A Heel Hugger” 
It gaps-even though it is Can be worn without 
laced tightly being laced 


Do not confuse Heel Huggers with orthopedic shoes. We don’t 
claim they will correct foot trouble. But we do claim they are 
stylish shoes that will fit snugly at the heel and ankle. And 
furthermore, they will retain all their stylish lines, because they 
will not slip at the heels nor bulge at the sides—They can’t. 








PaaS SSR USSR UE 


f 








Now Closing Agencies 


UTZ & DUNN CO. 
ROCHESTER ~NEW YORK | 


DENVER OFFICE NEW YORK OFFICE LOS ANGELES OFFICE 

218 Charles Bldg., Denver, Colo. Bush Terminal Sales Building 209 F Site. fae haan Cet 

TIGER & McNUTT 130-132 West 42d St., Room 1521 e gh a x corm ‘ 
Representatives S A. McOMBER, Representative a iti eiatacaailal 
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3W’s LENOX 


Shoes for Misses and Children 


Hand Turn 
No. 6441 


Child’s instep strap patent chrome turn 
7066 3-8 D&E $1.35 no heel 
7067 1-5 D&E 1.25 no heel 
6441 814-11 1.75 Spring heel 


IN STOCK 


FOR 
Immediate Shipment 


You will need these num- 
bers to replace the holes in 
your stock after the Easter 
rush. 


Patent Chrome, Instep strap en WEIMER, WRIGHT & 
™ WATKIN CO. 


” $1.75 
1.95 Spring heel 

35 South Second Street 

PHILADELPHIA - - 


No. 6535 


1.95 rubber heel 

2.15 rubber heel 

2.60 rubber heel 

ippinlast 2.10 rubber heel 
(Narrow Toe) 


PA. 


No. 6520 


Patent Chrome 


Cut Out 


6521 844tol 


1 D&E 
6520 Il44to 2 D&E 


No. 6360 


Nut Brown Calf, McKay, Oxford, Lenox last 


6363 58 E* $1.80 

6362 844-11 D&E 2.00 Spring heel 
6361 8%-11 D&E 2.00 rubber heel 
6360 1114-2 D&E 2.20 rubber heel 
4723 2%46 C,D,&E 2.75 rubber heel 




















KAOOOP JIT TI Eero 4c Whitman 22 seamen enema SEO BePPPEe aaeeee 
PROFITABLE MERCHANDISE for YOU 


GALLUNYS No. 


Here is our “Fenway” last, No. 
170, five rows stitched tip, vamp, 
lace and top. Invisible eyelets. 
Heavy single sole. Wingfoot rub- 
ber heel. Sizes 7 to 11, A; 6 to 
11, B; 5 to 11, C and D. 


READY NOW! 


PRICE $6.00 


Teams: 2% 10, 
Net 30 Days 





11 TAN RUSSIA CALF OXFORD 


WHITMAN & KEITH CO. 


BROCKTON (CAMPELLO STATION) MASS. 




















mi ise Ce 
SLA SPECIAL. 
Ligh Grade Shoe 
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Patent Morning Glory, Goodyear 
welt, 


Good Morning Glory 


Our New Cutout Pattern for 1923 


Just as last year our Dearie pattern proved the one 
best seller of the year, so now at this early date 
our MORNING GLORY shows itself to be © 
a worthy successor and the right style for 
the summer of 1923. 
We shall carry the Morning 
Glory in stock; deliveries will 
start April 15th in ac- 
cordance with the 
date of order’s 
receipt. 


Get 
Our New 


No. 516—Price $4.15 Summer No. 517—Price $4.15 


Catalo 

g Levor White Kid Morning Glory, 
Belmont last, 8-8 Rubber Goodyear welt, Belmont last, 8-8 
White Rubber heel. 


AA to D AA to D 





Thomson-Crooker Shoe Co. 


18-26 STATION STREET 
Boston - - - Mass. 
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---COLORED KID.--- 








DISPLAY 
CREATES 
SALES 


L / 








RED + GREEN +-- BLUE 


The chief style factor of the Post Easter season. 


We show it here in an exclusive model that has 


appeal of 


Exclusiveness 


of line as well as material. 


and Beauty 





DEGEN-LIPP, Inc. 


Factory 
133-143 Floyd Street 
Brooklyn, N. Y. 


Makers of 


Women’s Best Turn‘Footwear 


Showroom 
607 Marbridge Bldg. 


New York City / 
{ / 


f 

















IN STOCK | 


Fad 


**Marguerite’ 





Black Satin One*Sttap, two rows 
und quarter, 8-8 


Price $4.25 


No. B355 
black silk braid on vamp 
Military heel \, B, Cpwidths 





REPRESENTATIVES 


Geo. H. Lewis, - South 

Gene Ricker, - Boston Office 

E. J. Williams, - Chicago, II. 
189 West Madison St. 








HIGH GRADE CONSTRUCTION 
SOLE LEATHER COUNTERS 
SILK FRENCH CORD 
UNIFORM QUALITY 


bi 


Helena” 
No. B330— Patent 2-Button One Strap. Fancy 


Gray stitching, 14-8 Spanish Louis heel. A, 
B, C widths.. .... Price $4.50 


STRAP 


SATIN 
PATENT 





Terms, 5% 10 Days 








“Nita” 


No. B360—Black Satin One Strap. Black 
suede collar. Satin inlay, 14-8 Spanish Louis 
heel. AA, A, B, C, D widths Price $4.60 


Safe and Satisfying 
Styles for Spring 


Watch for later announcement of Whites and 


other styles to be added 


to our In Stock lines. 


COLLINS & STAPLES 


Boston Office 
83 Essex Street 


HAVERHILL, MASS. 


Factory 
118 Phoenix Row, Haverhill 
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The Most Popular Smooth Leather 
in the Most Popular Shade 


Smooth calf is in strong demand. Smooth calf should be 
truly smooth, over its entire surface. There are 
varying degrees of smoothness in this class of leather of 
different makes. RUEPING’S SEMINOLE CALF is 
everywhere recognized as the smoothest. It is exceed- 
ingly close pored and has a delightful mellowness of 
feel which confirms the instant impression of quality 
which it makes to the eye. 


As to color—Rueping’s Ruby Red is on the crest of the 
wave of popularity. Rueping’s No. 35 Mahogany is 
another shade in high favor just now. 


You’re welcome to a color card and 
a list of prominent shoe manu- 
facturers cutting RUEPING’S 
SEMINOLE. 


FRED RUEPING LEATHER Co. 


FOND DU LAC, WIS. 


Branches: Boston Cincinnati Milwaukee 
St. Louis New York Chicago 
{an Francisco Montreal Northampton, England 
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Owing to the fact that our 
workmen labor under excel- 


No. 146—$2.00 lent conditions and that we No. 162—$2.15 


can produce good comfort Kid Oxford, Leather Quarter and Sock 


Kid Two Strap Sandal, Galoon Bound, Lining. 8-8 Wingfoot Rubber Heel. D to 


Leather Quarter and Sock Lining, 12-8 footwear economically we 
Wingfoot Rubber Heel, C, D, E. , . 
ty offer TWENTY-ONE IN No. 164—$2.15 
STOCK NUMBERS at Same as above only in Plain Toe, D to EE 
moderate prices. 


dic 


Look over the styles shown 
on this page. It would be 
hard to beat our proposi- 
tion. Better get in with 
the profit-getters now. 


No. 145—$1.95 In Stock Catalog for Spring No. 165--$1.80 


Kid One Strap Sandal, Galoon Bound. 7, : Kid Sandal, No Box in Toe, Kid Quarter 
Leather Quarter and Sock Lining, 12-8 ready. Where shall we send it? and v4 Lining, 7-8 Wingfoot ubber 
Wingfoot Rubber Heel, C, D, E. Heel, C, D,. E. 


21 Styles || MISTWOLD COMFORT SHOE CO. | 21 Styles 
In Stock RAYMOND, - - - NEW HAMPSHIRE In Se 


: 
= 


PHOT LULL LE 








McKAY INSTEP STRAPS—Plain Toe McKAY OXFORDS, STRAPS and 2 STRAPS 
RUBBER HEELS 5-8 8%-1111%-2 2%-8 RUBBER HEELS 5-8 8%-1l1 11%-2 2%-8 


Gun Metal Instep Strap, zie Gun Metal oz. wide toe wedge 1.15 1.40 
wide toe, wedge 1.05 1.25 un Me x., wide toe F 
Gun Metal Instep Strap, 1200 Gun Metal Ox., English toe 
wide toe 1.25 1.40 Patent Ox., wide toe, wedge 
202 Patent Ox., wide toe 
1202 Patent Ox., English toe 


- Mahogany Ox., wide toe, wedge 
edge . . ™ 204 Mahogany Ox., wide toe 
Patent Instep Strap, wide toe - 2 A 1204 beter Ox., English toe 


Patent Instep Strap, English toe 
216 Black Kid Ox., wide toe, wedge 
206 Black Kid Ox., wide toe 
Mahogany Instep Strap, wide 1206 Black Kid Ox., English toe 
tos, wedge Nut Brown Ox., wide toe, wed 
Mahogany Instep Strap, wide toe . 45 1. 208 Nut Brown Ox., wide toe ¥e 
Mahogany Instep Strap, English toe is i 1208 Nut Brown Ox., English toe 


= 
* 
é 

—— 


Patent Instep Strap, wide toe, 


_ 
& 
-—— 


_ 

& 

' 
hd aE = = = ee = 
33 88 S88 RR & 


Black Kid Instep Strap, wide 

toe, wedge 1. 
Black Kid Instep Strap, wide toe 1. F MEDALLION PERFORATED 
Black Kid Instep Strap, English toe 4 





STITCHDOWN 


5-8 84-11 11%-2 24-8 
Pat. One-Strap— Wedge 1.20 1.40 » 
Rubber Heel 1.40 1.60 
English Toe,’ Rubber Heel 
Pat. Two-Button—Wedge } 
Ri Heel 
* English Toe, Rubber Heel 
Mahogan er Wed 
ogany p— Wedge 
English Toe, Rubber Heel 


Pat. Two-Stra 
English 


— 
— 


~ 

a 
5 

et 








. . 
32 3 
_— 


. 802 Tan Grain Sandal 
70 80. .90 


—— 
. 














~ 
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Hagerstown Shoe & Legging Co., Inc. 
HAGERSTOWN, MARYLAND, U. S. A. 


“— 


coo freer SES PPP 
~~ 


88 $38 S88 SSE 


at 


p—Rubber Heel 
Toe, e, Rubber Heel 
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The Head of a Great Sporting 
Goods House Invited Us 
To His Office 

















After a few preliminaries, he 
informed us that his experts 
had made exhaustive tests of 
all sorts of soles made from 
crepe rubber and had adopted 
RAJAH as their standard. 


The creed of this house is 
“quality ahead of price 


always.” They seek sure satis- 
faction of their customers. 


They selected RAJAH because 
they were satisfied that it 
excels in giving that service and 
that comfort which every 
article sold by this company 
must render in the fullest pos- 
sible degree. 


Genuine Rajah Soles are 
branded with this marko 


AR 


Do Not Jua ah Soles 
by amy which do rot bearil 


ALFRED HALE RUBBER CO, 


ATLANTIC, MASS. 


Founded 1837 
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Famous Walk- Overs. 
for Men 


The MANHATTAN 


An old favorite—as popular today as 
25 years ago. 


The RESTOE 
Standard English—broad shank, flat 
heel. 


The PERFECTOE 


Conservative standard toe, with thor- 
oughbred lines for thin instep and heel. 


THE DOC 
A broad five-toe last—dressy and 
dignified. 


The NORFOLK 
Shapely modified high toe with low 
heel. 


The SCOUT 
Our popular high toe. 


_ The ARCHFIT 


A ‘‘combination last’’ with conserva- 
tive round toe. 





STANDARD STYLES 





“Buy-WORDS’ 


Always in Season 
Always in Stock 
Never out of Sizes 





AMOUS WALK-OVERS have been playing an im- 










portant role in the development of better—more th 
profitable shoe business. tr: 
Thoughtful merchants are today realizing the necessity Ww 
for these standard styles. Styles that for years have been In 
realizing a full gross profit on every pair—moving constant- W 
ly and steadily out of inventory—filling the widest range : 
of consumer requirements. No loss from small left-over — 


broken lots or confused stock, for Famous WALK- 
OVERS are always obtainable immediately from our 
stock—complete in every style and size range. 





U 


TRADE MARK 


Geo. E. KerrH Company 


CAMPELLO~BROCKTON 
Mass. U.S.A. 
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THAT HAVE BEEN 
FOR YEARS 


Continuous TJurnover 


Never marked Down 
Always Profitable 


Acquaint yourself with Famous WALK-OVERS and 
the in-stock facilities of our Department Six. Concen- 
trate on these steady staples—Cash in on these models 
which are the foundation of the enormous WALK-OVER 
Industry and the attribute of prosperity for thousands of 
WALK-OVER Dealers. 

Firmly impressed in the minds of millions of people for 
half a century—WALK-OVER Quality continues to at- 
tract Men and Women to WALK-OVER Stores. The 
WALK-OVER trade-mark on shoes is unqualified assur- 
ance of a uniform high quality that will return a good will 
profit of inestimable worth. 


















REGISTERED 


3oo Styles in Stoch- Ready to Ship 


CAMPELLO and ST.LOUIS 
DEPARTMENT SIX 
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Famous Walk-Overs. 


/or Women 
The SOLACE 


For big joints. Extra ball room, with 
snug fitting heel. 


The PRINCESS PAT 


The world’s biggest-selling women’s 
last. 


The CANTER 
Stylish toe with I 1-2 in. heel—blend- 
ing grace with comfort. 
The CHUM 


The kind that mother used to take, but 
strictly up to date. For old or young, 
with style and fit for both. 

The CUBIST 


Sporty, Blue Ribbon winner. 1 in. heel. 


The DOMINO 
A walled toe with grace of line that 
ae it apart from the ordinary. I 1-2 in. 
eel. 


The RELIEF 


Close fitting heel—extra size ball and 
instep—real modern style toe. 





SANE SE WORE NO '9e 


DEAE DNO SES 


> 
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LINE FOR LINE 
THE; BEST IN THE SELLING END : I . 


- dl 








1.0 On & & tp ae ©. O71) B 


“Playboy” 


Sport and Outdoor Wear 


No 621 


Goodyear welt, smoked elk uppers, lace- 
to-toe pattern, no lining, single chrome 
sole, wedge heel. 

In Stock—C, D and E widths. 








A clean-cut flexible shoe for sport and outdoor 


wear, and— 


the secret of their “customer approval” lies in 
the fact that they are made with a thorough 
understanding of the uses and expectations of 


a shoe of this kind. 


A shoe made for a purpose that fills every ht Five Ete ie pe Teople Last 
ou can meet requirements. 


possible demand. _ Rueping’s upper leather, J. D. Nielson & Co’s. 
prime cut soles and Dryden Double-Wear 
Rubber Heels used on all Teeple Shoes. 
We shall be glad to submit samples. : Siesta 

about April 2/st. Orders received 
now put on preferred deliverey list. : 


Witchell Sheill Co. | || TEEPLE SHOE CO 


WAUPUN~WISCONSIN_ || 





waar 


ies 


MFRS. 
Boots, Outing and Athletic Footwear 


DETROIT, MICHIGAN 
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NO. 701 
IN STOCK - AA toD 


$6.00 


Gun Metal Calf. Hand Turn. Suede Calf Collar and Strap. 


NMA 


MMT 
i} 1} 
1H} 


Lom 


ANA 


NO. 702 
IN STOCK - AA to D 


$5.00 


Same as above in White Fabric with White Kid Collar and Strap. 


| 
| 


CON 











AIA 


Ask for our Spring Catalogue of New La France 


I 
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FAH }} 
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Williams, Clark and Company 


i 
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High Grade Women’s 2 Our Egyptian 
Footwear © se Se 
os i Sandals 


In Stock Now 


Twenty-four popular sellers. If you 
have not received our catalogue, and 
are interested, would be pleased to 
mail you a copy. 


In Tut and Isis pattern are the last 
word in exclusive designs in straps, 
in all combinations and colors. All 
the rage for 1923. Don’t fail to have 


our salesman show you our variety. 


























A Mark of Quality 


No. 302—Black Calf Oxford, Tailor Stitched— 
Sally Last—8-8 Heel, Rubber Toplift—AA to D 
$5.00 No. 434—Black Boarded Calf Oxford—Long 


No. 301—Same as above in Victoria Brown Calf. Wing Tip Hazel Last—10-8 Heel, Rubber Toplift 
$5.00 —AA to D $5.25 


IN STOCK NOW No. 430—Same as above in Victoria Brown 
Calf deh $5.25 
IN STOCK NOW 








Stock No. 120—Sunset Brown Calf Sport Ox- 
—y Clico oe rubber sole and heel, Francis 
ast. - 


IN STOCK NOW 








We are now showing over 
one hundred exclusive 
patterns in light weight, 
high grade welts for 


women. Novelties. 
No. 623—Patent Leather Two-Strap Pump Straps and Sport Shoes. ry. i 350—Patent Tut Sandal. Sally A 
Phillis Last, 14-8 Heel, AA to D. Price. $5.25 No. 351—Same in Coffee Elk $5.00 
No. 624—Same style in Surpass Black Kid. . $5.25 No. AA- 


_IN STOCK NOW D. $5.25 


Egyptian Sandals will not be ready for delivery before 
latter part of April, and through May and June. 


CROOKER & MORSE, Inc., Bridgewater, Mass. 


BOSTON SAMPLE ROOM, 183 Essex St., Room 501 
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Re eral 


A SOCK THAT YOUR SALESPEOPLE LOVE TO SELL 








—_—-— 





Our CNo. MG/5 etc., has six big; 
talking points. 


1~A tough, springing cuff —A scientifically propor- 
top that holds fast to little tioned leg-length for each 
legs without binding. size of foot. 


~ "Onyx Dub-L-Wear” 5 ~The whole foot is knitted 
label that means exactly four threads strong. This 


what it says. ee la It comes in Black, White, Cordovan, 
3-Choice, extra fine gauge 6—The “Onyx” stamp on Russia-calf, Champagne, Putty, assorted 


mercerized lisle through- the toe has been a guar- Greys Camels and Romper Blues. 
out—crisp and strong as antee of quality for thirty 


only good lisle can be. —_—years. Sizes 6—10; /% doz. boxes; per doz. $3.90 


New York : Chicago : Philadelphia : Boston : Buffalo : Los Angeles : San Francisco 





FM No. R 2364 


AtoD $3.60 
Sport Strap Pump 
R 2364 White Polar Kloth, Turned, 


Patent Leather Trimmings, 
NED Wee cccccccceses $3.60 


No. R 2357 AtoD $3.10 
R 2357 White Polar Kloth, Turned, 
Junior Louis Heel Das 16 
R 2449 Same Style, except 
Cloth, Military Heel... ... 


The Nationally Advertised Lines 


(Manning 
“Meadow-Brook” 


White Shoes 


EXIT EASTER, ENTER SPRING 
AND SUMMER! 


Are you ready for the steadily increasing 
White Shoe demand? 


Send in your orders at once for prompt 
shipment from’ our large stock on the floor. 


Keep your shelves full and secure your 
share of thist permanent and profitable 
business. 


OUTING SHOE COMPANY 


STOCK DEPT. 
530 Atlantic Ave., Boston, Mass. 


Factories at Haverhill and Worcester, Mass. 


For a complete line, use our new Spring 
Catalogue which has been mailed you. If 
not received, please write for it. 


e 


No. R 2395 AtoD $3.60 
Sport Oxfords 


R 2395 White Meredith LKloth, 
Turned, Black Kid Trim- 
mings, Military Heel 

R 2394 Same, except Tan Trimmings. 3.60 


No. R2205 AtoD $3.10 
R 2205 White Polar Kloth, Turned, 


Low 1 
R 2014 _ Same Style, Other Grade... 2.35 






































Broadway at 29th St 











The Breslin’ offers this: 








at rates in mo way excessive. 


nections in the hotel. 


by any New York house. 


If he's a Shoeman—look for 
him FIRST at The Breslin 











EDWARD C. FOGG 


_MA NA GING DIREC TOR 





A thoroughly modern, fire-proof house. 
A large number of nicely appointed rooms— 


Restaurant service and a cuisine unsurpassed 


Try the Breslin—with complete confidence. 


WARREN M.GOODSPEED 


RESIDENT MANAGER 


Te Breslin 


WEW YORK CITY 


Next Time — Why Not Stop At The Breslin ? 


A location in the heart of the business and 
pleasure sections of New York, with subway con- 





_——EEE 
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O PRODUCT of any kind illustrates better 
than Goodyear Wingfoot Heels the value 

of building first for quality. Goodyear set out to 
make a heel that would wear longer, fit better, look 
better, and keep its resilience longer than any other 
heel. These virtues of Goodyear Wingfoot Heels 
were soon discovered. Great popularity followed. 
And the volume production made possible by 
this demand makes possible also the low price of 
Goodyear Wingfoot Heels. There is no substitute 
for Goodyear Wingfoot Heels, because there is no 
substitute for quality. More people walk on 
Goodyear Rubber Heels than on any other kind. 


Goodyear Means Good Wear 


WENGEFOOT 


The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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THE TEST OF THE LEATHER IS ON 
THE FEET OF THE CONSUMERS 


Leading Spring Styles of Prominent Manufacturers, 
now worn on city streets, bear out this statement. 


Those who seek the best means of style inter- 
pretation turn invariably to Gallun Quality 
Leathers. You will find them wherever men 
manufacture or merchandise stylish footwear. 


GALLUN 
LEATHERS 


‘“‘Always Standards of Excellence’’ 


NORWEGIAN 
AZTEC CALF Veals and Calf 


The great style leather In the smart sport and brogue 

for men’s and women’s creations, these skins accentu- 

shoes. Six colors and ate the style feature.. A heavy 

weights. leather, boarded finish. Black 
and three colors. 


VIKING CALF 


A prime skin, procurable in 
all weights. Can be supplied 
in six colors and black. 


A. F. GALLUN & SONS CO. 


MILWAUKEE, WIS. 
A. F. Gallun & Sons, Inc., H. A. Ely, Mgr., 11 East St., Boston 
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You Always Have A Market For 


“<> 
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GLOVE-GRIP SHOES 














THE ARISTOCRAT 


MODEL 470 


YOUR BEST BET FOR THE TRADE 
OF MANY MEN 


IN STOCK 
Price $7.20 


Sizes AA-A,7 toll. B,6toll. CandD, Stoll 


@ This “Glove-Grip” circular oxford of Tobasco Brown Kid 
has the call in many quarters of the country. 

@ You should sell Arnold “Glove-Grip” shoes as the special 
“Glove-Grip” feature lifts you out of competition. 

@ You have much more to offer than merely shoes with Style, 
Comfort and Wear. 

@ With the “Glove-Grip” feature they fit better than any ordinary 
shoe possibly can. 

@ Add this shoe to your “Glove-Grip” family. 


@ Send for our style catalogue-S. 


M. N. ARNOLD SHOE COMPANY 


NORTH ABINGTON, MASS. 


BOSTON OFFICE NEW YORK OFFICE 
Room 801, 10 HIGH STREET 127 DUANE STREET ane) 


SS )09)109)109)99)99-0992949994KB 4K DB ODODE 





GLOVE) | 


J 


SHOES 





























The Boot and Shve Re.order will appreciate your mentioning the publication in replies to advertisements. 





BOOT AND SHOE RECORDER 


The Young Man’s 


Preference 


Style R 22 


Here’s a shoe that will satisfy 
the prevailing preference among 
young men for a shoe with a 
square toe. 


It is a new number, added this 
season to Dept. 5—the depart- 
ment which insures the immedi- 
ate satisfying of the merchant’s 
need. 


Style R 22 is built on the L’Etoile 
last—a distinctive model. The 
straight foxing and vamp lend a 
racy appearance that appeals to 
the snappy dresser. The leather 
is Black Kaffor Kid. 


Style R 21—a companion shoe— 
differs only in the leather used. 
It is Tony Red Calf. Also carried 
in stock in Dept. 5. 


The Supplement to Stock Book 
No. 32 B—now ready— illustrates 
and describes these attractive 
Stetson styles, ready for immedi- 
ate shipment. 


You should have a copy of Stock 
Book No. 32 B for ready reference. 
If you’d like a copy, write us. 


Company, Inc. 








The Stetson Shoe 


South Weymouth 90, Mass. 
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omens Combort Shoes 





FISHER: 


Mens Slippers 

































































There is a sound reason why the 
house of Fisher can produce 
shoes superior in’their own grade 
to retail at medium prices. 
Ever since the founding of the 
business, that has been a prin- 
ciple of production. 











There are big profits in fitting 
women with big feet and ankles 
if you carry shoes made for 
this purpose. 








FLEXIBLE MCKAY 


EEE Wide, Fat Ankle Last. Sizes 
2% to 9. Reinforced Steel Shank 
(3 rivets). . Long Arch Supporting 
Sole Counter. ‘“Wingfoot”’ 
Rubber Heel. Carried in Black and 
Brown Vici. 





$2.50 
IN STOCK 





oA sHiswer Son 


Factory: 264 Broad Street, Lynn, Mass. 
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THREE BIG LEADERS 
FOR SPRING 


The Royal Nile Styles, with their 
artistic touches of ancient Egypt, 
are still in Fashion’s favor. 


Volume buyers can profit by 
getting in touch with an Allen- 
Goller sales representative. Quick 
deliveries on snappy novelty foot- 
wear, excellent workmanship, and 
reasonable prices, are exclusive 
features of the line. 





Plan to see the new ones today! 
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ft 
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ah ALLEN, GOLLER SHOE Co. 
ny 60 K STREET, SOUTH BOSTON, MASS. 
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We manufacture for 
the retail trade a com 
plete line of Children’s 
Flexible Turn Shoes 
Sizes | to 5, Mock 
Heels, 3 to 5 Spring 
Heels 





Forty-six numbers car- 
ried IN STOCK for 
immediate delivery. 
Write for desciptive 
catalog 


No. B 55—Patent 
Leather Ankle- 
Strap. Milo But- 
tons, Sizes 3 to 5, 
Spring Heels. Pair 

$1.15 





No. B 56—Patent 
Leather Sandals 
with Buckle, Size 
3 to 5. Spring Heels . 
Pair $1.20 


Staud ShoeCorporation 


ROCHESTER NX 


Maker to Retailer Direct 
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SATIN FANETTES 


Beaded and plaited combinations of steel beads, satin and 
satin ribbon $9.00 per dozen pairs for immediate delivery. 


Also rhinestone strap ornaments put up in attractive 
individual, one dozen, show boxes, assorted. 

$6, $7.50 and $9 per box (dozen pairs) 

The vogue for Spring and Summer. 

Special buckles made to order if required. 


M. FREEDMAN & CO. 


Importers and Manufacturers of High Grade Shoe Novelties 
and Beaded Work, Shoe Buckles, Japanned 
Metal Ornaments and Rhinestones. 


47 Washington Street, Haverhill, Mass. 














ZZ) GUESS 


Why tanners of smooth, white 
leathers recommend Cinderella 
White Kid Polish and Cleaner to 
the shoe manufacturers to whom 


they sell their leathers. 
THEN 


Guess why over 100 slipper 
manufacturers mail-order Cin- 
derella Silver Slipper Cleaner. 


ME , 


e 


SILVER 
SLIPPER 
CLEANER 








er": 


KID POLISH 
WHITE 























Retailers sell these polishes put 
up in attractive packages for 
home use. 


Produced by 


EVERETT & BARRON CO. 


Providence, R. I. 





Makers of highest quality 
footwear finish-s 





For Profit Making Deal, Fill Out 
and Send is Coupon 








Pree cod by 
Event Tt 4 Bama @ 








ues * eee 
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MAKERS OF THE 
“HOLLYWOOD” SANDAL 

















No. 252 Pat. Eng. Sandal 
Welt 
Sizes 29-7 B-C-D 
$3.25 


No. 131 Pat. One Strap 
Turn 


$2.75 


Sizes 214-7 B-C-D 








BOSTON OFFICE 
110 SUMMER ST. 














SANDALS 








MAKERS OF THE 
“UNIVERSAL” SANDAL 





For Immediate Shipment 











ENANS 
SP ype 


SEND FOR 
“In Stock’? Folder 
LISTING 
SPRING LINE 
INCLUDING 
MISSES’ 
AND 
CHILDREN’S 
SIZES 


Sizes 24-7 


Sizes 24-7 





No. 133 Pat. Eng. Sandal 
Turn 


B-C-D 
$3.00 





No. 231 Brown Calf 2 Strap 
Welt 


B-C-D 
$3.50 








L. B. EVANS’ SON CO. 
WAKEFIELD, MASS. 





NEW YORK OFFICE 
130 WEST 42ND ST. 








classy type which 


HHO 





$4.75 


HOM MOUO Oo 





demand for spring trade 


White Kid, Gray Suede and Patent 





Style No. 110—Patent Vamp, Gray Buck Quarter, 
Georgette, 14-8 l'ull Louis heel, A, 4-8; B-C, 3-7. 


are in strong 


In Stock 
and 


Ready to Ship 


heel. 


Write or Wire. Order 
filled same day re 
ceived. 


88 Wingate Street 


PUT Me MeL Le LLL Le LLL, © LULL LDL LLL) LL ih a eh 


Spring Novelties 


These high grade turns are that 





Style No. 111—White Washable Kid, Wide Strap, 
Two- Button, Neverslip Stay, Turn, 15-8 Full Louis 


Terms: 2-10, Net 
30 Days. 


H. W. Felstiner & Co. 


Haverhill, Mass. 


De @OHIUOHIIOHUI OHH Ol OL OL eOLe@ Le LiL 
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Have you tried out Shoes 
made of our 


PATENT O71 e-) KIPS 


The standards of our other WILO 


leathers are maintained in this line. 


Try out shoes made from it. 


C. D. Kepner Leather Co. 


139 South St., Boston, Mass. 
212 W. Lake St., Chicago, IIl. 
10 Spruce St., New York 








TIPS:—Guaranteed Not to Come Off. 


CONSUMERS APPRECIATE THIS FEATURE OF 


“HUBTIP” «NO-METAL-TIP” SHOE LACES 


"THERE is 1 


Made of fast coior braid, will wear twice 


Made of First Quality, Fast Color Braid from Tip-to-Tip 
Cannot PULL OFF, FRAY OUT or CATCH IN HOSIERY 
DISPLAY A CABINET OF “HUBTIPS”’ 

Easily and Conveniently handled. Packed in Single Pair Cartons, 72 pair in Cabinet 


TODAY’S PRICE LIST 


27 in. per gro. Laces, $2.00 36 in. per gro. Laces, $2.50 45 in. per gro. Laces, $2.90 63 in. per gro. Laces, $3.70 
30 in. per gro. Laces, 2.20 40 in. per gro. Laces, 2.70 54 in. per gro. Laces, 3.30 72 in. per gro. Laces, 4.10 


EITHER BLACK, BROWN OR RUSSET *:.* ASSORTED CABINETS SUPPLIED 
YOUR FINDINGS JOBBER CAN SUPPLY YOU 


MANUFACTURERS 


FRANK W. WHITCHER CO. _ Boston and Chicago, U. S. A. 


The Beet and Shee Recorder will appreciate your mentioning the publication im replies te advertisem-nts. 
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51 78_Mehogany Lotus RED STITCHED, single sole, 7-inch Goodyear ae 
rubber heel, RED STITCHED welt, B, C and D widths, sizes 5-11.... $4.75 


rst Successful Shoe Manufacturer in St. Louis WBS NY, 


Founded 1878 























<2 


gees, Brown2t Shoes oS ees 


= Identified by the Celluloid Insert 7% . 


way. 
: - a — 


& —————SSSSSSS 
Are Brownbilt Shoes Featured in Your Neighborhood? 
Are You Getting Your Full Share of Men’s Business? 


If Not, Here’s a 
Wonderful Opportunity! 
These genuine fine 
calfskin high - grade 
welts at most re- 
markable prices are 


























B173—Men’s “Brownbilt” gun metal business builders 
calf lace oxford, perforated, single ready to produce for B172—Men’s “Brownbilt” mahogany 
sole, 1-inch Goodyear wingfoot rub- you. calf lace oxford, perforated, single 
ber heel, welt, Seville last, B, C and ° sole, Y%-inch Goodyear wingfoot 
D widths, sizes 5-11.......... $4.50 rubber heel, welt, Brewster last, B, 
B174—Same in Brown Lotus. . $4.50 C and D widths, sizes 5-11... . $4.35 









Swagger Last 
Gable Edge 


B177—Men’s “Brownbilt” mahogany 
lotus lace oxford, stitched, single 
sole, pinked tip, 7%-inch Goodyear 
wingfoot heel, welt, Swagger last, 
B, C and D widths, see oe 





Te 











85 

E83—Men’s “White House” mahog- 
E86—Men’s “White House” mahog- any lotus lace oxford, 5 rows 
any lotus lace oxford, perforated, stitched, tip vamp and eyelet row, 
single sole, 7%-inch rubber heel, single sole, 1-inch rubber heel, welt, 
welt, Club last, B, C and D widths, Seville last, B, C and D widths, 
“oe 5 eee $3.85 POE sk dvvaxsccavaeeces $3.85 

E85—Same in black boarded chrome Let these shoes do ; 

5 ...., $3.85 for you what they 


off the press, will be 


are doing for thou- 
sands of others — 
build a profitable, 
permanent repeat 
business by satisfac- 
torily serving all 
men. 
st 
= Our new catalog, just 











gladly sent to all in- B114—Men’s “Brownbilt” ruby red 

B160—Men’s “Brownbilt” Havana terested dealers. boarded calf blucher oxford, per- 
brown kid lace oxford, perforated, forated, single sole, 1-inch Good- 
single sole, l-inch Goodyear wing- year wingfoot heel, welt, Seville last, 
foot heel» welt, Seville last, B, C B, C and D widths, sizes 5-11 
and D widths, sizes 5-11..... —————  Oe———E———EE = =38)8= é é é<eernendanaenenaseeel .....-. $5.00 

Trew Duos Gove 
MANUFACTURERS—SAINT LOUIS 
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BELGIAN BLUE 
No. 24 


MAPLE BROWN 
No. 12 


BOOZIE BLUE 
o. 


} 
JADE GREEN 
o.1 


CARDINAL RED 
No. 


CANARY 
No. 30 


t 
CHANTICLER 
No. 36 


IVORY | 
No. ff 
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CHERERS 


FLOWER CITY°KID 


BRONZE 
No. 34 


HAVANA BROWN 
No. 1 


LIGHT BROWN 
No. 8 


BEAUTY BROWN 
No. 5 


CHAMPAGNE 
No. 1 


TERRA COTTA 
No. 3 


WINE 
No. 6 


SEA-GULL GREY 
No. 23 


MIDNIGHT BLUE 
No. 14 


'TO see the range of SCHERER colors 
is a fascinating and convincing expe- 
rience. 


«.Fascinating in the variety, warmth, and 
“softly glowing sheen of the colors. 


Convincing in-their exquisitely soft tex- 
ture and inimitably béautiful shades pro- 
duced by “master hands.” 


OSCAR SCHERER & BRO. Inc. 


ORIGINATORS OF AND LEADERS IN FANCY COLORED KIO 


29 SPRUCE ST., NEW YORK 


FACTORY AT NEWARK, U7: U- 
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It will be a featured 
in the Ladies 


Correct Dodge will have many calls for 
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ational advertising for spring 


Journal and Vogue. 
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Boston, 

Kansas 
Chicago, 

Bldg., eae 


D—Corner Arapahoe & 15th Sts., Room 414-415 
Denver, Col. 


New York City. 
Keil Bldg., San Francisco, Cal. 


416 Albany Bldg., 


X—109-110 Duane St., 


S—770 Mission St., 


Cotton Exchange 


Stock Departments 


-179 Lincoln St., 
City, Mo. 


Mercantile Bidg., 


gomery, Ala. 
N—Newburyport. 


Mass. 


V TU 


Ninth & Main Sts., 215 Sheidley Bldg., 
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Newburyport, Mass. 


NATHAN D. DODC 


lw 
ip) 
We have stocked a limited number of these charming shoes. 


So don’t hesitate. 
Just a touch of the Egyptian in the small pyramid tongue. 
3 


who avoid the extreme, and are attracted by quiet elegance 


You know the class of ladies who will want them—the ones 
and exclusiveness. 
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The Romeo Sandal 


Fashioned 
BY 


BRAUER 
















Egyptian in every detail, the “Romeo” Goodyear 
Welt Sandal, in White Elk, Green Kid trimmings, 
is proving the fastest selling number on the 
market today. 





Write for Descriptive Fashion Card 





BRAUER BROS. SHOE. @. *t/'2x"* 
Factory located within walking distance of all leading hotels 
IN} Fashioners of Women’s Novelty Welts and Turns 























Two Weber “In Stock” Styles 2. New Drake Last 


Your opportunity to. 
test Weber Value and 
service and to prove how 
these famous Union 
Made Shoes fit into 
your store at $5 to $8 
retail. 


896—Tan Calf Color 
No. 93 Lace Ox- 
ford Drake Last 





around six rows close 

stitches across ‘ip Oxf 

and vamp and eyelet " 

row. Half Wingfoot Rubber Heel. 
rubber heel. B,O4¢ toll C,6toll D, 5toll S ye — bt 


Weber Bros. Shoe Co. NORTH ADAMS, MASS. 


New York Office: 1328 Broadway, Mafbridge Bidg., H. Harris, Rep. 
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SURE PROFIT MAKERS IN STOCK 


STANDARD ORDER TODAY 
QUALITY SHIP TOMORROW 
SELL WITHOUT QUESTION 


Miss Prim Last Professional Woman’s Last Preventor Last 
11-8 Military Heel 10-8 Mannish Heel 11-8 Mannish Heel 


| AAD 





Styles 5-8-9 Styles 10-11-12 Styles 3-IR-2R , 
No. 5—Black Kid Oxford. Flexible No. 10—Black Kid _  Blucher Cuts. No. 3—Black Kid Oxford. Flexible Shank. 
Shank $5.00 Flexible Shank. . $5. 
No. 8—Black Kid Oxford. Rigid Shank. No. 11—Brown Calfskin Blucher Owferd. No. IR—Brown Kid Oxford. Regular ' 
Flexible Shank . 35.00 RT Pere ae rere 75 
No. 9—Brown Kid Oxford. Rigid Sh — No. 12—White Cloth Blucher Oxford: No. 2R—Brown Kid Oxford... . . $5. "25 
$5.50 Flexible Shank... . . $4. (Boot carried on No. 3 Black Kid $6.50) 


(Boots carried on No. 8 and No. 9 
Black $6.50—Brown $7.25) 


All Shoes Carry Rubber Top Lifts — Sizes 214-9. Widths AAA-E 
All Stock Shoes Are Stamped ‘‘Preventor’’ Shoes 


Terms 2% 10 Days. 30 Days Net. 


WATSON SHOE CO., LYNN, MASS. 
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HOE MANUFACTURERS know that 

only a specially made fabric of extraordi- 
nary strength will make serviceable satin shoes. 
Extra heavy silk for the warp and four-ply 
cotton for the filling, together with the ut- 
most care in weaving give Skinner's Shoe 
Satin a strength that meets the demand of 


shoes for street or evening wear. 


‘Look for the Name in the Selvage”’ 





Skinner's 
Shoe Satin 


FOR 75 YEARS LEADER IN WEARING QUALITY 


The Boot and Shoe Recorder will appreciate your mentioning the publication in replies te advertisements. 
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Skinner's Shoe Satins are 36 
inches wide and are made in 
four different qualities to 
meet all the requirements of 
the trade. 





HOE MERCHANTS know that 

uniform quality in materials is essential 
to uniform satisfaction among their cus- 
tomers. There is an added selling argument 
when you can say your satin shoes are made 
of Skinner’s Shoe Satin. Every woman 
knows the name. For 75 years it has stood 
for wearing quality in satins. 





‘“‘Look for the Name in the Selvage”’ 


41 





— WILLIAM SKINNER & SONS Established 1848 


NEW YORK. CHIGAGO, BOSTON, PHILADELPHIA, MILLS — HOLYOKE, MASS. 
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Designed for 
Little Tots 
The Armortred 


Juvenile Heel 


(Wi, 
MOF-tred 
A . ) RY e 


the Better Rubber Heel made by 
Quabaug Rubber Company, North Brookfield, Mass. 
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Send for Samples of Baby 
Welts, Barefoot Sandals, Sport 
Oxfords or Combinations. 
Compare them with shoes you 
are now handling. This test 
is our best salesman. 














THERE IS NO 
SUBSTITUTE 
FOR QUALITY 


24 The powerful mer- 


chandising force of Pied 


Piper Shoes is being felt 
throughout the quality shoe trade. 


These shoes have 


made their way into the 


finest stores in America —in- 
cluding many sections where we have 
no sales representation. Sheer merit 
alone did it. 


Pied Piper Shoes 


represent the very pin- 


nacle of quality in Children’s 
shoes. The popular prices make 
them all wonder how we do it. Yet 
no shoes produced at any price have 
Pied Piper selling features. 


Marathon Shoo Coy 
WAUSAU 


WISCONSIN 


Exclusive Manufacturers of 


PIED PIPER 


Shoes for Infants, Children, Misses, Growing Girls 


THE FASTEST GROWING 
QUALITY LINE IN AMERICA 
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Duplicate Service 
OU don’t wonder how your favorite \ 
restaurant can give you that same deli- p 
cious coffee day after day—when you learn ; 
that the coffee comes from one plantation, and ) 
the cream from one big Vermont dairy. b 
Nothing could tempt this restaurant to try 

any other coffee, or any other cream. They 
have a standardized success, and they know ; 
better than to tamper with it. ' 
Same principle applies to duplicate service in . 
shoe leather. Find a brand that represents the \ 
highest standards, and standardize on its use 
in your line. \ 
EVANS’ BRANDS are safe ones on which to , 
base the leather reputation of your shoes. b 
Shoes made from EVANS LEATHERS this year will ‘ 
give the same service as those made from them last year. ( 

Shoes made from them next year will give the same service 
as those made from them this year. 
And the principal reason is, the finer adjust- ) 
ments in the processes of tanning and finishing 
are made possible by our system of separate ’ 
unit plants, each of which specializes on ONE ) 
EVANS’ BRAND and no other. 4 

JOHN R. EVANS & CO. 
Camden, New Jersey 
BRANCHES IN ALL LEADING SHOE CENTERS 
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ON EVANS BRANDS’ 


Chippendale Grown 


That Richly Aged Color 
of Old Mahogany 


] 


aS) 











> 


—— 


- 





We have never produced a color in our Peacock line that 
remained so firmly in popular demand. 


As nearly as we can judge from the constantly mounting 
orders we receive for Chippendale, it must be not only con- 
stantly making new friends, but holding fast to old ones. 


Help Her to Remember 
Where 


Thus CHIPPENDALE is fulfilling the cardinal purpose of this. She Bought. the 
business—to make ad hold Jong friendsliips for EVANS’ aaa 
LEATHERS, through their merit, with shoe manufacturers, Customer: 


retailers and public whom they 


CHIPPENDALE is manufactured 
from European and Oriental skins— 
principally small, but all of fine 
tight grain. 


Such choice skins rank among the 
most expensive in all the goat 
skin family. 


Colored through and through by 
pure aniline dyes, and produced in a 
separate unit plant, operating only 
on this specialty we are enabled to 
maintain an astonishing degree of 


serve. 


uniformity for CHIPPENDALE in 
color and in service. 

The Climax of CHIPPENDALE 
attractiveness is reached in the 
finished shoe. 


We are told by large retailers that 
their customers demand the same 
color pair after pair. 


Could anything provemorestrikingly 
the value of adhering strictly to 
leathers, which render such gratify- 
ing duplicate service as EVANS’ 
BRANDS? 


“errnetesteteteteseseeseeeae7aeeaee@waeeeem6UmwemlerterweremUcr—rmUc OmhU ]HmhUh ] FH FA 





“That’s a beautiful shade of 
brown.” 


Salesman: 

“Most every lady says the 
same thing, madam. We 
have our best grades of 
brown kid shoe made of it 
entirely. 

“Tt’s EVANS’ ‘CHIPPEN- 
DALE BROWN.’ The color 
resembles the rich dark shade 
of old mahogany. 

“When you want another 
pair, we'll have them in the 
same color exactly.” 
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MAHOGANY OXFORD 
New French Model 
Goodyear Welt 
Boys’, C-D, 24%-5%..... $2.85 

Youths’, C-D,.1-2 2. 
Little G’ts’, D, 10-13 5. « 2.25 
36—G. M. as above. 














Roys’, C-D. 


6 24 
Youths’, C-D = ae 2 


Little G'ts’, D, 10-1314. : 2:60 





BLACK OR TAN 


Boys’, Youths’ and Little Gents 
GOODYEAR WELTS 


ATjgASWORTH WHILE PRICE 
for At-Once Delivery | | 


ORDER FROM YOUR NEAREST DISTRIBUTING HOUSE 


BAS Kreider Qo. 


Manufacturers 
_ DISTRIBUTING HOUSES 
923 Penn Ave., Pittsburgh, Pa. 123 Duane St., New York, N. Y¥. 
312-318 W. Monroe 8t., Chicago, Ill. 



















51 No. 8rd St.. Philadelphia, Pa. 
1408 Washington Ave., St. Louis, Mo. 
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DIAMOND SHOE CO. 


196 CHURCH STREET NEW YORK 


BUY THESE 


BEST SELLERS 
NO W 


IN STOCK | ¢ "Sf 


















(No. 1) 


No. 476—$5.25 
Tony Brown Calf, Pershing 
(114) Last, Creased Vamp, 
Wingfoot Rubber Heels. 
C, D; 5% to 10. 
(No. 2) 


No. 470—$5.00 
Tony Brown Calf, Turf (146) 
Last, Wingfoot Rubber Heels. 
A to D; 5% to 11. 

Same in Black Calf 

No. 468—$5.00 

(No. 3) 

No. 572—$4.70 
Tony Red Calf, Turf (146) 
Last, Rolled Sole to Heel, 
Corded Tip, Rubber Heels. 
B, C, D; 6 to 10. 

Same in Black Calf 

No. 562—$4.70 

(No. 4) 

No. 573—$4.60 
P. & V. 104 Tan Calf, Brogue 
(124) Last, Rubber Heels. B, 
C, D; 6 to 10. 

Same in Black Calf 

No. 563—$4.70 

(No. 5) 

No. 566—$4.85 
Black Calf, Pershing (114) 
Last, Tan Welt, Tan Sole and 
Heel, Rubber Heels. B, C, 
D; 5% to 10. 

Same in P. & V. Tan Calf 

No. 576—$4.85 

(No. 6) 

No. 500—$4.35 
Tony Red Calf, Turf (146) 
Last, Rubber Heels. C, D; 
5 \% to 10. : 

Same in Black Calf 

No. 510—$4.35 

(No. 7) 

No. 501—$4.45 
Victoria Brown Calf, Aristo 
(130) Last, Yellow Ro 
Welt Stitch, Rubber Heels. 
C, D; 5% to 10. 

Same in Black Calf 

No. 511—$4.45 

(No. 8) 

No. 575—$4.60 
Tony Red Calf, Diplomat 
(142) Last, Rubber Heels. 
B, C, D; 5% to 10. 

Same in Black Calf 

No. 565—$4.60 


Ask for Catalogue 
and Samples 






(No. 1) 

























(No. 2) 










(No, 3) 
























(No. 4) (No. 8) 
The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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PROGRESSIVE 
STYLES 
IN STOCK 





STYLE 43—WELT 


Sterling Patent Colt Instep Strap 
Pump. Perforated Vamp and Strap. 


21%-8 Last 22 7-8Heel A-D $3.75 
1114-2 Last 23 Low Heel A-D $3.00 
814-11 Last 23 Spr. Heel B-E $2.75 
[6-8 Last 23 Spr. Heel C-E $2.60 


J 





STYLE 74—WELT 
Growing Girls’ White St. Regis Strap 


Pump. White Welt 
2%-8 Last 40 AA-D 


$3.65 


MADE 


A few new seasonal Jel- 
Dels, especially adapted 
to spring and summer 
trade. Each well-made 
and priced to sell at a 
profit. Many more shown 
in our complete catalog. 
Send for it. 





STYLE 61—WELT 
Russia Calf Lace Ox- 


Growing Girls’ 


ford. Dark Shade. Perforated Vamp 


—Lace Row and Quarter. Medallion 
Tip. 
2%-8 Last 40 AA-D $4.15 





STYLE 44—WELT 


White Sea Island Canvas Instep Strap 
Pump. White Welt. 


214-8 Last 22 7-8 Heel AA-D $3.35 
1114-2 Last 23 Low Heel A-D $2.75 
814-11 Last 23 Spr.Heel B-D $2.50 


TO GUIDE 
THE GROWING FOOT 


EIDE], 





STYLE 31—WELT 
Russia Calf Lace Oxford. 


Medium 
Shade. Perforated Vamp—Lace Row 
and Quarter. 

21%-8 Last 20 7-8 Heel AA-D 


1114-2 Last 21 Low Heel A-D 
814-11 Last 21 Spr. Heel B-E 
6-8 Last 21 Spr. Heel C-E 


$4.00 
$3.25 
$3.00 
$2.75 


JELLY-DELANEY SHOE CO. 


LYNN 


FINE WELTS 


MASS. 


For Ladies, Young Ladies, Misses, Children and Infants 
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No. 3862—Gray elk, Lavoe eather trimmed, 
Croodyear welt 8-8 heel. width ¢ $3.85 
No. 3861—Same ange as au, all patent | leather, 
width C.. . $3.85 
No. 3860— aneene Rentis calf, width C $3.85 





No. 3506—Gray suede calf, full Louis heel, A-B-C. 
4 


No. 3509—Same style as above, whit> kid, A-B-C. 
$5.00 





Ne. _— Black satin, Junior aah heel, turn, 
AA $4.25 


No. ‘Gibcdens eyle a above, 8-8 heel... $3.90 





No. 3505-—Giray suede calf, gray brocaded atin, 
inlay, full covered heel, widths,"A-B-C. ... . . .85,00 


SPRING 


and 


EARLY 
SUMMER 


DE MAND 


GRAY SUEDE 
BLACK SATIN 
PATENT LEATHER 
COMBINATIONS 


and 


WHITE KID 


The call continues strong 
for these styles at these 
prices. 


We Have Them 


IN STOCK 


AND READY TO 
SHIP AT ONCE 


Send for our catalog of 40 
in-stock numbers. 


Wire your order to insure 
quick delivery. 


ROGERS BROS. 
SHOE CO. 


59 Lincoln Street 
Boston -_ - Mass. 
Phone Liberty 0976 
Largest Women’s Specialty 


Shoe Wholesalers in 
New England 


Pacific Coast Branch: 135 Bush Street 
San Francisco, Cal. 
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—_—S2 Satin, Junior Louis Comal 
$4.7 
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Bates’ 









Tan Calf 
$4.35 
In Stock 


sient? 





Style 3115 









“Suburban” Last. English 
model. Made of Lustre 
Brown Calf. B, C and D. 


$4.35 


For After-Easter 


HIS “Suburban” Tan Oxford is a prominent member of the little 
galaxy of Bates Lowcuts that are going to bring lively business to 
retail stores the coming months. 


Style 3115 has just the degree of moderateness and just the quantity 
of smart fitting—embellishments to make it a strong seller. Among this’ 
season’s lively fashions for Men it has already shown its aristocracy. 


The Bates In-Stock service never contained a larger range of Men’s 
smart fashions than it does today. Why? Because of these two facts: 


First, the after-Easter period is a strong selling time. 


Second, Bates’ standing in the Men’s style field is now so high that we 
can afford to maintain floor stocks of our newest models. 


Send For Illustrated Literature On All These Shoes. 


A. J. BATES COMPANY 


WEBSTER $3 $3 MASSACHUSETTS 
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A Lifetime of Shoemaking 
Expertence ~Plus ~ the 
Enthusiasm aud Energy 


of a Young Firm. 

































































The two best selling patterns 











for early Summer trade. In 

















genuine Buckskin, Patent 


Leather and White Kid. 
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“Depend on Our Stock Department for 
Service. Chotce Spring Styles Ready. 





Stock No. 532 Stock No. 528 
BROADCAST LAST BROADCAST LAST 
Imported 107 Dark Brown Round Quarter Blucher Imported 112 Light Brown Cubist Oxford 
Oxford Single Sole Wingtoot Heel AtoD Single Sole Wingfoot Heel Ato D 


The Dalton Company, Inc. 
Makers of Fine Shoes for Men and Women 
BROCKTON, MASS. 


BOSTON NEW YORK CHICAGO 
183 Essex Street : 651 Marbridge Bldg. 706 Security Bldg. 
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SQOT & SHO enor & SHOE 
WORKERS UNION ES Ea $e, WORKERS UNION 
WORKERS UNION, WORKERS UN! 


WORKERS UNION 
































woo Es Ey Ee union ara 
Factory Factory J 
“— —" 


The Union Man Knows His Friends 


“Blood is thicker than water,” they say. 


The union man buys the product of his brother unionite, as denoted 
by the stamp, for he knows that in doing this he is playing his own 
game. 


Moreover, he buys in the store where the merchant recognizes the union 
principle by having the union stamp placed upon all shoes. 


The livest, most progressive, best shoe manufacturers in the country 
can give you the stamp of the Boot and Shoe Workers Union—the 
only union label in the shoe trade recognized by the A. F. of L. - 


Buy shoes bearing this Stamp, for it will mean added sales and profit 
—at no additional expense. 


Boot and Shoe 


Workers’ Union 


Affiliated with th> American Federation of Labor 


246 Summer Street Boston, Mass. 
COLLIS LOVELY : : General President 
CHARLES L. BAINE : Gen'l Sec’y-Treas. 


eters Got &S 
WORKERS UNION E22 Ee Ex WORKERS UNION 


UN UN a 


Factory ctory 
—_ 
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EN ROUTE 


Seventeen Salesmen with the most complete line of 
conservative and semi-dress women’s welt 
footwear in America 


On “Standard” or “Special” Measurement Lasts 


ALL WIDTHS: AAAA to EEEEE 
ANY SIZE: 2% to 12 


A post card to the factory places you in touch with the following: 


D. D. Oster—Michigan, Indiana and Ohio. 

F. A. Zorn—New York State and Cleveland. 

H. C. Gorman—Maine, New Hampshire, Vermont, Eastern Ohio and West 
Virginia. 

N. Swanson—Pennsylvania, Maryland and Washington, D. C. 

George Stevens—Kansas, Nebraska and Oklahoma. 

J. T. Flanigan—Texas and Louisiana. 

W. A. Copithorn—Massachusetts, Connecticut and Rhode Island. 

J. C. Hicks—Brooklyn, Long Island and New Jersey. 

Loftus—Iowa and Missouri. 

James—Chicago and Wisconsin. 

. James—Chicago and Wisconsin. 

H. Dreyer—Delaware, Maryland and Virginia. 

E. W. Thuli—Denver to the Coast. 

A. J. Davison—Minnesota and North and South Dakota. 

E. L. Moore—Indiana and Illinois. 

J. M. Neely—North Carolina, South Carolina, Georgia and Florida. 

Victor Zorn—Buffalo and Western New York. 


W. G. 
W. iH. 
H. 
J. 


G 
H 
R 


Catalog K went forward March 14th. If you did not receive 
your copy, write for one. 


ee 


ROCHESTER, N. Y. 


. . 506 Security Building 
Chicago Office: 189 Ww. Madison Street 
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No. 741 
P. &V. Black Velour 
Calf, plain toe, 
leather box, per- 













above, in Tan Gall- 
un’s Viking, color 
No. 4, $5.50 








Ever stop to figure what a new 
customer costs you) Far too 
much to take chances with! 
Safeguard this investment 
with the recognized style cor- 
rectness and shoe craftsman- 
ship which for twenty-odd 

years have distinguished The 
4h Certified Shoe. 


Twenty-two Styles In Stock 
Write for Catalog 





























STONEFIELD-EVANS SHOE COMPANY 


ROCKFORD ILLINOIS | 


OL 
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In Black*’and Brown Kid Combination, 
Avenue?Last, 14-inch Heel, Welt Sole. 
Widths AAA to D. Sizes 5% to 9. 


In Stock 


TO MEET A STEADY DEMAND 


SBD? 


| 











THE ESTER 
Black Satin One Strap, Latonia Last, 15-8 











No. 53—Black Kid...............$4.85 Spanish Heel, Imitation Turn Sole. 
No. 55—Brown Kid....... .. .. 4.75 Widths AAA to D. Sizes 5% to 9. 
Net 30 Days No. 51—Price.... eee 


Here are two exceptionally attractive values. They 
are designed for the every-day demand—good for any 
season and worthy of any occasion. Such styles repre- 
sent your bread-and-butter profit. 


RRS? 


We also have a complete stock of 


ARCH-O-PEDIC 
and 


NATURE ARCH 


shoes on the floor, ready for immediate shipment. 
Write for our complete catalog. 


Your order will receive our prompt attention. 


THE KRIPPENDORF-DITTMANN CO. 


CINCINNATI 
OHIO 
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The Maximum Value 
in 
Moceasins 
We present a complete line of quality 
moccasins for Men, Women and 
Children, that has stood the test of 
critical buyers for many seasons. 
Carried with Uskide or Du Flex 
Soles if desired. Let us tell you the 

whole story !! 


JOON eee bese} 








Hand 


Style No. 95—Men's Chocolate Elk Oxford. 
Widths 
$4.15 


sewed, Neolin soles, rubber heel. Sizes 6 to 11. 
C, E& EE. Price ° 
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_Anderson- Owens’ 











IN STOCK 


312 to.10, C-EE 





610—Black Kid Two Strap $4.25 
615—Brown Kid Two Strap 4.75 


| The two-strap is also made to order in 3 to © weeks delivery in all tre 






ee Ter re . 
Black suede with 13-8 covered Cuban Heel .........cceecseccess $5.25 
We also make a one-strap in above combinations and at same prices. In 
| Stock after April 15th 
NOTE—To sizes 
8% and 9 add 25 
cents: 94% and 10 
add 50 cents 
| 
| 
| 
| 
600—Black Kid Oxford... .$4.00 
605 —Brown Kid Oxford. . .$4.50 


| Fat-ankle fitters that please the most 
| exacting customers. Made of standard 
materials, assembled by experienced oper- 
atives. Shoes you will be glad to present 
to big women hard to fit. Scores of mer- 


chants have tested out “Style-Full Over- | 


Sizes”’ and have found them quick-turning 


| 
| 
| 
| 
| 
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' Style No. 662—Women's Choco- } 

’ inte Elk Blucher. Goodyear welt, | and profitable. You, too, can make money | 

x Pp 

' Neolin soles, rubber heel. Sizes “s aie 

' 2 to 8, Width C, D & E. Frise with them 

' Same in Smoked Horse... .. ..$4.10 | 

, . — 

i Send For Catalog . 

‘ The Barker Shoe Co.. I _Anderson-Owens Shoe Co. | 

! : 

" e ar er : oe O.., ne. | Lynn, Mass. } 

4 AUBURN, MAINE 

' iad es et ee a ee ne il 
hi Best end Ghee Reseeder wil eguvesiate your s the publication in replies te udvertisemente. 
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S IN STOCK Deliveries 


This is a real IN STOCK service for Excelsior dealers for Spring, 1923. Each style for 
men’s, boys’ and gents’ oxfords described in this page is a proved big seller for spring and 
carefully selected. We have plenty of these oxfords ready and will make prompt ship- 
ment of mail orders. 


ORDER TODAY— BETTER ORDER BY EXPRESS 


QUICKER TURNOVER AND BETTER PROFITS FOR EXCELSIOR DEALERS 
This is the story in a few short words of what Excelsior In-Stock service means to the dealer. 


Over 60,000 


pairs of new shoes just made, ahead in stock ready for call to take care of Excelsior 


dealers’ needs for spring. We carry this stock for you. We invite you to take advantage of it. 
Send in your order today and size up each week. 





“al eo 
Oxfords 


for Boys and Big Boys 
In Stock 





Styte 377—Boys’ Red Ruskin Calf 
Ba 


Oxford. 
Price, Boys’, 1 to 6.......... $3.65 
Price, Big Boys’, 6 to 8...... 4.15 





Style S374—Boys’ Brown Russia 
Kip Blucher Oxford. Sport style. 
Chrome flexible sole. 

Price, Boys’, 1 to 6..........$3.35 
Price, Big Boys’ 6 to 8...... 3.85 





Style S378—Boys’ Brown Russia 
Kip Bal Oxford. 


Pilea, Berd. 8 00 G.ccccccces $3.35 
Price, Big Boys’, 6 to 8...... 3.85 


Above styles Boys’ Oxfords IN 
STOCK. B, C and D widths. 
Boys’_l/to 6 and Big Boys’ 6 to 8 
runs. 








A m, 





Men’s Oxfords 


Widths A,B,Cc,D IN STOCK 














Style 867— Men’s 
Brown Elk Sport 
Blucher Oxford 

Price $4.85 


_ eee 
a aap arvyr® 


Style 868—Men’s 
Red Ruskin Calf 
Bal, Oxford. 
Price $4.85 


aa 


al 
ao 
Pe nanngo 


Style 870—Men’s 
Brown Ruskin 
Calf Bal Ox- 
ford. 

Price 

$4.85 


One Day Service 
Right Through the Season 


MAIL ORDER TODAY — ASK OUR SALESMAN TO CALL 


Go over your stock and mail your size-up order today. Order a run 
ofeach style of men’s and the boys’ and gents’ oxfords. We will ship 
your order within 24 hours after it is received. 

Our salesmen are now on their territories with the new complete line 
of men’s and boys’ shoes for fall, 1923. A request will bring our sales- 
men to your store. 

Write for new broadside showing complete line of men’s and boys’ 
shoes and oxfords. Just off the press and now being mailed. 


EXCELSIOR SHOE 


DEPT. B. S. R. 


Sizes 6 to 12 





‘ie 7* 
Oxfords 


for Gents and Youths 
In Stock 





Style S269—Gents’ Smoked Elk 
Blucher Oxford. Light weight, 
flexible. 

Price, Gents’, 9 to 134%...... $2.50 
Price, Youths’ 1 to 2....... 2.85 





Style 273—Gents’ Brown Russia 
Kip Blucher Oxford. 


Price, Gents’, 9 to 13%...... $2.75 
Price, Youths’, 1 to 2........ 13.15 





Style S272—Gents’ Brown Russia 
Kip Blucher Oxford. Light weight, 
flexible. 

Price, Gents’, 9 to 1344..... . $2.50 
Price, Youths’, 1 to 2........ 2.75 


Above style of Gents’ Oxfords IN 
STOCK. Cand D widths. Gents’ 
9 to 13% and Youths’ | to 2. 








PORTSMOUTH, OHIO, 


Ns. yy, 





CO. 


U.S. A. 
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The GODDESS CC ee eer), © LLL. LLLssahetiiaabiiennheesahhiahhitiehhiiiiiiiiiiini 
: 
: THIS MODEL PRODUCED IN By : 
: RED - WHITE X 6 
Ss GREEN - BLUE : 
: COLORED KID : 
: Also in BLACK SATIN 5 
4 TO 5 WEEK DELIVERY = 
: 3 
: A style that is meeting with a most gratifying reception in the present : 
g vogue of colored footwear, and the excellence in quality andcorrectness | 
= of style exemplifies the true workmanship produced in our factory. = 
THE BETTY SHOE CO. | 
: 427-429 HUDSON AVENUE - - BROOKLYN, N. Y. : 
eee 
GOODRICH STOCK SHOES 
READY NOW 
» No. 122—Patent’’Bat,” triangular cut- 
out in vamp, 8-8 wood heel, round toe. 
No. 121—Patent “Bat,” 8-8 wood $4.75 net 
eee $4.75 net 
| No. po ana Eiderbuck “Bat,” 
| | epee 
We have stocked a few cases of each of these shoes for 24 pair delivery, in widths AAC and sizes 3 to 8. 
| Less than three pairs, 25c extra. First come—first served. | 
i HAZEN B. GOODRICH & CO., :-: HAVERHILL. Mass. | 
mr. 
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THE BEST we have 
EVER seen for 


the money 





AMOS REHBERG COMPANY 


Janesville, Wis. 


Freeman Shoe Mfg., Co. 
Beloit, Wis. 

We are in receipt of the shoes sent us 
as requested in our telephone conversa- 
tion yesterday and wish to say that it is 
about the best bunch of shoes for the 
money, we have ever seen. 

We will keep up these four styles 
all season and you may expect to hear 
from us right along. 

Yours very truly, 
; Amos Rehberg Co. 





The “NEW BELOIT” 
Last. Mahogany Style 
No. 25. Black Style No. 
250. 

Widths A to D 


me ERT : Price $3.40 


FREEMAN SHOE MEG. Co. 























BELOIT, WIS. 
| | 


The Beet and Shoe Recorder will appreciate your mentioning the publication in replies to advertizements. 
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“B OB * aecadnes LY SHOE FOR BOYS ‘BOB S? ; 


: 
This new idea in boys, Shoemaking produces a boys’ welt with the shoulder channel process—puts leather ; 
: 
= 





= - 
= IC IC IC 


to leather without the use of any cork filler—insuring a smooth inner sole not affected by water or per- 
spiration. No limpy or creased innersoles. A 9-iron outsole directly against a 7-iron innersole—16 irons of 

solid oak sole of the best quality. Full grain calfskin upper. Full vamps. Leather counter and boxes. 
Full grain leather heel pocket. One-piece stays and facings, 


Order Today—Write for Samples. 


_——— = _- 3c 
7 Ce CCC ee ee 


3c 
OCI Ice 


_— os 
a 


K 1702 
Sport Oxford 





sh 5% 10 days— Net 30 Days 


KANNALLY-WICK CORPORATION | 


HIGHLAND, ILLINOIS 


| rT Ui \ 














it 






4 Those Popular Sport Shoes 


, 
i that are sure to play such an important part in the style game for spring, 






summer and autumn, present their smartest and snappiest appearance when 


developed in 


“ATTA” Brown 61 and “ATTA” Red 71 


Write for samples of the above, or any of these popular 
“‘Sunpru” Shades: 


No. 14 (Medium Brown) No. 21 (Dark Brown) No. 31 (Light Tan) 
Black and Brown Suede Seneca j Dull Calf 


CD, BROWN & CO. INC. 


EXECUTIVE OFFICE AND FACTORY 


| ROCHESTER, N.Y 


™ 


































Boston Store :: 50 South St. 


— 
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Smith Shoes 


IN-STOCK FOR SPRING 


NUMBER 1600 —On the A- DANDY last—a finer Dress Oxford. 
Patent leather, widths AA to D, sizes 5 to 11. 


$5.60 


To Attract New Customers, to Please Old Ones, to Hold Both! 














If you haven’t received our 1923 booklet of Smith Smart Shoes In-Stock for Spring, 
please let us know and your copy will be mailed at once 








The J. P. SMITH SHOE MANUFACTURING Company 


CHICAGO NEW YORK 
671 N. Sangamon St. 148 Duane Street 
Tel. Monroe 4550 A Tel. Canal 4150 




















VOUAUITALUTLUAEEOGEOASASEOUEEOUECUAOUTNESESOUALCUUUEEOUECHOOGUEHOCOOUUEEESUUGUUEESELUCLEEEETETTTODEEEUTUTTTSSSUUUSCASTAESTOTETOOSOTTATDTSTOOUOLOS STUER TIP 


. Ly oll 
4 = - Aten 
sere 
a 
» 











The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 








64 BOOT AND SHOE RECORDER March 31, 1923 


BUSINESS | 
PAPERS | 











. FS 


hak do you know 
about the “PLUS” 








BUSINESS paper is a piece of printed matter PLUS 
its editorial value and character, personality, standing 
; with the readers and general reputation. Think that 

over carefully, for it’s the fundamental principle under- 
lying the peculiar value of all publications. 





The nature of the contact that a paper makes with the reader 
is the all important thing — not how many copies are mailed 
out.. A legitimate publication is something more than paper 
and ink, just as a salesman is something more than flesh and 
blood. A salesman might “reach” 25 prospects a day with calls 
and not earn his carfare. Another man seeing only ten, might 


earn $10,000. annually. 











March 31, 1923 BOOT AND SHOE RECORDER 











If you want the maximum of advertising results ask yourself 
these questions when selecting mediums: 


What is the evidence of READER 
INTEREST> 


Is the paper essential to its field? 

Is reader interest proven by voluntary 
paid subscriptions? 

Are the paid subscriptions audited by 
the Audit Bureau of Circulation? 

(Twelve Thousand ‘** Boot and Shoe 
Recorder’ paid subscribers 
are audited by the Audit 
Bureau of Circulation.) 


Is the character of the paper verified 
by the Associated Business Papers, 
Inc.? 


(The character of the *‘Boot and 
Shoe Recorder’ is verified by 
the Associated Business Papers, 
Inc., of which it is a member 
publication.) 
If the answers are satisfactory, go to it, for you will have an 
open sesame to the hearts and minds of the readers. You will 


have a sales instrument of incomparable power — wanted, 
needed, invited and paid for by your customers and prospects. 


The A. B. P. type of business paper is the trusted counsélor 
of its readers; it 1s their business or professional partner; and 
gives the advertiser a character of contact obtainable in no 
other way. 


At the ry ce low cost of space, you cannot afford not 
to have the benefit of this tremendously valuable sales auxiliary. 


THE ASSOCIATED BUSINESS PAPERS, Inc. 


100% A. B. C. Audited. Reaching 54 
Different Fields of Trade and Industry. 


Headquarters, 220 West 42nd Street, New York 
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In Stock 


No. 757 
in Black Revron kid « tidy with 
Black Ooze tongue an 


Varn p collar inlaTd wit 
Black Kaffor kid A Turn 


carryin & covere 
Spanis ee] on our — 


No. 134 last. 
Sizes, 3+0% ----Widths AAAtoD 
Price#5.65, net 30days 


—— ‘Le 


re 
‘AMHOE *“MFG*CO:* 


BROCKPORT. N.Y. U.4A. 


NEW YORK OFFICE 545 ~ 549 +: +4 BLOG. SWAY AT 34ST 


ACK E.JESTER 
wO.T. tus. 
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Style B859 $3.85 


4 new Black Satin One Strap, 
Suede Collar and Cut-Out 
Tongue, Genuine Turn, 15-8 
Full Louis Heel. "Widths A to 
D, Code “Madlyn.” Priced at 
$3.85. In Stock April 15. 


B861 is a similar pattern, with 
12-8 Cuban Heel, Imitation 
Turn. Widths Bto D Code 
“Sylvia.” Priced at $3.15. In 
Stock April 15. 
































Style B595 $2.35 


A new White Whipcord Two 
Button One Strap, with Side 
Cut-Outs, White Kid Trimmed, 
Imitation Turn, 12-8 Cuban 
Widths B to D. Code 
Priced at $2.35. In 

Stock April 15. 
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Style B830 $3.15 


Combining style service and stock service, 
the HANNAHSONS line is an important 
factor in the merchandising success of many 
shoe merchants. 


HANNAHSONS customers secure Fashion- 
able Footwear from stock, either sizes, dozens 
or cases, at unusually low prices, which makes 
possible a maximum turnover with a mini- 
mum investment. 


You should sell HANNAHSONS fashionable 
footwear for the simple reason that it will 
make more money for you. 

Pictured above is a new Black Satin, Twin Button 
One Strap, trimmed with Black Suede, fitted with a 
9-8 Flapper Heel. It will be in stock April 15 in B, C 
and D widths. Code “Rainbow.” Priced low at $3.15, 
this attractive pump in your line will give you a hand- 
some return on your investment. 


HANNAHSONS SHOECO. 
Haverhill, Mass. 
IN STOCK 





Style B864 $3.25 


A new Black Satin Twin But- 
ton One Strap, with Suede tri: n 
Imitation Turn, 14-8 Jr. Lou's 
Heel. Widths B to D. Code 
“Pep.” Priced at $3.25. In 
Seeck April 15. 


Style B582 $1.85 


White Canvas Patent Trimmed 
One Strap, Two Buttons, I mi- 
tation Turn, 9-8 Fla per Heel. 
Widths B to D. Code “Enid.” 
Priced at $1.85. In Stock 
April. 15. 


B580 is a similar pattern, with 
12- 8 Cuban Heel. Code “Thel- 
ma. Priced at $1.85. In 
Stock April 15. 
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Early New England shoemakers packed the products ot months 
of toil into barrels, loaded them on a cumbersome wooden cart 
drawn by oxen, and plodded their way over rough highways to 
the market and distributing center of Boston. 


The demand for New England made shoes has increased with 
progress, so that now it is universal instead of being confined to 
the few seaboard colonies. | 


Today, eight completely stocked Rice & Hutchins distributing 
hats oh are located in important shipping centers. Rice & 
Hutchins New England made shoes are “at the front doors’ of 
35,000 retailer stores located all over the country. 20th Century 
“over-night”’ size-in service! | 


RICE & HUTCHINS 


INCORPORATED 
BOSTON U.S. A. 


fa 























No. 4 of @ series 
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In-Stock as a Stabilizing Agency 


A Safety Valve in Times of 
Quickly Changing Styles 


well to take an example from that sport appli- 

cable to business today. There are two forces 
in baseball pitching. One star will have all speed and 
no control while a team-mate may have all control and 
no speed. ' 

The style situation today is made up of two analagous 
forces. In one case we have great speed and little 
control, and so the shoe manufacturer who is an artist 
creates the smart and fast selling patterns, shoots them 
out to the field and does nothing whatsoever to control 
the merchandising of them. On the other battery, we 
have one strong on control, with plenty of standardized 
footwear, shooting a price and naturally there isn’t 
much speed to the line. 

Between the two would be very happy position for the 
shoe trade today. The great 


\ N TITH the baseball season fast approaching, it is 


so that orderly business can start next Fall. Only the 
fullest co-operation of every branch of the industry can 
bring this about. Perhaps the shoe industry will give 
one man supreme power to serve as a guide and counsel- 
lor in the enforcement of a platform that would bring 
about a unity of style opinion for three months at a 
time. 

As it is today, style that is bought one day is worth- 
less six weeks later when it is delivered. One of the 
best instruments of control is the in-stock department. 
The venture and speculation as to the shoes to be put 
in in-stock is up to the manufacturer. He quickly 
senses the trend of things and puts the speed in the 
proper place, namely, the production department. 
Then, by extensive and intensive publicity, he makes 
the shoe world aware of his having styles on hand for 

immediate shipment. 





difficulty lies in the impos- 


Prompt delivery then short- 








sibility of making an entire 
industry conform to some 
measure of control in distri- 
bution. There is no question 
but that the wisest minds in 
the industry are looking for- 
ward to a time when the 
better judgments of the trade 
of the trade will present cer- 
tain good styles in their 
season and work them for all 
they are worth, getting the 
most out of each style before 
they jump to the next. 
Perhaps the shoe industry 
will announce some definite 
policy of aconstructive nature 





Scotch the Snake 


It is exceedingly important that the Shoe 
Tag Bill be killed in the hearing scheduled for 
Wednesday, April 11, at 2.00 o’clock at, Madi- 
son Wisconsin. 

The bill serves no worthy purpose and is a 
pernicious measure calculated to handicap 
merchandising and to complicate both pub- 
lic and industry. Every Wisconsin merchant 
should oppose it and every merchant and 
manufacturer within 300 miles of Madison 
should be in attendance to kill the bill. There 
is no telling what may happen in the radical 
Wisconsin Legislature. Express your opinion 
in person and by letter so that the bill will be 
overwhelmingly defeated. 

A mere postponement of it is not sufficient. 








i) The N. S. R. A. urges its defeat. 


ens the length of time be- 
tween the order and the sale 
to the customer. 

It is for that reason that 
we strongly emphasize the 
intelligent use of in-stock 
this month. The Easter 
rush in the weeks before and 
after the first of April mean 
a quick replenishment of 
stock and in-stock is the 
best instrument of the trade 
for such practice and profit. 
We could not have said 
these fine things about in- 
stock service a year ago 
because manufacturers 





70 


would not venture in style until they had almost a 
guarantee. Today in stock is similar to a retail shoe 
store supply of new footwear in a town more advanced 
in style than your own. 

The testing is tempered with speculation and the 
advantage is give to the merchant. Use in-stock as if 
you owned a store in an advanced style community 
and simply transferred the shoes to your town. 


Pay As You Go 


VERWHELMED with business—open away into 
QO the night—swamped with customers—the great- 
est Easter week in the history of the industry. This is 
what appears to be the news of the week as this is writ- 
ten on Thursday. 

We will be surprised if these superlatives are proved 
uncalled for. The trouble is, it came all in one week. 
Many a store ran way into the night and we know this. 
Cash coming in should also mean bills paid. The mer- 
chant who pays as he goes finds out that he goes farther 
because he has a standing in the factory that is worth 
more than the timeliness of his check. It means right- 
of-way when the factory is jammed with orders—it 
means attention to shoemaking—it means the life 
blood of business, pulsing energetically. 

The pay day of the entire industry should be April 2. 
The wheels need grease—no factory runs on promises. 
\ proper appreciation of all this is a good thing to 
cultivate. 

“Pay as you go—don’t buy more than you can pay 
for and discount,” is a real policy for a real merchant 
with a thought to the future of his business and his 
commercial standing. ‘Pay as you go.” 





Prepare Now for Blocs 


HE farm bloc, the organized labor, the pacifist bloc 

and all sorts of other blocs probably will be striving 
soon to outdo themselves in an effort to make a gesture 
of power and at the outset may imagine themselves to 
be closely associated and with identical interests. Were 
this actually to be the case, the radicals easily could 
sway legislation, but it is clearly seen that in many 
cases the so-called interests of these many blocs will be 
in frequent conflict and that they will be rendered 
much more nearly powerless than many imagine will 
be the case. As a matter of fact, there is disagreement 
among members of the farm bloc already. Senator 
Brookhart of Iowa has just come out with a screed, to 
show that the recent Congress did nothing for the 
agricultural interests. At the same time, the leader of 
the farm bloc, Senator Capper of Kansas, came out 
with statements showing the wonderful things that the 
recent Congress had done for the agricultural interests. 
The organized labor bloc has been comparatively quiet, 
but the fact remains that, for instance, its attitude on 
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immigration is in sharp conflict with that of the farm 
bloc, the latter, like manufacturing interests, favoring 
liberalization rather than further restriction of the 
three per cent law. It merely is a forerunner to many 
probable conflicts among the blocs. Moreover, it is 
quite apparent that attempts to force through radical 
legislation quite conceivably will mean a union of 
conservative forces of the Democrats and Republicans. 

With a probable course of this kind, it is easier to 
believe that the next Congress, rather than passing a 
lot of legislation, will be able to attempt such legislation, 
and in fact will be deadlocked in many instances. 
Moreover, if legislation of a radical character should 
pass Congress it is not to be forgotten that it would 
face a veto at the hands of the conservative Republican 
President and that his veto would probably find 
sufficient support in Congress to prevail. So in the 
end, the country probably will bedeluged with all sorts of 
radical talk and attempted radical action in Congress 
and perhaps will witness from that source and through 
the different selfish blocs a veritable orgy of political 
intolerance. 





Lower Prices by Lessening Costs 


HE simplification movement in the merchandising 

field might well carry itself into a new consideration 
of shoe cartons at this time. The Domestic Distri- 
bution Department of the Chamber of Commerce of the 
United States is asking for a reduction of items and to 
simplify such things as sizes and shapes of packages for 
shoes, stockings and other commodities. 

The idea is to try to make the reduction practical in 
some of the lesser items so that later a reduction may be 
made in the inventory of numbers of styles carried by all 
sorts of stores. Very much difficulty has been exper- 
ienced by the Chamber in getting the consideration and 
willingness of the shoe industry on such a simple item 
as the size and shape of shoe cartons. 

As an item of factory costs the out-size or odd-size 
of shoe carton is making many discomforts and costs 
appear. With a standardized carton comes a lesser 
cost and greater ease in delivery, in packing and in fit- 
ting into store shelves. The Chamber believes that the 
consumers will benefit ultimately through these various 
economies because they pay the sum of all the costs 
now and they will not have to pay for certain elements 
in the future if simplification can be brought about. 

Go into any packing room in any shoe factory mak- 
ing stylish shoes and you see a range of sizes of cartons, 
colors of boxes and diversity of labels that must raise 
the costs in this department and at the same time make 
delay an annoyance all along the line. A number of. 
years ago all the associations were advocating for stand- 
ard cartons and some good came of it—but the situa- 
tion is worse than ever before. Let us try to get back to 
a unity of carton sizes. 
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Boot and Shoe Recorder CREED 


Getting More Shoes Sold Right: not only “‘more™ but “right;" sold for the right purpose, to 
the right wearer, in the right fitting, for the right price, at the right profit. 
problem of the retail shoe merchants. The chief purpose of the Boot and Shoe Recorder is 
to help solve it; for this is the basic problem upon which depends the progress of the 
entire allied industries relating to shoes and leather; their production and distribution. 
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\ ' 7 EATHER has little or no influence on foot 
style, for the Parisians in rain or sun wear the 
same thin-soled, high-heeled, low-cut pump, 

strap slipper or fancy tongue slippers. 


These three styles, in fact, continue to dominate all 
fashions in shoes in Paris, namely straps, pumps and 


fancy tongue effects. Very few oxfords are seen this 
season. Oxfords when worn are in patent leather, in 
russet leather or in suede, either black or brown. 


Suedes and Patent in Lead 


Generally speaking, suede and patent leather, alone 
or in combinations, take precedence. Glazed kid in 
color is featured in advanced models for spring, but at 
the present moment is rarely seen worn. Many two- 
leather and two-color combinations, or two-tone effects 
in shoes are favored, chief among which are suede with 
patent leather, patent leather with glazed kid and suede 
with kid.’ 

Black or brown footwear takes precedence although 
increasing favor for colored kid shoes is indicated for 
spring, notably blue, violet and green. 

Many of the fashionable shoemakers are showing pa- 





Straps and 
Pumps and 
Fancy 


Tongues 


From the Paris Office of the 
Boot and Shoe Recorder, 
2 Rue Des Italiens 


tent leather with trim of green or purple kid, others are 
showing blue kid trimmed with black patent leather and 
with white. 


Heels in contrasting color to the shoe are worn to 
some extent both for the street and for evening. They 
are, however, rather more in favor for evening than for 
street wear. For evening, black satin slippers with white 
or silver heels are featured in sandal and in pump styles, 
embroidered in steel or in rhinestones. Silver cloth 
sandals with black satin heels are also shown and are 
worn by many of the fashionable women. The red heeled 
black velvet or satin slipper which was worn to 
some extent last season in Paris is rarely seen this 
year. 


Multi-colored stitching on black kid or patent leather 
walking pumps is being shown in the popular ready- 
to-wear styles. The multi-colored trim on black being 
prominent this season in Paris on the spring garments is 
a note to be considered for footwear. 


For evening, colored footwear matching the dress 
with which it is worn is noted to some extent, although 
as a general rule evening slippers in metal cloth or in 
black or brown satin are preferred. 
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Maine Votes to Join N. E. Association 


Portland, Me.—At a meeting of Portland’s prominent 
shoe dealers, which was held in Corde’s rooms on 
Wednesday, March 14, the members present decided 
in favor of affiliating the Maine Retail Shoe Dealer’s 
Association with the New England Federation of Shoe 
Dealer’s Associations. 

After a banquet, Enslyn Gardner of Boston, man- 
aging director of the New association, gave a short 
address on the benefits to be derived from the combina- 
tion of Maine’s association and this New England 
Association, and this was followed by a general dis- 
cussion. 

The president of the Maine Retail Shoe Dealer’s 
Association, James A. McFaul, and the majority of 
the Board of Directors of the Association, Merton 
Lane, Edwin B. Carr, Grover C. Hanson, Alton C. 
Cropley and R. E. Andrews, all of whom were present 
at the meeting, decided in favor of the move. 

Following this discussion the members present 
aired their opinions concerning the present business 
conditions and the outlook for the future, which looks 
exceedingly bright for the Spring and Summer. 
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Those present at this meeting were: James A. 
McFaul, president of the. Maine Association; Merton 
Lane, secretary ; Edwin B. Carr of Westbrook, treasurer; 
Grover C. Hanson, Alton.C. Cropley, R. E. Andrews, 
of Norway,. Maine; A, F. Dean, Abraham Anderson, 
Carl R. Merrill, Stephen S. Gaffney, Clarence Lane, 
Harry Sollman, Fred S. Smith, Raymond Seavey, 
Fred Purington, Preble Davis, all of Portland; ‘and 
C. F. Christie of Kennebunk. 


Make a ‘“‘Baby” Boom a Reality 


If this “baby” boom of business gets through its 
spring attack of the croup, it may grow into a 
regular financial pet clothed with all the bright raiment 
that speculative parents can wrap around its delicate 
figure so as to make it appear a delight to your eye and 
capital. But as with most babies—look out for the 
summer complaint. 

The boom is in the making of things—expectant of 
spring selling. The first buds of spring shoe selling 
will tell the industry whether the baby is to be fed 
with money given it by the public or by commercial 
promises given the manufacturer by the merchant. 














White shoes in the strap, high cut pump 
and fancy tongue styles are being shown for 
the Riviera, trimmed with color such as scar- 
let, green, purple, navy and tan or brown. 
The latter, namely the combination of white 
and tan, is particularly well spoken of. All 
white shoes also stand out conspicuously for 
Riviera wear in suede and glazed kid. 


Fancy enamel buckles in two tones and in 
two colors are being shown for use on fancy 
tongue slippers and are placed just at the 
base of the tongue. Many of the newer mod- 
els in strap slippers are featured with small 
silver buckles in round, square or oval shapes 
fastening the strap at either side of the shoe, 
in other words, two buckles to a shoe. 
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One Successful Way of Competing with 
the Mail Order Houses 


From an address before the Federation of Nebraska Retailers 


By T. K. 


HERE are many ways of competing with the 

mail order houses. One of the best ways I know 

is the personal letter. Under date of Feb. 7th 

in the Philadelphia Retail Ledger I noticed an article 
in which the author claimed that 10,000 letters won back 
2,000 patrons. This simple appeal got 20 percent of 
those it was sent to. 
The 10,000 letters 
were sent to people 
who had not traded 
at the store for some 
time. The letter was 
filled in with each 
customer’s name and 
addressed individual- 


ly: It was multi- 

graphed to match 

and was in reality Personal letters to customers 
a personal letter. can be used effectively in 
The copy used was ‘©™peting with mail order 
as follows: concerns 

Dear Mr. Doe: 


You haven't given us any business now in quile a while. Yes, 
we've noticed it. We hope, however, there is no dissatisfaction. If 
80, let’s get together. 

A little conference will likely straighten it oul. If you can't 
come in soon, tell us through a letter of any weak spots. 

We want lo know just what you think. In that way only can we 
adjust our thought lo yours. If the goods bought of us have worn so 
well that you haven't had to come back thus far—good! Tell us 
about that also. 

We'll be expecting lo see you in person or have a letter from you 
in a few days. The self-addressed envelope inclosed is for your 
convenience. 

In our new home now. 


(Signed) GEORGE 
Another Successful Letter 


There are so many different styles of letter that can 
be sent out. The following is a letter that I prepared 
about thirty days ago for one of cur customers, who 
claims it has brought in an unusually large amount of 
business. He mailed out 3700 of them. He had them 
multigraphed and one of the clerks in his store, who is 
a fair typist, during the quiet hours of the day, filled in 
the names. The letter was multigraphed on the mer- 
chant’s letter head. 


Dear Mr. Smith: 

Because you have nol drop in to see us of late, of course, 
doesn’t mean you are unfriendly. I would like to have you feel that 
our way of doing business is open to constructive criticism at all 
times. As I was telling our clerks at a meeting the other evening, 
we must all feel thal our customers are our boss. 

You and other good people in our territory can be a wonderful 
help to our town. Big cities have been built through team work. 


M USE CLOT HI NG CO. 


Co-operation is what builds better schools, better roads, increases 
valuation of real estate, as well as building our children. 
There may be some definile reason why you have not dropped 





KELLY 


into our store the last few weeks. Of course, if we did not greatly 
appreciate a visit from you and your family at our store, we would 
not be so overly anzrious to serve you, bul regardless of whether you 
purchase anything or not, drop in and have a little chat. Let's talk 
it over. You and I have a great deal in common, and from your 
observation and experience together with what smattering knowledge 
I have of business, we can exchange ideas for the betterment of both. 
With kindest wishes to your family and yourself, I am 
Sincerely and cordially yours, 
J. F. Brown, 


BROWN ¢ SMITH 
MERCANTILE CO. 


I have a merchant 
friend who has two 
high school boys 
whom he heeps busy 
three or four even- 
ings a week, writing 
letters in long hand. 
He gives them the 
copy of the letter 
— and the mailing list. 

— They address the en- 

velope and write the 

letter in long hand. He | pays them 5c a letter, and 
those letters, my merchant friend claims, draw like a 


magnet. 
Long Hand Letters Are Good 


I would advise any aggressive merchant to secure 
the services of high school children, who are fair 
penmen, to try out 500 to 1,000 letters written in long 
hand each month, as the work can be done for 5c a 
letter plus the postage and stationery. 

For instance, one month write the letter in long hand 
and the ext month have them multigraphed and 
filled in on the typewriter. 


Get the People Interested 


Any time you can get the people interested in the 
management of your business, they are going to become 
your customers, and any time you show an inclination 
to increase your service you are going to increase your 


business. 
Make People Feel at Home 


Make your customers feel at home, show that you 
appreciate their patronage. The owner of one of the 
biggest department stores in the Northwest started in 
business about fifteen years ago. 

After about four years’ experience, he called his 
creditors and friends together and had a bitter story 
to tell them about not having sufficient capital and that 
high powered competition prevented him from doing 
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business. He was ready to quit and go into bankruptcy. 
I recall that one of the speakers of that meeting stated: 


What Lack of Faith Will Do 


“There is nothing the matter with this location, 
neither is there anything the matter with your clerks or 
your merchandise or your business. You (pointing to 
the owner of the store) have not sufficient faith in 
yourself, and that attitude has generated that spirit 
throughout the store. It is driving trade away.” 

He even went so far as to be insulting in his talk, 
telling this merchant—‘“‘If I did not know you so well, 
I would brand you as the biggest coward in town. 
With the opportunity you have today, what you are 
lacking is intestinal strength, and as soon as you take 
inventory of yourself and visualize your chances, you 
will réalize the true situation and that your store has one 
of the best opportunities in the country. In fifteen 
years you could have one of the biggest and most pros- 
perous department stores in operation.” 

He continued along that line for fully an hour, and 
sold the creditors, this merehant’s friends and the 
merchant himself. Immediately the store took on a 
new lease of life, and today it is one of the most pros- 
perous department stores in existence. 

Good Letters Need Sincerity 

That’s what faith will do, and if a merchant believes 
in himself and his business and radiates that attitude, 
he will enjoy a twelve cylinder business, regardless of 
the mail order houses, chain stores or any other com- 


petition. 
How can the mail order 
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was to draft the assistance of my wife and daughters 
and sons to write that letter evenings at home in long 
hand. 

If there is a merchant at this convention who has 
not the time or thinks his ability as a letter writer is 
not sufficient to get up a letter of this sort to go out 
to the trade, commandeer the services of the T. K. 
Kelly Sales System, and we will do it cheerfully for you 


without charges. 


2,000 Letters Per Month 


By sending out at least 2,000 letters each month, if 
the phrasolgy of your letter is right, together with 
using the proper salesmanship methods when the trade 
calls at the store, using good judgment in buying your 
goods, confining yourself to buying from as few whole- 
sale houses as possible, keeping your clerks thoroughly 
sold and using conservativeness in the purchase of 
your merchandise, displaying your goods attractively 
in your windows and the interior of the store, practicing 
the policy of 100 per cent cleanliness, courtesy, enthus- 
iasm and harmony in your organization, you will have 
no regrets for being in the merchandise business. 

Nearly a century ago the Rothdale Stores in England 
conveyed the impression to retail merchants that they 
were going to control the entire retail business through- 
out the British Empire. There are hundreds of 
thousands of merchants in England today doing 
business shoulder to shoulder with the Rothdale 
Stores. 

The farmers’ co-operative stores were going to monop- 
olize the trade a few years ago, but only in a few towns 

have they made any pro- 





houses get your business if 


gress. 











you work along this line and 
work out the plan with the 
letters? But you cannot 
dictate and write good letters 
unless you are sincere. 


Planning Your Campaign 


If you are going to start a 
twelve months advertising 
campaign, appropriate a cer- 
tain amount of money to be 
spent for that purpose. If 
I was conducting a retail 
store, I would patronize my 
weekly newspaper, of course, 
but I would spend ,$5.00 a 
week besides to have a hand 
bill printed and distributed 
Friday, calling attention 
to specials to be offered 
Saturday. Then once every 
month I would prepare a 
friendly, chatty, trade build- 
ing letter, and make it a 
personal letter, even if I 





The Public Should Be Taught the 
Facts About the Cost of Footwear 


It doesn’t take a very long memory to reach 
back to the days of 1920 and 1921 when the 
public was demanding in no uncertain terms 
that the price of footwear be reduced. They 
could not understand then, and cannot now, 
even though times are better and the pocket- 
book fatter, why there is an appreciable 
difference between the cost of manufacture 
and the cost of selling at retail. Furthermore, 
the new patterns with cut-outs entail more 
expense in the making and are higher priced 
than other high-style patterns which do not 
require the same amount of work on the 
cutting bench. 

And that is why, in our next week’s issue, we 
plan to chart the cost of the various items and 
operations which go into the making of the 
footwear designs so popular this Spring with 
the women-folk of the country. Armed with 


this ammunition, it should be comparatively © 


easy to explain why the cost has increased. 

Also hosiery in the shoe store—the regular 
Hosiery Section of the Boot and Shoe Recorder 
—with news of styles, suggestions for mer- 
chandising and advertising them. Watch for 
it in the April 7th issue. 








Belfast Plant Bought 
by Hazzard 


R. P. Hazzard, a_ well- 
known shoe manufacturer of 
Gardiner, Maine, is reported 
to have purchased the Leon- 
ard Stevens factory in Belfast, 
Maine, and will take posses- 
sion of the same on April 1. 


’ The Leonard Stevens factory 


is an up-to-date plant, equip- 
ped with all modern shoe 
machinery and a fine grade 
of boy’s and youth’s shoes 
has been made there. The 
working capacity of the fac- 
tory is about 300 men. It is 
understood that the acquisi- 
tion of the Belfast plant by 
the Hazzard interests is to 
supply the chain stores now 
operated by the Beck- 
Hazzard Company. 
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Tan Scotch grain oz- 
ford, saddle wing tips, 
plain spaced stitching. 
15 iron single outer sole. 
A_ style for fall by 
Whitman ¢ Keith Co., 
Brockton 


A barrel effect in a new 
last, ¥ + of 

stitching ote 
is. latest “‘folded”’ band 
top back of two rows of 
stitching. Style by 
Churchill- Alden Co., 
Brockton 
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Heavy weight 
for Fallso that 
light weight 
can sell now. 


Q 






A medium tan vamp 
and quarter, trimmed 
with a novelty finish in 
lighter tan. Style by The 
Dalton Co., Brockton 













HE style question in the men’s game is showing 
1 = importance day by day. The average man 
doesn’t wear enough shoes. The competition of 
the necktie, the hat and the suit have put shoes on such 
a basis that a man possesses but one pair and wears it 
to the limit. 
. * * * * 

Style has come into the lasts and we now find three 
dominant types; one the brogue last; two the semi- 
French and three, the conservative modification of the 
British last. This British last has some of the features 
of the old English last with a rounded toe. For young 
men, in the words of George Geuting, ““What they want 
is more brutish brogue; the brute feature being the 


broader square toe effect.” In the better grade shoes, 
this is modified a trifle into a narrower square toe. 
A semi-French last has a softer line in the toe and is 
drawn out a little longer. On the conservative last, the 
parent of it might be termed a “medium English last” 
and it usually carried the bal pattern and “tailored” 
effects obtainable in good leather and fine stitching. 


* * * x 


A very interesting feature of the men’s shoe businéss 
is the fact that high shoes are decreasing in sales. 
Many of the Eastern and Metropolitan centers have 
gone as high as 80 per cent oxfords and 20. per cent 
high shoes for the entire year. Iu the South and 
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Black boarded calf blu- 
cher oxford with crimped 
front, rawhide doubler, 

stitched heel seat, natural 


heel and edges. Style 
by C. A. Eaton Co., 
Brockton 


A Russia calf oxford 
with tailored features, 
fine stitchings and trim 
lines. Style by M. A. 
Packard Co., Brockton 
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The blucher is 
coming into its 
own again for 
men— especially 
with creased 
vamps. 


Q 













Russia calf blucher oz- 
ford, perforated in two 
and one hole pattern on 
uarter. This new last 
eatures a round nose 
effect. Style by Preston 
B. Keith S Co., 
Brockton 








Southwest where boots were always a good bet, the 
stores have found a 50-50 demand. 
* * * * 

It is a wrong thing to think that men’s shoes can 
jump in patterns and fancy leathers with the speed of 
women’s shoes. Otto Hassel has always said “Don’t 
kill styles; let them die slowly. Don’t get ahead of 
your masculine public. If you change your styles too 
far ahead of the average man, the public hasn't a 
chance to catch up with you.” 

There is a national interest on the part of good shoe- 
men to make two seasons in types of footwear. To 
encourage in the spring and summer, light-weight shoes 
in beautiful leathers, all of light weights having fine 
tanned textures. The fine stitching and light bottom 
effect with close trimmed are good tendencies in that 
direction. The semi-French toe lends itself to this 
style. Sell men light shoes when the summer weather 
comes. * * * * 

Here is a very important part in the education of the 
shoemen of this country. 


If a man puts on light clothes, light-weight under- 
wear, straw hat, he doesn’t complete his costume by 
wearing a pair of brogues he wore last December. 
When the Fall season comes around push the heavier 
leathers, stitched heels, more elaborate shoes with 
harness stitched, and heavy weight materials have an 
opportunity to make a market for themselves and in- 
crease the sale of shoes per man. 


* * * * 


There are too many men coming into shoe stores 
saying that they have worn the shoes they have on 
from one to five years. There is no money in the selling 
of men’s shoes if that indifference to style continues. 
The future of the men’s shoe business rests entirely with 
the retail shoe merchants of this country. By the 
proper degree of education—two new types of footwear, 
light weight in summer and heavy weight in fall, can be 
developed. The men of this country need to be 
graded up in their footwear and the time to do it is 
now. 
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The New ‘Wrinkle’ in Men’s Shoes 


The Crease Always an Indication of Smartness Is Borrowed from the 


Suit by 


tion to cut-out and a shoe is never just a shoe be- 

cause the sparkle of changing pattern introduces 

the interest of style upon which sales are made. Re- 

placement is subordinated to a desire for a change. 

Fashions in men’s shoes are too likely to be conven- 
tional season after season 


F ‘tion to cu in women’s shoes change from perfora- 


the Shoe 


In the first place after the upper is cut the crease is 
started on its round of moulding by jamming down 
through aslot in a a ey made for the exact 
placing of the crease. his operation is shown in 


Figure A. 
After this an ordinary piece of cord treated with 
glue and another substance 
to keep it from sticking too 





barring slight changes so 
that it is too easy for men 
to consider their footwear 
principally from a point of 
utility making a change 
when the shoes owned are 
worn out. 

The feet of passersby on 
any street corner will di- 
vulge the reason for a 
woman's having five or six 
pairs of shoes while a man 
has at the most two. No 
two women’s shoes who 
pass by are alike. With 
the men’s it’s different. 








tightly is placed between 
the lining and upper. The 
crease from here on be- 
comes part of the shoe it- 
self. 

Then the shoe is lasted 
with the cord between 
upper and lining as shown 
in Figure C. 

The lasting is done 
in such a way as to 
take up all slack which 
might created by the 
ridge of the crease. 

In fact it might be 








There’s a dull sameness 


noted. Fig. A—Pulling out the cord after the shoe is finished 


The reason is that men 
are interested first in quality and when they get 
a good shoe “stick to it,” but too long. A 
woman wants 
style first so she 
is favored in 
the matter of 
variety. 

A good con- 
clusion would 
be that when 
anything new 
comes out de- 
signed to create 
new interest in 
men’s shoes it 
Fig. B—Starling the crease after the upper is cul red — oo 

as to its prac- 
ticality but as to its value in making men think of their 
feet in terms of style. 


The trouser crease in a shoe 












































said that in this way 
the crease is simply a 
utilization of what extra 
stretch there might be in the leather. 

In finishing the slick, trim contour of the crease is fur- 
ther moulded 
in by the use of 
a slightly heat- 
ed iron with a 
grooved centre 
epecially made 
for this pro- 
cess. 

This is run 
back and forth 
asshownin Fig- 
ure B, as part 
of the ironing 
process of fin- Fig. C—The cord is between upper and lining 
ishing the upper when shoe is las 

Finally the : 
cord is pulled out, as seen in Figure D. showing the fin- 
ished product. Provision has been made for this very 

thing when the cord is first put 




















upon examination seems a most 
logical style feature inasmuch as 
a crease has so much to do with 
the lines and set of all outer gar- 
ments worn by men. 

The method by which the crease 
is put into the vamp is an ingen- 
ious one and the result is sure to 
elicit comment wherever it’s seen. 
That’s the point, interest is but 
the next step to comment and 
desire is part of interest. 








between the lining and upper. It 
is fastened on the bottom of the 
sole but right at the point where 
it comes over on to the upper a 
few strands are nicked so that a 
slight pull separates it and it 
comes out. 

Such are the mechanical ele- 
ments. The ‘“trouser-crease”’ 
vamp so-called may not be revo- 
lutionary in itself, but it’s one of 
many possibilities for placing 
footwear up a notch in the ward- 








Let’s see how it’s done. Here 
is one method: 


Fig. D—Ironing in the crease part of upper finishing robe list for men. 
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How Swapping Customers Adds to the Cost 
of Distribution 


Creating Larger Demand for Shoes Seen as Remedy for 
“Too Many Retailers” Evil 


By P. M. FAHRENDORF 


Advertising Manager, Brown Shoe Co., St. Louis. 


many retailers in the country’s commercial 

system is the ever-present continuous game of 
swapping customers. This is an offense of which some 
of the very biggest manufacturers and jobbers are 
guilty. I think it applies in business generally. But 
I know it is the case in the shoe trade. 

The whole thing is worked around in a vicious 
circle. What is A’s loss is B’s gain. The extent of 
C’s gain, if he makes any, is determined by B’s loss, 
and so on round and round. The great process of swap 
proceeds steadily. A customer is lost and then an 
effort is made to get perhaps two to take his place. 

The big danger in this kind of merchandising in- 
volving a continuous scramble to get new customers 
instead of developing present ones is that it unques- 
tionably increases the cost of distribution. And it is 
pretty generally agreed that this ever-growing cost is 
really the main merchandising evil of the present day. 


(}= of the root reasons for the presence of too 


Old Friends Better Than New 


Of late it has been the observation of a great many 
thinking people in the shoe business that in the entire 
business-getting scheme the emphasis is placed more 
upon obtaining new cus- 


Reprinted by permission from Printer’s Ink Monthly 


included, it is a common practice to feature one or two 
of the newest and latest numbers added to the line. 
This, in effect, is almost an invitation to the retailer to 
send in an order for one or two pairs. Anyway, the 
retailers so interpret the advertising and the usual 
result is a large number of orders coming from retailers 
who are not regular customers of the concern. Every 
shoe manufacturer of any consequence at all who ad- 
vertises specific numbers has this difficulty in a more 
or less aggravated form. In St. Louis the leading shoe 
manufacturer and wholesaler operate what they call 
an “in stock” service, and the result is a great deal of 
trouble in the direction of orders for one or two pairs. 

In an effort to lessen the evil to an extent, a number 
of concerns have adopted the policy of charging 
ten cents a pair extra on single-pair lots. This, 
however, does not begin to help the situation. Ten 
cents is not enough extra to discourage the practice. 
Also it falls short of covering the cost of handling an 
order for single pairs of shoes. It costs just about as 
much to receive, record, approve, pack, ship and 
collect an order for $5 as for $100. 


Single Pair Orders Undesirable 
The thing has grown to an 





tomers than developing old 
ones. This doubtless is un- 
intentional. No manufac- 
turer in his right mind is 
going to set out deliberately 
to slap his old customers in 
the face. You could not 
possibly stir up an argument 
over the business sense of 
helping present customers 
develop to the limit. Yet in 
actual practice the thing 
works out the other way. 

Let me cite one specific 
instance out of the many that 
might be brought up: 


One of the Evils of In-stock 


In the business-paper ad- 
vertising done by shoe-manu- 
facturing concerns, our own 


dustry. 


What do YOU think? 





How Are We Going to Sell More 
Pairs Per Person? 


In the education of the public to a proper 
appreciation of “‘shoes for occasions”? and in 
the further education of the same public to a 
realization of the fact that, within certain 
limits, it is real economy to have more than 
two, three or four pairs of shoes, Mr. Fahren- 
dorf sees the solution of many of the problems 
now perplexing the leading men of our in- 


The real solution, he believes, will be found 
in the broadening of the market for footwear It 
through distributive channels already in 
existence rather than through any addition 
to the number of distributive channels. 


Let’s have an open forum on the subject. 


extent that some retailers are 
habitual offenders in this 
respect. We have made a 
list of the worst of these. 
When single-pair orders come 
in from any one of them, we 
send him a form letter ex- 
pressing our appreciation of 
his good intentions, but also 
frankly stating the economic 
loss that comes to us through 
filling orders that way. We 
ask him for fifty cents extra 
on each pair. 

is a common reac-- 
tion to receive letters in 
reply expressing the _re- 
tailer’s entire willingness 
to pay the extra fifty cents 
for what is to them really a 
service. 
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The main weakness of this kind of merchandising is 
that it develops new customers rather than the market 
for shoes. The normal yearly shoe consumption in the 
United States is around 330,000,000 pairs, figured on 
the basis of three pairs per person. 


Credit One Way of Handling Problem 


A more rigid handling of credits would go a long way 
toward keeping unfit persons out of the retail business 
and also probably would cause some others to get out. 
But this would not be enough. For every dealer who 
becomes insolvent or goes out of business there is likely 
to be another equally inefficient ready to take his place. 

There is nothing to prevent any man from going into 
the shoe business. The only requirements seem to be a 
little money and some nerve. If the new retailer can 
pay for his goods or show a promise of doing so manu- 
facturers are a unit in their scramble for his business, 
regardless of his experience, his location, his capabilities 
and his knowledge of properly fitting shoes. 


How More Shoes Can be Sold 


What is the answer? 

I will reply by asking another question. Who said 
that only 330,000,000 pairs of shoes represent the 
country’s consumption in a year and who is responsible 
for that fact? 

Manufacturers who are doing some hard thinking on 
this problem right now have come to the conclusion 
that the remedy lies in using educational advertising 
to increase the radius of the shoe business circle to a 
possible 400,000,000 pairs a year even with the present 
population and with a proportionate increase in radius 
as the population grows older. If this is done is seems 
logical to say that A, B and C, instead of fighting for 
competitive accounts and swapping customers can 
increase their sales volume through stretching out into 
this new region. 

Education is the thing that is needed to increase the 
radius of the shoe business circle. I believe, therefore, 
that we shall see a greater use of advertising space in 
business papers, newspapers and magazines and the 
use of it along entirely new lines. 


Change in Advertising Necessary 


Instead of the primary emphasis upon selling, the 
advertising will take the line of show that health and 
comfort are to be had through proper fitting of the 
feet and that this will be the result of several pairs of 
shoes properly. bought. 

People will be told such important truths as that two 
pairs of shoes worn alternately will give better and 
longer service than two pairs worn out one at a time 
and that three or four pairs will be still better. 

Another important angle of the advertising can well 
be that each occasion demands a proper shoe—that a 
gun-metal shoe is just as much out of place with an 
evening suit as a pair of tan shoes or a red necktie 
would be. _ 
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Prominent Haverhill Manufacturer Is 
Dead 


Haverhill, Mass., March 29—The funeral of the late 
Lurad H. Downs, president and general manager of 
Chas. K. Fox Inc. was held privately from the family’s 
residence in Haverhill, 
March 28. Mr. Downs’ 
sudden death on March 24, 
came as a great shock to 
his hosts of friends in 
Haverhill and in the trade 
elsewehere. 

Mr. Downs had been 
associated with Chas. K. 
Fox Inc. for the past 26 
years. He began work 
with Charles K. Fox as a 
shoe cutter and was from 
that advanced to superin- 
tendent of the factory and 
later to an executive posi- 
tion, these changes being 
brought about through his 


native ability and close 
had as many friends among 


application to his work. rad ais an Gee 
He was general manager of among those who worked with him 


the plant at the time of 

Mr. Fox’s death after which he became vice-president, 
and later president and general manager. He enjoyed a 
nation-wide acquaintance in the trade, was active in 
local and national trade organizations and was consider- 
ed one of Haverhill’s leading and representative shoe- 
men. At the time of his death he was a director of the 
National Boot and Shoe Manufacturers Association: 
the New England Shoe and Leather Association; the 
New England Shoe and Leather Exposition and Style 
Show Inc., and the Haverhill Shoe Manufacturers’ 
Association. - 

Mr. Downs took a position of leadership in every 
form of business or social activities with which he was 
associated. He had ‘a magnetic as well as jovial 
personality and his friendships were legion. He 
rendered valuable services to the Industry during the 
summer of 1921 in the fight for free hides at Washing- 
ton, Asa style leader he was prominent, and following 
the late Mr. Fox’s policies he built up an international 
fame for “Fox Footery.”” He was invariably a leader 
and exhibitor at shoe expositions and style shows 
conducted in various cities, served on style committees 
and was considered an authority on all that pertained 
to the designing and production of women’s styles. 

He was identified with the social life of Haverhill, 
being a member of the Masonic bodies as well as the 
Odd Fellows, the Pentucket Club, the Island Grove 
Club and the new Haverhill Country Club. Every 
member of the shoe trade who ever met or had business 
relations with Mr. Downs will join with the Recorder in 
deepest regret for his untimely death. 


LURAD H. DOWNS 


March 31, 1923 
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Retail shoe salesmen lead their customers right up to the hosiery counter. Read why 


How Fyfe Has Built Up His Hosiery Sales 


WELVE years ago R. H. Fyfe & Co. of Detroit 
opened a modest hosiery department in response 
to a demand for hosiery that had developed 


among the regular customers of the store. The wisdom 


of the move is shown in the wonderful business being 
done in hosiery by this firm. 

“The hosiery business has grown annually until it is 
a very lucrative department,” said A. O. Day, general 
manager. 

The main hosiery department is located just inside 
the Adams Street entrance, a portion of which is shown 
in the illustration accompanying this article. Besides 
this department, which is so handy for customers who 
come specially for hosiery, there are three other hosiery 
departments, conveniently located on the main selling 
floors of this ten-story building devoted entirely to the 
retailing of footwear. 

Miss Ray Himmelhoch has had charge of the hosiery 
department for about a year and has proven her ability 
in many ways besides increasing its sales. Miss Him- 
melhoch is rather modest when it comes to talking 
about herself, but when the hosiery department is the 
subject of conversation she is all enthusiasm. 

“One of our best sources of business,”’ explained Miss 
Himmelhoch, “‘is the splendid co-operation of the sales- 
people, that is, those engaged in selling shoes. The 
firm is very generous with them, allowing them a 5 per 
cent commission on all sales they make, with a.slightly 
smaller commission on sales made by the hosiery de- 
partment through their introduction. Some of the 
salespeople make from 100 to 125 sales a week. They 
are not only sold on the proposition that hosiery should 


be sold in a shoe store, but find the little commissions 
acceptable as well. 

“We do all we can to encourage these sales. In the 
dozens of wall and counter cases to be found throughout 
the store, hosiery will be found displayed. Hosiery is 
displayed in the windows with shoes. Matching of 
colors is a very important part of the business these 
days. I think that fully 75 per cent of our customers 
who purchase colored shoes purchase hose to match at 
the time the sale of shoes is made. 

“*A splendid help in matching colors is a color cabinet 
supplied us by the Burson Knitting Company, Rock- 
ford, Illinois, for their de Vore line of hosiery. The 
cabinet is a neat mahogany box containing color cards 
mounted on display cards, each card giving a dozen or 
more color combinations. In all there are 287 combina- 
tions and plain colors shown in the cabinet. With the 
help of these color cards and the cabinet we are able to 
make many extra sales which we would otherwise not 
find possible. 

“Not only do we find it easy to sell this hose from the 
splendid assortment of color combinations this firm 
makes to match shoes, but in selling sports shoes we 
sometimes are able to suggest hosiery in a combination 
to match a sweater, or sport suit, that results in sales,”’ 
continued Miss Himmelhoch. “The color cabinet is a 
very useful addition to the department in this way.” 

“We give special attention to fitting,” added Miss 
Himmelhoch. “By giving a proper size hose we give 
the customer more value because we give them extra 
wear. Half the trouble with poor wear in our modern 
American stockings can be laid to ill-fitting hosiery. 
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Five Cincinnati Firms Form Big Combine 


Will Engage in Manufacture of 
_ Women’s and Children’s Footwear 


Announcement 
was made this 
week of the forma- 
tion of the United 
States Shoe Com- 
pany, which is to 
be headed by John 
G. Holters. The 
formation of the 
new company is the 
result of the amal- 
gamation of five of 
Cincinnati’s shoe 
plants. 

They are The 
Holters Company, 
Val Duttenhofer 
Sons Company, the 
Krohn-Fechheimer 
Company, the 
Robert Wise Com- 
pany, and the 
Scheiffele Shoe Manufacturing Company, also John 
Duttenhofer’s new plant at Buffalo, N. Y. which is 
known as Val Duttenhofer Sons, Inc. 

The new company has a capitalization of $5,000,000. 
It will engage in the manufacture of women’s and 
children’s high grade welts, turns and McKays. John 
G. Holters is president, Robert Wise, vice-president. 

The other officers have not been announced. 





JOHN G. HOLTERS 


Who has been chosen President of the 
newly-formed United States Shoe Co. 


Prominent Men on Board 


The board of directors will consist of John Dutten- 
hofer, Marcus Fechheimer, John G. Holters, Irwin M. 
Krohn, Frank X. O’Brien, William H. Scheifele, Mar- 
cus 8. Rice, Robert Wise, James P. Orr, James M. 
Hutton, R. K. LeBlond, Edward Ritchie, and Lewis S. 
Rosensteil. 

The combined producing capacity of the six plants 
is estimated at about 12,000 pairs daily. The new 
company has total assets of approximately $6,500,000; 
$2,150,000, 7 per cent preferred stock, and 152,000 
shares of no par value common stock makes up the 
company’s capitalization. The stock was offered to 
the public this week in units of four and one half shares 
of common and one share of preferred, the selling price 
being $187. 

It is understood that it will be the policy of the 
United States Shoe Company to continue to sell their 
various lines of shoes under their individual names, 
each branch maintaining its own sales force. 

The economies resulting from the consolidation are 


expected to be far reaching. The administrative costs 
will be greatly decreased, and the cost of production 
will be materially cut through standardization and 
through an increase of output per unit. 





Dingley-Foss Official Dies Suddenly 


Auburn, Me., March 24—Everett M. Stevens, a well 
known shoe manufacturer and vice-president of the 
Dingley-Foss Shoe Company of Auburn, Maine, 
dropped dead of heart failure late Thursday afternoon, 
March 22, in front of his home at 288 Court Street, this 
city. 

Everett M. Stevens was born in Auburn on January 
4, 1857, the son of Jacob and Sarah Haskell Stevens, 
being one of 10 children. He received his education 
in the public schools of Auburn, and while still a young 
man went to work 
in a shoe factory. 
He worked up to 
the vice-presidency 
of the Dingley-Foss 
concern, accepting 
that position in 
1891, and has held 
it ever since. 

For nearly 15 
years Mr. Stevens 
has been connected 
with the First Au- 
burn Trust Com- 
pany as a director, 
and held the posi- 
tion of president of 
that establishment 





for 2 years, re- 
signing last Jan- 
uary. He was a EVERETT M. STEVENS 


Mason of the 32nd 
degree, apast member of the Tranquil Lodge of Masons, 
and a member of the Kora Temple. 

He is survived by his wife who was Miss Blanche 
Day; a daughter Mrs. Agnes Irish; a granddaughter, 
Leone Beryle Irish, of Auburn; three brothers, Jacob 
E., Herbert M. and Wallace E. Stevens, and a sister 
Mrs. Anna Stevens Jenkins, all of Auburn, Maine. 

Of him, a man who knew him well, has said: “You 
could count on Everett Stevens to do more than the 
job called for. He never shirked; he never doubted 
and he never quailed. He was for years a workman 
at the bench. He cut shoes and he made them. He 
learned the business from the ground up.” 
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ASHION has dictated! White for morning. White for 
afternoon and evening. White for city—white for town. 
Milady’s costume for spring and summer will call for white 
footwear of every description—and Creighton designers, 
anticipating the mode, have turned out a line of white shoes 
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that will put new life into your spring and summer sales. 


The attractive models illustrated here are some of the leaders in this 
line of strictly new white footwear by Creighton. They are in stock, 
available immediately to any dealer. Place your order today and let 
us prove to you that the Creighton slogan, “Good Shoes When You 
Want Them,” is no empty phrase. 


LYNN, MASS. 
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“We Do Not Quarrel with Customers— 
We Need Them” 


the buyer in a Chicago wholesale house said of him: 
“Mr. H is one of the most accommodating 
manufacturers with whom we do business. Whenever 
we ask for anything, no matter what it is, he does it or 
at least exerts every possible effort to do it. Recently I 
said to him, ‘I will buy that shoe if you can make it for 
10 cents a pair less.’ ‘Sure’ said Mr. H—— ‘that is 
easy.’ ‘How can you do it?’ I asked. ‘We will just leave 
off the heels.’ Well of course we didn’t want the heels 
left off, but we bought the shoes and paid the price.” 

“We never quarrel with our customers,” said Mr. 
H. . ““We need them. It costs us money to get them 
and it costs us more money to lose them. Our customers 
are our most valuable assets. 

“The great trouble with a lot of men who call them- 
selves salesmen is that immediately anything about 
their line is questioned they set up an argument to 
counteract what the other fellow says, instead of know- 
ing their merchandise so well that they can persuade 
him that his point of view is wrong. 

“T have never yet been able to sell a man anything 
by arguing with him. If it is not possible for me to meet 
his requirements, I shake hands with a smile, bow my- 
self out gracefully and leave a good taste in his mouth, 
so I can come back and see him again.” 

A factory or a store may be burned to the ground, 
may be ruined by storm or flood, but if the concern still 
has customers the business can soon be re-established. 
On the other hand, the most splendidly equipped fac- 
tory, or the most beautiful store is useless without cus- 
tomers. Truly, customers are the most valuable assets 
any mercantile business can have and it does not pay to 
quarrel with them. 

Just now there is such a wide variety of styles on the 
market that it is not surprising to have a woman come 
into the store and ask for something entirely different 
from what you are showing. She probably has a mental 
picture of a shoe which she believes would harmonize 
with a certain costume or that would be appropriate 


[: introducing a prominent eastern manufacturer, 








for a certain occasion, and she wants that particular 
type of footwear. 

It doesn’t pay to quarrel with her. It does pay to get 
as nearly as possible an interpretation of the picture in 
her mind and then show her something which you are 
convinced will fit in with her scheme of attire. It would 
be folly to say to her, ““You don’t want that kind of a 
shoe,” or “that kind of a shoe is out of style; here is 
what you want.” Suggestion will win a hundred times, 
where argument will fail. 

One of the most prolific sources of quarrels between a 
store and a customer is the matter of adjustment of 
complaints. The customer is the plaintiff. She believes 
she has been wronged and has just cause to make a kick. 
She comes to court with her bill of particulars all made 
out. She expects an argument and is all set for it. If 
the representative of the store, whether he be the 
proprietor, a merchandise adjuster, or a salesman, 
makes up a counter bill and starts an argument, it is a 
safe bet that an adjustment will not be made. 

If, on the other hand, he listens attentively to what 
the customer has to say, watches the expression of her 
face, and looks her square in the eye all through the 
time she is reciting her bill of complaint, and then 
allows her to make the terms of adjustment, in nine 
times out of ten he can satisfy the customer without 
undue expense. He can retain her good will. 

If her claim really be unfair and unjust she will reveal 
it either in her conversation or in her facial expression. 
Some place she will display a vulnerable point in her 
argument. 

The manager of the adjustment department of one of 
the largest department stores in Cleveland says that 
within two minutes conversation he can determine 
whether or not she is telling the truth. If she is lying 
she will soon reveal it, and in nine cases out of ten the 
liar is a coward, and will hastily retreat, leaving the 
path of adjustment open to him. 

In over 25 years of experience, no customer has ever 














gone over this man’s head to the proprietors of the 
store in which he is employed, which is pretty good 
evidence that his theory that the customer will, of his 
or her own accord, reveal the truth or falsity of the 
claim for adjustment. 

Whether or not the claim is allowed, it is usually 
possible to have the customer leave the store with no 
resentment or bitterness in his soul if the right methods 
are pursued in handling the case. Truly the manu- 
facturer quoted above is right when he said, ““We never 
quarrel with our customers. We need them. It cost us 
money to get them, and it costs us more money to lose 
them.” 


A Community Style Show That 
Stimulated Buying 


\ \ / HEN the leading merchants of any city, town 
or hamlet make up their minds to do a certain 
thing at a given time it is usually done right. 

The merchants of Wausau, Wis., set aside Thursday, 
March 15, as spring opening day and everybody within 
a 40-mile radius of Wausau knew that spring would 
open in that section of the country on that particular 
date. Advance advertising of a community nature had 
been planned and executed in advance. All of the ad- 
vertising of the different concerns for several weeks had 
been centered around this event. Consequently when 
Thursday, March 15, arrived, the inhabitants of Wau- 
sau and the.country surrounding it were all wrought up 
expectant and anxious to see what the merchants would 
provide in the way of springtime wearing apparel. 
The stores were beautifully decorated, striking color 
schemes, brilliant colored lighting, flowers galore and 
music of pleasing nature all added to make the day an 
eventful period in the merchandising history of the 
enterprising city of Wausau. 
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The windows and interior decorations received un- 


usual attention. Palms, ferns, satins and silks, won- 
drous backgrounds, in fact everything that would 
attract the eye of people and engage their attention, 
was used to add beauty to the scene. Salespeople were 
dressed in their best and wore radiant smiles that added 
pleasure and happiness to the occasion. 

In every department store, wearing apparel store, or 
shoe store of prominence, runways were erected on 
which living models demonstrated new wearing apparel 
for the forthcoming season. Not a musician in the city 
was idle during that evening, and a number of orchestras 
were imported from neighboring cities. 


The thought of new apparel, new hats, new hosiery, 
new shoes dominated the minds of the vast throngs 
that filled the streets and stores on the eventful evening. 


Unfortunately the weather remained cold and hazy 
but even at that for several days preceding the co- 
operative opening and for the remaining days of the 
week following it, the stores were thronged with shop- 
pers and thousands of dollars’ worth of merchandise 
was disposed of that would not have been sold, but from 
the combined effort of the merchants to centralize the 
public thought on new spring apparel. 

For several years Milwaukee has featured a style 
event of this sort and the beneficial results have pene- 
trated to the surrounding cities of Wisconsin. Style 
week has become a semi-annual event to which the 
merchants look forward, and to which the general pub- 
lic are being educated to give special attention. 

Porath & Schlaefer, one of the leading shoe stores of 
the city, constructed a runway the entire length of the 
store, upon which a number of models walked back and 
forth while the orchestra played in subdued tones. 
Women’s shoes for morning, afternoon and evening 
occasions were featured, and along with them attractive 
models in children’s shoes. 
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It was one of the most interesting conventions this association has ever held 


The Marathon Shoe Company of Wausau took 
occasion to feature their Pied Piper line by having a 
man dressed in the Pied Piper costume leading a pro- 
cession of kiddies in the various shoe stores and on the 
streets during the evening. 

Every city of the country from 5,000 upward can 
well afford to take a lesson from the progressive city of 
Wausau and feature a style week twice a year. 

The general arrangements of the show were under the 
direction of the Retail Merchants’ Association, while a 
merchant in each line of business headed a committee 
which had charge of displays and arrangements for that 
particular group. 

In almost every city, great or small, there is one store 
that stands out distinctively‘and apart. This dis- 
tinctive store usually stages a style show more or less 
elaborately arranged, but too frequently the co-opera- 
tion of other merchants is not invited. No matter how 
great or how big a store may be in its community it 
cannot afford to overlook the fact that the other stores 
of the city have force and influence or else they could 
not exist, and a combined campaign of advertising 
publicity and decoration helps every store in the city. 
The big store would profit by having the co-operation 
of the smaller stores. 

Porath & Schlaefer might have staged a style show of 
their own and have gotten some extra business and 
extra advertising from it, but Mr. Schlaefer, a former 
president of the Wisconsin Shoe Retailers’ Association 
is enthusiastic over the idea of a community style week. 

In his opinion it brings people to Wausau that would 
not otherwise come to this city, and it enthuses the 
people already in the city to make purchases of shoes 
and other wearing apparel that would not otherwise be 
made. 

Talk over with your neighbor merchant the idea of a 
style week; then get busy and put it over. It pays. 


What’s What in Chicago Fashions 


Chicago, March 26—The semi-annual convention of 
the Fashion Art League of America was held in Chicago, 
March 12 to 15. A fashion show held in the Gold Room 
of the Congress Hotel marked the closing day and even- 
ing. This is primarily a showing of gowns by the leading 
designers of the country, but as appropriate footwear is 
as important to the well-dressed woman as any other 
part of her costume, some very attractive models were 
shown. 

The only shoe concern taking prominent part in the 
revue was the C. H. Wolfelt Company, who had two 
models on the runway, wearing and carrying their latest 
designs in footwear, while the other models wore shoes 
from the various retail stores. 

As to the length of the gowns it would be hard to say, 
as they varied so greatly. For street and sport wear the 
length ran from six to twelve inches from the ground 
while the afternoon gowns of Georgette, Satins, and 
Crepes, were from one to three inches, and evening 
gowns were extremely long, many of them having trains. 

With the street costume patents, ooze and kid shoes 
were shown. The patents were in strap effects, some 
being beaded with steel beads. The ooze were trimmed 
in kid and calf in straps and oxford types. The kid 
shoes were in straps, and several designs of three- and 
four-eyelet center ties. 

With the afternoon gowns, were shown black satins 
in strap and plain pump effects, and white kid in straps 
and many cut-out designs, as well as a few of the oxford 
types. 

With the evening gowns were worn chiefly gold and 
silver brocade slippers, unless they exactly matched the 
gown. In one case one of the models wore a Persian 
brocade gown, with which she wore changeable blue 
and red velvet slippers of the Egyptian type, being 
profusely cut out, and held together with dainty straps. 








CHICAGO 


Spring Buying Shows Much Action 


Black Satins in the Lead, Patents Staging “Come Back’’— 


Wholesale Business Shows Healthy Volume— 
Foster and Hassel Headed for Europe 


HE weather man has mixed things 

up pretty badly in Chicago and 
vicinity during the past week. Just when 
everybody thought spring was here “for 
keeps,” and business would move along 
like a sweet song, along comes a regular 
blizzard with wind, snow and everything 
that put a crimp into spring buying for a 
few days. However, as soon as the sun 
began to shine again and the thermometer 
took an upward trend, shoppers thronged 
the stores with added zest and zeal. 


Good Merchandise in Demand 


The spirit with which the public is 
entering into spring buying is pleasing to 
merchants. Generally speaking, mer- 
chandise of good quality is being sought 
and very little complaint of prices is being 
heard. The public, and women especially, 
seem to recognize the fact that the present 
day patterns of footwear are intricate to 
make, and necessarily expensive in con- 
struction. 

The one best material in point of sales 
in women’s footwear is black satin. 
Either all over satin, or satin in com- 
bination with ooze, calfskin, or patent are 
used as trimming material. 


Ooze in Brown Shade Popular 


Ooze in beige and other wood brown 
shades have sold well, both in low heeled 
sport effects and in the higher heel, more 
dressy types. Gray ooze, both in light 
and medium shade, has sold well in some 
stores, while in other stores gray has been 
slow and hard to move. 

Ooze trimmed with calf or kid of the 
same shade as the body of the shoe has 
sold better than when trimmed with 
patent or black calf. This is true in both 
the low heeled sport types and the higher 
heeled dressier types. 

Patents, after being more or less dor- 
mant for some months, are staging a 
“come back,” but the demand for patent 
is very largely in the lighter weight turn 
sole variety and not so much in welt sole 
oxford or strap types. 


Bright Colors Are Good 

A surprising business has developed in 
the higher grade stores on bright colored 
kids, red and green being the best colors, 
although purple, orchid, canary and light 
gray are proving very good. 

All over colors are at the present time 
the best sellers, although red trimmed 
with patent, green trimmed with white 
and similar combinations of colors are 
selling quite well. 





In most of the stores, these bright colors 
are being sold as an extra pair. They are 
sold either to match a costume or are to 
be worn with white sport or afternoon 
dresses trimmed with a dash of color that 
matches the footwear. 


Hosiery Important Item 
With footwear of these bright colors 
hosiery becomes a very important item. 
While it is possible in some instances to 
match the shoes with hosiery already in 
stock, in most cases where hosiery is 
desired in the same shade as the leather, 
it is necessary to have a special pair dyed. 
Some stores have installed their own 
dyeing process to meet this need, while 
others send them out to some establish- 

ment equipped to do the work. 


Nude Colors Solve a Problem 


The difficulty of special shades of 
hosiery to match the shoes is obviated 
in most instances by selling nude colored 
hose. This particular shade goes well 
with all of these fancy colors; can be 
worn with costumes of almost every color, 
and consequently solves the problem of 
supplying hosiery to wear with high 
colors in footwear. 


Sandals to the Fore 


Sandal types of footwear are being 
prominently displayed by stores of 
every grade. The wide variety of patterns 
and heights of heels would indicate that 
the buyers in Chicago stores are confident 
that this particular type of footwear will 
be exceedingly popular during the forth- 
coming warm weather season. ’ 


Foster “Kiddie”’ Party 


The annual party for little folks staged 
by F. E. Foster & Company was held 
Saturday, March 24. The party is an 
annual affair with the Foster concern, 
which takes the place of a spring opening 
and display of new seasonable footwear. 
This year, a magician was the principal 
attraction and souvenirs in the way of 
toys were given to each of the children 
who attended the party. 


Millerites Entertain 


The Chicago ‘“Millerites,” a welfare 
club orgainized among the employees of 
the I. Miller store for the purpose of 
promoting efficiency and a more friendly 
spirit among the employees of the store, 
entertained their friends on Sunday 
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evening, March 18, in the Tiger Room of 
the Sherman Hotel. 

Regular meetings are held hy the 
organization in which better merchan- 
dising methods, more efficient salesman- 
ship, a study of the merchandise in stock, 
and features of similar character are 
considered. These meetings are usually 
held in the store, or at an appointed time 
and place after store hours. 

The meeting in the Tiger Room of the 
Sherman, however, was of different 
character, and was purely social. Business 
cares and worries were forgotten, and the 
evening was devoted to pleasure alone. 

Among the “Millerites” are many men 
and women who possess unusual talent as 
entertainers. A splendid program of music 
and other forms of entertainment were 
produced, which was followed by dancing 
and the serving of refreshments. Over 
700, including employees and guests, were 
in attendance at the affair. 


F. E. Foster and O. H. Hassel 
Go To Europe 


Fred E. Foster and wife and O. H. Hassel 
and wife sailed on the Majestic, Thursday, 
March 29, for a four months’ stay in 
Europe. Mr. Foster and Mr. Hassel are 
both prominent shoe merchants of Chi- 
cago and both for several years have been 
closely identified with the activities of the 
National Shoe Retailers’ Association. 

Not only do Mr. Foster and Mr. Hassel 
work together, but they play together. 
For several years they have arranged to 
spend their vacation time together, fish- 
ing, hunting or otherwise enjoying them- 
selves. 

Mr. Hassel sells men’s shoes exclusively 
and Mr. Foster sells only women’s and 
children’s shoes. On the trip to Europe 
they will combine both business and 
pleasure. ‘ 


In The Wholesale District 


March has proved a very satisfactory 
month, both as to orders booked and 
shipments actually made among most of 
the wholesale houses in the shoe wholesale 
district of Chicago. 

Orders placed for future delivery indi- 
cate that merchants are not being stam- 
peded into buying unreasonably large 
quantities of merchandise because of 
advancing prices, but as a rule are buying 
conservatively and not for a long time 
ahead. 

Several Chicago wholesale houses, how- 
ever, have booked large quantities of felt 
footwear and house slippers to be shipped 
with October 1 dating. 


Collections Are Satisfactory 


Collections are generally quite satis- 
factory, although some of the wholesale 
houses complain that merchants are scat- 
tering their business to such an extent 
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that it is difficult for them to meet all 
their obligations promptly. 

Some difficulties have been experienced 
by credit men in getting many of the mer- 
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chants in the smaller towns to render 
accurate and intelligent financial state- 
ments where requests for the same have 
been made. 





ST. LOUIS 


Easter Business Is Good 


Sales Show Upward Tendency in Final Stretch of Buying 
Gray and Beige Lead in Color Choice 


USINESS continues to increase. The 

few flat spots noted were simply 
caused by the rainy weather which in- 
variably retards retail buying. Retail 
shoe merchants are attempting to solve 
their lack of help problem. With the peak 
business now on, almost every store finds 
itself under-manned as to its sales-force. 
This does not apply alone to the big 
Saturday trade but to the week-days trade 
as well. There is no question but what 
Easter buying has gone forward with 
anticipated vigor, with good business 
reported during the past fortnight. Every- 
thing is in readiness to handle the crowds, 
except, perhaps plenty of salesmen. Shoes 
of the desired type and color are plentiful 
and offer to the consumer a wide range of 
choice of the desired style. 


Gray Slips a Bit 


Gray is still being sold and a visit to any 
of the large stores wil find a large number 
of gray shoes being fitted. In spite of this, 
however, the proprietors of a number of 
stores advise that their enthusiasm for 
gray is slightly slipping. More gray shoes 
are being observed on the streets now than 
ever before. This is an indication of their 
having been bought in fair quantities. 

A great many patterns have already 
been cleaned up and over this fact there is 
much rejoicing. On the other hand you 
will hear the remark in many stores when 
referring to a certain gray number “I wish 
I didn’t have that in the house.” To say 
that the retail shoe merchant is giving this 
gray situation much thought is stating 
facts. Much effort will be made between 
now and the two weeks after Easter to be 
clear of all gray shoes. Colors are not 
looked forward to after this date with any 
degree of certainty. Memories are not 
too short to recall what happened to gray 
on many and many previous occasions, 
but caution in buying this year may act as 
a preventative from disasters of other 
years. 

The Light Brown “Flurry” 


Much excitement is being waged over 
the beige “flurry” which has attacked the 
local retail trade. Sand colors are being 
sought and calls are being received in 
great numbers for this shade. While a 
number of retail shoe merchants have 
stocked this color, the demand was un- 
beralded and from all reports few stores 


have sufficient stock to fill their require- 
ments. 

The older heads of the business however 
are not perturbed over the situation and 
sum up the “flurry” in the following 
manner: “‘A few people are asking for sand 
or beige, of a particular shade which no 
store has, and this shopping from place to 
place by these customers has given this 








A one-sirap pump with cut-outs on a sen- 
sible last for growing girls. From the line 
of the Brown Shoe Company, St. Louis 





color an apparent demand which does 
not really exist.” Ttis theory has been 
accepted by many of the large operators as 
being about correct. 
Black Satin Good 

Black satin is still selling in good volume 
and its position is not expected tobe altered 
to any great extent during the heavy buy- 
ing. Sport stuff has commenced to be 
asked for and some few pairs are being 
sold. Colored trimmings on these shoes 
are popular. The more garish effects are 
the poorest sellers. 


New Shoe Store Opens 


The People’s Cut Rate Shoe Store has 
been opened at 507 Washington Avenue. 
This is the location formerly occupied by 
the Shoe Mart. Shoes of popular price 
only are offered. Fred Wittmond is 
manager of the store. 





New Sales Women for Swope 
Shoe Company 

Miss Graber and Miss Burke, formerly 

connected with Brandt’s are now con- 


nected with the Swope Shoe Company. 
Miss Graber has been located in the 
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women’s department and Miss Burke in 
the children’s department of the Swope 
organization. 


Hood Branch Has Record 
Month 


W. Springer, manager of the St. Louis 
branch of the Hood Rubber Products 
Company stated shipments during Feb- 
ruary were the largest since the company 
opened this office. He reports a big de- 
mand for white canvas low shoes with 
colored trimmings. 


Johnson, Stephens & Shinkle 
Shoe Co., Install Cafeteria 


Johnson, Stephens & Shinkle Shoe* 
Company have recently installed a cafe- 
teriafor their employees which is purported 
to be one of the best equipped units of its 
kind in the city. No expense was spared 
in planning for the convenience for their 
help and only the very latest appliances 
were installed. The meals are sold at cost 
to the employees and only the best food is 
served. 


Another Dividend for Hamil- 
ton-Brown Shoe Company 


The Hamilton-Brown Shoe Company 
has declared another dividend of 1 per 
cent, payable April 2 to stock of record 
March 24. This makes the ninth consec- 
utive monthly dividend declared by the 
company, although no definite announce- 
ment that the payment of a monthly sum 
would be a permanent policy has been 
made. In both sales and shipments the 
company has been showing good gains 
over the last year. 


McElroy-Sloan Purchase 
Building 

The McElroy-Sloan Shoe Company has 
purchased the seven story building at 1511 
Washington Street which it occupies, for 
$115,000. The building occupies a site 
50 by 132 feet and has 58,650 square feet 
of floor space. 

W. F. McElroy vice-president of the 
firm said that the company will erect a 
factory at Fulton, Missouri, which should 
be in operation by midsummer, producing 
3000 pairs of shoes a day. A bonus was 
given the company for locating the factory 
there. 


A St. Louisan Honored 


Mr. Wm. M. Sloan, General Manager of 
the McElroy-Sloan Shoe Company, was 
yesterday elected President of the Board of 
Trustees of the American Manufacturers 
Foreign Credit Underwriters Exchange. 
The headquarters of this organization are 
located in New York City, and the purpose 
of it is to insure the credit risks of Ameri- 
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can manufacturers in-all foreign countries. 
The concern has branches in practically 
every principal city of the world. 

The other Trustees elected were C. K. 
Anderson, President of American Wire 
Fabrics Company, Chicago, Illinois; L. A. 
Arneson, Vice-President and General 
Manager of Larabee Flour Mills, Kansas 
City, Missouri; R. W. Rankin, Vice- 
President and Treasurer of Hunt-Rankin 
Leather Co., Boston, Massachusetts; W. 
J. Sowers, Vice-President and General 
Manager of American Pitch Pine Export 
Company, New Orleans, Louisiana; Stan- 
ley A. Sweet, President of Sweet-Orr Co., 
Inc., New York, N. Y., and Geo. R. 
Meyercord, President of the Meyercord 
Company, Chicago, Illinois. 

This institution has about fifty prom- 
inent St. Louis members. 

The history of this organization is quite 
interesting. It has been in the process of 
organization for about five years by the 
best manufacturers of this country. The 
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crying need for some satisfactory method 
of financing exports that compares favor- 
ably with that of other countries has been 
the most urgent need of American manu- 
facturers in handling export business, and 
the American Manufacturers Foreign 
Credit Underwriters, which is composed 
of the representative manufacturers of this 
country, is a long step in putting us on a 
competing basis with other countries. 

Mr. A. J. Wolfe, Chief of Division of 
Commercial Laws, U. S. Department of 
Commerce, in speaking to this Association 
in New York, brought out very conclusively 
the fact that export credit insurance was 
one of the constructive achievements in 
American exporting, and would bring 
about a reawakening of the commercial 
conscience in merchantile communities at 
home and abroad as a corrective to the 
deplorable events of 1920, and the elimina- 
tion of waste due to the operation of 
persons and firms inadequately equipped 
to engage in export and import operation. 





MILWAUKEE 


Men’s Shoe Business Awakes 


Women Are Buying Gray Suede in Low Heel Effects. March 
Blizzards Keep Galoshes to the Fore 


PRING business has not yet attained 
S a volume compatible with this period 
of the year, but merchants throughout the 
city are expressing satisfaction at one 
phase of the market and that is, that men’s 
shoes have commenced to move. No 
difficulty in selling women’s shoes has been 
experienced, comparatively speaking, but 
men have been engaged, so it appeared, in 
a sort of buyers’ strike. This is now at 
an end, and buying by the sterner sex 
has commenced on a sizable scale. 

Sport effects for men are being favored 
to a degree in local stores. Egyptian styles 
for men, advertised by a large department 
store, went over “big.”” Plain toes in the 
blunt end styles are good, although the 
fine ornamentation is generally favored by 
the younger element. Oxfords in black 
and brown, the former leading, are favor- 
ites. 

Egyptian Styles Moving Slowly 


Women are buying gray suede in low 
heel oxfords,almost with reckless abandon. 
Merchants are somewhat puzzled at the 
volume of gray suede business both in 
plain and style oxfords, as it almost indi- 
cates disinterest in the highly touted 
Egyptian models, now en route to the city. 
Either that is the case, or women are to be 
equipped with both gray suede and the 
new novelties, or the novelties are not 
going to go as well as anticipated. 

A lot of rubbers and some overshoes are 
still being sold as a result of the excep- 
tionally nasty weather. Galoshes have 
sold by the dozens daily, following the 


recent blizzards, despite the lateness of the 
season. 


Gain In Manufacturing 


A slight increase in the number of per- 
sons employed in the shoe and leather 
industries in Milwaukee was registered for 
the past month, over the previous period. 
This brings the total working force of 
Milwaukee factories up to a new high 
record, as previous to last month pro- 
duction was in the hands of the largest 
number of employes ever recorded in the 
local shoe manufacturing industry. 

Manufacturers throughout the city re- 
port practically all shoe factories running 
100 per cent and a few plants putting on 
night shifts. Output is sold up to May 1, 
or later, with dealers showing a stronger 
disposition to buy ahead than for some 
years. The market in general is stabilized 
and if any tendency is apparent, it is one 
toward higher prices. 


Leather Trade Disappointing 


Tanneries report leather trade is a little 
disappointing, as buying has not been of 
the volume expected. Local tanneries are 
not operating at more than 60 per cent 
capacity on the average. Tanners ex- 
plain the reason of leather trade being 
poor while shoe factories are running at 
capacity or better, by stating that much of 
the shoe demand has been for fancy shoes. 
Women’s fancy and novelty shoes take 
only small quantities of leather, about 15 
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to 20 per cent less than staple styles. Buy- 
ing of leather for workmen’s shoes has 
been done to a small extent, on an advance 
basis, but for the most part the future de- 
mand for leather is very light. Resump- 
tion of activity is expected as soon as the 
fall business is underwritten by the shoe 
factory salesmen. 


To Take Over Factory 


Final arrangements are now being made 
by officials of the L. W. Shoe Company, 
of Chippewa Falls to turn over their fac- 
tory in that city to the Olson Shoe Com- 
pany, also of Chippewa Falls. The L. W. 
Shoe Company has now formally passed 
into the hands of preferred stockholders, 
who have elected George E. Dee presi- 
dent; Andrew Sands, vice-president, and 
Walter Larrabee, secretary-treasurer. The 
L. W. Shoe Company factory is one of the 
largest and finest in the state and the space 
that will be turned over to the Olson Shoe 
Company, is capable of turning out from 
6,000 to 8,000 pairs of shoes daily. The 
factory has already opened and production 
started under direction of manager Anton 
Olson of the Olson Shoe Company. Capi- 
tal stock of the latter company has been 
increased to $150,000. 


Storms Injure Style Openings 

Wisconsin merchants lost between one 
and five. hundred dollars apiece in actual 
cash as a result of the terrific blizzards 
which swept the state during the week of 
March 11-17. In many of the largest 
cities in the state, those dates had been set 
as an official style week and in most cases 
living model shows were planned for win- 
dows. The storms destroyed alli hope of 
window displays or any other displays, 
although the few theatre style shows 


' staged throughout the state were reported 


successful. In Milwaukee, several thou- 
sand dollars were lost as a result of failure 
of the weather man to co-operate in style 
week plans. Another loss which cannot be 
figured in terms of dollars and cents was 
occasioned to all merchants through the 
set-back in spring buying. 


Gives Money To Charity 

The will of Mrs. Elizabeth T. Bradley, 
Milwaukee, who died March 12, was filed 
for probate here, and disposes of an estate 
of $350,000. Five charitable institutions 
are given $1,000 each by terms of the 
will. Most of the remainder of the estate, 
with the exception of a $2,000 bequest for 
maintenance of the organ in St. Paul’s 
Episcopal Church, goes to relatives and to 
Samuel P. Bradley, president of the 
Bradley & Metcalf Shoe Company. 


Parole System Successful 


Reports made by the Wisconsin State 
Board of Control relative to the practice 
of paroling prisoners from the state peni- 
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teniary at Waupun to industries of that 
city, indicate that the practice has been 
entirely successful. Among the industries 
affected by the use of prison labor in that 
city are the knitting industry and the 
shoe industry, both of which use parole 
labor. The statement of the board is 
particularly interesting in view of the fact 
that a bill is now pending to mark all 
prison-made goods manufactured in Wis- 
consin. There is a sizeable shoe factory in 
the state prison. 


To Increase Production 


The North American Textile Company 
of Omro, Wis., manufacturers of silk 
hosiery, are soon to resume operations 
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after a period of restricted production. 
The factory has completed a contract with 
the Marshall Field Company of Chicago 
whereby the entire output of the company 
will be taken over by the Chicago firm. A 
250 per cent increase in the number of em- 
ployees goes into effect at once in order to 
enable production to meet new contract 
demands. 


Walter J. Booth and wife of Milwaukee 
have left for California where they will 
spend several weeks of leisure. Mr. Booth 
is vice-president of the Weyenberg Shoe 
Manufacturing Company, and well known 
in Wisconsin manufacturing circles. 





CINCINNATI 


Good April Business Promised 


Easter Trade Not as Active as If Date Had Been Later— 
Merchants Say a Big White Year 


RE-Easter business was in good volume 
atthelocal shoe stores this week. Mild 
weather conditions served as a favorable 
factor in adding additional impetus to 
trading. However, it is generally con- 
ceded that the early arrival of Easter this 
year will cause the sales of this shopping 
period to fall short of what they are 
when Easter comes about the middie of 
April. Cold weather up to the middle of 
March in this section of the country 
checked buying on the part of the con- 
sumer to such an extent that the few days 
left before Easter, when the weather has 
been favorable, is too short a time for 
most women to buy their new spring out- 
fits—shoes included. The local retail 
merchants are looking forward to a very 
fine business throughout the month of 
April. 
White Shoes Appear 
A few new white patterns have made 
their appearance in the stores here. From 
the first indications, it would show that 
merchants are of the opinion that the 
volume of business this year is going to be 
in all white styles. White cloth trimmed 
in white kid is looked upon with much 
favor. A few patterns trimmed in black 
are expected to be sold. Later on in the 
season, whites trimmed in colors will pro- 
ably have some call. 


What Makes a Call Customer? 


The regular weekly meeting of the 
officers and employees of the Potter Shoe 
Store, heid on Tuesday mornings, was 
conducted last week by Miss Bentley of 
the children’s department. Her subject 
for discussion was: ““What Makes a Call 
Customer?” The one thought that was 
emphasized at this meeting was the fact 
that a shoe salesman should make it a 


point to “smile through every sale.” 
“Courtesy and earnestness are the most 
important factors in developing call cus- 
tomers,” said Miss Bentley. She con- 
tinued: “Display a willingness to show 
your customer more than one style. Let 
him know that you are eager to give the 
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In_ fitting orthopedic, shoes on a doc- 
tor’s prescription it is a good point to 
have the floor man examine prescriptions 
and shoes before the customer leaves the 
store. 

Good Merchandising Advice 


Mr. Gordon, manager of the Children’s 
Department, laid stress upon the import- 
ance of keeping shoes in first-class condi- 
tion through very careful handling. 

Mr. McLaughlin stated that it is essen- 
tial every customer should leave the store 
in a good humor whether: he buys a pair 
of shoes or not. 


Correct Fitting Demonstrated 


Fred A. Husk of the Foundation Sales 
Corporation gave an interesting talk to 
the Potter sales force on correct fitting. 
During the past week, the Potter Com- 
pany introduced the “Trail Blazer’’ shoe 
which is marketed by the Foundation 
Sales Corporation. Mr. Husk spent the 
week in Potter’s women’s department 
demonstrating the fitting qualities of the 
Trail Blazer shoe. 


Good Business at Factories 


The Cincinnati shoe factories all report 
a very good volume of business. Many of 
them are still operating their cutting 
rooms on full time, while the others dur- 
ing the past two weeks have cut on the 








A prize winning shoe display at the annual convention of the Ohio Association of 
International Display}Men, held at Gibson Hotel, Cincinnati. Shoes supplied by 
Miller Shoe Company, firtures by Onli-Wa Firtures Company 





very best service possible. Display an 
earnest desire to have the shoes fit prop- 
erly; avoid short fitting. Don’t rush your 
sale. Don’t grab the customer’s money 
Make it a point to do little favors for the 
customer whenever possible. 


half-time basis. The shortage of fitting- 
room help has been felt here as well as in 
other centers. The nature of the styles 
that have been produced and that will be 
produced for some time to come is such 
it is almost impossible for factories to get 
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a normal output. The local plants, how- 
ever, have steadily increased their pro- 
duction since the first of the year and are 
now on a very satisfactory basis. 
Val Duttenhofer Men in Ter- 
ritories 

The sales force of the Val Duttenhofer 
Sons Company ‘eft the week of March 25 
for their territories. This company has 
added many new lasts and patterns to its 
line. 


May 1 
W. T. Dickerson, vice-president of 
The P. Sullivan Company, states that the 
Sullivan men will go out about May 1. 
The Sullivan Company reports an un- 
usually fine business. 


Roth Travelers Off April 1 


The Roth Shoe Manufacturing Com- 
pany is sending its sales force out April 1. 
The Roth Company has placed in stock 
this season two patterns in black satin, a 
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high and a low heel. They also have com- 
pleted their stock of brown and black kid 
oxfords on the B W last. 


Jack Roth a Benedict 


Jack Roth of the Roth Shoe Manufac- 
turing Company was married Monday, 
March 26, to Miss Carolyn Burnham of 
Cincinnati. He is spending his honey- 
moon at Southern Pines, N. C. 


Krippendorf Dittmann Off 
April 15 

The Krippendorf Dittmann Company’s 
sales force will leave the factory for another 
selling trip around April 15. John Car- 
lisle, sales manager of this company, re- 
ports a very satisfactory volume of spring 
business. He announces that this com- 
pany has added to its stock department. 
This company has now a complete run of 
sizes and widths on both the Arch-O- 
Pedic and Nature Arch lines. In addition 
to this, they are carrying in stock a black 
satin one-strap and black and brown 
oxford. 





CLEVELAND 


Peak Selling Predicted by April 26 


Black Satin and Gray Are Big Favorites. Cut-Outs Selling 
Well, Even in Zero Weather 


HE week ending March 24 was not a 
favorable one for good shoe trade 
from the standpoint of weather conditions. 
On Monday, the temperature dropped 
to 10 degrees above zero and on Tuesday 
it went still lower and recorded 5 to 6 above 
zero. Such weather as that put a halt on 
buying of low shoes and artics and over- 
shoes were again seen on the street. 
On Wednesday, March 28, the weather 
moderated some and on Thursday, it was 
warmer, but on Friday it was again cold 
and disagreeable. Despite the weather 
sales were fairly good, and what buying 
was done was largely in low dress shoes for 
Easter wear. 

Oxford selling has started in full swing. 
Merchants say this is so, because people 
are still wearing the low shoes they bought 
last winter for street wear. 


Many Novelties Selling 


The transactions have thus far been 
largely in novelties and in black satins. 
By the way, black satin is going over larger 
this season than it has in years, according 
to merchants in the downtown section. 

Gray has been another color that has 
been received with unusual favor by the 
consumer in this city, and it seems likely 
that the tan shoe will lose some of the 
popularity that it has enjoyed in recent 
years. That popularity was for the last 
three years far above the normal stage. 





Cut-outs and insets etc. were going 
strongly during the third week in March 
and many of them were to be seen on the 
streets, even with the weather down near 
the zero mark. 


Public Has Plenty of Money 


Business and industrial conditions in 
the city continue to improve and savings 
accounts in the banks continue to mount. 
The clearing house reports there is more 
money in this city today than ever before. 

The usual strike of mechanics in the 
building trades did not materialize this 
Spring and that industry is going forward 
at a great rate. More building permits 
were issued during March thanin any other 
March in the last 10 years. 

The other industries report that labor, 
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both skilled and common, is scarce, and 
that wages have gone up some for un- 
skilled workers. 

With the workers in the factories and 
the commercial houses back on their jobs, 
merchants have anticipations of big bus- 
iness during the week that will start April 
26. The week before Easter is the biggest 
six days of the entire Spring in this city, 
and with business and industrial condition 
so favorable, a record is expected. 


Small Merchants Report 
Favorably 


The smaller merchants in the districts 
that are inhabited largely by persons who 
speak foreign languages report that buy- 
ing has been good this month. 

More shipments are being made to 
European countries. These shoes are sent 
by persons here who have relatives abroad. 
The Germans of this city have been heav- 
iest buyers of shoes for shipment abroad, 
while the Hungarians and Poles here also 
have been looking after their relatives 
across the Atlantic. 


Burns Hack with Simmons 


Burns R. Hack who for the last three 
years has been the representative in the 
Cleveland territory of the Hamilton- 
Brown Shoe Co., and has had excellent 
success, will on April 1, become the local 
representative of the Simmons Boot and 
Shoe Co., of Toledo. He will retain his 
sample room at 244 The Arcade. 

The Hamilton-Brown interests in this 
city will after April 1, be assumed by D. C. 
Moore, who will come here from St. Louis. 

Few men in this city are better and more 


_ favorably known to the shoe trade than is 


Mr. Hack. His many friends wish him the 
best of success when he takes out his new 
line. 


David Martin Says “A 
Banner Year’ 


David Martin, specialty man of the 
Hamilton-Brown Shoe Company, spent 
the third week in this city, with consider- 
able success. Mr. Martin reports that 
business in the shoe stores is progressing 
satisfactorily and that prospects are for a 
banner year. 





COLUMBUS 


Warmer Weather Stimulates Trade 


Gray Suedes Good, Satins Fair—Many Sport Styles for 
Grown-Ups and “‘Kiddies”’ on Display 


\ ITH the advent of spring and 

warmer weather and with the pros- 
pects for a big April business, local retail 
shoe merchants are very cheerful. The 
first part of March, business was very un- 





satisfactory, but with the coming of the 
spring season which brought with it balmy 
weather, trade has become very brisk. 
According to merchants, the demand for 
gray suedes is very good, while satins con- 


























March 31, 1923 


tinue fair. Two tone and combination 
effects are also selling well in some of the 
leading stores. 


Big Business on Whites Anticipated 

Many styles of sport shoes are now being 
displayed in the leading retail stores, while 
the demand so far has been fair, the mer- 
chants expect the sport styles to be good as 
an after-Easter style. Many of the leading 
merchants state that with the advent of 
real warm weather, white goods will be big 
sellers. 

Many styles of sport footwear are now 
being shown in the misses’ and children’s 
departments, Last season was a very good 
season for this style in the little folks’ de- 
partments and it is expected that the de- 
mand from now on for the small folks will 
follow closely in the women’s styles, 
especially in the sport wear. 


Junior Department of Pitts 
Remodeled 


With the junior department of the A. E. 
Pitts Company all newly decorated and 
refurnished it takes on the appearance of 
and Easter morn parade. This depart- 
ment has an entire new dress of floor 
coverings, and with the new style of light- 
ing fixtures which has been installed, gives 
to this company one of the best lighted and 
furnished Junior departments in this part 
of the state. 


Union Company Expands Shoe 
Space 
The addition to The Union Company is 
fast being completed, which will give an 
added space to the several shoe depart- 
ments which are operated by this com- 
pany. 


Holbrook’s Bootery in New 
““Home”’ 


Holbrook’s Bootery, which is managed 
by Dick Mahanna, will be located in its 
new quarters at 67 South High Street. 
This store is now redecorating and install- 
ing new fixtures and show windows pre- 
paratory to occupying its new home. 


Shoe Manufacturers 
Optimistic 

With the majority of the local shoe 
plants sold up until about May 1, and 
with all their representatives now out in 
their respective territories, a very cptimis- 
tic outlook is now faced by all the local 
manufacturing plants for a good fall 
business. 


Mrs. James E. McLeod is 
Dead 
The many friends of J. E. McLeod who 
travels for J. P. Smith Shoe Company of 
Chicago, will be sad to learn of the death 
of his wife on March 19, at this city. Mrs. 
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McLeod had been ill for some time, and 
while heg death was expected, it was an 
occasion of deep sorrow to her husband 
and her many friends. 


Petot Obtains New Store Site 


One of the choicest locations in the city 
for a shoe store has been obtained by C. E. 
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Petot of The Petot Shoe Company. This 
location is at 18 North High Street, in the 
center of the retail district. It is expected 
that with the expiration of the present 
leases on this building, which cover a 
period of about a year, remodeling and re- 
decorating will commence so that no time 
will be lost in making this new store one of 
the finest show places in the city. 





DES MOINES 


Good Weather Stimulates Trade 


Snow Storms Stopped Buying for a While—with Warmer 
Days the Public Will Be in Buying Mood 


ETAIL business in the city had been 
generally poor, due to the unseason- 
able weather, until the last three Satur- 
days, with beautiful weather, brought 
with them a wonderful business and bol- 
stered up trade for the month. The heav- 
iest snowfall in 11 years was the reason 
for the lack of business the rest of the 
time. Retail merchants did a large vol- 
ume of business during pre-Easter week, 
so all are feeling now in a much better 
frame of mind, and are philosophical 
enough to forget about the bad weather 
of which they have no control. 
Wiltsey Cites Conditions 

“Business will be good just as soon as 
warm weather sets in,”’ said E. C. Wiltsey 
of the Wiltsey Shoe Company. “As a 
whole our business has been fairly good. 
Satins are our best sellers now, with the 
more staple oxfords also selling well. 
These oxfords are mostly of the more 
conservative combination styles. Cut-out 
patterns have not begun to sell as yet, 
but I am expecting them to be very strong 
as soon as the spring season is well under 
way. 

“In the men’s line, black is the strong- 
est color at present, but I expect the 
lighter shades will be the most popular for 
spring wear.” 


Golf Shoes with Crepe Soles Popular 


A manager of a shoe department of one 
of the leading department stores said, “I 
believe women’s oxford novelties will be 
good for at least a month yet. I am ex- 
pecting then a short heavy run on grays 
which I believe will fade quickly into a 
demand for novelty cut-out and strapped 
patterns. In the sport line, crepe-soled 
shoes for golf use are already beginning to 
be sold.” 


‘ New Chain Store 


The Feltmen-Curme Shoe Company 
has leased the store building at 703 
Locust Street for its new store that they 
expect to establish here. The store will 


not be opened until next fall. They spec- 
ialize on $5, $6 and $7 shoes. 


Egyptian Sandals on Display 


Various types and colors in Egyptian 
sandals are being shown this week in D’ 
Arcy’s display windows. Special adver- 
tising is helping much to push this novelty 
footwear. The best seller seems to be a 
number in gray suede trimmed in gray 
calfskin. The D’Arcy Shoe Company is 
retailing them at $12.00. 


Men’s Novelties Pull Business 


Harry Jacobson, manager and proprietor 
of the Harry Jacobson Shoe Company is 
getting business through his display and 
advertising of many novelties in men’s 
shoes. ‘Contrary to the popular idea, men 
will buy novelties if they see them and 
are pleased with them,”’ says Mr. Jacob- 
son. Also a great many shoes in the more 
conservative patterns are being sold om 
the mere strength of a large display of 
novelties in young men’s footwear in the: 
front windows. His clever advertising,. 
which has the quality of a personal invita- 
tion, is drawing much attention and get- 
ting business. 





Los Angeles Notes 


Beige and Sand Lead 


Gude’s states that the sand and beige 
shades are running ahead of grays and 
are getting stronger every day. The lighter 
shades have the preference, with mahog- 
any or darker trim. Tie pumps are be- 
coming noticeably numerous, some with 
tie lacing through the tongue piece. 


Black Satin a Staple 


Black satin is holding its own pretty 
well and is about the most staple thing 
just now in women’s footwear. For dressy 
wear, it probably outranks every other 
material. 
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THANK YOU, DOCTOR 


FACTORY MOTTO: 
DAY BY DAY 

IN EVERY WAY 

"| WE MUST MAKE THEM 

BETTER AND BETTER 


JW. 


apler 


_ COMPANY 


















MADE every part SOLID LEATHER 
WORK WITH: A CARE 
| —_-_ 








The above is a reproduction of “Our Factory Motto,” reproduced 1,000 times 
throughout the factory buildings and offices. Every employee is face to face every 
minute of every day with the declaration of this Company that “DAY BY DAY 
IN EVERY WAY WE MUST MAKE THEM BETTER AND BETTER.” It 
is what we have been saying for years, and we thank Dr. Coué for helping us to 
popularize the words. 


Your inspection of our new fall samples, now in the hands of our salesmen, will con- 
vince you of the great truth of the above. Yes, the Carter line is the line you 


want. Made to retail at $4.00, $5.00 and $6.00. 


MADE everypart SOLID LEATHER 





COMPANY 





Specialty Manufacturers of 
MEN’S AND BOYS’ 


GOODYEAR WELT DRESS SHOES POPULARLY PRICED 


Nashville, Tennessee 
Our salesman will call without obligation on your part. Write or wire. 











March 31, 1923 
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EXCLUSIVE CONSTRUCTION 


Every Capitol Slipper that you sell makes 
a friend and customer for your store, because 
of the comfort and value that is built into 
every model. And Capitol Slippers are easy 
to sell because of their very apparent su- 
periority in construction and material. 


The above diagram shows a dissected Capi- 
tol Slipper and points out clearly the exclu- 
sive points in its construction. 


Uppers of high quality felt—an inner sole of 
thick lamb’s wool, as it grows on the hide, a 


spring heel—felt padding—and a flexible 
outer sole of real leather. 


Truly the slipper of comfort, style and value. 
Several very attractive models have been 
added to the Capitol Slipper line for 1923. 


These include satin slippers in a variety of 
attractive colors and a complete assortment 
of Mother Goose Bootees. Write today for 
complete literature and prices on these new 
models. They will put life into your slipper 
sales. 


The Wiley-Bickford-Sweet Co. 


| =: Worcester, Mass. Hartford, Conn. 


SELLING OFFICES: 


Boston, 207 Essex St., Chicago, 19 So. Wells St., 

New York, 1328 Broad- Portland, Ore., 461 E 4ist 
way St. Nc 

Philadelphia, 44 No. 4th St. Louis, 307 Leather 


| 
} 
| 
| : ~ St.. Trades Bldg. 
} 





The Madrid This trade mark is fast becoming 
| . V the buyer's guide to quality in felt 
E il and satin slippers. Your customers 
are looking for it on the slippers 
they purchase. Also found on 
Capitol Lamb's Wool soles for 
women Who “knit their own.” 
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Lazarus Fried & Sons, Inc. 








No. 2873 


No. 2873—Grey Ooze Calf, 1 strap, Grey Kid inlay 
in quarters, turned, Charlotte, Full Breasted 16-8 
Spanish Heel. Bto D...........0.eceeeees $5.00 


No. 2874—Grey Ooze Calf, 1 strap, Grey Kid inlay 
in quarters, turned, full breasted 13-8 Spanish 
BI, BD OD Dic ccccccecccccccscvescedsases $5.00 


Many other snappy oxfords and 
pumps in stock at popular prices 


ooo ee ee ee ee 








nappy 
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Two B’s That Are 


Profit Makers 





High Grade Materials—Perfect Fit 


Sound Quality 
Teams Are Outfitting Now 


Why Don’t You Bid for This Business 


“FOOT-LITE”’ 
BALLET SLIPPERS 


Hard Toe--Soft Toe 
IN STOCK 








CHICAGO BRANCH, 


Established 1879 











PR” 
I rices 





BASEBALL 
SHOES 


Write for Catalog 


BROOKS SHOE MFG. CO. 


1731-41 N. SIXTH ST., PHILADELPHIA 
119 S. WABASH AVE. 


————— : ~ 
ques SATARUS FRIED & SONS gee 


s- 





On Your Visit 
To New York 
WE ARE ALWAYS 
AT YOUR SERVICE 





No. 2877 


ish heel, B and 
No. 2878—Grey 


ft LS Sg eee preity $5. 


No. 2876—Same as 2875, but covered Flapper 9-8 
$5.00 


heel, BtoD 


118-120 Duane St. 
New York, N. Y. 





No. 2877—Grey Nubuck Pat. Cutout and Collar, 
1 strap turned, Antoinette full breasted 13-8 open 
00 


Nubuck Pat. Cutout and collar, 
1 strap turned, 9-8 covered Flapper heel, B to D 


No. 2875—Pat. Leather, Grey Nubuck Cutout 
and collar, 1 strap, turned, Antoinette full bocasnes 


es a a eo os 
It OOOO 


—— = a a as 
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“CLIFTON” 
Gem Duck 


Used with our wet process, it pro- 
duces a perfect innersole, as it is 
easily formed in, and hugs the lip, 


producing strength where strength is 
most needed. 


The Trade Prefers 
“‘Clifton’’ Gem Duck 


when once tried 


“Clifton” shoe covering cloths, also 
“Clifton” backing and plumping 


cloths give satisfactory results. 


The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 


Has Stood the Test of Years 


CLIFTON MFG. CO. 


BROOKSIDE AVENUE, JAMAICA PLAIN 


BOSTON 30, MASS. 
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April 
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TIP 


Recorder Merchandising 
Calendar for April 


2-7 (Monday to Saturday)—Feature a children’s 
window and devote newspaper advertising to chil- 
dren’s shoes—direct-by-mail and newspaper adver- 


 tising should feature children’s shoes. If you are in a 


farming country, feature work shoes, also Don’t quit 
going after business just because Easter has come and 


gone. 
6 (Friday)—The date on which the United States 


entered the great World War (1917). Trim windows in 
red, white and blue. 


April 9-14 (Monday to Saturday)—Do not neglect men’s 


April 


dress shoes. The sun is shining (maybe) and men are 
dressing up. Newspaper advertising should always 
harmonize with window displays. Monthly con- 
ference with salesforces. Use a question and sugges- 
tion box; open it at monthly conferences. Have 
demonstration on “fitting pumps.” 


16-21 (Monday to Saturday)—Prepare advertising 
campaign for white leather and white fabric footwear. 


April 19 (Thursday)—Patriots’ Day in Massachusetts. The 


baseball season opens. The big event for over 20,000,- 
000 fans and the opening day for sales of athletic 
shoes. 


April 23-28 (Monday to Saturday)—Go over stock records. 


Some lines of low cuts, especially novelties, are un- 
doubtedly broken up. Re-price broken lines; place 
them in “special section.” Stick a P.M. on them. Sell 
them while selling is good. They will bring more now, 
while the demand is on, than later. Get out monthly 
statements. Every credit customer should have a 
statement the first day of each month. If you haven’t 
nerve enough to ask for the money, and insist on 
monthly settlement of accounts, quit the credit busi- 
ness and quit it cold. 
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gle Brand’ 


is prestige protection for you. It means better 
satisfied shoe customers because Eagle Brand 
dressings preserve the original color and finish 
of the leather. Moreover, it means added 
sales and profits. There’s an Eagle Brand 
Dressing for every leather shoe. 


EAGLE BRAND 





makes quick and easy work of thoroughly 
cleaning and polishing, with no spotting, 
a discoloring or drying effect. Black, Russet 
(tan), Oxblood (red) and brown. 


NONE. 


cleans and whitens as no other preparation 
does. Its reputation reaches around the 
world. 


American Shoe Polish Co. 
Manufacturers of a Dressing for Every Shoe 


CHICAGO, U. S. A. 
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Making Two Powerful Forces Work ‘Together 


Windows and Newspaper Advertising Should Be ‘“‘Hooked Up,”’ 
Both Pulling in the Same Direction 


HERE’S a retail shoe merchant in one of the 

Eastern cities who makes a practice of never 

advertising more than one shoe at a time. He 
uses comparatively small space, pictures the shoe, 
describes it accurately and horiestly in words which 
can be understood by the average newspaper reader, 
names the price and displays his name and address in 
type which it is easy to see. There is nothing remark- 
able in that, considered alone. It is what he does with 
this advertisement after it has been printed, around 
which this little yarn is written. 

He clips this advertisement from the newspaper, 
pastes it on a sheet of stiff cardboard and fastens it 
with a paper clip to the shoe which he has advertised. 
This shoe then is placed well up front in his window. 

He has done, in an inexpensive and mighty effective 
way, what many retail shoe merchants all over the 
country are neglecting to do. He has “hooked up” his 
advertising with his window trim. 

No principle of retail advertising and display is more 
frequently neglected than this one. The writer has 
seen black shoes advertised in big space in daily 
newspapers on a day when the windows of the mer- 
chant-advertiser were devoted to a display of sport 
shoes. He has seen cut prices advertised on a day 
when the windows showed only a few pairs of high- 
priced merchandise. Time after time, he has watched 
the retail shoe merchant employ two of his best selling 
forces—newspaper advertising and window display— 
in such a way that one force pulled in one direction and 
the other neutralized the first by pulling in an entirely 
different direction. 

And your newspaper advertising, too, should reflect 
the same seasonal atmosphere as your windows. Ad- 


vertisements of white shoes do not need and should not 
have the big heavy borders and the bold, black types 
that are used in sale advertising or that can be used to 
better advantage in the advertising of darker shades 
of heavier footwear. - 

Plan your summer advertising so that it will have a 
summer atmosphere. 

Plan your windows so that the atmosphere will also 
be summer-like. 

And then see to it that the shoes you advertise in 
your newspapers are given a prominent position in the 
window. 





How Do You Display Hosiery? 


ITH the establishment of a hosiery department 
as an integral and indispensable part of your shoe 
store, comes the necessity of studying the best methods 
of hosiery display and the advisability of investigating 
the offering of fixture concerns to find what they have 
which may help make this display 100 per cent effective. 
There are two general types of such fixtures—leg 
forms over which the hose is pulled, and the various 
other fixtures over which the hose is draped. There are 
also combination leg and foot forms which display both 
hosiery and shoes. Some merchants will find it wise to 
have both kinds. ‘The requirements of others will be 
satisfied by one or the other. But some of them you 
should have, both for your windows and your counter 
display. They add not only to the appearance of the 
store and the window but also emphasize the fact that 
shoes and hosiery are footwear—and that yours is 
a footwear store. 
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Plate 1—It’s a simple matter to cut a setting like this out of wall board. 


Spring Window Settings 


A Well- Dressed Window 
Creates Prestige for Any Store 


OME merchants seem to believe that as long as 
S they themselves and their clerks are dressed in 

the height of fashion and don’t look shabby, that 
is all their customers care for and notice. They possibly 
never think that the poor old store front and store in- 
terior might need a new suit once in a while and that it 
is necessary for the store to be dressed up. 

In these modern days it is a fact that a man with a 
neat, clean appearance is the one who gets the atten- 
tion and the money, so why cannot this same thing 
apply to the store? 

It is the store with a bright, clean look that attracts 
the attention and draws trade. A man can’t wear 
shabby clothes and look neat and attractive and you 
can’t make a store pull business as it should unless it 
looks neat, clean, and attractive. 


A New Season Is Here 


Every merchant and display man should strive to 
make his store the most attractive place in town, 
through the medium of the shoe window, the store 
exterior, arid interior decorations. 

The window settings illustrated monthly in this sec- 
tion, described minutely as to construction, color 
schemes, and the like are for the average window. 

The designs are elastic in their measure and are 
adaptable to practically any size window by simply 
making the various set pieces in proportion. 


Timely Window Display Suggestions 


Reproduced herewith are several timely window dis- 
play background suggestions that will help solve the 
problems of arranging attractive settings for the display 
of the merchandise at this particular season of the year. 


Plate One illustrates a very simple background setting 
consisting of three wall-board panels assembled as is 
shown. 

The wall board panels are painted a nile green color 
using cold water paint or alabastine. 

The side panels are flanked on the ends with a piece 
of wall board over which is stretched a piece of black 
velvet, silk or satin, or the board itself can be painted a 
flat black, if so desired. 

The center panel is finished off with bands of black 
satin, velvet, or silk, as indicated in the sketch. 

In front of each side panel is placed a decorative tree. 
This tree is cut from wall board in the shape shown. 
The top should be painted a plain black and decorated 
in gold. The top part of the tree should be painted dark 
green. 

Arranged on the top part of the tree are pink roses 
and green foliage. The flowers can be attached to the 
front of the tree by small tacks or pins. 

Hanging suspended from the tree are threads upon 
which are attached pink rose petals. 

This setting gives the entire floor space over to the 
display of merchandise. 
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Plate Two illustrates another effective background 
suggestion using a three panel wall board treatment 
assembled as is shown. In front of each side panel is 
placed a tall cut-out vase made from wall board. The 
panels should be painted a cream color. The vases can 
be finished in black and gold. Artificial flowers can be 
arranged at the top of the vase as is illustrated. The 
panels are connected by strips of wall board painted black. 

The panel is finished off with a wall paper scenic panel 
representing a spring scene. 

These panels can be obtained at most any store deal- 
ing in fancy wall papers. 

Plate Three. In plate three we illustrate a new and 
novel decorative treatment for a window that is very 
simple in construction. 

The setting consists of three pieces of wall board cut 














Plate 2—This background, 

with a wall paper scenic panel 

symbolic of spring, makes a 
very effective showing. 























out in the manner shown. The center panel is so 
arranged as to rest on a platform made from wall 
board and light wood strips and the background setting 
should be painted a pale lavender color. Upon the 
center panel is mounted a poster such as many shoe 
manufacturers send to their dealers. 

In case you do not wish to use the poster, the center 
panel can be cut out and backed up with light lattice 
strips painted white and then backed up with a piece 
of wall board painted gold. The top of the center 
panel is finished off with a band of white satin ribbon. 

The arrangement of the flowers and foliage on the 
left-hand side is indicated. These should be white 
roses with pale green foliage. 

Just in front of the setting on the floor is arranged a 
piece of white felt laid on in rug effect. 




















Plate 3—This background can 

be used with a manufacturer's 

poster as shown, or with a lat- 

lice work design on the center 
panel. 
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Bedell’s Shoe Dept., Chicago 


In a large percentage of the 
better class shoe stores and 
shoe departments recently 
opened the seating installa- 
tions are of 


American 
Interlocking 
Shoe Store Chairs 


Shoe men who have had experience in opening 
and operating several stores have learned to 
judge chairs on these four points: Comfort of 
customers—conservation of floor space—appear- 
ance—economy. In general these men have 
shown a marked preference for American Inter- 
locking Shoe Store Chairs. 


AMERICAN: SEATING (OMPANY 


General Offices, 1016 Lytton Bidg., CHICAGO 
Room 302, 69 Canal St., BOSTON 
Room 601, 119 W. 40th St.,. NEW YORK 
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oe Plate 4—The Egyptian in- 
fluence on footwear styles sug- 
| gests an appropriate back- 


» ground such as this. 















































Plate Four. Right at this particular time the Egyp- 
tian motif of design would work out very nicely in your 
show window in featuring some of the newest sandals 
and shoes bearing the earmarks of the Egyptian. 

Therefore it would be a good idea to have something 
in your show window inspired by the discovery of the 
tomb of Tut-Ankh-Amen. 

Reproduced herewith we show a very novel setting 
which is simple in its construction and if carried out 
along the lines mentioned will prove an ideal back 
setting for shoe styles of Egyptian origin. 

This setting consists of a center unit cut out from 
wall board and painted a sand shade using flat oil 
paint. Before the paint becomes dry sprinkle paint 
over the piece and this will give the effect of .stone. 

The opening in the center set piece is filled in with a 


piece of yellow silk or satin in curtain effect. It would 
be well to have a black band of silk sewed upon the 
curtain to give a touch ot color to the border. 

The Egyptian design on the side flanked piece can 
be painted on in black, painting any such characters 
that would be Egyptian in their appearance. 

Upon the centerpiece is placed the cut-out medallion 
effect as is shown. This piece is cut from wall board 
and painted up in the strong colors of yellow, blue, red, 
and black. Hanging suspended from the cut-out piece 
are narrow bands of black satin ribbon upon which 
are pasted small squares of cardboard using the colors 
red, yellow, blue, black, and gold. 

The plateau is finished in the same manner as the 
back setting. 

The shoes may be arranged in any manner. 





Side Drapes Are Now ‘The Thing’’ 


Among the better class stores, side drapes for win- 
dows and entrances are becoming more in evidence. 


They add a touch of warmth and of quality to the 
store front. 


It has been noted that as the eye of a passerby wan- 
ders along a row of stores, side drapes on a window tend 
to arrest attention and to focus the gaze within that 
window. 


Most display houses handling valances have side 
drapes to match. They may be had in various ma- 
terials and colorings. The design illustrated is offered 
by The Hecht Fixture Co., Chicago. 


mac « € 


3 x 4, wee 
AT ETE LET PT SEPT TE 











106 BOOT AND SHOE RECORDER March 31, 1923 











=~ People- 
~~ Like Moths- 
Are Attracted by LIGHT! 


Moe aie 
Light draws people as a lamp attracts the moths. Aa 


A show window, rightly lighted at night, catches the eyes of folks across @=— 
\\ or down the street; and like a magnet, draws them to YOUR store tolook = 











at YOUR displays. 
a A well lighted window is your best means of advertising. It isa silent =—— 


salesman working for you long hours after your clerks have gone home ~— 
\ and you have closed your store for the night. 


\ If you would have your windows work for you full time: if you 
\ want bigger returns from the time and thought and money you 
\ 


\ \\ \\\ bl / Yy / je have put into window displays; if you would increase the number 
Yy lf of passers-by who slow down or stop to view the goods you have so 
| // yy, EN ea carefully displayed; then light your windows brightly. 
Ae Write today for catalog. State the number of windows to be 
=. lighted, the length and height of the glass, and distance from 
“a glass to background. 


PITTSBURGH REFLECTORS 


Put More Light in 
Your Show Windows 


PITTSBURGH REFLECTOR & ILLUMINATING COMPANY 


Bowman Building, Pittsburgh, Pa. 
1452 Broadway, New York 90 New Montgomery St., San Francisco 


Se 



















565 W. Washington St., Chicago 
The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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Show Card Lettering Made Easy 


This is the first lesson of a series that will enable any clerk with- 
out special talent for drawing, to make good window and count- 
er sales cards, which will help any store to sell more goods. 


By MAXWELL L. HELLER 
Art Instructor, Theodore Roosevelt High School, New York City 


of the chain stores are the signs, show cards, 

and price tags. They help the goods to sell 
themselves. How often have you felt that you would 
like to have a little lettering done about your shop? 
And how often was it that because you couldn’t do it 
yourself, and didn’t want to go to the expense of hav- 
ing it done, you have done without it? Your business 
needs no longer to suffer for the lack of signs. 


Or of the most striking features in the displays 


4 sped hter- 
(ng pir 





This is the correct way to hold your lettering pen. 


Simple hand lettering can be done by any one, 
whether he has a talent for it or not. The main thing 
is to get the right tools to do it with, and to be willing 
to give a little time to practice. 


Pens Quicker Than Brushes 


The reason that most people can’t do even a little 
price card well, is because they try to work with brush 
and paint. These are the most difficult materials to 
handle, and require years of practice. Even profes- 
sional letterers now use the speed lettering pens and 
black ink for quick and beautiful results. 

For sixteen years, the writer has instructed young 
boys and girls in the New York High Schools in the 
art of hand lettering, and in each case after a few 
lessons these young folks have been able to turn out 
signs that looked quite professional. Surely then, you 
can with a little practice do equally as well, thereby 
saving yourself considerable money, by making as 
many signs as you need. 


What to Buy 


The materials are most inexpensive. All you need is 
a few sheets of smooth-finish bristol board, or any other 
smooth non-absorbent paper; one bottle of good India 
ink for 25 cents, and one set of Esterbrook Speed 
Lettering Pens, Nos. 2, 3, and 5, price $1.00 per doxen, 


which may be had at your stationer or direct from the 
Esterbrook Pen Company, New York City. A cheaper 
but good lettering pen is also made by the Hunt Pen 
Company, of Camden, N. J. 

These speed lettering pens resemble the ordinary 
pens except that they have a round flat nib at the ends, 
which vary in size according to the number of the 
pen. They also have a reservoir attached which holds 
enough ink to enable you to make several letters with- 
out having to dip into the bottle too frequently. 


How to Use the Lettering Pen 


Note carefully the position of the pen and the hand 
in the illustration. Hold the pen like any writing pen, 
but be sure that the nib rests flat upon the paper. 
Support the hand well so that it rests firmly on the 
table. In making the strokes be careful not to change 
the position of your pen or you will lift the nib off the 
paper and get a ragged stroke. 

Let us work with our No. 2 pen for practice. Place 
your paper squarely on the table, slightly to the right. 
Dip the pen deeply into the bottle. Be sure to rest the 
pen against the neck of the bottle to drain off the sur- 
plus ink. The reservoir will retain enough ink for 
several letters. 


The Beginning of a Letter 


To make a stroke, place the pen so that the nib rests 
flat on the paper. Press the pen and rest before you 


VOCS 


The various Strokes wst/ 17 the /etters. 


-_ I~, ae a _ 
AQSbet 
a - rf 


Sheang hou ktters are broken up into strokes 


The first thing to learn is that all letters are made up of 
various parts or “‘strokes.”’ 


pull the stroke down. While drawing the stroke, press 
evenly and at the end rest the pen for a moment before 
lifting it from the paper, to be sure that the stroke will 
finish with a rounded end. 

Practice making straight vertical strokes downward; 
then horizontal strokes from left to right; oblique strokes 
downward; and half round strokes downward and from 
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makes shoes look new 


EPCO is a liquid enamel which 
restores that much desired new- 
ness to sole edges and to heels. 


Your customers prefer Repco to any 
other brand of enamel because Repco 
is easily applied without danger of soiling 
hands or clothes. 


Repco contains no varnish, shellac or 
other gummy substance ~- but materials 
that protect the leather and prolong its 
life. And, best of all, Repco clings 
firmly and evenly to the surface. It does 
not rub off. 


Repco is made in every stylish color 
~-white, ivory, light gray, dark gray, 
champagne and Havana brown. 


The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 


























For sale by Shoe Findings Jobbers 
Better order some Repco today 


UNITED SHOE MACHINERY CORPORATION 
Boston, Mass. 


San Francisco Branch, 859 Mission St. 


J. K. KRIEG COMPANY, New York, N. Y. 


UNITED SHOE REPAIRING MACHINERY CO 
Bosten, Mass. 
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left to right. Let these strokes be no longer than an inch. 

If your work is ragged, it will be due to any one or all 
of the following reasons. You have not drained off 
the surplus ink from your pen; you are holding the pen 
so that the nib does not rest flat upon the paper; you 
change the position of the pen while writing; you do 
not press uniformly on the pen while making the 
strokes. A half hour’s practice with attention to 
these details will enable any one to use the pen cor- 





CLEARANCE SALE 


MENS SHOES 


Broken sizes 


$595 














Not beautiful, but readable and a credit to any store. 


rectly. Do not get impatient or discouraged if your 
work is poor at first. Examine your work closely and 
discover the cause of your failure. 


The Gothic Alphabet 


The Gothic alphabets give us the clear, bold letters 
generally used in sign work. They are very easy to 
make. 

Study the forms and the proportions of the letters in 
the illustration. Note that the direction of each stroke 
is indicated by an arrow, the little numbers telling the 
order in which the strokes are made. It is of the 
utmost importance that you follow these arrows and 
numbers, and get the habit of making the letters by 
means of breaking them up into strokes. Make the 
strokes definitely and finished the first time. Do not 
fuss and sketch, but work directly. If you don’t suc- 
ceed at first you will after little practice. Not only the 
speed of your work, but also its quality, will depend 
upon how directly you work. It should never be neces- 
sary for you to make more than three strokes for an 
A, four for a B, or two for a C, etc. This is called the 
Single Stroke Method of lettering. 

Practice at first with the pencil till you are thor- 
oughly familiar with the forms of the letters, remember- 
ing that all the letters are the same height, and about 
the same width. 

For a finished plate make letters 1 inch high and 
allow 3-8 inch between lines, using No. 3 pen. Use a 
card 8x 1linches. For further practice, letter words; 
copy a paragraph; make a simple window card like 
that in the illustration. 
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How to Make Lower Case or Small Letters 


The lower case is used whenever there is a large mass 
of lettering, because a large block of capital type would 
be very difficult to read. 

Study the lower case alphabet on this page. Notice 
that the letters are based on the circle. In other words, 
the circle gives us the O. By using only part of the 
circle, we get e. The addition of the horizontal element 
gives use. . 

The next group of letters are b, d, g, p, q, each pro- 


‘duced by sketching a circle and cutting off a very 


small slice with the straight strokes. 


Some Letters Made Alike 


Then come h, n, u, r, m. In h, n, and u, we cut off 
equal pieces on each side (no larger than b, d, etc., 
cut off on one side), of the circles. Notice that the m 
is not quite twice as wide as an n; also, that the r 
begins like an n but does not finish the second upright 
stroke. 

Note also that in the f and t, the cross lines come 
within the waist line. If you make them higher or 
lower, the f and t do not belong to the rest of the 
letters in this alphabet. In the k, the width across the 
bottom is greater than across the top. It is as wide 


as an h. 
How to Rule Your Sheet 


The v is simple enough. In connection with this 
letter, study the y, which starts like a v, but in making 


ARC HE FCRH I! | 
a IPs MVLE EFS 
‘ i i we! ! ! ! 
KLMNOPOTH 
S ™ | ] ! % j ‘\ F/ ) A fi J \ y j 
s i \ j \ \ 4, q ‘| Ha Sam 
fig, dA - —_- 4 A 
1234567890 
-.-— “J sr 4 , \ —_ N 


abcdefghijk 
Imnopqrstuv 


Showing the number and direction of strokes necessary to 
make capitals and small (or lower case) letters. 


the second suroke, vontinue it cn the same slant below 
the base line without a break. Watch this letter as it is 
frequently misshaped by beginners. The w is not quite 
twice the width of the v. 
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| ABook with real 
mee ©cecorative ideas 


; 


a SOE ne oe 
and WLULALU J 


Your Syrino 
You = b re oo Nothing’ like“this has ever been published before. 
l 1Splay Lae i A new book—chock-full of REAL, ORIGINAL 


IDEAS—on novel attractive decoratives for your 
windows, is now ready for distribution. 


Page after page of strikingly designed screens, 
placques, panels, special decorative furniture, 
flower stands, vases, lanterns and other novelties 
are shown. Many attractive, harmonious color 
combinations are suggested. 


Enough original ideas are advanced in this book 
to deserve your frequent and earnest study. 


This book will serve as a source of inspiration 
and help to you in making YOUR windows 
effective and out of the ordinary. It is yours for 


— — 
— et - = 


the asking.. 
oo / ! | SEND COUPON FOR YOUR COPY TODAY 
Stanidar. 
SHOW CARD SERVI | Aawmawn lo 
SHOW CARD SERVICE Juc. |} S , 
uudard Diag togers 357 W. Chicago Ave., Chicago, III. 


(/ 
NV | site AGO 





































L. Baumann & Co., 
357 W. Chicago Ave., CHICAGO 


Please send to the writer “‘A Book of Decorative Effects.’’ 
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Your Customers will be Better Pleased 


with 


Glencoe 


REG. U.S. PAT. OFF. 


Fibre Tip Shoe Laces 


“They Stick to the End”’ 


Better pleased because these laces have NO METAL to 
rust, shine, grow tinny, break, cut, or pull off. Their 
tips are FIBRE and hold on always. Very dressy, too. 


Cost No More than Ordi- ; : All lengths and colors— 
nary |Metal-Tip Laces Write for prices and samples Flat, Round, Tubular 


Main Office and Factory 


Glencairn Manufacturing Co. 


Incorporated in 1908 
Pawtucket Rhode Island 


a 


Master Reproduction of the Chinese Art 


BEAUTIFULLY CARVED AND RICHLY ORNAMENTED 


ONLI-WA This beautiful Shoe Setting carried out in true Chinese Art and colors makes a 
unique Shoe Display. Its oriental lines and colors are exceptionally adaptable 


for the Shoe Display, and shoe merchants who are showing these fixtures cannot 
speak too highly o' them. They make a wonderful attraction, and are great 


A business stimulators. They are finished in typical Chinese colors, black lac- 
DAM PERIOD FIXTURES quered, decorated in gold and Chinese vermillion. , 

Impart real impressiveness cee Ve ae es 
to the shoe display. A most > 
practical design for ladies’ 
and men’s shoes, being or- 
namented with carvings 
and colored in effective col- 
or combinations of enamel 
and natural wood effect 
with contrasting colors. 























Complete sets of plateaux 
and fixtures make an effec- 
tive window. 











Our period shoe fixtures in many beautiful designs and finishes have made such 


Send for our latest catalogue a wide appeal to the merchant that we are always producing them in larger 
a < ‘ quantities. Because of this we are able to price them exceptionally low. All 
showing different designs. our fixtures are so proportioned as to lend grace, dignity and refinement to 
themselves as well as the articles displayed thereon. All = Bone legs are rubber 


tipped. The bases are loaded and the bottoms felted. Beautifully finished and 


THE ONLI-WA FIXTURE CO. i get is oe ILLUSTRATED CATALOGUE NO. 15-A 


401 BECKEL BLDG., DAYTON, 0. 


Originators and Manufacturers of 
our own Wood Fixtures 


THE BEST IN FIXTURES .°. 


EWI SOL LEVIN & CO 
soy DISPLAY PIXTVRES 
we —~'}) 1R4-1B BR WEST ST. BROOKLYN N.Y 















SHOWROOMS, 750 BROADWAY, NEW YORK 











The Boot and Shoe Recorder will ciate your mentioning the publication in replies to advertisements. 


-Y 








112 


BOOT AND SHOE RECORDER 





March 31, 1923 











The button in the 
RED LINE BOX 





~ APPELBEE & NEUMAN, 


23-25 Greene Street, New York, U. S. A. 


BOSTON: 133 Lincoln St. 


= 


inc. 


Manufacturers and Originators of 


Rivet Shank BUTTONS for Shoes 
PEARL—IVOR Y — AGATE, Ete. 


ST. LOUIS, Star Bldg. 


“I 





























Ine. 











EFFECTIVE SHOE DISPLAYS CREATE SALES 
Write for our catalogue 
J. R. PALMENBERG’S SONS, INC. 
Established 1852 
63-65 West 36th Street, New York 


BOSTON 
26 Kingston St. 


BALTIMORE 
122 W. Baltimore St. 


CHICAGO 
204 W. Jackson Blvd.. 




















Ico 


SUEDE-NAP BRUSH 





Picks Out the Dirt --- 
Picks Up the Nap 


The most efficient suede brush on the market — and 
the easiest to sell. The customer readily recognizes 
its advantages. 


The wire bristles are set in a curved fibre and canvas 
base which is attached to the block at both ends. 
Easy to manipulate and effective in restoring the 
original appearance to suede footwear. 


If your Jobber Can’t Supply You, Write Us. 


E. T. GILBERT MFG. CO. 
228-36 South Avenue - - Rochester, N. Y. 

















GROPING IN THE DARK 


Time was when the purchase of advertising 
space was a “blind groping in the dark.” Ad- 
vertisers had no means of checking a pub- 
lisher’s statement of circulation and often 
these figures were unreliable. 


In six years the Audit Bureau of Circula- 
tions has solved this perplexing problem. By 
a systematic analysis of distribution and 


methods this organization is able to supply 
just the data an advertiser needs. The dark- 
ness is dispelled and the bright light of veri- 
fied facts takes its place. Space buyers no 
longer find it necessary to grope in the dark. 


There are no dark spots in the Boot and Shoe 
Recorder circulation. Our records are audited 
by the Audit Bureau of Circulations. 
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The Shoe Store Service Department 
of the Boot and Shoe Recorder 


What It Is and What It Does 


This is the dealer’s consulting and statistical department—an adjunct to his own organization 


and facilities. 


Its function is to bring to bear upon the individual shoe dealer’s problems the 


cumulative experience of thousands of other merchants. You are invited to communicate with this 
department for conference and data on any problems you are facing. Particularly the following: 


Equipment — 


If you are opening a new store or refurnishing (possibly 
remodeling) an old one—if you are considering new seating 
or shelving arrangements, showcases or equipment, send 
us an outline of your requirements. We can give you an 
idea as to the cost of what you have in mind, help you in 
selecting or specifying, and put you in touch with the 
makers of the wanted equipment. 


. . 
Trimming — 
New thought on this subject is always wanted. Boot and 
Shoe Recorder representatives are always out over the 
country gathering the most recent and practical ideas for 
shoe store window and interior trims for all occasions. 
We will gladly help you in planning your trims, in deter- 
mining the right fixtures and materials to use, with a view 
to both attractiveness and economy. 


Sign Designing — 


Your sign writer may feel free to confer with us whenever 
you wish to work up unique color schemes, lettering, deco- 
rative touches and illustrative treatment for special occa- 
sions. If you have no sign writer, a high-class service in 
the production of show cards, window backs, etc., can be 
arranged for through this Shoe Store Service Department. 


Advertising — 


What to advertise, and when and how— if you would like 
the help of experienced and highly successful shoe adver- 
tising men in solving these problems, write our Shoe Store 
Service Department, Chicago. State the types of shoes 
handled, class of trade sought, present condition of stock, 
and describe the numbers you particularly want to push. 
Send samples of ads. 


. e 
Lighting — 
The lighting is an important factor in the effectiveness of 
shoe window displays. For shoes the lighting require- 
ments are different from those of dry goods, clothing, and 
other merchandise which is set higher up in the window. 
Likewise in the shoe interior, there is need of more light 
and even more radiation on the floor. In applying the 
correct principles for your lighting we can help. 


Accounting — 


In most shoe stores there is room for improvement in the 
method of accounting. If you feel that this is the case in 
your store, discuss it with us and see if we can suggest 
means of lessening the amount of work entailed or of hav- 
ing more complete records more readily to hand. We can 
advise where the needed forms, etc., can be procured ready 
for use. 


When you want anything in the line of equipment for store interior, window or office, and are 
uncertain where to buy it, write this department for the desired information 


Check Items in Which You Are Interested 
Manufacturers’ Catalog Will Be Sent You 


| Stock Boxes 


2 Store Arrangement 
Shoe Carton Labels 


2 Store Front Construction 
(© Counters Metal Ceilings 

C Shelving 1) Window Valances 

C2) Show Cases (1) Waste Paper Balers 

2) Show Window Backgrounds () Office Appliances 

> Show Window Decorations -) Sales Check Books 

C) Store Seating (—) Store Interior Decorations 
2) Show Cards 2 Window Lighting 

(-) Cash Registers Interior Lighting 

—) Cash Carriers D2 Electric Signs 

_) Store Fixtures -) Adding Machines 

7 Window Fixtures C) Play-Room Equipment 


C) Glass Fixtures C) Hosiery Cases & Fixtures 
C) Metal Display Fixtures 2 X-Ray Machines 
C) Store Ladders () Foot Same Devices 


© Repair Equipment 


2) Hosi ry 
Duplicators 


0 Souvenirs and Premiums 


Remarks 
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‘Constant Comfort’ 


**America’s Best Comfort Shoes”’ 


No. 52R—Best Quality Black Kid Oxford, 13-8 
Wingfoot Heel. 

p Stock—Auburn, A to D; St. 

) 


No. 752R—Same ~~ Ye in Havana Brown>Kid. 
- Stock—Auburn, to D; St. Louis,g A to 
$4.00 


No. 49R—Best Ley | Black Kid One-Strap 
Pump, 12-8 Wingfoot Heel. 

In Stoch—Auburn, AA to E; St. Louis, A to 
D $3.35 


No. 749R—Same Style in Havana Brown Kid. 
In Stock—Auburn, D; St. Louis, A to D; 
Los Angeles, A to E. $3.60 


No. 478R—High-Grade Black Kid Oxford, 11-8 
Wingfoot Heel. 

In Stock—Auburn, St. Louis and Los Angeles, 
En ec hbndnsevanerseensent $3.35 
No. 878R—Samé Style in Havana Brown Kid. 
In Stock—Auburn, AAA-A to B-D; St. Louis, 
AAA-A to B-D $3.60 


ZOCOsD Z= 
AOOsD Z= 


No. 83R—Black Kid Two-Strap Sandal, 12-8 


Ww t Hee! 
> an Auburn, AA to E; St. Louis, As E 


Los Angeles, A to E 
No. 47R—Similar Style in Next Grade With- 


t Or 
In A - == - AA to E; St. Louis, Ass E; 


Los Angeles, B to E 


he. , eae Kid Oxford, 12-8 Wingfoot 


In Stock—Auburn, St. Louis and Los Angeles, 
BtoE.... $2.65 
No. 66R— Same Style with Stock Tip. 

In Stock—Auburn, B to E... 


No. LT Kid Two-Strap Sandal, 12-8 


Wingfoot H 
In ~+- AA to E; St. Louis, A to 
E $2.35 


No. 387R—Same Style i + Next Grade. 
In Stock—Auburn, B to E; St. Louis, B to E; 
Los Angeles, B to E $2. 15 


fio. 90R—Black Kid Oxford, 9-8 Wingtoot 

Heel. 

In Stock—Auburn, C to EE; St. Louis, D to E; 

Los Angeles, C to E $2 

No. 91R—Same Style with Plain Toe. 

2 ay ng ry C to EE; St. Louis, C to E; 
Angeles, C to $2.25 


No. 86R— -y Kid One-Strap Sandal, 9-8 
Wingfoot Hee! 

In ee ta B to E; St. Louis, B to E; 
Los Angeles, C to E $2.00 


“COMPLETE LINES of Oxfords, Strap Sandals, Boots and Juliets Always IN STOCK”’ 


AULT-WILLIAMSON SHOE CO. Manujacturers, Auburn, Me. 


LOS ANGELES BRANCH, 109 E. 8th STREET 








BOSTON OFFICE, 139 LINCOLN STREET 


ST. LOUIS BRANCH, 414 NORTH 12th STREET 





March 31, 1923 


BOOT AND SHOE RECORDER 





FFERE 
aT 


prrerePerey 
: TB r 


- 








Native steers, as used in sole leather, 
a 





Comparative Leather and Hide Prices 


Upper Leather (Price Per Foot) 
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Buying Still on Hand-to-Mouth Basis 


ANNERS have not been favorably 
fio with the reluctance of 

shoe manufacturers in placing 
orders. The buying of leather continues 
on a hand-to-mouth basis which makes 
conditions unsatisfactory to tanners who 
are obliged to carry the burden of leather 
supplies. 

While values have not changed to any 
extent leather salesmen complain that 
the attitude of buyers is to drive close 
bargains and seek offerings at less than 
market prices. The feature of the situa- 
tion last week was the large sales of packer 
hides which aggregated something over 
300,000. This may have some steadying 
effect on the market as the prices paid 
were strong on branded stock which it 
had been expected would decline, although 
lower prices were paid on native steers. 
Many tanneries are running at only part 
capacity although there is a general 
expansion in other industrial activities. 
The market on raw calfskins and kips is 
virtually on the same basis as a year ago, 
but it is higher on other grades.of country 
hides and packer hides which range 
anywhere from 15 to 40 per cent higher. 


Sole Leather Firm and Active 


Under such conditions there should be 
little expectation of lower-priced sole 
leather. As a matter of fact most sole 
leather tanners are closely sold up, 


especially on the heavier grades and prices 
are firmly maintained. Low-priced stock 
is sought, but sole leather tanners are 
closely adhering to asking prices. On 
the other hand there is no talk of obtaining 
higher prices for the principal grades of 
sole leather in keeping with the strength 
of the raw material market. Sole cutters 
are busy and cutting large quantities of 
union sole. Heavy steer backs are bring- 
ing 55c per pound; medium 52c to 53c, 
cow backs 48c to 50c. The market has 
been better on chrome sole and more 
stock has been selling of late than for a 
long time past. A good business is being 
transacted in oak sole which is going for- 
ward steadily on contracts placed some 
time ago. Prices are very strong and a 
little higher than at the first of the year. 
Oak steer backs range from 52c to 56c 
per pound for heavy tannery run, medium 
and light-weights 45c to 5lc per pound. 
Dry hide sides are bringing 33c for No. 1, 
33c for No. 2 and 29c for No. 3. 


Upper Leather Not So Brisk 


The upper leather market shows less 
activity excepting among the novelty 
shoe manufacturers. Prices remain on 
about the same basis as our last report 
and tanners are hoping for a return to 
more staple lines. The strongest demand 
is for the heavier grades of chrome 
finished calf and suede calf. Movement 


of the latter is quiet now, however, due 
to the season, but the demand will start. 
again within a few weeks. The top grades. 
of colored chrome calf are quoted up to 
48c for choice. Regular selections of 
No. 1, 45c, 40c and 35c per foot for the 
three grades. Other calf leather is quot- 
able at around 30c and the cheap selec- 
tions and bargain lots at 20c to 30c per 
foot. 

There is a fair call for black which is 
quoted from 2c to 3c less per foot. The 
best selections of suede calf in colors bring 
from 50c to 60c. The medium grades are 
quoted at 40c to 45c. 


Side Leathers in Fair Demand 


The demand is fair for side leather 
especially for the finishes which go into 
novelty shoes such as colored buck and 
also elk leathers for sport shoes. Prices 
on buck and elk run up as high as 44c and 
46c per foot. The other classes of side 
leather such as the heavy water-proof 
grains, kips, veals, and heavy chrome 
sides are in fair demand among the makers 
of heavy shoes. There is also a reasonable 
call for snuffed side leathers of the cheaper 
grades for women’s shoes and slippers. 
The side leather for such purposes range 
from 18c to 30c. Some cheap grades of 
sides, culls and bargain lots bring any- 
where from 12c to 18c. 

(Continued on page 119) 
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STs Ten ele eM el U UU or® LUIS LLL ® LLL DLL, ALLL ath batt Lait 


IN-STOCK NOW 


FOR IMMEDIATE DELIVERY 
EVANGELINE 


(Reg. U. S. Patent Off.) 





Stock No. 4997 Stock No 
Coffee Elk Blucher Oxford, 93 (Sport) — 
Last, Ceylon Crepe Rubber Sole and Patent Leather One-Strap, Two-But- 
Heel. Widths A to D ton Pump, 96 Last, 1%-inch Rubber 
Pri 95 Heel, Goodyear Welt. Widths A to D. 
rice $4. ‘Pelee $3.75 


CRUMBS OF COMFORT 


(Reg. U. S. Patent Off.) 


Send for Complete 
Catalog of Stock 





Shoes 
Stock No, 2322 Stock No. 3606 
Kid Oxford, Plain Toe, Rubber Heel, Kid Oxford, Kid Tip, Rubber Heel, 76 
79 Last, Turn, Combination Last. Last, Turn. 
Price $2.50 Price $2.50 


A. H. BERRY SHOE CO. 


PORTLAND, MAINE 
BOSTON SALESROOM ::_~—-186 LINCOLN STREET = ::_—_ (4th Floor) 


EAMTe MMU ee LL LLL UL LLL Lo LL AL Ld a ia ii a iii rT 
The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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Between Seasons in Rubber Trade 


Salesmen Busy Showing Samples of Goods on Which Factory Wheels Are 
Busily Turning—Planning for Millinery Styles Is 


rubber and canvas shoe business. 

Traveling salesmen are showing 
samples of the new models to merchants 
who are placing orders to cover their im- 
mediate as well as future requirements. 
The extremely cold weather has not yet 
left some sections of the country, so some 
of the country retail shoe stores are not 
quite ready yet for their canvas orders 
and some are even yet reluctant to pack 
away all of their gaiters. This applies to 
the folks in the temperate zones. With 
Southern shoe stores, of course, it is can- 
vas all the year round. 


"Tt is between hay and grass in the 


Heels a Serious Study 


The question of heels is always a Serious 
problem for the rubber manufacturer. In 
fact, it is necessary now to carry far more 
lasts than in the old days. With so many 
new lasts, carrying so many different heel 
heights, rubber shoe selling has almost 
graduated into the millinery class along 
with the rest of feminine footwear. Rub- 
ber footwear manufacture and merchan- 
dising is indeed a serious and complicated 
problem at the present time and requires 
the attention of experts to carry along 
successfully. 

The rubber shoe producer must neces- 
sarily be a follower and plans to keep 
closely after the style trend of the leather 
shoe manufacturer, but he likes to be ad- 
vised a little in advance of the formation 
of the line of march, so that he may keep 
in the same procession. If he can get a 
rubber shoe model that will fit well over 
two or three types of lasts for leather shoes 
so much the better for him and for the re- 
tail shoe merchant, as it reduces the num- 
ber of kinds and all of this makes for 
greater economy. 


Overshoes Will Be Popular 
Next Winter 


E. P. Pearson, sales manager of the 
Converse Rubber Shoe Company, was re- 
cently called upon at the new sales offices 
of the company at 175 Purchase Street. 
It is Mr. Pearson’s opinion that gaiters 
will be in big demand next winter, as he 
feels that the womenfolks will still be just 
as fond of low shoes as they were the past 
winter, and with low shoes and cold 
weather the result, he believes, is the 
gaiter, of which it will be difficult to pro- 
duce enough to keep pace with the de- 
mand. It is his opinion that the heel for 


which there will be the most demand will 
be the medium military heel. 
Rubber — Selling—Yesterday 
and Today 


The new Boston Sales office of the Con- 
verse Rubber Shoe Company, where all 
selling and delivering of merchandise to 
retail shoe merchants is effected, is situ- 
ated in the heart of the rubber footwear 
district. In the old days—some twenty 








A fisherman's bool, known as the Neptune. One of 
the models shown at the First National Fishing Equip- 


ment Exposition, Boston, March 26 to April 9. This 
is made by Converse Rubber Shoe Company 








years ago—there were many rubber shoe 
concerns in this and surrounding districts; 
they were mostly wholesalers who bought 
from various rubber manufacturers. The 
rubber business of today is accomplished 
for the most part by direct selling. The lo- 
cation of the new sales and distributing 
offices of the Converse Rubber Shoe Com- 
pany is excellent, being near the South 
Station and the wharves, and not too far 
away from the factory at Malden. This 
company has fourteen salesmen traveling 
out from the Boston branch. There are 
also two other branch offices—one at 
Chicago and the other at New York. 


Necessary Feature of Business 


Boots Shown at Fisherman’s 
Exhibit 

The first National Fishing Equipment 
Exposition opened at the great $28,000,000 
base pier, Boston, on Monday of this 
week, and brought to this port great 
crowds from every fishing town far and 
near. Many brought their families along 
with them. Practically every branch of 
commercial fisheries was represented. So 
some of the rubber companies in this 
vicinity decided that they would take 
booths and display their fishing boots and 
let the fisherfolks see how well the boots 
they wear are made. Among those who 
gave demonstrations were: The Converse 
Rubber Shoe Company, the Hood Rubber 
Products Company, Inc., and the Beacon 
Falls Rubber Shoe Company. 


First Shipment of Seiberling 
Heels 


The week of March 11 saw the first 
shipment of heels of the Seiberling Rubber 
Company, Akron, Ohio. These heels com- 
prised a Solid carload and were shipped to 
a prominent Eastern manufacturer. The 
management of the Seiberling Rubber 
Company is naturally very much pleased 
at its auspicious first order. The produc- 
tion of Seiberling heels is now running 
20,000 pairs daily. It is the purpose of the 
organization to build a rubber heel of the 
very finest quality. 

Harry L. Post, formerly manager of the 
sole and heel department of Goodyear, is ‘ 
now vice-president and in charge of sales. 
Mr. Post succeeded Mr. Bailey, who 
passed away in early January. H. J. 
Thompson, who was formerly associated 
with Mr. Post as his assistant at Goodyear 
Rubber and Tire Company, is manager of 
the Seiberling sole and heel department. 

The Seiberling organization may be 
termed a “real veteran”’ in the heel busi- 
ness. In addition to Messrs. Post and 
Thompson, there is Mr. Seiberling, him- 
self; William S. Wolfe, the factory mana- 
ger, and Mr. Kovacs, the chief chemist, 
all have had an active part in the devel- 
opment of the Wingfoot heel. Frank R. 
Griffin, who was in charge of Goodyear’s 
sole and heel advertising for three years, 
is advertising manager. 


Kendex Insoles Give Comfort 


The various benefits which have made 
Kendex insoles, for the past seven years, 
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HAPYrOY, 


RE ss ea T 1d 


ROCHESTER «QUALITY TURNS 
NEW HAPYTOZ NUMBERS 


FOR THE SPRING TRADE 


IN-STOCK---IMMEDIATE DELIVERY 


Never before has the Hapytoz line contained such Hapytoz is a complete line of children’s turns, 
a splendid and exclusive assortment of distinctive sizes | to 5, 3 to 5 and 5 to 8. They are manu- 
numbers. There are both novelty and staple factured completely in our own factory, and are 


items that are sure to increase your spring 
GUARANTEED ALL LEATHER 


business. 
Write for catalogue of 1923 Spring and Summer styles. Also new Spring display cards. 


Imperial Children’s Shoe Corporation 


ROCHESTER, N. Y. 























No. 533B—Sizes 5 to 8. ing heel, turns, 
wheeled edges. D 8 ath onl . Patent 
‘leather ~ strap, white kid apron. 
Perforated. ilo buttons. 


Price per pair............+-+++++: $1.70 























No. 558B—Sizes 5 heel turns, 
wheeled edges. D° ciate _ Patent 
leather vamp, gray kid oa. Sally. 
Milo button. Price per pair... ..... .$1.65 





y 
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increasingly used by most leading manu- 
facturers of canvas and rubber footwear 
are steadily finding recognition by makers 
of comfort and orthopedic shoes. One of 
the principal advautages claimed for Ken- 
dex is that it will not harden, bunch up, or 
crack open. It likewise conforms at once 
to the feet, and the ball, great toe and 
heel of the wearer soon make for them- 
selves a natural resting place. 

Another important benefit which Ken- 
dex affords is found in the fact that it is a 
non-conductor of heat or cold, keeping the 
feet at a normal temperature in either 
warm or cold weather,‘and eliminating 
burning and stinging of the feet. 

A maker of a very famous line of shoes 
for men personally wears Kendex in his 
own shoes, and has become so pleased with 
the extraordinary comfort they give him, 
that he is introducing them into his regu- 
lar line. 

He reports some resistance on the part 
of customers, who are inclined to believe 
that there is nothing like leather. He feels 
very strongly, however, that if the public 
will accept Kendex they will 
quickly discover what they have been 


insoles, 


missing. 

Now that so much interest is being 
shown in foot ease by the public, it ap- 
pears to Kenworthy Bros., of Stoughton, 
Mass., manufacturers of Kendex inner- 
soles, that a pronounced demand is de- 
veloping for Kendex in all-leather shoes. 


Buying Still on Hand-to- 
Mouth Basis 


(Continued from page 115) 


Patent Leather Call Quieter 


Business is quiet on patent leather. 
Old orders have been pretty well cleaned 
up and tanners and japaners are looking 
forward to a better business after Easter. 
Prices remain the same for the standard 
makes. Full grain chrome patent sides 
bring from 45c to 48c for No. 1, medium 
10c and 30c to 35c per foot for the lower 
grades. There is also considerable amount 
of cheaper grades which bring from 20c to 
30c. Patent kid is quoted up to 65c per 
foot and patent kips at 50c. 


Business in Kid Moderate 


Business on kid leather is on about the 
same plane with other upper leathers 
although there is a good demand for 
glazed kid for cheap slippers and oxfords. 
The price range is the widest on kid of 
any of the upper leathers. The choice 
colors and white bring as high as $1.00 
per foot. The regular selections of fancy 
colors in top grades, however, bring from 
70c to 85c, medium selections from 40c 
to 60c and cheaper leathers as low as 20c. 
Fair grades of cheap leather for the lower 
priced slippers bring anywhere from 10c 
to 20c per foot according to selection. 
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Thomas E. Eagan Is Dead, 


Lynn, Mass.—Thomas F. Eagan died 
of bronchitis at his late home, 74 Mall 
Street, Lynn, Mass., on Thursday, March 
22, after a brief illness. Mr. Eagan was a 
pioneer shoe manufacturer, operating for 
many years under the name of Eagan & 
Bolger. At the time of his death, he was 
connected with the Jacobs Shoe Company 
of New York, where he superintended a 
welt process. 

Thomas F. Eagan was a life-long resi- 
dent of Lynn, and had a host of friends in 
this city, as well as in Marlboro, Webster, 
Natick, and New York. He was promi- 
nent in Government work during the war, 
was a charter member of the Father 
Matthews Temperance Society, and a 
charter member of the old-time Farragut 
Boat Club. 


Macy’s Buyer Heads New 
Hosiery Firm 


Robert F. Bradford, well known in 
retail knit goods circles because of his 
long connection with the R. H. Macy & 
Co. department store, of New York City, 
as buyer of hosiery and underwear, has 
gone into business with Walter H. Richter, 
under the firm name of Bradford & 
Richter, Inc., with headquarters at 315 
Fourth Avenue, New York City, to 
distribute men’s, women’s and children’s 
hosiery to the retail trade. 

The new corporation, which has ample 
financial resources with which to carry 
out its ambitious plans, contemplates 
operating along somewhat unusual lines. 
Not only will it act as wholesalers of 
hosiery under its own brand of “Bradford,” 
but it announces itself as open to proposi- 
tions from reputable hosiery mills to take 
a financial interest in the latter and 
become their selling agents to the retail 
trade. With that end in view, the firm is 
establishing branch offices in Boston, 
Chicago, in the Northwest, the South, 
and on the Pacific Coast. It plans to 
build up a_ nation-wide organization 
which will insure efficient and extensive 
distribution to mills looking for an 
opportunity to market their product 
direct to the retailer. 

Mr. Bradford, who is president of the 
corporation, has been hosiery buyer for the 
Macy store for the past fourteen years, and 
before that was with R. H. White & Co., 
of Boston, Mass., for ten years. Mr. 
Richter, vice-president and treasurer of 
the firm, has been prominently identified 
with the neckwear industry, being a 
member of the firm of H. Richter’s Sons, 
manufacturers of cut silk and knitted 
neckwear at 627 Broadway, New York 
City. He was general manager of that 
concern, but has resigned to devote his 
entire attention to the Bradford & 
Richter corporation. 

Fred C. Jarvis is secretary of the new 


119 


hosiery firm, and will have charge of the 
metropolitan territory. Another member 
of the organization is George Glenz, 
formerly with Oscar Schmied, who will 
call on the resident buyers and the local 
trade. 





Everwear to Have New York 
Office 


New York, March 26—Between April 
15th and May Ist the Everwear Hosiery 
Company of Milwaukee, Wis., will open 
their branch office and stock room in New 
York City at 230 Fifth Avenue. This 
Branch will not only serve the Eastern 
Dealers, throughout the States of Penn- 
sylvania, New Jersey and New York, 
including New York City, but it will be a 
buying Headquarters for the entire United 
States, to accommodate the buyers who 
visit New York City so frequently. 

A. L. Eller is in charge, as general 
Manager of the New York Office. A 
complete stock of all the numbers manu- 
factured by the Everwear Hosiery Com- 
pany will be carried in this branch at all 
times, thus enabling the Everwear Hosiery 
Company to fill orders from this branch 
within twenty-four hours notice. 


E. O. Burdg with the George 
W. Baker Shoe Co. 


The many friends of E. O. Burdg, 
formerly of Chicago, Illinois, will be glad 
to learn of his new connections with the 
George W. Baker Shoe Co., Brooklyn, 
New York, manufacturers of ladies’ 
high grade shoes. 








E. 0. BURDG 


In the new connections recently con- 
sumated, Mr. Burdg will have charge of 
the Advertising and Dealers Service 
Department. Mr. Burdg is well known 
in the advertising world having spent 
practically all his life in publicity work 
passing through the various angles of the 
business in the retail and department 
store, trade paper and, manufacturing. 
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IMMEDIATE DELIVERY ON 


NEW SPRING STYLES 
_Men’s Shoes In Stock 


No. R 104—$4.20 
Gun Metal Oxford 
BRUTE LAST 
Gable Edge Trim 
Goodyear Wingfoot Heel 
No. R_ 123—$4.20 
Same as above in Ruby Red 
Russia - 

B width 6-11 
C anid D width 5-1! 


No. R 5070—$3.60 


Gun Metal Oxford 
TRUMP LAST 


Goodyear Wingfoot Heel 


No. R 5069—$3.60 

Same as above in 
Morocco Russia 
C width 6-11 
D width 5-11 


F. M. HOYT SHOE COMPANY 


_ MANCHESTER NEW HAMPSHIRE 
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SOMETHING NEW IN OUR [fF 


Women’s Stock Department 


No. R7314. - . ... 5,4: $4.50 


White Elk ‘Lucinda’ Sandal 
Golf Last, Plain Toe, No Box. 
7-8 White Ivory Heel 
Wingfoot Toplift 
In Stock April 5th 


a eee Pee $4.00 


Patent Leather “‘Lucinda’’ 
Sandal 
Golf Last 
Plain Toe with Box 
7-8 Wingfoot Rubber Heel 
In Stock April 5th 
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F. M. HOYT SHOE COMPANY 


MANCHESTER NEW HAMPSHIRE 
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The huge demand for 


LlucEdge Distinctive Chiffon Hose 


has forced us to build additional 
facilities to meet the requirements 





























=, ROPPER~ SILK HOSIERY MILLS, Inc. 
hi -ELMHURST-N-Y¥- 





Our new mill shown above is equipped with the most modern machinery for making silk 
hosiery. Visitors are always welcome. 


276 FIFTH AVENUE, N. Y. 
(HOLLAND BLDG.) 
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1B SHOR TRAVELER @ 


(This Department is conducted by Helen M. Haney, Associate Editor) 


What the Merchant Thinks of the Salesman 


Is It Any Wonder That the Shoe Traveler Is 
Indispensable to the Craft? 


\ \ ] E have never had.a better oppor- 
tunity to present to the trade at 
large precisely the position held 
by the traveling shoe salesman in his re- 
lations with his merchant-customer. These 
evidences of the salesman’s friendship 
with his clients can be taken as tokens of 
appreciation, not only to the individual to 
whom they are sent, but to the entire 
traveling fraternity following in this sales- 
man’s footsteps. 


Merit and Personality Recognized 


When John E. O’Brien, veteran shoe 
traveling man, first president of the 
National Shoe Travelers’ Association, 
gentleman, and student of men, merchan- 
dise and markets, decided to leave one 
_concern after a long term of service and 
to go with another, he received, entirely 
unsolicited, these very charming letters. 

There are so many nice things said 
about John E. O’Brien, which reflect 
appreciation of him, not only as a man, 
but as a traveling salesman, that the en- 
tire craft will read the letters presented 
herewith and feel that it is well to have 
merit and personality so universally 
recognized. 


Three Messages Are Inspirational 


The Recorder wants to interpret these 
messages aS being in approval of the 
methods by which Mr. O’Brien has sold 
shoes in the past and which methods by 
the grace of his example more men can 
emulate. 


Some Unsolicited Tributes 
FromL.F. Tuffly, Krupp ¢ Tuffly, Houston 


“We have always enjoyed your visits 
to us and have valued highly your efforts 
and advice, which were of much assistance 
to us in placing our orders and we much 
regret that we are not going to have the 
benefit of your experience in the factory. 

I trust that you will soon be pleasantly 
located and that whatever new proposition 
you take hold of, it will be one that will 
bring you South.” 


From Arthur Burt Company, Washington, 


“*We have known you long and pleasant- 
ly, and shall greatly miss your offices as 
salesman and your company as a friend, 
and would add our good wishes to the 
many we know you will receive.” 


From J. E. Bassett, Lerington, Ky. 


“T shall always remember our pleasant 
relations sustained for so many years, and 
sincerely hope that any new business that 





JOHN E. O’BRIEN 


There are other things in the 
selling of shoes on the road than 
the mere making of money. For 
John E. O’Brien has proved that 
a happy disposition, a keen 
appreciation of his customer 
and a good word ‘“‘for the other 
fellow”’ are the real “‘makings”’ 
of a traveling shoe salesman. 











you may embark on will bring you to 
Lexington as of yore. 

With warm personal regards, and every 
good wish for your continued success, 
believe me.” 


From Leonard W. Volk, Dallas, Texas 


“You were such a splendid representa- 
tive of that company and seemed so deep- 
ly interested in everything they had to 
offer that it seemed to me you were 
fixed there for life, and I cannot imagine 
what could possibly come up to cause you 
to resign. 

“If you are going to represent some line 


in which you have a financial interest, and 
the line is a good one, you can bank on it 
that we will go as far as we possibly can 
in throwing business your way.” 


From Charles Fedler Louisville, Ky. 


“T hope and really feel that you are 
making the right move, and if I can be of 
any assistance to you, whatever, do not 
hesitate to call on me. Also, I want to 
take this occasion to thank you for the 
wonderful assistance given the boys and 
me in buying Commonwealth shoes, and 
hope that your old firm will be able to 
send a man down here half as good as you 
are.’ 


From Louis Wassman Chattanooga, Tenn. 


“You well know I hope any new con- 
nections you may make will be for the bet- 
ter, as I always counted on you in every 
way. 

“IT wish you much success and if I can 
be of service to you, let me know.” 


From Fred S. Stewart, Atlanta, Ga. 


“T know of no man on the road who is 
higher in the esteem of every one with 
whom you come in contact than you. 
All the boys are sending their best wishes. 
Command meif I can be of service to you.” 


From A. H. Meadors, Nashville, Tenn. 


“Never was more surprised in my life to 
get your letter stating you had severed 
your connection. I hope you may make 
connections that will bring you back to 
Nashville and we may have the pleasure 
of again shaking your hand, and every once 
in a while buy some shoes to show you 
that our heart is in the right place.” 


From Gilbert Hahn, Wm. Hahn, Washington 


“T trust that any new venture you go 
into will be a profitable one for you, and 
assure you that any line you see fit to carry 
will always be of interest to us.” 


From Flatto Shoe Company, Galveston, Texas. 


“We sure were surprised and sorry to 
learn of your quitting the old concern, but 
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Any or all of the six Weldon shoes and 
oxfords illustrated can be shipped AT 
ONCE—no waiting, as they’re all in stock. J 


Popular numbers—not only in price but 
in style and quality! Every one a fast 
mover. 


No. 74— Dark Red Boarded Veal 
— Parkway Last 


No. 79—Nut Brown Boarded Veal 
— Marne Last 


No. 75— Dark Red Boarded Veal 
— Parkway Last 


No. 77—Dark Red Boarded Veal 
— Campus Last 


No. 76— Dark Red Boarded Veal 
— Munson Last 


No. 72— Dark Red Boarded Veal 
— Marne Last 











Nunn, Bush & Weldon Shoe Co. 


Milwaukee :: :: Wisconsin 
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F. B. SCHRIER 


Who assists H.L. Ware, traveling Iowa, Ne- 
braska and parts of Wisconsin, Minnesota and 
Illinows for Excelsior Shoe C Zompany 





feel sure that everything will work out all 
right for you. At least we hope so. 

“Glad to get your letter. Hope that you 
keep in good health and trust to see you 
again in the old town. Very best regards 
from all of us.”’ 


From Ralph P. Levy, of Pokorny’s, New 


Orleans, La. 


“T only hope that it will be possible for 
you to affiliate with a concern that will 
make possible your trips to New Orleans, 
for J, always welcome with pleasure your 
coming, and believe that all the boys in 
the different stores j join me in this. 

“When I look back over the years that I 
have known you, I begin to feel that I am 
rather seasoned with age. However, I am 
not mentioning this to anyone else. 

‘Whatever your plans are for the future, 
I shall be most interested in hearing from 


” 


you. 


From Tom W. Sherron, Memphis, Tenn. 


“T am glad to say that our personal re- 
lations were always very pleasant while 
dealing with you, and I am sure there is no 
one that ever entered our store that was 
more welcome.” 


From John Sullivan, Knorville, Tenn. 


“I always enjoyed buying goods from 
you and hope to have the pleasure of see- 
ing you again. 

With best wishes, I am, Your friend, 

(signed) John Sullivan. 


Mr. Underwood and Mr. Lea send 


regards.” 


FRED C DAVIS 


Wil cover first New E-siend terriiory for the 
Emerson Shoe C 





Fred C. Davis with Emerson 


Fred C. Davis of Brockton for the past 
eight years covering New England for the 
T. D. Barry Company, has resigned to 
take over the first New England territory 
for the Emerson Shoe Company. 

“Shine” Davis, as he is known to his 
many friends, is being congratulated on 
his new connection. “Shine’”’ says that he 
himself feels very happy to be assigned to 
this field, as this territory has always been 
a stronghold for Emerson shoes. 

Mr. Davis will start out on his territory 
on April 2. He will follow in the footsteps 
of his predecessor, Lewis E. Webster, who 
has been appointed manager of the New 
York office of the Emerson Shoe Com- 


pany. 


William P. Brennan on Trip 
“Uncle 
Bill,” to the boys on the live-wire sales- 
force of the Richards & Brennan Com- 


William P. Brennan, known as 


pany, is to leave for his territory right 
after Easter Sunday, April 1, with his new 
line of samples for his trade in New York, 
Mhio, Kentucky and Tennessee. 

“Uncle Bill” is a thorough shoeman; he 
cannot only sell shoes well, but knows all 
about shoe materials and construction, for 
he has had a thorough training in every 
department of the Richards & Brennan 
plant. He is most enthusiastic on the 
samples which he is to take with him on 
his spring 1923 trip, and says: “Every 
day, in every way, Richards & Brennan 
shoes grow better and better.” 


’Tis easier to be critical than correct. 


R. E. GORDON 


Who covers Northern Ohio, all of New York 

State, except Southeastern corner Maine, New 

i ge Vermont, Massachusetts and ” Rhode 
Island for The Excelsior Shoe 








“Oakey” on 88th Trip 


Oakman, whose territory is 
coast to coast, for the Pels Shoe Com- 
pany, ran into the National office, 183 
Essex Street, Boston, last Saturday to talk 
over National Convention, 1924, plans 
with the National Secretary. Mr. Oakman 
is chairman of the general committee of the 
N. S. T. A.’s Thirteenth Annual Conven- 
tion and wanted to get things “lined up” 
before starting on his long trip. 

“Oakey” pulled out of the South 
Station, Boston, on Sunday last, and his 
departure marked his 44th year of selling 
shoes on the road. 


R. E. (Tex.) E 


W. M. 


(Tex.) Erwin Visits 

Chicago 

R. E. (Tex) Erwin, representing Joy, 
Clark & Nier, Inc. in Ohio and Michigan, 
recently covered his territory with splendid 
results, and at the request of his house was 
given “at once marching orders” for a ten 
day trip to Chicago. The past week has 
found “Tex” busy calling on State Street 
merchants and leading retail shoe mer- 
chants in the outlying suburbs of Chicago. 

“Tex’s” customers have pronounced 
him “‘a durn fine chap” and say that he is 
as good a style picker of shoes as he was a 
baseball catcher on the National League 
Cincinnati team. The fact is that a broken 
arm decided ““Tex’s” fate and brought him 
into the shoe trade.- Although often in- 
duced to return to the national game, he 
became so much attached to the craft that 
he long since definitely made up his mind 
to give up his old love for the new one of 
shoe selling. 
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Lacing Hooks 


[7 is interesting to 
know that the 
finest English boot- 
makers are advo- 
cating more than 
ever the use of shoe 
lacing hooks_ fom 
men’s footwea@is 








For Quality Shoes 


DVERTISEMENTS such as the above, appearing in Life, 
Vanity Fair and The Saturday Evening Post, are 
persistently and forcefully telling to two and a half million men 
the practical style, the common-sense value and the everyday 
convenience of shoe lacing hooks on their footwear. 


Why not specify on your next order, “All lace shoes to be 
equipped with shoe lacing hooks,” and cash in on the demand ? 








Tubular Rivet & Stud Company 


BOSTON :: MASSACHUSETTS 
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CHARLES W. MORRILL 


Recently appointed chairman of the legislative 
committee of .S. T. A. He travéls 
South and Middle West for Victoria Shoe Co. 





Charles W. Morrill is N.S. 
T.A.’s Legislative Chairman 


Charles W. Morrill, who covers the 
South and Middle West for the Victoria 
Shoe Company, has been appointed by 
President Frank J. Weber, chairman of 
the N.S. T. A. Legislative Committee and 
succeeds Joseph V. Byrne of Rochester, 
who, after a long term of good work for 
the National body, resigned to concentrate 
on shoe selling and making shoes. 

Mr. Morrill is well qualified to fill this 
important position. He has been a mem- 
ber of the shoe traveling fraternity for a 
great many years and has had much 
valuable experience in organization. Since 
1907, he has been treasurer of the Boston 
Shoe Associates, one of the oldest associa- 
tions of shoe salesmen in the United 
States founded January 28, 1886. 

Mr. Morrill’s good work as the able 
organizer of the Harding Traveling Men’s 
Republican Club is still the favorite topic 
of shoe trade circles. This political group 
started with 3,000 members and through 
Mr. Morrill’s clever efforts now numbers 
over 50,000 members. 

The fact that Mr. Morrill has a wide 
acquaintance among Congressmen in 
Washington makes him a very valuable 
man to head the N. S. T. A.’s legislative 
committee; members of the National As- 
sociation feel that the legal welfare of their 
organization is under the chairmanship of 
an able executive. 


DEAN C. SWAN 


Who travels the South, the West and the East 
Sor the Victoria Shoe Co. 





Dean C. Swan Sells Victoria 
Line 


Dean C. Swan is well known to the 
wholesale shoe trade of the country. For 
the past twelve years, he has been with 
the Victoria Shoe Company of Boston and 
before that, he has been closely identified 
with the shoe trade ever since his entrance 
into the business world. 

After leaving high school, Mr. Swan 
secured a position in the retail shoe store 
of G. C. Longley & Co., Athol, Mass. He 
worked here for a year and a half and then 
decided that he would join the “knights of 
the grip,” choosing as his house the Ire- 
land-Grafton Company. He represented 
this housefor seven yearsand then changed 
his line to that of the V. H. Moody Shoe 
Company, whose product he sold until he 
made connections with the Victoria line. 

Covers Big Cities 

Mr. Swan covers the big cities of the 
South, West and East. He recently re- 
turned from a five weeks’ trip South and 
West and reports that everything was in 
fine condition. He sold a great many 
style shoes in the Victoria flexible process 
in straps and sandals, both high and low 
heel; many. sport styles in oxfords and 
straps, leather soles. He notes a tendency 
on the part of the merchants to buy lower- 
priced shoes and stated that there had 
been no advance in price in the Victoria 
line. 
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“Wholesalers are still buying goods not 
over two months ahead, but they seem 
to know what they wish, and so I predict 
that straps and sandal effects with plenty 
of cut-outs, also sport shoes, will continue 
good for the summer. There will not be as 
many oxfords sold as straps.” 

Mr. Swan was asked about conditions of 
travel in these days, compared with the 
old days, and reported that both hotel 
and railroad service, barring a few excep- 
tions this winter, had improved 100 per 
cent. “Everything looks rosy to me,” 
said Mr. Swan, and I am looking forward 
to a big summer and fall business.” 


Stanley Wass Says Heavier 
Heels 


Stanley Wass, who when off the road, 
can be found at the Boston office of 
George A. Learned Shoe Company, 135 
Lincoln Street, was interviewed between 
trips a week ago yesterday. Mr.Wass had 
just returned from a visit to New York 
City, and had received a message asking 
him to come right back there again and 
from there to jump to Chicago. “This is 
the way it is,” said Mr. Wass. ‘““They keep 
me on the jump all the time. Business is 
fine, and here Mr. Wass showed the Re- 
corder representative a big bill of goods 
that he had sold to one of his customers 
the G. R. Kinney Company, one day’s 
shipment to that customer alone covering 
merchandise shipped to 22 different cities. 

Mr. Wass reports that he is selling a 
great many black satins with 14—8 Spanish 
heels. Instead of the slim French heel, he 
stated that the trade is now calling for the 
heavier heels. He is also selling many new 
designs in Egyptian effects. Mr. Wass 
spoke of the success of the style show for 
volume buyers held at the Boston Shoe 
Trades Club the first of the year and said 
that it was the intention of the manage- 
ment of this affair to “pull off’ another 
event next July, for buyers only—the 
hall to be some small hall not too far away 
from Mechanics Building. 


Travelers Fight Wisconsin Bill 


T. A. Delany, Secretary of the National 
Shoe Travelers’ Association, is in receipt 
of information that the Wisconsin Bill 
“compelling sellers to designate plainly 
the kind of leather in shoes, said act to 
be effective September 1, had recently 
passed in Assembly, and it is hoped that 
every Shoe traveling salesman will exert | 
every possible effort at his command to 
prevent the passage of the same. It 
has been suggested that travelers use 
their efforts to make those interested in 
the passing of this bill realize that the 
same would be an obnoxious law and 
detrimental to the shoe industry in 
general. Shoe travelers are therefore 
urging reta:] merchants, jobbers and man- 
ufacturers to kill this bill. 




























No. 3700 
Chrome Patent 
One Strap, 40 
Last, Buck Chrome Sole, 
Soft Toe, Spring 
Heel. In Stock: 2-6-D. 






- Sure Sellers — 
for Summer 


One for play—one for dress, each 
an attractive “Balancer” that 
will satisfy the fondest mother’s 
pride. And their prepossessing 
look of quality is backed up by 
the Shaft-Pierce reputation for 
thoroughly dependable shoes. 








SHAFT-PIERCE 


BALANCER 


For Little Feet 














Write for samples, agency pro- 
position and Catalog 23-S; which 
completely illustrates our Spring 
and Summer numbers. 


Shaft-Pierce Shoe Co. 


217 3rd St. - - - Faribault, Minn. 






Specialists in Children’s Good Shoes Since 1892 















No. 3614 Mahogany Barefoot Sandal, 40 Last, Buck Chrome 





Sole, Spring Heel. In Stock: 2-6-D 
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Specials for Immediate and Later Delivery 


ny Lotus Play Oxfords 
and sfoot Sandals, Grain 

ther Insoles and Counter; 
ook Outsole. 
Oxfords, Infants’, 5-8, 72 4c 
per pair; Child's, 8 li, 82 oe 
per pair; Misses’, 11 }4-2, 92 oc 
per pair. 


Sandals, 5-8, 67%4c; 84-11, 
T7 Ye; 11 %-2, 87 Ke per pair. 


Terms, % Ten Days, Net 
irty Days 


Send for samples of other styles 


THE BROOKLYN SLIPPER CO. 
409 OSBORN ST. BROOKLYN, N. Y. 














GREELEY 
BOUDOIRS 


Our styles and prices are 
always satisfactory. We 
build boudior business 
for merchants. Samples 
and prices sent promptly 
on request. Let us hear 
from you. 


A. W. GREELEY .*. Haverhill, Mass. 










APPROVED BY 
een MEN 


Ge gts & 








1156 No. Maim St. 
Brockton, Mass. 





Retails $2, $3.5 

















GROPING IN THE DARK 


Time was when the purchase of advertising space was 

a “blind groping in the dark.’’ Advertisers had no means 

of checking a publisher’s statement of circulation and 
often these figures were unreliable. 

In six years the Audit Bureau of Circulations has 
solved this perplexing problem. Bya systematic analysis 
of distribution and methods this organization is able to 
suppy just the data an advertiser needs. The darkness 
is dispelled and the bright light of verified facts takes its 
place. Space buyers no longer find it necessary to grope 
in the dark. 

There are no dark spots in the Boot and Shoe Recorder 
circulation. Our records are audited by the Audit Bureau 
of Circulations. 

















The Boet and Shoe Recorder will appreciate your mentioning the publication in replies te advertisements. 


March 24, 1923 
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Get Ready for New Mileage 
May 1 

On May 1, interchangeable scrip 
coupon tickets will be on sale. The N. S. 
T. A. wishes to thank the shoe industry in 
general for the wonderful support it has 
given the N.S. T. A. in its fight for the 
passage of this bill which means a reduction 
in the traveling expenses of the commercial 
traveler as also a saving to the employer. 
These tickets are available for all wholesale 
users of mileage and can be obtained at 
any of the leading railroad offices of the 
country. 

Several short line roads were exempt 
from the provisions of this new order, 
after further study by the Commission. 





SOLL Z. SANDS 


Who will cover Iowa for the F. M. Hoyt Shoe 
Company. 





To obtain scrip coupon tickets at minor 
stations, the intending purchaser must 
give at least three days’ notice, excepting 
Sundays and holidays. It must contain 
a photographic signature, witnessed con- 
tract, coupons and cover, each bearing 
the name or initials of the issuing carrier 
and the same form and consecutive serial 
number. 


Non Transferable—Photo Required 

Scrip books will be good only for use 
by the individual to whom issued, and 
only when the same bears a photograph 
of the person for whom it is intended. 
This photograph must be unmounted, ap- 
proximately 14% inches wide by 1% 
inches long, printed on thin paper, show- 
ing the head and shoulder likeness of the 
purchaser and sufficiently plain for the 
purpose ,of identification, must be fur- 
nished by purchaser and must be pasted 
by ticket agent in space provided for 
that purpose. Photographs on card- 
boards or post cards will not be accepted. 
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The name, business occupation, and 
residence of purchaser must be written in 
ink by selling agent. 

Identification of the holder of a scrip 
book must be established by signature or 
otherwise to the satisfaction of the seller. 

If presented by any other than the 
person for whom it is intended the scrip 
coupon will be forfeited and a lawful 
tariff fare collected. The Federal Law 
provides a penalty not to exceed $1000 
for the misuse of these books. 

These books should bear no erasures or 
alterations. 

The carrier is not responsible beyond 
its own line. 

$90 Books for $72 

Scrip books of face value of ninety 
dollars ($90) will be sold for seventy-two 
dollars ($72). No reduction for children. 

Limit of scrip book is for one year from 
date. 

Coupons of scrip books must be ex- 
changed at ticket offices. 

Will not be honored for any reduced 
fares, suburban fares, round trips at re- 
duced rates, extra fare charges on extra 
fare trains. When used on extra fare 
trains the difference is collected by the 
conductor. 

Regarding Parlor Car Tickets 

Sleeping or parlor car tickets will not 
be issued by conductor on scrip books, 
but only on presentation of exchange 
passage tickets. Exchange passage tickets 
will be good for first class passage. 

How Baggage Will Be Checked 

Baggage will be checked in accordance 
with the rules and regulations on presen- 
tation of the exchange passage ticket 
with the scrip book. Wholly unused 
scrip books will be redeemed at the price 
paid therefor, i.e., $72. Partially used 
scrip books will be redeemed by deduct- 
ing the total face value of the coupons 
detached and used, from the purchase 
price of the book. If coupons of face 
value of $72 or more, have been detached 
and used, the remaining coupons will 
have no redemption value. 


N.S.T.A. Planning 1924 Con- 
vention 

The national office and its efficient 
secretary, T. A. Delany, has been very 
active the past few weeks with prepara- 
tions for the 1924 N. S. T. A. Convention, 
which is to be held at the Hotel Somerset, 
January 7-9 next. It is necessary to plan 
so far ahead in order to secure the hotel 
and also in order to set in motion the very 
elaborate arrangements for the best con- 
vention ever, which will be concluded with 
a brilliant banquet. 

The N.S. T. A. Convention of 1924 will 
be the thirteenth annual meet of the 
national body. It is also the first time 
since its inception that its birthplace, the 
Hub of the Universe, has been chosen for 
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the big yearly get-together. Much has 
been accomplished in the past decade- 
and-three years and when the boys gather 
once more “around the fireside” of the 
association’s old home, many and _ in- 
teresting recollections and achievements 
will be reviewed. 

Already invitations have been extended 
to the 26 locals comprising the national to 
send their delegates on to Boston for 
January 7-9, 1924. The Boston Shoe 
Travelers’, the Boston Shoe Associates 
and the Southern Shoe Salesmen’s Asso- 
ciation will act as hosts to the delegates 
who are to be elected from the various 
groups comprising the N.S. T. A. 

W. M. Oakman is general chairman of 
the N.S. T. A. 1924 Convention. T. A. 
Delany is secretary. 





HARRY H. RUNYON 


Who covers Idaho, Montana and Eastern Oregon 

for Hannahsons. Harry says: “ Keep your 

eyés on the Northwest—The Land of Oppor- 

tunity."" The Northwest is fast recovering from 

financial depression. Optimism is foremost in 
the merchants’ minds. 





Runyon with Hannahsons 


Harry H. Runyon, a member of the 
firm of White-Runyon Shoe Company, of 
Boise, Idaho, has recently joined the 
Hannahsons selling organization, and is 
to represent that popular line in Idaho, 
Montana and eastern Oregon. 

Mr. Runyon is a clean cut, experienced 
shoe man, equipped with a sympathetic 
and experienced viewpoint concerning the 
retailers’ problems, and he will be of real 
service to retail merchants in this territory. 

Mr. Runyon has sold Hannahsons 
shoes in his own stores; he knows the pos- 
sibilities of the line, and he is looking 
forward with great pleasure to the oppor- 
tunity to show others the profit possibili- 
ties of Hannahsons shoes. 
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IN STOCK 


REAL VALUES 


NO. A 5146 — BROWN KID oode NO. A 3467 — BROWN KID 
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NEW YORK 


Retail Trade Continues “‘Spotty”’ 


Wide Range of Styles Running Neck and Neck Race; Egyptian 
Sandals More Prominent in Medium and Low-Price Lines 


RE-EASTER, this year, failed to 
have the usual stimulating effect 
upon the shoe business. Adverse weatber 
in the weeks immediately preceding the 
annual dress-up occasion which marks the 
opening of the spring retail season wrecked 
the hopes of many retail merchants here. 
At the same time, on the few days when 
favorable weather appeared, good business 
was reported. This led to many predic- 
tions that spring business, taken as a 
whole, will be good this year. 

Consumer buying continues spotty and 
a wide range of styles are selling in about 
equal proportions. The colored kid vogue 
appears to be assuming strength, although 
many of the leading merchants are con- 
vinced that it will prove to be a limited 
business. 

The sandal types are selling stronger 
with the approach of summer weather, 
and are being bought for immediate wear, 
judging by the number seen on nice days 
on Fifth Avenue and around the hotels 
and tea rooms. The Egyptian sandal is 
being touted strongly. Not so much by 
the high-class stores as by the medium 
and lower-priced establishments. 


Spring Sale at Gimbel Store 


Spring sales have not been omitted 
from the catagory here. Gimbel Brothers, 
last week advertised 1,200 pairs of 
women’s shoes from ‘“‘a prominent Phila- 
delphia maker”’ at $4.50 a pair. Other low 
prices are being quoted by some of the 
department stores. Apparently the sale 
shoes consist largely of job lots which 
factories have disposed of in recent weeks. 

New York will be asked to pass judg- 
ment on more English-made shoes than 
usual this year. Several stores are featur- 
ing British-made footwear, and one 
prominent Fifth Avenue trunk and bag 
house is now showing a line of English- 
made sport oxfords with crepe rubber 
soles, for both men and women. Franklin 
Simon & Company are carrying a line of 
English-made walking oxfords for women, 
and a comprehensive range of English 
oxfords for men. The price of the latter 
is $10.50 a pair. 


No Change in Coward Policy 


No change will be made in the policies 
or conduct of the business founded by the 
late James S. Coward, according to a 
statement read to the employees by J. M. 
Coward, who has succeeded his father as 
head of the enterprise. The statement 
reads: 

“As the new head of the Coward busi- 


ness in place of my beloved father, I feel 
it my duty to say a word about the work 
that lies ahead. 

“First, the admirable policies of the 
Coward business that have prevailed 
since its founding, will remain unchanged. 

“Second, I shall endeavor to carry out 
the founder’s work in the same spirit that 
endeared him to us all. And I shall always 
strive to continue the pleasant personal 
relationship that existed between Coward 
employees and the management.” 

According to Mr. Coward’s will, filed 
for probate at Jersey City last week, the 
estate is valued at more than $3,000,000. 
John M. Coward, the testator’s son, is 
bequeathed the shoe business in New 
York. He and his sister, Mrs. Harriet 
Woodruff, are named as executors. John 
M. Coward is made the recipient of the 
residuary estate following a number of 
specific bequests, which include a number 
of mortgages to Mrs. Woodruff, half a 
million dollars to each of her three children 
upon the death of their mother, from a 
trust fund to be created from these mort- 
gages; $5,000 to the John Street M. E. 
Church in Manhattan, and a number of 
bequests to employees of Mr. Coward, 
ranging from $300 to $5,000 each. 


Merchants to Meet April 19 


Plans are being completed for the 
spring quarterly dinner of the Retail Shoe 
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Dealers’ Association of Greater New 
York. These quarterly dinners have 
become important features of the associa- 
tion’s work during the last year, largely 
because of the open forum discussions 
that follow the more formal portion of the 
programs. 

The forthcoming dinner will be held 
at the Hotel Continental, 41st Street and 
Broadway on the night of April 19. 
Although the program has not been com- 
pleted, President Percy E. Hart announces 
that Sam Davis, field secretary of the 
National Shoe Retailers’ Association will 
be one of the speakers. Musical enter- 
tainment will be provided and the open 
forum will be held as usual. 

President Hart also announced that 
the meeting place of the usual association 
monthly luncheons has been changed 
from the Knickerbocker Grill to the 
Hotel Continental. The next meeting 
will be held on April 10 at 12.15 P.M. 
Current conditions and problems in the 
retail field are expected to be discussed at 
the meeting, in addition to routine associa- 
tion business. 


‘Egyptian Style Show the 
Latest 


To illustrate how far the Egyptian 
influence has permeated women’s styles, 
H. R. Mallinson & Company, the silk 
house here, last week gave an Egyptian 
exhibition in their show rooms. Mallin- 
son’s silks were shown in costumes by 
leading manufacturers, together with acces- 
sories, including Egyptian jewelry from 
Miller Brothers, and shoes of Egyptian 
motif from the Shoecraft Shop, Inc. 





PHILADELPHIA 


Industrial Boom Under Way 


Big Plants on Full Time—Shoe Factories Starting In on 
White Shoe Runs 


EMAND coming from the railroad 

shops here for steel car construction 
men, painters, polishers, and coaters is 
still running ahead of the supply. One of 
the railroads is asking for men for electrical 
work. Electricians are in demand, also, 
for construction work, and for work on 
radio outfits. 

Colored labor has already started to 
come in from the South. The number of 
unskilled Southern laborers is unusually 
large this year while the skilled colored 
workmen coming in are holding their own 
numerically. The quantity of this labor 
coming: here would be very much greater 
were the streams of these men not tapped 
at Baltimore by agents of the industries 
in the middle West. 

Full-fashioned hosiery mills are making 


a strong bid for skilled labor. Cloth and 
dress-goods manufacturers report a scar- 
city of weavers, as do the carpet mills. 


Drygoods Trade Ahead of Last Year 


Wholesaler drygoods people say their 
sales are running considerably ahead of 
this time last year. Their chief difficulty 
now consists in getting the goods and mak- 
ing the deliveries. Indications are that 
this good demand will continue indefinitely. 


_ Price advances are coming. Mills are un- 


willing to sell ahead in any large quantities. 

The three railroads running out of Phil- 
adelphia are very lavish in their expendi- 
tures for new equipment, indicating their 
extensive plans to handle what they ex- 
pect will be record-breaking business. 
These expenditures call not only for loco- 














Where to Buy 


Women’s Shoes 

















FASHION FOOTWEAR . 


Women’s Fine Turns 
and Novelties 
Our new models for Spring are attracting most 
favorable attention. Hand turn sli and 
pumps in the latest designs and finest thers 
TESSIER & BOWDOIN 
2 Washington St., Haverhill, Mass. 











E. A. & M. C. Witherell Co. 
Manufacturers 
Women’s Turns, 
Bootsand Slippers 


F 
Haverhill, Mass. 
Boston Office 
Rice Bidg. Reem 406 








Black Satin One-Straps, one or two 
buttons, made with 15-8 full Louis, 14-8 
Spanish full Louis or 9-8 Cuban heel. 
Samples charged at regular prices. Write 
for prices. 


ORIENTAL SLIPPER COMPANY, Inc. 
118 Phoenix Row HAVERHILL, MASS. 











J.W.BARNARD & SON 
Andover - - Mass. 
Makers of the 
CELEBRATED 
BARNARD 
COMFORT 
SHOE 
for Ladies 
IN STOCK 








FINE TURN NOVELTIES 


We are now pre , in our new 

factory, better footwear, quicker 

deliveries and i service. 
Latest Models, All Leathers and Satins 


FELSTINER-O’CONNELL SHOE CO., INC. 
162 Winter St., Haverhill, Mass. 








STOCKBRIDGE SHOE COMPANY 
a 


HAVERHILL, MASS. 








BLEECKER STYLES 


Are the last word in footwear 
for stylish women 











Phillips Shoe Co. Inc. 
Makers of 
Women’s Turn 
Slippers 
276 RIVER STREET 
Haverhill, Mass. 


Boston Office 
207 Essex St. 
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motives and passenger and freight cars, 
but for new steamship piers, for car dump- 
ers, new freight houses, additional yard 
facilities, new passenger terminals, and 
new ferry boats. All three of them report 
very heavy traffic and say they are push- 
ing delivery on their new equipment so 
that they may handle the heavy business 
which they feel assured is just around the 
corner. With the coal and shop strikes out 
of the way and new equipment in sight 
the transportation situation should show 
considerable improvement before long. 


Factories Still Working on 
Fancy Shoes 

Factories are emerging from the lull 
which hit them after the end of the Easter 
period. While some expect to work on 
Easter shoes until just a few days before 
April 1 most of the factories are turning 
their attention to the brilliant colors and to 
plain whites and whites trimmed with white 
and with red, green, and blue. 

John C. McKeon of Laird Schober and 
Company reports considerable activity in 
white goods for May'delivery. Gray also 
continues to be popular. Whites trimmed 
with red, blue, and green are active. There 
has been a revival of black, and white 
shoes trimmed with black will be good sell- 
ers thissummer. Black kid is moving very 
freely in staple welts. Mr. McKeon 
states that there is quite a bit of staple 
business available though it is obscured for 
the moment by the demand for fancy shoes. 
While costs have increased this firm has 
not yet advanced it prices. 

Hallahan & Sons Inc. report they are 
working on all kinds of variations of the 
one and two-strap pumps. These include 
cut-outs, sandal effects, and any number of 
other novelties which are fundamentally 
one or two-strap pumps. The fitting room 
continues to be the stumbling block in the 
shoe factories because of the great amount 
of work which has to be done there on the 
fancy shoes. Beige is very popular. 
Whites are good. Staples are compara 
tively inactive. 
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Sandals in Bright Colors 


Strawbridge and Clothier are featuring 
Peggy Sandal pumps of gay-colored leath- 
ers to match sports costumes, of patent 
leather, tan calf or gray and beige buck- 
skin. They have one cross strap and a 
strap up the front. The price is $10. 
Sorosis Shoe Company is offering one- 
strap turn sole pumps in patent and dull 
black calf at $8.50. 

Hanan and Son are offering a sandal 
with turned sole and medium Louis XV 
heel in fawn suede, gray suede, black satin, 
patent leather, and gunmetal calf. Cla- 
fin’s are offering a walking pump of beige 
buckskin with brown leather trimming. 

Dalsimer’s are featuring the “May- 
fair.” It is a sandal pump in rippeline 
cord black satin trimmed with black suede. 
The price is $11. It is also featured in 
black suede trimmed with patent cuit, 
sand suede trimmed with brown kid, black 
satin trimmed with black suede, and all 
white kid. 


7000 Pairs at Two Dollars 


Gimbel Brothers are offering a lot of 
7000 women’s shoes at $2a pair. Included 
in the lot are tan walking oxfords, patent 
strap pumps, black calf oxfords, brown 
kid oxfords, suedes, new Egyptian sandals, 
lattice-effect pumps, black kid pumps, 
cross-strap pumps, and two-tone oxfords. 
This store is also featuring a lot of women’s 
shoes at $4.65. The lot includes strap 
pumps, sandals, walking oxfords, tongue 
pumps, brogues and lattice effects. These 
shoes, which are sketched in the advertise- 
ments run by the store in the daily papers, 
are offered by mail. The reader is told to 
clip the picture from the ad, mail it in with 
the size, and receive the shoes. Geuting’s 
are offering colonials in black calf at $12.50 
or in fawn buck with tan calf trim or gray 
buck with black calf trim at $14. 

Horace J. Gentel, manager of the Walk- 
over Stores here, has moved his office 
from the store at 1228 Market Street to the 
one at 1022 Chestnut Street. 





BOSTON 
Easter Business Was Brisk 


Weather Favorable to Buying; Public’s Desire for Footwear 
Stimulated by Attractive Offerings 


HE shoe stores and shoe departments 

of Boston lined up for action on Easter 
business some few weeks ago, but as a 
rule, trade was a little slow until last week, 
when real spring weather brought the 
folks into the various establishments to 
buy those new shoes and hosiery of which 
they had been in need for some time, but 
were reluctant to purchase while snow and 
bleak winds were the order of the day. A 
week ago Friday registered real May 


weather and gave just the right stimulus 
to footwear selling. 

On Saturday, March 24, the crowds in 
the shoe stores might be compared to the 
throngs that are seen during the Christ- 
mas rush. One popular priced store on 
Washington Street, which caters to the 
young woman who wants the very ex- 
treme styles or what she considers “the 
very smartest,” at the very lowest pos- 
sible figure, was filled to capacity at about 
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4.15 P.M. and a long line of women waited 
at the doorway for a chance to get into 
the store. 


Even Managers Had to Sell 

At the Walk-Over Shoe Shop, Tremont 
Street, Manager John W. Goebel, was in 
command of the busy sales force. Mr. 
Goebel stated that this was the first time 
he had been on the floor for some months, 
as he usually spends his time upstairs in 
the office nowadays, but on account of 
floor manager E. C. Cook’s illness, and 
the fact that there was so much action on 
the street floor Saturday, he had resumed 
his old-time quarters pro tem as super- 
visor on the “lower deck.”” Mr. Goebel 
reported that everything is selling, and 
that there is apparently no shortage of 
money on the part of the public. 


Bright Colors in Vogue 

Bright colors are the order of the day. 
In men’s shoes of the best grades, there 
are numerous very light tan shades shown. 
In women’s shoes, there are reds and 
greens and blues, galore, to say nothing of 
the light grays and beiges. It is a fact that 
the man or woman who wishes to be well 
dressed this spring will have to have at 
least one pair of brightly colored shoes. 
Even the children have their red kid, one, 
two or three straps, as mother may prefer. 
The hosiery shown to match these red or 
green or blue shoes is sometimes in the 
exact shade, but more.often in white with 
clox to match the shoes; there are also 
some pretty two tones in popular colors, 
for instance, geranium and white, full- 
fashioned hosiery was shown in one high- 
grade shoe store window. 


Artistic Front Clozr 

In Hanan & Son’s hosiery display a 
very beautiful stocking in a rich shade of 
brown had three hand-embroidered front 
clox in a floral pattern and in a shade 
which exactly matched the hosiery. This 
store has some very “snappy” effects in 
straps in various colors and combinations. 


Sold Out On Red Shoes 


George H. Wirth Company has been re- 
ordering on fancy red kid shoes with cut- 
outs. Mr. Wirth said that he tried a small 
order and sold every one out very readily, 
so had put in another order on the same 
shoe. The hosiery chosen for wear with 
this shoe he says is a white silk, full- 
fashioned with red silk clox. At this store, 
special instructions are always given by 
the woman in charge of the hosiery as to 
the advisability of taking the proper care 
of silk stockings, as to how to put them on 
the foot, and also as to how to wash same. 


Hosiery Noted Here and 
There 


The hosiery displays of Boston’s shoe 
stores are getting more interesting and 


BOOT AND SHOE RECORDER 


beautiful every week. In many of the 
store windows, a neat little card announces 
“Easter Hosiery” and then right at hand 
are attractively displayed a group of 
models to correspond with the shoes 
shown. The hand-embroidered clox in 
contrasting or colors to match shoes are 
very effective. Some cafe au lait colored 
full-fashioned silk hosiery bad: a clox in 
three blending shades of brown; the Mexi- 


‘can hand-drawn open work clox and the 


drop stitch in full fashioned are good 
models; so are the mercerized sport stock- 
ings. A popular seller is a full-fashioned 
silk stocking in gray, or cordovan, or 
French tan or sand with elastic lisle garter 
top. 


T. E. Moseley Showing Short 
Tongues 


T. E. Moseley Company reports a 
splendid spring business, with shoes and 
hosiery for the Easter parade and for 
after Easter parties selling well. A very 
popular number with this store is a short 
tongue pump with a medium heel in black 
Russia calf, with patent leather saddle. 


Brown Ooze at Jones, Peter- 
son & Newhall’s . 


A charming shoe for milady’s afternoon 
and evening wear, which has been a popu- 
lar number at Jones, Peterson & Newhall 
Company’s the past week, is a pump in a 
rich shade of brown dark ooze calf, with 
brown leather trimmings to blend. There 
are many fancy stitchings noted on the 
men’s shoes shown in this store. 


Foot Comfort and Style 


At Walsh’s Arch Preserver Shoe Shop, 
236 Boylston Street, special demonstra- 
tions have been going on during the past 
two weeks showing why the shoes shown 
combine comfort and style. It is demon- 
strated why the concealed built-in 
arch bridge of the Arch Preserver shoe 
holds up the foot according to nature’s 
plans. 


Allen Lauds Traveling Sales- 
men 


The elements of successful salesmanship 
in the leather industry were presented in a 
most interesting way by Frank C. Allen of 
Creese & Cook Co., before the pupils of 
the New England Shoe and Leather Asso- 
ciation’s Continuation Class, March 19. 

In the course of his address Mr. Allen 
said that salesmanship is a profession and 
needs to be studied constantly. He 
stressed the absolute need of personal 
integrity, and also referred to the value of 
personality. 

As the result of his 30 years’ experience 
as a salesman in the upper leather trade, 
the speaker said that he had become con- 
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vinced that high-grade traveling salesmen 
are the moulders of more public opinion 
on questions of the day than any other 
class of American citizens. He lauded 
their fine spirit of mutual helpfulness, and 
cited several instances in proof of his 
contention. 


““Not ‘How Much,’ But ‘How 
Long?’ ” 


Thayer McNeil Company had a clever 
ad in last Saturday’s Transcript, headed 
“Not ‘How Much’ But ‘How Long?’ *’ The 
argument presented was that if a person is 
seeking values in shoes, it is easy to be 
misled by price. Also that Thayer Mc- 
Neil’s shoes will look tomorrow as if they 
were bought tomorrow and shoes priced on 
their wearing value will look just as trim 
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in May and June as they look on Easter 
Sunday morning. The ad was illustrated 
with three different types of women’s strap 
shoes. 


J. L. Esart Showing Light 


Tans 


At J. L. Esart Company’s, 46 Boylston 
Street, the new spring line of men’s shoes 
is well arrayed and the men folks of the 
city seem to appreciate the new light tan 
colors shown, as they have been buying 
thereon in goodly numbers the past week. 
This exclusive men’s boot shop is located 
next door to the Hotel Touraine, one of 
Boston’s fashionable  hostelries, and 
catches the trade of many visitors to Bos- 
ton, as well as the patronage of Boston 
customers. 





LYNN 


Stock Shoes Selling Briskly 


Whites and Sports in Favor for Summer, and Sandals, Too; 
Reds, Blues and Greens Appear; New Materials 
and Accepted Patterns Make New Styles 


YNWN shops are distributing shoes 

from stock very briskly, to fill up the 
holes that were shot in stocks of retail 
stores by the Easter sales. Patent leather, 
Russia calf and suedes, or bucks in grays 
and browns are selling from stock. 

White shoes continue to show up strong. 
Some of them are already in stock. Ship- 
ments of them are being made to southern 
territory. New white shoes are trimmed 
with red, blue or green leathers, either 
calf or kid. Patent leather shoes are like- 
wise trimmed. A few shoes are of chan- 
ticleer or jade. Chanticleer is the brightest 
red yet. Jade is green, like the jewel. All 
white shoes are said to be favorites. There 
is some talk of a larger interest in tan 
shades of kid or calf. 

Sport shoes rival white shoes as summer 
favorites. New numbers, among them are 
of elk, in white, pearl gray and tan, either 
in combinations or one color all over. 
Walking styles are good, too, especially 
those which serve for either street or coun- 
try club wear. 


Few Changes in Lasts 


Lasts show few changes. Possibly, 
there is a bit more interest in the stagey 
last, which has the round high toe, and 
the short vamp. Some model this last 
for a medium high heel, and others for a 
16-8 heel. Block heels are reported. Sport 
lasts continue wide. Heels 8-8 high are 
popular. 

New mention is heard of cross straps. 
The one strap is staple. Egyptian pat- 
terns continue to appear in new array. 
Trimmed oxfords, showing open throats, 
or lattice sides are in street lines, and sad- 


dle oxfords in sport lines. Vamp collars 
are used in combination with straps. Some 
collars run around both the vamp and 
quarter. 

Salesmen are seeking additional sum- 
mer orders. Resistance to prices is re- 
ported. 


Keeping Patterns “‘As Is” 


One Lynn firm, keeping lasts and pat- 
terns as is, has succeeded in bringing out a 
dozen and more different types of foot- 
wear by changing from one material to 
another. It has used patents with dull 
trimmings and dull calf with patent trim- 
mings, being suede-with brown calf trim- 
mings, gray suede with black or gray 
trimmings and satin with suede trim- 
mings, and white with trimmings of red, 
green or blue. So a dozen different styles 
in shoes are made and not a last nor a pat- 
tern is changed, which is saving of money 
on lasts and patterns, and which also is 
good shoe fitting for the test of time 
proves that the lasts and patterns fit the 
feet. 


Patent Sandals in Stock 


The Cotter Shoe Company is adding to 
its stock for April delivery a patent 
leather sandal with a centre strap and two 
cut-outs on the vamps. This style, a welt, 
carries an 8-8 heel, with a rubber top lift, 
and is stocked in widths from AA to D. 
Another new shoe for April delivery is a 
patent leather one strap, the strap being 
broad and fastening with two buttons. 
The toe is plain, the heel is 8-8 high, and 
has a rubber top lift. 
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In the Formative line, there will be in 
stock a new white fabric shoe, made on 
the Miss Frisco walking last It will havea 
regular leather sole and an Ivory white 
leather heel, 12-8 high. 

Buyers continue to show favor to “La 
Militaire” oxford, a tan calf oxford, soft 
toe, creased vamp and an 8-8 heel. E. A. 
Terhune, sales manager, tells of continued 
Sales of gray shoes, buyers re-ordering 
after the Easter clean-up. 


Will Colonials Come? 


Some talk there is of Colonial pumps 
appearing again. A few models of them 
have appeared here and there in Lynn 
shops. Some are made with small tongues 
of leather. Others have cut steel orna- 
ments. 


" Sandals and Sports 


Among tbe new shoes in the Murphy, 
Gorman & Waterhouse line is an Egyptian 
style sandal of elk leather. The vamp is 
white and the quarter and strap is of tan. 
The combination is classy. Another 
Egyptian sandal is of white cabretta, with 
a throat collar and tongue of red kid. 
Egyptian cut-outs are in the throat collar, 
at the base of the strap. Sport oxfords 
are made white all over, white with trim- 
mings, patents with trimmings, and of tan 
calf and elk leathers. 

In regard to sandals, Mr. Gorman re- 
marks that most of his customers are in- 
sisting that heels have leather top lifts 
instead of rubber top lifts. The explana- 
tion he offers is that Egyptians did not 
know anything about rubber, and that 
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buyers of Egyptian styles are running true 
to form. 


Changes in Tanning Field 


The American Hide & Leather Co. 
will take possession of the Snyder tannery 
in Peabody, early in April, and H. S. & 
M. W. Snyder will move to a new loca- 
tion. The factory bas a capacity of 20,000, 
000 feet of upper leather annually. 

Greiss- Pfleger Compary is remodeling 
the Crehore tannery and will operate it in 
conjunction with the’ O’Shea tannery 
next door, for the manufacture of upper 
leather. It bought both these properties 
last month. Also, it has bought the Dean 
factory at Natick, for making inner soles. 

The Barr Chemical Company of Brook- 
lyn has bought the factory of the Peabody 
Leather Company. 


Bright Hues and Contrasts 


T. J. Kiely & Co. are making Egyptian 
sandals and sport shoes. The sandals are 
of patent white and tan leather, the tans 
being of calf and elk. One patent leather 
sandal has an Egyptian figure cut in its 
vamp and quarters. Another has an 
Egyptian sun figure stitched in its vamp 
with red silk thread. A white shoe is 
stitched with green and inlaid with green. 

The Travers Shoe Company is bring- 
ing out a line of white sboes with trim- 
mings of red, blue or green calf. Heels will 
be white. The pattern will provide for a 
strap, collar and side overlay of the 
colored leather. Also, the firm will show a 
white shoe with green patent leather 
trimmings. 





BROCKTON 


Fall Orders Coming in Well 


New Lines Well Received, Particularly in South; In-stock 
Departments Busy 


ANUFACTURERS whose sales- 

men are now on the road with Fall 
samples, report that early orders are being 
well received, considering unfavorable 
weather conditions in many parts of the 
country. From the South there is an es- 
pecially good demand, and “at once”’ busi- 
ness is also good. The new samples re- 
present the best priced merchandise ever 
sent out from Brockton factories. Another 
important point in connection with sales- 
men who are out with made-in-Brockton 
lines is that all those representing concerns 
having factory in-stock departments have 
samples also of stock shoes. From these 
they are making substantial sales for im- 
mediate shipments to merchants for after- 
Easter trade. 


Marshall Men at Sales Dinner 


On the evening of March 22, C. S. 
Marshall Company entertained their 


traveling salesmen and heads of factory de- 
partments by a dinner at the Copley- 
Plaza Hotel, Boston. This dinner took 
place just previous to the salesmen’s de- 
parture on their semi-annual trips. It was 
a “get-together” meeting to talk over 
matters of mutual interest and importance. 
Foliowing the dinner Charles S. Marshall, 
head of the house, gave a talk on business 
conditions as he sees them, and offered 
practical suggestions regarding the market- 
ing the line of Marshall-made footwear 
for the coming season. 

Superindendent Edward W. Pratt 
talked on factory conditions; James A. 
O'Neil, production manager, spoke on 
factory production; P. M. Brewer talked 
on sales problems. It was Mr. Brewer's 
opinion that with the new lasts and pat- 
terns which the salesmen are taking out 
this season, combined with the excellence 
of workmanship and materials always 
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identified with the ‘Marshall-made”’ line, 
that a fine business is assured. 

Those present included Charles S. Mar- 
shall, Edward W. Pratt, J. A. O'Neil, 
and the following salesmen: P. M. 
Brewer, covering Boston, New York, 
Philadelphia, Baltimore and Washington, 
also the larger cities in Pennsylvania, 
Maryland, West Virginia and Kentucky; 
C. O. Miller, part of New York, parts of 
Ohio, Indiana, Illinois, Wisconsin, Mis- 
souri and all of New England; C. E. Wirt, 
northern New York State, northern Ohio, 
northern Pennsylvania and Michigan; 
F. W. Johnson (a new addition to the sell- 
ing staff), covering Texas, Oklahoma, 
Lousiana and Arkansas; D. D. Doran 
smaller towns in Pennsylvania, Virginia 
and West Virginia. 

All the Marshall representatives are 
now in their respective territories with the 
newest fall styles. 


Southern Men at Eaton 
Factory 

Two of C. A. Eaton Company’s South- 
ern salesmen have been at the factory for 
the past week getting out their sample 
lines for the coming season. They are: 
Hon. Tinsley Raglan of Atlanta, Ga. and 
Wilbur M. Wiggers of Nashville, Tenn. 
Mr. Raglan comes honorably by his title 
of “Hon.”’, inasmuch as he has done his 
native state some service in the Georgia 
legislature. He has traveled for C. A. 
Eaton Company for the past 15 years, 
covering South Carolina, Georgia and 
Florida. His acquaintance among the re- 
tail merchants in the South is extensive. 
It is safe to say that few traveling sales- 
men in Southern territory have a greater 
number of friends or stand higher in the 
estimation of their customers than Hon 
Tinsley Raglan. 

Mr. Wiggers, who covers Kentucky, 
Tennessee, and West Virginia as well as 
southern Illinois, is thoroughly “sold”’ on 
the Boot and Shoe Rercorder as an indis- 
pensable adjunct to progressive retail shoe 
merchants. He says he notices in his 
territory that young men take a special 
interest in the Recorder and its contents 
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both editorial and advertising, and that he 
finds it an important factor in the excellent 
work which he is doing for the Eaton and 
Crawford lines of men’s and women’s 
welts. 


Machine for Spreading 
Filler 


Thompson-Field Company, dealers in 
shoe manufacturers goods, specialize in a 
shoe bottom filler called “Feldite.” E. M. 
Thompson of the concern has invented a 
machine for spreading this filler in shoe 
bottoms. The device facilitates the appli- 
cation of the material and revolutionizes 
the method of handling composition shoe 
filler. These machines are now used in 
shoe factories in Brockton and the South 
Shore district; also in plants at various 
other locations. 


Takes Charge of Tag 
Department 


Andrew J. Fish, who is well known in the 
shoe trade, has joined the Tolman Print 
Inc. of Brockton and will have charge of 
the tag manufacturing department. There 
will be in this connection a service depart- 
ment specializing in factory forms and 
miscellaneous printing. Mr. Fish will also 
be identified with the selling end of the 
business. Tolman Print Inc. has for many 
years specialized in the production of tags 
for shoe factories and has built up an ex- 
tensive business with concerns in all parts 
of the United States. 


Shoe Shipments Continue to 
Gain 

For the past week shoe shipments to the 
amount of 19,194 cases were sent out from 
Brockton. This is the best weekly record 
for nearly two years. Shipments for the 
weeks of March 27 and April 10 of 1920 
were respectively 19,644 and 20,067 cases. 
That record has stood until now. The 
total shoe shipments from Brockton thus 
far this year are 137,315 cases as compared 
with 124,524 cases for the corresponding 
period in 1922. 





HAVERHILL 


New England Holding Its Own 


New Plants Established and Older Companies Expanding, 
Says Thomas F. Anderson 


T a recent meeting of the Haverhill 

Rotary Club, Secretary Thomas F. 
Anderson of the New England Shoe and 
Leather Association spoke on the New 
England shoe industry. Mr. Anderson 
presented facts and figures to prove that 
the industry is holding its own in spite 
of competition. Recent figures never 








before published were quoted by Mr. 
Anderson to show that Haverhill manu- 
factured during 1921, 13,624,549 pairs of 
shoes, divided as follows: men’s, 763,145 
pairs; boy’s 2,388 pairs; women’s 940,855 
pairs; misses’ and children’s 1,210,886 
pairs; canvas shoes, 436,698 pairs; infant’s 
235,086 pairs; all others 1,565,491 pairs. 











March 31, 1923 


Mr. Anderson stated that there are 1,500 
shoe manufacturing plants in the United 
States, turning out a million pairs of shoes 
daily. In January, 1923, the shoe pro- 
duction amounted to 39,000,000 pairs or 
3,000,000 pairs above the average reached 
in the same month in 1922. New England 
is annually producing half the footwear 
of the world, valued through retail 
channels at $1,500,000,000. 


Has Faith in New England Industry 


Secretary Anderson said while it is 
important not to be indifferent to the 
trade situation because undoubtedly there 
are grave problems before shoe manu- 
facturers and tanners, yet he quoted 
Herbert T. Drake, President of the New 
England Shoe and Leather Association, 
to the effect that New England has lost 
practically none of its shoe and leather 
industry, but on the other hand has had 
new ones and is expanding existing plants 
from year to year. Mr. Anderson said 
his personal observations bear out this 
optimism, which is being spread by the 
New England Shoe and Leather Associa- 
tion. Speaking again of Haverhill, Mr. 
Anderson alluded to the founding of 
Haverhill’s shoe industry in 1643, and 
sketched its growth since that time. He 
said that according to figures from the 
Census Bureau at Washington, Haverhill 
now has an industry representing a total 
investment of $22,296,000, the annual 
production of which is valued at $60,000,- 
000 or three times greater than 20 years 
ago. This, he said, does not indicate 
decadence. 

Mr. Anderson acknowledged that 
Haverhill, like other shoe cities, has its 
problems and that unity of thought and 
action is needed. The New England Shoe 
and Leather Association he says, hopes to 
accomplish this. Already, by the creation 
of an annual Exposition and Style Show, 
it has provided a means of bringing buyers 
to local markets. He added that New 
England’s shoe product in this way will 
be brought before 50,000 retail shoe 
merchants throughout the country. Also, 
we will bring New England shoes more 
prominently than ever before into outside 
territory. To further perfect this plan 
the different departments of our industry 
are being organized. The traffic men are 
grouped, the advertising managers come 
next, and we hope to launch a nation- 
wide campaign to “sell” New England. 
He said that it is up to Haverhill business 
men to help and that this task is not only 
for Haverhill, but for all New England. 
Mr. Anderson added that individually, 
all must apply themselves to the problems 
of labor, transportation and other matters 
confronting them. 


Quoting a Former Trade Leader 


Mr. Anderson said that the industry is 
in need of leadership. He quoted the 
words of one of the greatest and most 
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esteemed shoe manufacturers which the 
Haverhill industry ever produced. More 
than ten years ago, Charles K. Fox of 
C. K. Fox, Inc. at a trade meeting made 
this very timely statement. 

“I know so little of other people’s 
business now that I can tell you very little 
of Haverhill, as it is today, but I will 
say this: it will avail you very little to 
know in your own mind that you make the 
very best shoes on earth. Your factory 
will merely cast a shadow. You have got 
to make other people think so, too. 
Physical brawn is not alone in the game, 
nor talent either. You must put magnet- 
ism into it somewhere and get the public 
leaning your way. So you see, your wares 
are of no value unless the public thinks so. 
We should make our merchandise known. 
You must broaden the idea of your ability 
if you want a great business. You must 
make other people think so.”’ 

During his stay in Haverhill, Secretary 
Anderson was the guest of George W. 
Dobbins of Witherell & Dobbins, Inc. 


A Good After-Easter 
Business 


Haverhill manufacturers, having fin- 
ished with the Easter rush, are now 
devoting time and attention to the 
after-Easter trade. Novelty styles which 
Haverhill designers continue to develop, 
are bringing steady business to the 
factories. Easter coming earlier this year 
than last, now gives Haverhill concerns 
opportunity to go after spring and 
summer business in real earnest. That 
they are doing this is evident from the 
busy condition of the factories, with 
particular reference to novelty styles in 
women’s turn footwear. 


Turn Shoes at Palm Beach 


A Haverhill man, (not in the shoe 
business) who recently returned from 
Palm Beach, said in referring to the shoes 
worn by women at that famous resort: 

“I never believed there could be so 
great a variety of women’s fanciful shoe 
patterns as I saw worn in Palm Beach. 
Another thing that struck me was that 
practically all these shoes were turns. 
I made up my mind that turn shoes are 
just as important to the fashionable 
woman’s apparel equipment as_ the 
gowns that accompany them. 

Haverhill’s product is on the map 
bigger than ever.” 


Broadwalk Shoe Co. Bought 
by Marston 


The Broadwalk Shoe Co., manufactur- 
ing children’s footwear, which has been 
for many years identified with Haverhill, 
has been purchased by C. L. Marston, Jr. 
The business will be conducted by Mr. 
Marston in Haverhill, as heretofore. 
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DANVERS, MASS. 








SOLD BY 
A. E. OLDAKER 
436 Marbridge Bldg. 
Broadway at 34th St. 
New York, N. Y- 











Where to Buy | 


Engraving and Printing 





SRIN TING 


FOR THE 


SHOE TRADE, 


FECES EE ORY 
ELECTRorver rouxDR ‘ent 


[ABELSP2/joe 
ASK FOR SAMPLES (arhons 


> oF 
We Ceale and Sr 


TOLMAN PRINT, INC. 


nl mo Is ¢ ft them 





ATLANTIC PRINTING CO. 
Shoe Printers 
Tear out this ad and mail for details of 
our Special Printing Service for 
the Boot and Shoe Trade 


201 South Street, Boston, Mass. 
Telephone Beach 4960-4961 











Where to Buy 
Wanted Styles 


qh Extra Editorial Service to 

”* readers, free for the ask- 

ing, with authentic information on 
current problems. 
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Where to Buy 


Standard Shoe Materials 

















The One 
Waterproof 
Leather That 


Takes and Re- 
tains a Polish. 


CREESE & COOK CO. 
Tanneries at Danversport 95 South St., Boston, Mass 














COATED GEM DUCK 


ADHESIVE BACKING CLOTH 
and Leether 
Feot Welting 
Sheet Rubber Soling 


B. F. CHAMBERLIN 
me Se. 


Formerly Walpole Shoe Supply Co. 





ELDITE 


ILLER 
THOMPSON-FIELD COMPANY, | 


PAAKERS OF HIGH GRADE SHOE SPECIALTIES 
1064 MONTELLO STREET 


BROCKTON MASS. Ay 















Colored 
Chrome. 
Sides 


Beggs & Cobb, Inc., Boston, Mass 














T. W. GODSOE, Pres. 
w. @ BONALD Vioe- 
F. £.J0 Treas. 


F. E. JONES CO. 


coors MAT KID 


COLORS 
95 South Street, Boston 











largest Manufacturers 
in the World of 


Blach Glazed Kid 
Surpass LEATHER ©. 























DO YOU KNOW? 

that can buy it—or 
sell brough the 
“Where to Buy" columns. 
Thies feature in its quick 


service is a time saver in 
meeting immediate needs. 
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ROCHESTER 


Spring Openings Hold the Stage 
And Retail Trade to Start with Rush When Real Spring 


Weather 


N spite of three slow weeks so far in 
March, local merchants are opti- 
mistic regarding prospects for a good pre- 
Easter business. The past week has been 
featured by the introduction of new spring 
footwear and merchants are confident the 
business will pick up as soon as spring 
weather arrives. 

Wm. Eastwood & Son Co. are featuring 
women’s slippers and oxfords in numerous 
styles and patterns. In their newspaper 
advertising during the week eight numbers 
have been featured including a combina- 
tion one-strap and tongue slipper in black 
ooze calfskin and patent leather made in 
Switzerland; a combination two-strap, 
Swiss-made slipper with buckle in black 
ooze calfskin and patent leather; strap 
patterns with slashed strap and cutouts on 
quarter in black satin trimmed with black 
ooze calfskin, and in gray ooze calfskin 
trimmed with gray kid; Colonial patterns 
in black ooze calfskin, patent leather and 
dull calf; a tongue pattern in black satin 
and patent leather. Patent leather 
sandals have slashed vamp and strap 
across instep and around ankle, sport 
oxfords are brown, grain leather trimmed 
with brown cordovan; and a one-strap, 
low heel pattern has patent leather and 
black satin. Prices on the above numbers 
range from $6.50 for the sandal to $18.50 
for the tongue pattern in black ooze 
calfskin. 


Price Range from $6.50 to $10 


Gould, Lee and Webster are featuring 
women’s footwear at prices ranging from 
$6.50 to $10.00 and are showing cutout 
oxfords; strap patterns and Colonials in 
all leathers; strap and oxford patterns in 
gray suede and beige suede; and combina- 
tion patterns in patent with gray trim 
and satin patterns with suede trim. 

Burke’s stores are featuring pumps in 
gray suede in combination with gray kid 
at $7.95; sport oxfords with leather and 
also crepe rubber soles at $6.00 to $7.95. 
For dress wear, the “Stella,’’ a brocaded 
satin slipper with Junior Louis heel and 
the “Cecile,” a brocaded satin strap 
slipper with Cuban heel, are featured at 
$7.00 and $6.00 respectively. 


Two New Stores Opened 


W. E. Miller has moved into his new 
store at 86 East Avenue where he formally 
opened for business on Friday, March 16. 
The new store is attractively decorated 
and the windows present a very attractive 
appearance. Mr. Miller, who conducted 
a shoe store on State Street for thirty- 


Arrives 


five years, reports the new location to be 
right in the heart of things and that the 
first week’s business indicates a wonder- 
ful future for the new store. 

The Triangle Shoe Store, Inc., opened 
its new store at 36 State Street on Friday, 
March 23. Extensive alterations have 
been made in this store and the extremely 
large windows with wide center arch give 
this store the most attractive front on 
State Street. The new store is managed 
by William J. LaMontague, formally of 
Springfield, Mass., and will feature men’s, 
women’s and children’s medium-priced 
footwear. 


Beacon Leases State Street Store 


The Beacon shoe store has leased the 
store at 64 State Street formally occupied 
by W. E. Miller and will move from Main 
Street to that location as soon as altera- 
tions are completed. 

McCurdy’s Opening a Scene 
of Beauty 


The spring opening held by the Mc- 
Curdy shoe department, managed by Jim 
Olmstead, has for several years set the 
pace for Rochester shoe merchandising, 
and last year’s opening was so beautiful 
that Jim’s friends told him that he had 
gone the limit in arranging an attractive 
shoe display and that he never could 
exceed that display in beauty, but the 
spring opening arranged by Mr. Olmstead 
this past week far exceeded anything that 
he has yet arranged and it is doubtful 
whether any shoe store in New York or 
Chicago ever held a spring opening that 
exceeded the present McCurdy display. 

Spring in all its glory was represented 
in the department which was attractively 
decorated with spring flowers everywhere. 
Antique backgrounds of tapestry and 
cages with singing birds added to the 
attractiveness of the scene and served to 
set forward the attractiveness of the new 
spring patterns. 

Sandals everywhere, and selling better 
every day is the word passed on by Mr. 
Olmstead. Any color that will match a 
woman’s sweater will sell and is selling 
at the present time. Grays have been 
extremely good, but are giving way to 
color “G,’’ which now is in great demand. 
Satins are still good and Mr. Olmstead 
looks for them to continue in popularity 
for some time after Easter. 





If the customer is more interested in 
durability than style, it is good business 
to sell him a durable article—From Kor- 
rect Shape News. 
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BROOKLYN 


Straps and Sandals Strongest 


Some Manufacturers Believe Latter Pattern Will Carry 
Through Until Fall; Merchants Slow in Buying Whites 


HE Brooklyn factories continue fair- 
ly busy, although there has been some 
let-down in new orders, a more or less 
seasonal development, which has not 
shaken the confidence of the manufactur- 
ers here in the general trend of the trade. 
Styles of the moment going through 
the factories here are centered mainly on 
strapped models and sandals. So strong 
has the sandal vogue developed that 
some manufacturers are convinced that it 
will carry through the fall season, par- 
ticularly for dress wear. 


Trend May Be Toward Wells 


In connection with possible fall styles, 
there is some talk in the air here, that 
there may be a swing back to welt shoes. 
This is predicated to a great extent upon 
the efforts of cloak and suit manufactur- 
ers to bring back the tailored styles in 
women’s garments. This move is being 
closely watched by the shoe man and if it 
attains any degree of prominence, it is 
certain that tailored types of shoes will 
receive an early showing. As yet, how- 
ever, little has been done beyond talking 
about the possibility of the movement. 

At present, those factories in Brooklyn 
which have welt departments are running 
much better than at any time in the past 
two years. One well-known factory re- 
ports that its present business consists of 
25 per cent welts and 75 per cent turns, 
with the welt department making gradual 
gains. 


Red Kid Most Popular 


The colored kid proposition is receiving 
more attention here, Practically all 
manufacturers regard jt as “dangerous,” 
but all of them are playing the game, 
some of them more conservatively than 
others. As far as can be learned, however, 
the colored kid proposition has simmered 
down largely to red, and a few of the pro- 
ducers here are paying little or no atten- 
tion to other colors. A surprisingly large 
amount of red kid has gone into footwear 
made here in the last two months and the 
amount continues to grow. 

Demand for gray ooze, alone or in com- 
bination, has simmered down to almost 
nothing, according to some manufactur- 
ers. Beige has taken its place and is run- 
ning quite strong. Patent leather is drop- 
ping behind constantly, except in com- 
bination with ooze, and its place has been 
taken by satin, which now appears to be 
one of the strongest shoe materials in 
prospect for summer. 


Small Volume on Whites 


Most of the manufacturers here are 
frankly disappointed with the white 
business as developed so far. It is feared 
that the colored kid and ooze has replaced 
some of the whites. On the other hand if a 
real white season develops, the manu- 
facturers here declare, it will send a big 
rush of business into the factories, which 
they will be unable to handle efficiently, 








ATLANTA 


March Sales Will Show Gain 


Despite Cold Weather, Merchants Expect Good Showing for 
Month; Wholesale Trade Has Increase of 25 Per Cent 


N unexpected spell of bitterly cold 
weather just two weeks before 
Easter materially slowed up business in 
the Atlanta retail shoe stores, and in- 
dications are now that March total volume 
will fall somewhat below the optimistic 
expectations the dealers had been looking 
forward to. However, the month as a 
whole will show an excess of sales over 
the same month last year without a doubt, 
and if warmer weather sets in for April 
that should prove a very good month. 
Wholesale shoe business over the dis- 
trict has continued active in spite of the 
frigid weather, and salesmen are sending 
in good orders from all over the territory. 
The first three months of 1923 probably 
will exceed the first three months of last 


year in wholesale shoe trade by close to 
25 per cent, due largely to the better 
condition among the retail merchants in 
the smaller towns and communities. 
Cotton is holding level around the 31 
cents per pound mark, and such a price 
means good business all over the South. 


New Southeastern Stores 


Among the new retail stores handling 
boots, shoes, etc., that have been an- 
nounced in the Southeast the past two 
weeks are the following: 

The H. J. Reid Co., formed with $25,000 
capital at Athens, Ga., by Harvey J. 
Reid and associates; clothing, shoes, etc. 

The Johnson Store Co. has opened at 
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Where to Buy 


Shoe Ornaments 
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= FROM KING TUT’S TOMB 

In line with present st ~ tend- 
encies counsel designs tian, 
we are showing a pm able 
array of Egyptian ornaments. 
Deliveries can be made immedi- 
ately. 

EDW. E. KAHN CO. 

291 Adams & Brookiyn, N. Y. 


ANREP 





& BUICK» 


291 ADAMS STREET 
BROOKLYN. N.Y. 
ONE OF OUR SPECIALS 


TO OUR TRADE 
$1.25 A PAIR COMPLETED 
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600d shoe buckles 
ever since 1905 


eT ae SHOe 
‘The mark of ™ © 


. ALTERSON & CO. ent 


16) Wi St. Now York City NY 








D. W. COULTAS CO. 


Manufacturers 


Rhinestone Buckles 
BIG DEMAND 
Write for Samples 
PROVIDENCE - - - RI. 











Especially for 
Shoe Manufacturers 
For good covered 
Buckles and Leather 
Bows write to the 
Vanity Novelty Works 


1261 Atlantic Ave. 
Brooklyn, N. Y, 





“Just Enough Better To Be Thoroughly Worth While” 
BONGIOVANNI BROS. 
Largest Rhinestone Buckle 


Manufacturers in America 
High Class Buckles at Popular Prices 
2927 3RD AVENUE NEW YORK CITY 


















BEADED 








Information for Shoe Merchants 


“Where 
wise so that eS .-p kr. , LY 




















Where to Buy 


Shoe Store Supplies 

















=< SHOE STORE SUPPLIES > 

















Where to Buy 


Miscellaneous 




















Service Complete 


Copy to Mailing 
F. S. ROOT COMPANY 
Boston, - Mass, Multigraphing 
WHEN TO EMPLOY US—When you want 
= action as regards multigraphing, 


ing in, addressing, sign- 
ing end phe moelling of Sales Letters 


Tel. 3172 Hay. 

















Maryville, Tenn., in the store formerly 
occupied by the Kries-Keener Shoe Co. 
Walker Johnson and associates. Dry 
goods, shoes, etc. 

Smith & Jordon, Inc., formed with $10,- 
000 capital at Ocala, Fla., by C. R. John- 
son and associates; dry goods, shoes, etc. 

The Basement Stores Co., formed at 
Birmingham, Ala., with $30,000 capital, 
by A. W. B. Johnson and others; general 
line. 

Bennett Shoe Co. formed with $10,000 
capital at St. Augustine, Fla. D. Bennett, 
president; E. J. Masters, secretary and 
treasurer. 

Valdese Shoe Co., formed at Valdese, 
N. C., with $100,000 capital, by John 
Ponds, F. Garron and John Long, of that 
city. 

The G. R. Kinney Co. has opened an 
additional chain store handling the Kinney 
line of shoes at Greensboro, N. C., with 
J. S. Thompson, of Richmond, Va., as 
manager. This is the 128th store of the 
Kinney chain. 

Robinson & Co. have purchased and 
taken over the shoe store of Mrs. R. V. 
Goss, at Brooksville, Fla. 

Frielander Brothers, of Moultrie, Ga., 
have opened a clothing and furnishing 
store at Thomasville, Ga. 
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The G. & G. Shoe Co. has been formed 
with $25,000 capital at Griffin, Ga., and 
will shortly open a retail store there. 
S. W. and H. F. Goldstein are the incor- 
porators. 

The Dan Hooker Shoe Service is the 
name of a new store handling women’s 
shoes exclusively recently opened at 116 
North Elm St., Greensboro, N. C. 

The Bessemer Shoe Store, of Bessemer, 
Ala., has been consolidated with the 
Beavers & Vance Shoe Co., 214 Nine- 
teenth Street, and hereafter only the 
single store will be operated. 


Brief News Notes 


The Carlton Shoe & Clothing Co., of 
Atlanta, announces the appointment of 
Lynn Lamar and Early Morris as joint 
managers of the store’s shoe department, 
Mr. Lamar to have charge of the women’s 
and children’s department, and Mr. Morris 
of the men’s and boys’ department. Mr. 
Morris has been with this company for 
twelve years, starting originally as a 
stock boy. 

William Shine and Nathan Marlowe, 
retail shoe dealers of Birmingham, Ala., 
have been named the chairmen in charge 
of activities of the retail shoe merchants’ 
department of the Retail Division of the 
Birmingham Chamber of Commerce the 
coming year. 
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The M. C. Kiser Shoe Co., manu- 
facturers of Atlanta, announce the ap- 
pointment of W. A. Castleberry to the 
company’s traveling sales forces, Mr. 
Castleberry to cover Alabama territory 


New Manager of Anchor Stores Co. 


C. R. Simmons, for some years with the 
Winston Shoe Co., of Winston-Salem, 
N. C., has been named manager of the 
Anchor Stores Co., at Winston-Salem. 

J. L. and E. R. Deaver and G. E. Brad- 
ford, of the Deaver Dry Goods Co., 
wholesalers of Knoxville, Tenn., have 
purchased a large interest in the depart- 
ment store at Knoxville of the M. M. 
Newcomer Co. 

W. R. Freeman, for several years in the 
retail shoe business in Atlanta, has joined 
the sales forces of the Fred S. Stewart 
Co., in the women’s shoe department. 

The Keely Co., one of the large depart- 
ment stores of Atlanta, announce the 
appointment of J. L. Craig as manager 
of the shoe department. Mr. Craig for 
the past three years has been in the shoe 
business in Atlanta in partnership with 
A. Dreka in the Mirror Store. 

Gramling, Spalding and Collinsworth, 
shoe jobbers of Atlanta, announce the 
addition to their traveling sales forces of 
D. R. James, who will make his head- 
quarters at Pensacola, Fla., and cover 
west Florida and south Alabama territory. 





BUFFALO 


Easter Buying Started Early 


Novelty Footwear Bought Freely; Slight Price Increases 
Have No Effect on Retail Trade to Date 


UFFALO’S Easter Footwear buying 

started off at a brisk clip during the 
week of March 12, at the first sign of real 
spring-like weather and most of the down- 
town dealers reported March 17 the best 
Saturday since the holiday season. Shoe 
merchants generally are looking forward to 
one of the best spring seasons in several 
years on the strength of the industrial 
tranquility which prevails throughout the 
country and the healthy employment 
situation locally. 

Women are showing a preference for 
satins in the many varieties of slippers and 
pumps but there appears to be a good de- 
mand for all of the novelties in straps and 
tongue effects in grey, beige or black suedes 
and the many combinations. Slight price 
increases in recent months are proving no 
deterrent to the woman who seeks stylish 
footwear and shoe merchants are less ap- 
prehensive than in other seasons of having 
their shelves filled with out-of-date foot- 
wear when the white wear period rolls 
around. 

With the discarding of rubbers and over- 
shoes, there has been a spurt in the child- 


ren’s footwear sales, also, and the novelties 
for juveniles are moving satisfactorily. 

Men are abandoning some of their con- 
servativeness and are taking to the spring 
oxfords. They are again showing a pre- 
ference for tans and reddish browns after a 
winter in which blacks sold better than for 
several years. Men are paying more for 
their footwear and in many instances are 
buying two pairs instead of one. 


Thomas Shoppe in Larger 
Home 


In less than one year the Thomas Boot 
Shoppe has outgrown the store in which it 
had its inception at 15 West Chippewa 
street early last summer and on March 10, 
moved into a store double the size of the 
original location, two doors further east. 

Beginning as an exclusively ladies’ shoe 
store, the Thomas Boot Shoppe is now 
prepared to fill the footwear requirements 
of Buffalo’s well dressed male population 
and are featuring the Ralston line of men’s 
footwear. 
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IN T 7 QUALITY TURNS 
POPULAR PRICES 


Greatest Satin Values in the Country 








No. 939—Code **Dove”’ No. 936—Code “Bunting” No. 938—Code “‘Parrot”’ 
Black Satin Fairfax, Pat. Trim. Black Satin Arline, Pat. Trim. No. 932—Code **Hawk"’ Black Satin Lucia, Pat. Strap, 
Two Buttons. 9-8 Fiapoer Four Open Cut-outs on each Patent Isabelle, Vamp, Gray Four Open Cut-outs on each 
Heel. Widths am, A, Cc. side. 14-8 Junior Louis Heel. Buck Quarter. Nine Cut-outs, side. 9- 3 pees Heel. Widths 
PUBBeccceess ABS Widths AA, A, B, C. underlayed with Patent. Four AA, A, B,C. Price..... $3.85 

Price.. oe raed So . $3.85 rows Gray Stitching on Vamp. 
14-8 Cuban Heel. Widths AA. 
A, B, Pes scedavadd $4.00 


Other Combinations Equally Attractive—We Are Ready to Serve You 


Terms 2% 10 Days—Net 30 Days 


ELLIS-EDDY COMPANY - - Lewiston, Me. 





IN STOCK 


Gallun’s No. 4 Norwegian, Plain Toe Oxford 


SCOT LAST 


Full Crimp Vamp—Crepe Sole 


Price $6.15—12 pr. lots. Less than 12 pr. orders, 
extra charge 35 cents per pair. 


MEN’S LADIES’ 


Stock No. 200, Widths Stock No. 100, Widths 
B, C, D. Sizes 7-11 B, A, B, C. Sizes 4-714 A, 
6-10 C & D. 3%-7B & C. 


The Preston B. Keith Shoe Co. 


Makers of Keith's Konqueror Shoes for Men and Women 
Brockton, Mass. Campello Station 


Boston Office, 207 Essex Street 
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SSS SO aaa i OR NO a OR OO aR Sa OR Oh OO OO OO 














> 
The Boot and Shoe R der will appreci: your mentioning the publication in \ ciel to advertisements. 
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“Ask the Man 
Who Wears 
Them” 











Carl E. Schmidt's 
Black Satin 
Finish Calf 


TRADE MARK 


“Holds the foot in soothing embrace” 


Send for Catalog of Eight Styles 
of GRIPSEM ARCH In Stock 


HU RLY Ho c Go. 


N. Y. Office - - 1177 Broadway 
Boston Office ~ - 183 Essex St. © 0-0. C. 











Da co) SHOE ORNAMENTS OF KING TUT’S TIME 


Dar" ‘ Influence of Egyptian Art in Modern 
3 ' Shoe Trimmings Effectively Portrayed 
in Our Latest Conceptions 


HE call of the shoe manufacturer and merchant 
is answered in “Dalco” designs. Those who know 
pure Egyptian ornaments say “Here is something 
that is right.” 
The Scarab, or sacred beetle, symbolical of good for- 
tune, of metal, finished bright with rhinestones and in 
true Egyptian colorings, is strikingly beautiful as a slide 
ornament. 
The Sphinx, sentinel of the sands, ages silent, still speaking impres- 
sively of the past to all who gaze upon it, is the motif for another 
slide ornament of taste and character. 
These or any one of numerous other “Dalco” designs, will put 
Aladdin's touch to your footwear styles, enhancing beauty and 
making them more salable. 
Our suggestion is that you send for samples and Prices today and 
be prepared to cash in on the tremendous public interest in every- 
thing pertaining to King “Tut's” time. 


Dalrymple- Pulsifer Co. Haverhill, Mass. 
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The Burrows shoes for women continue 
to be the leading line for women with this 
store. Besides footwear the store carries a 
complete line of women’s hosiery, special- 
izing in the Everwear brand. 


Store Sold to Chain 


The Lester Shoe Store, at Main and 
River streets, Salamanca, N. Y., which for 
a number of years has been conducted by 
F. D. Wetmore, has heen sold to the Brown 


Shoe Company, a chain store organization, 
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with headquarters in DuBois, Pa. The 
deal was closed on March 9 by Fred 
Brown of Du Bois and it is understood that 
his brother, Rowland Brown, will have 
charge of the Salamanca store. 


Douglas to Move Store 


The W. L. Douglas shoe store, located 
for several years at 366 Main street, has 
lost its lease on the city’s main thorough- 
fare and on May 1 will move a few doors 
around the corner to 20 West Eagle street. 





SYRACUSE 


Spring Opening Week Successful 


Nearly 150 Stores Join in Concerted Drive for Business; 
Prizes Offered for Good Windows and Good Advertising 


YRACUSE retail merchants are unan- 
imous in agreeing that the outlook for 
spring and summer business is most prom- 
ising. Spring opening week, just com- 
pleted, gave the new season’s business a 
fine start. A total of 140 stores joined in 
the event and practically all the retail 
shoe dealers joined. It was the most suc- 
cessful event of its kind ever held here. 
The recent inclement weather has served 
as a deterrent to an early rush in spring 
buying, but with industrial conditions so 
far in advance of last year at the same time 
dealers are exceptionally optimistic. All 
have large stocks on hand for the expected 
rush once the weather moderates. Spring 
styles are attracting wide attention in 

every line. 

Price Secondary Now 


Retail shoe merchants believe that the 
buying public is more able to purchase 
now than at any time since the war boom 
periods. Style, they say, is the first con- 
sideration with buyers and price second. 
Few have been offering sales of any kind 
depending upon the interest in the new 
styles to carry the event along. Dollar 
Day which preceded spring opening week 
a few days, served to clean out old stocks 
and as a result local merchants have 
nothing to clear out. 

All factoriesf areJ working {ull time. 
Help is scarce in many lines and the ten- 
dency of wages has been upward with the 
improvement of industrial conditions. 


Poehlman Shoe Co. Wins Prize 


In the spring opening week window dis- 
play contest the Poehlman Shoe Com- 
panyjwon the first prize. The three win- 
dows which were awarded the blue ribbon 
as the best shoe displays in the city were 
simple. James F. Cavanaugh, who deco- 
rated the winning windows sought more 
for style display, with comparatively little 
attention to the background. Compara- 
tively few pairs of shoes were shown but 





they were so placed that they stood 
out. Baskets of daffodils on green runners 
were the only indications of the spring 
season. One window was devoted to 
women’s shoes, another to children’s and 
the third to men’s. The Park-Brannock 
Company was awarded the first prize for 
the best advertising during the contest. 
Public interest was awakened by means of 
a novel contest. All stores were classified 
and the public was asked to guess what the 
decisions of the official judging committee 
would be. In this way it was necessary for 
the thousands who entered the public 
guessing contest to visit the window dis- 
plays and study them and at the same 
time examine closely the advertisements 
appearing in the daily newspapers. The 
result was that thousands took part. 


Changes in Salesmen’s Ranks 
W. P. Stanstreet who has been with the 
Poehlman Shoe Company has been ap- 
pointed manager of the shoe department 
at the Witherill Department Store, suc- 
ceeding the late Thomas A. Ryan. 

E. A. Espitallia, formerly with With- 
erill’s has become connected with the 
women’s department at the Park-Bran- 
nock store. C. W. McCaw, formerly with 
the Regal store here has joined the Park- 
Brannock sales force. W. A. Bronson, one 
of the veteran shoe salesmen in the city 
and with the Park-Brannock Company is 
critically ill. 


Public Interested in New 
Styles 


Meetings of the local shoe dealers’ club 
have been postponed until after the Easter 
season, that the members may take ad- 
vantage of the unusual interest in spring 
buying. 

A number of stores are showing the 
crepe rubber soles in men’s footwear. 
Some of the dealers report unusual in- 












Promises 


Every broken promise shows up 
in the character of an individual 
sooner or later—and in a store at 
once. There is no one thing ex- 
cept falsehood and misrepresenta- 
tion, that hurts a store more than 
broken promises. For that reason 
be careful that you can live up to 
your promises with your customers 
and with each other—the best way 
is to make few promises. 

When a special order is taken— 
in place of saying, “Yes, we can get 
it to you in a week,” say, “We have 
been receiving such goods within 
a week’s time and hope that we will 
be able to do as well this time.”” If 
you promise “‘one week,’”’ you do 
not know what may happen—letter 
may be lost or delayed; order over 
looked or neglected; goods delayed 
by storm, wreck, etc. 

It is better to set a longer time if 
a promise has to be made and de- 
liver the goods sooner. If you do 

- the one way you hold or make a 
customer; if you do the other, you 
are certain to lose a customer. It is 
betterto lose a sale than a customer. 
Madame Grace Sales Maker. 











terest and good sales of the novelty, while 
others claim they are not moving well. 

Grays and sands, and all women’s sports 
are going big. Grays are exceedingly 
popular. Dealers predict the biggest 
season in’ whites in the history of the 
business. 


South Prosperous says Henry 
W. Cook 


Henry W. Cook, president of the A. E. 
Nettleton Company, upon his return from 
a business trip through the south says 
that section is unusually prosperous this 
year. The rise in cotton prices has been a 
boon to the South. Mr. Cook is par- 
ticularly optimistic about the general busi- 
ness outlook. The plant of the Nettleton 
Company is working at full capacity and 
production is only exceeded by the war 
boom. Mr. Cook believes that the stock 
on the shelves of retail merchants is gen- 
erally low and as a result predicts that 
production will of necessity be continued 
at a high level through the year. 





Currier with Korite Products, 
Inc. 

Boston.—A. M. Currier, of Lynnfield, 
Mass., who is well known in the shoe 
industry, has become associated with 
Korite Products, Inc., 39 Ames Street, 
Cambridge, Mass. Mr. Currier will help 
introduce Korite as'a means to ‘better 
shoemaking. 
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Changes in Business 


Current Events in Failures, Suspensions and Activities 
in the Shoe and Leather Trade 

















FAILURES 


Haverhill Mass.—Wilbur & Pettingill, lac. wood 
nes enenaa, reported assigned to Elmer 
Atlanta, Ga.—C. S. Ealoff & Co. (28 West Mitchell 
Street), shoes, reported petitioned into bank- 


tcy. 

Newburyport, Mass.—A. N. F. Shoe Co., shoe 
manufacturers, reported assigned. Reported 
liabilities, $24,000, assets unknown. 

Chicago— Abe Mitofsky (23 E 18th Street, (shoes, 
etc., reported petitioned into bankruptcy. 

Bi rmingham, Ala. U.S. Le ph ney Store (Nathan 


Monticello, Ark. thes © are House, shoes, etc., 
ported offeri compromise. 
eee Shapiro, shoes, reported 
Stockton, Calif.— Morris 
petitioned into bankruptcy. 
port 
Great Bend, Kas.—Adam L. Krause, shoes, etc., 
ete., reported petitioned into bankruptcy. 


Marlow), shoes, reported asking extension. 
reported receiver a 
Muncie, Ind.—Samu ad Se basen, shoes, etc., re- 
Oakdale, 
— ‘into bankru tey. 
Co., shoes, reported 
petitioned into bankruptcy. 
Tampa Fla.—Max Losner, shoes, etc., reported 
Omega, Ga.—Cowart & Mobley, shoes, etc., re- 
ed offering to compromise at 3. per cent 
reported petitioned into bankruptcy. 
East Orange, N. J.—Philip Frankel & Son, shoes, 
Pp 
Brooklyn, N. ¥.—Morton Jacobson (7005 Third 
Avenue), shoes, reported petitioned into bank- 


ruptcy. 
aamkestom, N. Y.—Self Service Shoe Store, shoes, 
reported offering to compromise at 50 per cent. 
New York City—Top Notch Shoe Co. (392 Madi- 
son Street), shoe manufacturers, report peti- 
tioned into bankruptcy 
Seabury, Inc. (28 w. 50th Street), shoes, re- 
ported petitioned into bankrupt - 
ing Co., shoes, 


ete., orted receiver a 4 
Reported 
offering to compromise at 20 per cent. 
Okmulgee, Okla.—The 


Oklahoma City, Okla.—Royal 
Shidler. kla.—Isadore S. White, shoes, etc., re- 
ported petitioned into bankruptcy. 
Altoona, Pa.—Jacob Saltzman, shoes, reported 
petitioned into bankruptcy. 
terie, shoes, reported 
offering to compromise at 40 per cent. 
Okla. 1 Dry Goods Co., shoes, 





reported Offering to compromise. 

Philadelphia, Pa.—Ziegler Bros., ae.. x on manu- 
facturers, report ted receiver appoin 

Providence, I.—Samuel Bell (* ‘Bell's Public 
Shoe Serre” ) (93 Richmond Street), shoes, re- 

ported assigned. 

Eastland, Texas—R. I. Williams, shoes, 
ported petitioned into bankruptcy. Reported 
receiver a ted 

Groesbeck, aaa Dry Goods Co., shoes, 
ete., reported petitioned into bankruptcy. 

San Antonio, Texas—Newton Shoe Co., shoes, re- 
ported petitioned into bankruptoy. 


etc., re- 


CHANGES 


Boston—Stern Bros. Shoe Co., wholesale shoes, 
incorporated with authorized capital of $30,000. 
Tannio Corporation of Massachusetts, leather, 
recently commenced ~, -) > eee with 
authorized capital of $10,000 
Haverhill, Mass. a Last Co., 
facturers, recently menced 
corporated with pa Mn capital of $35,000 
Holyoke, Mass.—Firestone Shoe Co., shoes, ete. be 
recently commenced business—incorporated with 
authorized capital of $15,000. 
Lawrence, Mass.—F. X. Carson Co., shoes, in- 
ated with authorized capita of $10,000. 
Douglas, Ariz.—J. 5S. Hahn & Co., shoes, etc., suc- 
ceeded by Alex Baird, Jr. 
Chicago—James J. Jensen (5621 W. Lake Street), 
shoes, reported sold out. 
Samuel Weiss (109 W. Chicago Avenue), shoes, 
etec., succeeded by Fred Weiss. 
Empire Shoe — shoe > je in- 
—— with capital of $100 
ka Rosenfeld (Joseph (1332. w. Chicago 
Avenue), shoes, etc., out of business. 
George Rosler & Co., wholesale rubber heels, 
out of business. 
Schiller W. Framhein (1134-36 E. 63rd Street, 
shoes, succeeded by L. Blumenthal). 


last manu- 
business—in- 


Leo J. Schultz (8606 Summit Avenue), Shoes, 
etc., sold out. 

Brush, Col.—Ryland Groves Clothing Co., shoes, 

etc,. epee with authorized capital of 


—¥ Conn.—Mrs. Bertha — ~ = 
ain Street), shoes, etc., su 
Polakeutch & Smith. 
Danville, Ill.—Henry J. Bahls (111 E. Main Street), 
shoes, etc., ted selling or sold out. 
Tipton, Ind.—Legg & Zehner Co., shoes, etc., dis- 
solved parte = 
erington, he Scott Co., shoes, etc., re- 
ed tlie. or sold out 
Fa th, Ky.—wW. J. Rule, shoes, etc., succeeded 
_, DY Ww. J. Rule. 
Pri Ky.—Ti Dry Goods Co., shoes, 
etc., euseentied by Samuel Finckel. 
Newport. om H. Laboe, shoes, etc., suc- 


a od ict H. Botnick, shoes, etc., retired. 
New York—L. Einson, shoes, incorporated with 
authorized capital of $8,000. 
Majestic Novelty Shoe Co., incorporated with 
authorized capital of $8,000. 
Levine & Kochman, shoes, ~. incorporated 
with —y 7.4 capital of $5,000 
laza Shoe , eee, oe etc., incorporated with 
authorized ca, Saal of $5, 
Atlantic City, N. J. fe a Clothes Shop (1706 





Atlantic pm shoes, etc., incorporated with 
authorized capital of $100,000. 

Albany, N. Y.—G. W. Dreefke Shoe Co. Inc., 
shoes, reported selling or sold out. 

Brooklyn, N. Y.—Benjamin Poster (1418 Mermaid 
a shoes, succeeded by Poster & Strauss. 

Niles, O) ative Shoe Store, shoes, suc- 
pot: by M. Ketz. 

Cincinnati, Ohio—The United | States Shoe Co., 
shoe manufacturers, ted with 


Frank — 
. Q.—The Stay Shoe Co., shoes, dis- 
tnership. 





LOS ANGELES 


Cut-Out Sandals the Vogue 


Hollywood Girls “Beat King Tut to It’—Rainbow Colors 
with Lavender the Favorite in Shoes and Contrasting Hosiery 


HE last word in footwear is colored 

kid sandals, as evidenced by the Los 
Angeles shop windows. Shoe merchants 
state that these sandals are getting a good 
start already, as the weather for the past 
week has been very warm and sunny and 
conducive to summer clothing. The vogue 
for sandals out here can hardly be laid to 
King Tut, for our own Hollywood girls are 
the leading influence in our modes, and 
sandals were a foregone conclusion before 
the ancient king began to influence our 
styles. Last summer sandals put them- 
selves on the style list to stay and no 
other one style so appropriately expresses 
the spirit of the Southland. 


Low Bor Heels Favored 


These sandals are shown in all the 
colors of the rainbow, and just now the 
lavender shades are said to be most fa- 
vored. Low box heels are the rule, al- 
though heels vary to suit the whim of the 
wearer. All patterns are not alike but the 
cut-out is universal. It is noticed that 
some of the girls are wearing contrasting 
hose with these sandals, such as lavender 
sandals and gray hose. 


New White Shoes Popular 


White strap slippers and white buck 
sport oxfords are selling well. One of the 
many novel corbinations shown is the 
patent vamp w:'4 white kid or buck 
quarter. A side button one-seam oxford is 
another new shoe, fascinating in its sim- 
plicity. Also, the center or trouser crease 
has made its appearance on women’s shoes, 
as well as the soft toe. Shoes for sports 
wear are very diversified and the effects 
that have proved popular with the men 
have also succeeded with the women. On 
the other hand, men’s shoes have borrowed 
some of the novel features of women’s 
shoes. The individuality of the wearer 
can be emphasized in men’s footwear to 
the same extent that it can in women’s. 





Etiquette 


You can generally tell a guest from the 
butler because the latter knows how to act 
in society — New York Sun. 





It is the duty of efficient salesmen to 
assist the consumer to select the article 
which will best satisfy his needs. 
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FOR SALE 


»R SALE—Most attractive, up-to-date shoe 

store, in best business street in town of twelve 
thousand population, in Southern Michigan. Ad- 
dress D-876, care Boot and Shoe Recorder, 207 
South St., Boston, Mass. 








TO LEASE 


IGH-CLASS established specialty store in Fort 
Worth, Texas, has desira le space to lease for 
shoe department. Address communications to 
Joseph Gans, care of The Vogue, Fort Worth, Tex 
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High cut Boots—$2.90 to $3.65 
Write for samp!es 


Reece’s E. Z. Walking 


Wooden Sole Footwear 
Oil Grain and Wax Veal—Leather uppers 


REECE WOODEN SOLE 


Columbus 








1 buckle shoes 
$1.42 % to $1.95 


SHOE COMPANY 


Nebraska 








WANTED TO PURCHASE 
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SHOE STORES 
BOUGHT FOR CASH 


Leases taken over 


DAVE KOCH -- 908 Putnam Avenue 
Brooklyn, N. Y. Tel. 3225 Bushwick 











CASH PAID 


for entire shoe stocks or surplus stocks of 
shoes or other merchandise. Any quan- 
tity. Prompt attention given. 


KIRSCH-BLACHER CO., Inc. 
293 Church St., New York, N.Y. 
Phone Canal 0679 





I'f 





HIGHEST CASH PRICES PAID 
for entire shoe stocks. We also buy your 
surplus or slow sellers. Quantities no object. 
Retail or wholesale. Short term leases taken 
off your hands. Wire or phone us. Corre- 
spondence confidential. lene 1890. 
MAX GLAUBE 


52 Lispenard Street, — York Cit 
We also purchase clothing, hats, furnishing 
goods, etc. Phone Canal 9633 








THE NEW YORK EXPORT 
PURCHASING CORPORATION 
596 BROADWAY, NEW YORK, N. Y. 
WILL SLO vow SEineme” FOR 
BUY suRPLUS Stocks| [OR 





FAMOUS GLASS 
FIXTURES 
Shown in Catalog G. 
Wood a 
Catalog No. 14 


Artificial Flowers 
Catalog No. 19 


Window Valances | 
In Stock—Ask for Sam 
Window Rugs and "Plush 
Samples Sent 


The Hecht Fixture Co. 


Medinah Bldg. Wells and Jackson 





NEW YORK SHOW ROOM 
70 West 36th Street 
Just East of Broadway 


Chicage 














Bargains in shoes always on hand for special sales 
and ain basements 








DO YOU CONTEMPLATE 


Retiring or going out of business? We will 
pay value for your entire or surplus stock of 

shoes. Leases having a short term to run taken 
over. Established 25 years. 


FECHTER-OLENICK MERCANTILE 
CORPORATION 
650 Broadway, New York Tel. 0095 Spring 








CASH PAID 


for shoe stores or _urplus stocks of shoes or 
for other merchandise. taken over. 
We will send a representative to investigate 
and make offer upon request 
Kalter Cerf. Mercantile Co., Inc. 
591 Broadway, New York City 
Phone Spring 5160-5161-5162 








Milbradt Rolling 
Step Ladders 


are made in a great many 
styles to suit all kinds 
of stores and shelving. 
They will enable you to 
get along with less help, 
save the wear and tear 
on your shelving, and 
help the 7 varance of 
your store. ol sub- 
Joct to approva nm sat- 
isfaction guaranteed. 


Write for our latest cata- 
log showing 18 styles of 
ladders as well as other 
store fixtures. 


Milbradt 
Manufacturing Co. 


2416 No. 10th Street 
ST. LOUIS, MO. 











We buy quick and pay highest cash price 
— retail and wholesale stocks of shoes or 
other merchandise. Quantity no object. 
‘or 30 years our specialty. 
Bank and mercantile reference. 


BROOKLYN PURCHASING SYNDICATE 
FRANK WALKER, Proprietor 





10 Broadway, Brooklva 
Phone Stagg 1757 








INFORMATION 


‘for Shoe Merchants 


‘WHERE TO BUY” constitutes a 
source of ee so that he who 
—_ hae Ge pages may read 
an 





MISCELLANEOUS 








STORE LADDERS 

















SHOE STORE 
CHAIRS 
SETTEES 







WINDOW DISPLAY FIXTURES 


The OSCAR ONKEN CO. 
1181 4th St. CINCINNATI, OHIO 








| “Where to Buy’’ 





Do You Know? 


That you can buy it—or 
sell it—through the 


Columns , 
This feature in its quick 
service is a time saver in 
meeting immediate 


needs. 
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CLASSIFIED AND OPPORTUNITIES DEPARTMENT 


a eater rates for space less than one-eighth page per 
ue: 
ltime 7 times 13 times 26 times 52 times 
$5.00 $4.00 $3.50 $3.00 $2.50 
. 10.00 8.00 7.00 6.00 5.00 
. 12.00 10.50 9.00 7.50 
20.00 16.00 14.00 12.00 10.00 


Payment in advance is required, except when regular advertisers, as amounts are too small to open accounts 

















SALESMEN WANTED MANAGERS WANTED MANAGERS WANTED 


GALESMEN WANTED—Resident representa- 
tives wanted on a commission bas’s in several 








important cities. Must be experien 
Those acquainted with shoe trade or department- 


wiieawearset | Sales Manager Wanted 


ANTED—We are looking for a few live sales- 

-— bo caery gus Checking a Retain- 
ers, ite Way § “leaner and other items as a i ; 
Rip cede aoe by successful Eastern manufacturer of medium grade high 
are now covering. E. T. Gilbert Mfg. Co., Roches- style men’s shoes now being distributed to the retail trade. 


pon am The position open is one that offers an unusual opportunity to 


ALESMEN Ay fi any. carry a well- — 

S line of high and medium grade soft and hard an unusual man—a worker. 
toe Ballets, doirs and Strap Sandals. Six sam- , 
ples. Address D-890, care Boot and Shoe Re- He must be able to handle other salesmen and in addition sell 


corder, 207 South St., Boston, Mass. _ . 

a good proportion of the output himself. 

GALESMAN WANTED—Established New York 
wholesaler requires live wire and well-known a “ e ° 

resident salesman for Connecticut, to sell up-to- Acquaintance with and confidence by large city buyers is an 

the-minute women’s novelties in turns, welts and 


McKays. Address K-728, care Boot and Shoe Re- essential. 
corder, 127 Duane St., New York. . 
Replies giving full particulars will be treated confidentially. 














ROMINENT MANUFACTURER of children’s 
misses’ and young ladies’ novelty Goodyear 


welts b Mid-W i- 
tory ae yt -L—~ guarantes _Box D 889, Boot and Shoe Recorder, 207 South Street, 


a minimum of $150,000 aanual sales. We are will- M 
ing to go the limit with the right party. State your Boston, ass. 
st experiences in first letter. Address D-891, care 
t and Shoe Recorder, 207 South St., Boston, 














Wook te al case te of tes Uo ot eaten tg Pp a ey FS 
stitchdown shoes, sandals, growing gir's’ oxfords, SALESMEN WAN TED Bd Pg megane mapa _ h--: 
men's “7 — Everetts. A high rate f com- ant to the sales manager of one of the most promi- 
mini wil by Daido pen wo. can give suicieat_—-ALESMAN WANTED for the central and cast-- Pen shor manufectarers., Must have good ra 
ing and prompt shipping service. Give full details ‘7 ern section of Pennsylvania anne a hi. 0 eS ee ee ae te oe 
in first letter. All communications held in strict delphia jobbing line, also full line and y v1 ny jg ee rg ny Fe Re 
confidence. Address D-892, care Boot and Shoe sired) me @ mee pS see _ Address KNW, Box 216, Long Island City, N.Y. 
Recorder, 207 South St., Boston, Mass. a -_— — Suite 1420, Widener Bide, GALES MAN AGER WANTED—A leading man- 
SALESMEN with established trade to carry well- Philadelphia, Pa. elite Last eee ‘=e 
pr nove teh ener sae ja Bay WANTED—Salesmen for Texas, Mississippi, who is thoroughly soqeainted © ith the marketing 
Maryland, D. C., Kentucky, Tennessee, Missis- Alabama, Iowa, Minnesota and Michigan to [ee be 
sipi, Michigan, Kaness, Missouri, Nevada, New carry desirable felt line as a side line on a strictly didate must possess the following qualifications: 
auiee end Gaenter Haw Yack, dddeem Dae commission basis. Only salesmen who are meetin, Must have had either a good many years’ selling 
care Boot and Shoe Recorder, 207 South St., Bos- with marked success with their present line » apes & Os ane 
Son iio. , ” apply. Parker Holmes & Co., Inc., Boston. or actual executive experience with manufacturer 
selling to jobbers a similar line. Must be able to 
TWO, TERRITORIES OPEN—Well-cstablished ALESMEN to sell women's two-strap slipper. ‘<li us what kind of shoes to make, and then show 
business. First, Western Ohio; second, State of One sample—large makers of one number—en- will he teased’ confidentially ease give @ com- 
Michigan. Give references, how long covered ter- ables us to sell cheaper than any other coacern. ienienennineen about ae Address D-896 
ritory, amount of shipments last three seasons, in = t [seller known. Reference and territory. Ls ze Boot end Shoe ies 207 South St 3 
first letter. The Menzies Shoe Company, Fond du ress D-895, ami Boot and Shoe Recorder, 207 oa Ma: — erga ar 
Lac, Wisconsin. South St., Boston, Mass. a 


| EXCELLENT OPPORTUNITY | _SEREEN Vannes 


FOR PRODUCTIVE SALESMAN | Si22csee"s7=ar 


| HE LINE = ——— Men’s Fine Footwear widely known, which has been SALESMAN WANTED for Kansas and Eastern 
== merchandised successfully for years. Nebraska to sell our lines of stitchdowns and 
leggings and McKay child's, misses’, growing girls’, 


in connection with your present non-conflicting 


Ohio, wh he line h . ith 
I HE | ERRI | OR y = pemechabie success, qu where it factory line. Hagerstown Shoe & Legging Co., 
is ees y — Hagerstown, Maryland. 
ALESMEN with established trade for Pennsyl- 
ability. who 5.4 present 
THE MAN WE WANT ==:itig;xt wens spealepeents ne of mlaoer td wer 
sound — why he is ing girls’ welts and McKay shoes, carried in stock. 


eligible for the position. Good, commission payments, Available ta Nie 
Address D-886, care Boot and Shoe Recorder are Chicago, Indiana, Michigan, Minnesota, Mis- 
on @ . souri, Tennessee. Give references when wri 
St South Se.. Besten, Mass. Address D-858, care Boot and Shoe Recorder, 207 
South St., Boston, Mass. 
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SALESMEN WANTED 


SALESMEN WANTED 





WANTED Saleeman for the State of Wiscon- 
sin, to sell our line of growing girls’, misses’, 
children’s and infants’ McKay and turn sewed 
shoes. Can be sold with other non-conflicting lines 
on commission. Apply with reference to 

Albright & Co., Inc., Orwigsburg, Pa. 


rer WANTED for Missouri, to sell our 
lines of ay a and Th Gon aod McKa 
pry None gt one ae Re ne ws 
t non ietlng factory lagers- 
oon thee & Leseine lagerstown, Maryland. 





ws ReaD ep ores ele 

a line worthy of representation of 

road men. Fifteen styles of men’s aa 
doaae waite to entail os | $5.00,  -t sty 

aps: any well-posted reta oe eum ee = 4 . 
n addition to these pad med h 

styles of men’s unlined welts, po yo a 
retanned and elk leathers, with workmanship like 
dress shoes. Entire line has been reconstructed. 
Every vey built on new ideas of the season. 


plete pte LT age | B to E. Strictly 
basis. Some wonderful ter- 











jucer. Bradley. ah etcalf Company, Milwau- 
ee. Wis. 
ALESMEN d for Southern and far West- 
ern territories to carry a ‘line of women’s 
pan and hand ti as a side line on strict! 
ion basis. Address K-719, care Boot 


Siico Pecerder, 127 Duane St., New York. 


pay ppb ten my Le salesmen to carry 
as i a on commission basis best ——- 
ine of spats, gym shoes, woolskin slippers, 
= and canvas ¢ . We invite replies 
from all parts of the United States. Tell us what 
territory you cover and references in first 
letter. We pay liberal commissions and our 
are priced to sell. Apply The Brown Wernes Mfg. 
Co., Franklin, Ohio. 


SALESMEN 
WANTED 


Reliable men to carry as a side line 
our Texas-made lace boots. The best 
boot in the world. Seven styles. Com- 
mission five per cent and full commis- 
sion on re-orders. You must be in a 
position to refer to the house you are 
representing. Territory open: Ten- 

raged! Ohio, Michigan, 
New New York 


—wy he + lvania, 
Alabama, K 


llinois, 
and Indiana. Address , care 
Boot and Shoe ae, 207 South 


St., Boston, Mass. 











WANTED 


Salesmen to sell short line infants’ 
flexible sole McKays. Quick-selling 
a | line. 7 Per cent commission. 
en carrying women’s and miss- 
es’ ane preferred. State ew 
covered and lines carried. 

D-884, care Boot and Shoe ag 
207 South St., Boston, Mass. 














POSITION WANTED 


oo BUYER, now employed and ia 

volume of business, desires to make 

Understands all lines of shoes. _ ainted with 

market. A real producer, and capable of an => 

sponsibility. Address D-897, care Boot and § 
ecorder, 207 South St., Boston, Mass. 








Young Sales Promotion 


Man Available 


Young man desires connection with 
shoe manufacturer whose Mail Order 
or Sales Promotion Department needs 

with b ded enthusiasm 
and youthful initiative, blended with 
good experience. Can produce satis- 
factory and immediate results. High- 
est references. Address D-885, care 
Boot and Shoe Recorder, 207 South 
St., Boston, Mass. 
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tion is taken by the BOOT AND 
SHOE” CORDER to orinsing any 
statement likely to its 
advertising ~~ L. = which te ¢ in 
or matt not 
line with this policy. — 








LINE WANTED 








Salesmen Wanted 


A Middle-West manufacturer of me- 
dium high grade men’s dress welt 
shoes has the following two choice ter- 
ritories open in the South: 

(Virginia, West Virginia and Mary- 

land) 

(Ti Alab: and Georgia) 
Give experience, amount of sales and 
references in first letter. Will be in- 
terested only in salesmen who have 
established eode and ogee sales record 
in these territories. Only first-class 
men of proven sales ability will be 
considered. Address D-887, care Boot 
and Shoe Recorder, 207 South St., 
Boston, Mass. 











WANTED 


Ten Salesmen— Middle Western Ter- 
ritory. Attractive Side Line Pro 
tion. Men’s Medium-Priced ork 
Shoes—Welts. Four or Five Styles. 
Address Indiana Shoe Corporation, 
Marion, Indiana. 


GALESMAN traveling New York, Brooklyn, 
Long Island and Jersey wants connection with 

medi men’s and women’s 
shoes. Has established trade. Best references fur- 
nished. Address K-727, care Boot and Shoe Re- 
corder, 127 Duane St., New York. 


INE WANTED by experienced salesman with 
tablished trade in Jersey and Pennsylvania, 
having represented for several years one of the 
largest shoe manufacturers in the world. Address 
K-729, care Boot and Shoe Recorder, 127 Duane 
St., New York. 


Ware for ' ines and Wisconsin a popular- 
of Eastern-made men’s or women’s 
shoes to ort at $4.00 or $5.00. Can furnish A-1 
references. Address D-871, care Boot and Shoe 
Recorder, 189 W. Madison St., Chicago, Illinois. 


Ll»; WANTED-—Salesman covering New Jer- 
sey for past nine years, looking for a line for 
above State. Am a hustler and cae furnish best 
of references. Address K-724, care Boot and Shoe 
Recorder, 127 Duane St., New York. 


ee HOSIERY liae wanted for 
shoe lesman. Address K-725, care t 
pe Shoe Recorder, 127 Duane St., New York. 














New Jersey by 





FOR SALE 











SALESMEN WANTED 


Wholesale shoe and rubber house, 
carrying complete line with specials 
from their factory, want experienced 
men to represent them in Maine and 
Connecticut on established territory. 
Best of references required. Address 
D-882, care Boot and Shoe Recorder, 
207 South St., Boston, Mass. 








FOR SALE—Exclusive Shoe Store, 
city of 11,000, Central Indiana. Best 
location in city. Established 30 years. 
Good ‘fixtures, nice clean stock, cheap 
rent, and a money-maker to anyone 

shoe b it in- 
terested, can make an attractive prop- 
osition. Want to sell quick. Address 
D-883, care Boot and Shoe Recorder, 
207 South S St., Boston, Mass. 














OFFICES IN 


BOSTON OFFICE, 207 South Street. 
BROCKTON OFFICE: 224 Moraine St. Gee. 
W. R. Hill, Manager. Telephone 507. 
CHICAGO OFFICE: 189 West Madison &t. 
Telephone Main 1089. B. C. Bowen, Manager. 
8ST. {, LOUls Oprece. 1627 Locust St. B.C. 
wen, Manager. 


NEW YORE rece: em 101, Graham Bidg..,. 
27 Duane St. alter Scott, Manager. 
Telephone 2425 


PHILADELPHIA OFFICE: Suite 1420, Widener 
Building. H. Walter Scott, Manager. 


HAVERHILL OFFICE: Chamber of 
oe : Haverhill National Bank Bide "Gee. 


CINCINNATI OFFICE: 810 Second Notions 
Bank Bidg. H. ae wen, Manager. 

5 — OFFICE: 623 Powers Bidg.,. 
Rossiter L. Seward, Western New York Repre- 
sentative. T Main 969. 


LYNN OFFICE: Fred A. Gannon. 
a ee ww ss: 
° ad -J , 
wen, ) a. - 
WASHINGTON roe William L. Daley,. 
m+. OFFICE: 2 Rue des Italiens. L. Hub- 
bard, Manager. 


LONDON OFFICE: John C. Curtiss, M 
11 Haymarket, London, 8. W., 1. a — ree 


ervis Manton, Manager. 

ay a 
ARGENTINA: Rees Rivadavia, 2721, 
Si a S. Fitch, 88 Ree 
CHILE: my NA Rosas 1123-1127. Otto 
CRA: Mr. H. Gomes, Corrales, 2A Havana, 
JAPANESE OFFICE: Yokohama. J. F. Wager, 


oP deer, 30 Fuchourel, Madetd. 
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Usefulness and Beauty 
in Footwear 


Art in footwear as in everything else calls for the 
practical combination” of usefulness and beauty. 


Diamond Brand (Visible) 
Fast Color Eyelets are 
artistic additions to the choic- 
est shoe. 


National advertising of the 
United Fast Color Eyelet 
Company is creating a posi- 
tive and substantial demand 
for shoes with visible eyelets. 


United Fast Color 
Eyelet Company 


Boston 
Mass. 


The Boot and Shoe Recorder will appreciate your mentioning the publication in replies te advertisements. 
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“Nothing in the shoe 
but the Foot” 














“In-Built’”’ Comfort 
and Protection 


From the viewpoint of shoe specialists, 
shoes built with Crawford Arch Sup- 
ports are scientifically correct. From 
the viewpoint of your customers, they 
are unusually desirable because they 
correct fallen arches in a pleasant, natu- 


Wo = KZ YW ¥ yy ral way. 
li Cy 


MH} ’ 

The Crawford Arch Supporting Shank 
is built right into the shoe—fitted be- 
tween the insole and outsole and locked 
to the insole. It is’ part of the shoe— 
in-built support and comfort that give 
ease to the foot and preserve the shape of 
the shoe, assuring lasting fit and comfort. 




















Show your customers shoes with 
Crawford Arch Supporting 
Shanks. They'll buy! 








On the head of the rivet which locks the 
shank to the insole, and whick is flush 
with the insole, you will find this trade 
mark, Look for the trade mark. It is 


your protection. 








United Shoe Machinery Corporation 


Boston, Mass. 




















The Boot and Sl ve Yecorder will appreciate your mentioning the publication in replies to advertisements. 
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EVERY DISPLAY OF FOX FOOTERY ISA 
SERENADE INVITING YOUR CUSTOMERS 
TO LOOK THEIR BEST. 


FOX PRESENTS, PUMPS, SLIPPERS AND 
OXFORDS IN RADIANT COLORS OR 
SMART, FORMAL BLACK 


Charles K. Fox, Inc. 
Haverhill, Mass., U.S A. 


Boston: 54 Lincoln St. New York: Marbridge Bldg. 
Broadway and 34th St., Room 632. Chicago: Great 
Northern Building 





) Or 





Vol. 83, No. 3. Published every week by the Boot and Shoe Recorder Publishing Company, 207 South St., Boston, Mass. 
Entered as second class matter April 15, 1922, at the Post Office at Boston, Mass., under the Act of Congress of March 3, 
1879. Subscription price, $5.00 a year. Printed in U. S. A. 
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Lover 


TANNERS 
LEVOR GRAIN KID 
‘Cabrettas 


LEVOR GRAIN GOAT 
Wh Bun 


Fe Dhite use of Omerica NewYork . Gloversville. Boston. 





The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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(Q)) ARD Kid, Color 46, RED 
a Quarter Lining and Wood- 
Covered Heel of the same 
\\\ stock. 
Also shown in Blue a 
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SS ARD Kid. 
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GUARAMTEED SELECTIONS 





Fifth Avenue Style Rhyme s with Nile Standard Kid 


Style Notes Colors Comprise 
The latest shoe style . Red White 
rosso qghenieed by in Red, Blue and Green pine Gray 


Shops, is colorful kid Green Fawn 

meee, _—- up in ome Havana Brown Camel 
colors——reds, greens ar jn ° . €: 

blues. with heel covers Style influences from the Nile are very apparent in Golden Brown Bronze 


eas ities an insistent call for STANDARD RED, GREEN 
the majority of cases, and BLUE KID. 


flesh colored silk hose. 
The resulting contrast 


si t be i . ° 
ce te aa | shoemakers naturally turn to us for the right 


hose with footwear, and i i 
ah meta = color expression of the Egyptian mode. 


more attractive 


TT TTT} 


Your manufacturer will be glad to have you call for 
STANDARD. He knows it will mean many re- 
orders through the pleasure it will give your cus- 
tomers. 








The STANDARD KID COMPANY 
209 Sout!: St., Boston, Mass. 


Branches in New York, Philadelphia, 
Cincinnati, Chicago and St. Louis 
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The art of Ancient Egypt and Modern Amer- 
ica blended in the most remarkable design yet 
produced in a shoe fabric. The pyramid effect so 
largely used in Egyptian art, woven in shimmer- 
ing silk on a~strong, serviceable background. 
Makes a most striking and beautiful pump, either 
entire or with satin quarter. Made in black, beige, 
dark brown, and grey. Specify Pyramid Silk in 
your Spring and Summer lines. 

















Samples Gladly Furnished 


~ FARNSWORTH, HOYT COMPANY 
| Lincoln and Essex Streets 
BOSTON 
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WILCON ark 
TRADE EWED 


Stampt on the Sole 










—Your 
Guarantee 





OUR years of sales-demonstration 
have proved that the Wilson Sewed 
mark, stamped on the sole, is the re- 
tailer’s sure safeguard against returns, 
adjustments, and dissatisfaction. It 
is the mark of the most modern 
process for making better shoes. 


Let the customer know it is also your 
guarantee that the shoe combines 
comfort, style, and lightness with 
shapeliness that will endure. No slack 
linings, no soft toe-boxes, no tacks or 
waxed stitch-ridges under the wearer’s 
foot. 


Wilson Sewed shoes represent the 
greatest fundamental improvement in 
shoe making for women since 1877. 
Use them for the benefit of your 
business. 


To Manufacturers 


Douglas, Foot-Schulze, Hamilton- 
Brown, Harrisburg, Juliun & 
Kokenge, Sam B. Woif— 
and a score more are 
makers of Wilson 
Sewed Shoes 


USMC Machines and Service 
are guaranteed to 
new Wilson Sewed Licenses 











Address all Inquiries 
Wilson Process Incorporated 
Canadian Pacific Building 
City of New York 





Mark Twain was once asked to 
talk about “The Weather” at a 
banquet of the New England Society 
of New York. 
t 

And Mark Twain created an im- 
mortal fable when he suggested 
that New England newspapers 
could save a lot of bother, disap- 
pointment, and typesetting if they 
would use the following stock 
prognostication to fit all occasions. 


t 

“*Probable nor’east to sou’ west winds, 
varying to the southard and westard 
and eastard and points betweeri; high 
and low barometer, sweepin’ round 
from place to place; probable areas 
of rain, snow, hail, and drought, 
succeeded or preceded by earthquake 
with thunder and lightning.” 


t 
For a long time the makers and re- 
tailers of shoes and the women sho 
buy their offerings have been wait- 
ing for some Mark Twin to do 
something like that for the shoe 
business—give the world a formula 
for making shoes to fit all occasions. 


Without. assuming Twain’s privi- 
lege of exaggeration, this column 
of informalities makes a prognos- 
tication based on four years of 
demonstration—that Wilson Sewed 
shoes, stamped on the sole, will go 
right on saving dealers and wearers 
more bother and disappointment 
than any other type of light, airy 
shoe made by older methods— 
regardless of the weather. 


t 
Manufacturers have no “seasonal” 
worries with the Wilson Sewed 
process. The same plant can make 
shoes for all styles and seasons. 


t 

Dealers have found Wilson Sewed 
shoes easy to sell because my wife 
and your wife and George W. 
Everyman’s daughter appreciate 
the advantages of a light, stylish, 
tackless shoe which adorns the foot 
and yet gives practical, sturdy, 
damp-resisting service for street 
wear without losing its shape. 


t 
We can say it better with photo- 
graphs. Just scribble your address 
and we'll send you Booklet B, 
illustrated. H.L.A. 


The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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What Develops Your Slipper Trade? 


Information gathered from dealers in various parts 
of the United States in answer to the above question 
has brought forth these answers: 


Slippers of good quality that hold their shape. 
BIN or Slippers that fit properly. 
Style No. va Slippers of smart and distinctive style. 
1415 Slippers that are made in pleasing color. 


All these factors which develop slipper trade are 
found in CosyToes. They are built along these lines. 


These elements are prominently before us in the 
manufacture of every slipper. 


We manufacture our own felt and can make any 
grade we choose. Light weight felt will not hold up. 


Years of experience have taught us what is essential 
Style N to correct slipper construction. Only the best mate- 
a apes rials are used for CosyToes slippers in felt, satin, 


1446 leather and brocade. 





Sales Hint No. 2 


At this time of the year there is considerable rain. April showers make for damp 
and wet feet. Adults as well as children have them. Wet shoes should be removed 
when returning home, and the feet slipped into warm, dry, restful slippers. Cosy- 
Toes meet this need. Advertise the fact in your local paper. More sales will result: 











If you desire to order before our representative calls, we 
will gladly forward samples and prices at your request. 
CosyToes are sold direct to the retail trade only. 


—Cosy Ides 


The Restful Slipper 


Cosyfelt Cosysatin Cosybrocade Cosyleather 


STANDARD FELT COMPANY 


West Alhambra, California 


New York Chicago San Francisco 
115 East 23rd Street 404 S. Wells Street 963 Mission Street 





The Beot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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CREESE & COOK 


TONY RED CALF 


VOGUE LAST 


$5.35 


322X 


IN STOCK 
. B-C-D WIDTHS 


HAVE YOU DOUBLED YOUR SALES? 
WE HAVE! 


This spring our sales show a 100% increase com- 
pared with last year. You can profit by our success. 
Feature this “wanted” style. It’s INSTOCK NOW. 
Vogue last. 12 edge. Gold stitching on uppers. 
Leading merchants who have had their initial ship- 


ment are now mailing sizing orders. You also will 
find it a ready seller. 


MARION SHOE CO. 
MARION, INDIANA 


SS eee 
S| WESTERN QUALITY |E 
e” 
= EASTERN STYLE 
——a A = 





The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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BRANDED OR UNBRANDED 


Ready To Ship Styles! 
Order Today 











Stock No. B974—Last Ovation. Code Jack. Men's Collar Stock No. B980—Last Oxsten. Code Walter. Men's 
Blucher Oxford. Imported any Boarded Calf. Single 


Co ar. Si t tit ro 


Be Peinvesinscacecenasenabiausdciceesondie 


Shoe merchants are asked to sample the Craw- 
ford shoe. There is every probability that a 
bigger business and better profits are to be 
realized selling Crawford shoes. This is an old 
reliable line. A line characteristic of Eastern 
style and Eastern shoemaking. Saying this is 
saying a lot. The world knows that the knowl- 
edge of how to produce satisfactory shoes is 
still an asset of New England, South Shore shoe- 
makers. Eaton values are only produced in 
Brockton. 


Send for catalogue showing all spring and Stock No. B968-—Belmont Last. Men's Oxford. Sunset Tan 
summer stock numbers. . Si ced rows of stitching, Single Sole, Rubber i 
Lift. Wide PREG. WON ds ocx cnteuckabesacavKs $5.75 











aN - CHARLES A. EATON COMPANY 


“The Sterling Shoemakers of New England” 


NZ BROCKTON, MASS. UZ 


The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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Style 443 . 
No. 18 Russia Calf—Tony Red Calf Trimmed “ Babbitt” 
Goodyear Welt—8-8 Wingfoot Heel, Widths A to D 
hares d dees couse th citi cease bacuediebunt $4.75 


~, 


Style 444 
Beige Ooze Calf—Russia Calf Trimmed “Mashie” Good- 
year Welt—8-8 Wingfoot Heel, Widths A to C. 
WOO acct sqaneitidccecmencueberccsced $4.50 


FOLLOW THE 





Quick Shipment 
SERVICE 


Our In-Stock Department is in shape to 
ship at once snappy numbers just when 
they are at the height of popularity. 


Why not send for full information about 
our complete line of novelty footwear that 
will appeal to your popular price trade? 


CREIGHTON service is never found 
wanting. Prompt shipments, when you 
want them. 
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We are just around 
the corner from you. 


VERY large shoe manu- 
facturing center has a 
United Last factory, either 
in or directly neighboring it. 


And there are six United 
Last Showrooms in as many 
important cities, where you 
may alwayssee an unusually 
complete display of lasts, 
and hear the latest shoe 
style news. 


United Last Service is so 
widespread, that it’s vir- 
tually justaround the corner 
from you. 


Consultation with us is the 
first step toward perfecting 
your lasts. 


UNITED LAST COMPANY 


Headquarters at Boston, Mass. 


Affiliated Company 


United Last Company, Ltd. 
Montreal 


with branch office at Toronto 
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Ten 
Factories 


Brockton 
NEWARK 
Lynn 
Cuicaco 
New Yorx 
RocuEsTER 
HAVERHILL 
AuBuRN 

St. Louis 
MILWAUKEE 


Six 
Show Rooms 


Boston 
212 Essex Street 
CINCINNATI 
803 Syracuse Street 


St. Louis 
Adv. Bldg., Room 303 


Curcaco 
Wells Bidg., Room 406 
PHILADELPHIA 
331 Arch Street 


MILWAUKEE 
10 Metropolitan Bldg. 
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No. 7037 


Genuine Australian Black 
Kangaroo—smooth grain, 
takes a high polish and is 
much more durable than 
other light leather. 
Panama _last—Wingfoot 
heel—first grade. 


$5.65 


Rey: (EF) aT ASIS— . 
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For that large class of substantial men who are liberal 
though not profligate spenders—men who seek comfort 
and style in shoes and appreciate values—The GODING 
SHOE is just right! 


Illustrated is a new kagaroo number that has won very 
favorable attention. 


The Goding oxford styles are among the best sellers of 
the year. 


THE GODING 
SHOE COMPANY 


833-855 W. Chicago Ave. CHICAGO 
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IN-STOCK NOW 


FOR IMMEDIATE DELIVERY 
EVANGELINE 


(Reg. U. S. Patent Off.) 


QU OMTN OUMNH 


Stock No. 4997 Stock No. 5504 


Coffee Elk Blucher Oxford, 93 (Sport) 

Last, Ceylon Crepe Rubber Sole and Patent Leather One-Strap, Two-But- 

Heel. Widths A to D. ton Pump, 96 Last, 1%-inch Rubber 
Heel, Goodyear Welt. Widths A to D. 


Price $4.25 Price $3.75 


CRUMBS QF COMFORT 


(Reg. U. S. Patent Off.) 


Send for Complete 
Catalog of Stock © 
Shoes , 


Stock No. 2322 Stock No. 3606 


Kid Oxford, Plain Toe, Rubber Heel, Kid Oxford, Kid Tip, Rubber Heel, 76 
79 Last, Turn, Combination Last. Last, Turn. 


Price $2.50 Price $2.50 


A. H. BERRY SHOE CO. 


PORTLAND, MAINE 
BOSTON SALESROOM =::_—«:186 LINCOLN STREET ::_—(4th Floor). 


TSS ge eT UU ee 
Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 


Evecare connec CONN ESHEH ENCE NACE COMHOEH ESM HCOHHENUNLCONTHNNTEOUHHNNCHUNHICONNENNNHCONNNNNNHESMNHONNCOHNHONICONINNNNNE 


: 
: 
: 
: 





April 7, 1923 BOOT AND SHOE RECORDER 





heel. 





Patent Morning Glory, Goodyear 
welt, 


Good Morning Glory 


Our New Cutout Pattern for 1923 


Just as last year our Dearie pattern proved the one 
best seller of the year, so now at this early date 
our MORNING GLORY shows itself to be 
a worthy successor and the right style for 

the summer of 1923. 
We shall carry the Morning 
Glory in stock; deliveries will 
start April 15th in ac- 
cordance with the 
date of order’s 
receipt. 


Get 
Our New 


No. 516—Price $4.15 Summer No. 517—Price $4.15 


Catalog Levor White Kid Morning Glory, 
Belmont last, 8-8 Rubber Goodyear welt, Belmont last, 8-8 
White Rubber heel. 


AA to D AA to D 





Thomson-Crooker Shoe Co. 


18-26 STATION STREET 
Boston - - - Mass. 
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IN STOCK 


IN STOCK No. 799 

Madison Last, Velour Calf, dark 
tan piping around quarter, plain 
toe, one-half light leather box in 
toe, Calf quarter lining, permanent 
crease up vamp, sloop edge. . .$5.85 

















Bae coerce 


























i= 


No. 741 

P. & V. Black Velour Calf, plain toe, 14 leather box, 

rmanent crease up vamp. . . SP 

No. 858—Same as above, in Tan Gallun’s Viking, color 

ER Bic cccccncncstvesvesccccesvocssescsesent $5.50 

Xe Os\\ le la: 

ry A sna golf shoe on Yale last— 
aie) Lo : Rueping’s Kin Kin Sport. Shoe 
\ Leather, smoked—brown Viking 


Calf Apron—Button Cup Rubber 
\ sole and heel........+..-++- $5.50 


Certified = 
ee 
Style Leaders 7 


Creased vamps for men have the call. for which the Certified Shoe is famous. 
You"’can bank on these Certified creased And the golf shoe shown is another 
vamps for correct style and correct fit, winner that should be in your line. 

with the surpassingly good shoemaking 


AY 

















Twenty-two Styles IN STOCK. Write for Catalog 


STONEFIELD-EVANS SHOE CO. 








ROCKFORD - - - - . - ILLINOIS 





| MUANMMAUUAANLAALAMUAUA NAAN MOON OREAAAAOACAAAAAUAUAN AA UOAAADOOO GGA RDA TOR NRA iONGDANHAANT 
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ALASKAN WHITE 
DRESSING 


Carefully prepared in 
our own laboratories 
and especially recom- 
mended for cleaning 
white glazed kid. 

















Milady is to be Dressed in White-- 
This Is a White Kid Year 


“‘They’re wearing ,’ report keen-eyed fashion observers 
who hurry the news from Palm Beach to waiting readers— 
and immediately the flutter of patterns and cloth begins all 
over the land. This year it is white velvet wraps, with 
dressy gowns of white silk crepes, pompon or kasha cloth— 
and necessarily, 


White Kid Footwear 


The vogue of white kid is far greater than ever before, and 
wisely so; for what is so dainty as a trim foot neatly cased 
in glove-smooth, snowy White Kid? Its youthfulness 
appeals to every carefully dressed woman. 


Inspired by fashion’s demand, designers have created white 
kid low cuts of irresistible beauty, made with the improved 
brilliant white, silk-soft leathe-—-AMALCO GLAZED 
WHITE KID—that will instantly appeal to good trade. 


Ask factories to show you patterns made up from these 
beautiful skins that have 


THE GLAZE THAT STAYS 


Amalgamated Leather Companies, Inc. 
22-24 North 5th Street Philadelphia, Pa. 


FACTORIES AT WILMINGTON, DEL. 








The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 











nN MA 1) 
(AS fy i Mh 
—- ‘ = 


oN 





i" 
i Hh | 
} 


ul 


Ni 
A 


at 


ays in 


Pre-eminent in Fine 


[}, 7} . Shoemaking 
e , NAY ae 
or the vidgo, T° pecs 


at this magnificent portrayal of 

shoe styles on living models, 

Have you ever, on a moonlight night, seen Brooklyn bridge harmoniously costumed by 
bony Sn suajeitie Densty, Seasn Siipeiatten’s dines to: pleas Oppenheim-Collins, New York 


into the heart of Brooklyn? : . 
You should—for in that smoke-gray lace-like span, draped Music by Paul Whiteman and 


across the East River, is the living token of a momentous staged by Ned W ayburn. 
union —the style supremacy of New York with the shoe- 

craft supremacy which is Brooklyn's own. 

So it is inevitable that the Brooklyn Style Show should come 

over the bridge to the Hotel Commodore. For Lady Fashion 


sets her rendezvous at that hostelry. 











Leadership in 
Footwear Fashion 


Exhibitors 


J. Albert & Son, Inc. 
Julius Altschul 

Algier Shoe Mfg. Co., Inc. 
American Shoe Co. 

George W. Baker Shoe Co. 
Baker-Chandler Co., Inc. 
J. & T. Cousins Co. 


Setting the Styles John Cramer & Son 


Degen Lipp, Inc. 


at the Third Annual Fred A. Eyre & Co, Ine 
A. Garside & Son, Inc. 


Brooklyn Style Show Grifin- White Shoe Co 
Julius Grossman, Inc. 
William Henne & Co., Inc. 
R. H. Hoskins Co. 
When Brooklyn puts her best foot foremost-— Horn Shoe Mfg. Corp. 
every buyer of shoes should pla Kozak & McLaughlin, Inc. 
: Hens plan to be at John J. Lattemann Shoe Mfg. Co 
the Hotel Commodore, May 21, 22, 23, 24, I. Miller & Sons 
to gather advance style ideas for th fi Morse & Burt Co. 
eo y -oe Perfect Shoe Mfg. Co., Ine. 
of his business and the pleasure of his par- Pincus & Tobias, Inc. 
Dr. A. Posner Shoes, Inc. 
Strassburger-Stiles, Inc. 
S. Weil & Co., Inc. 





ticular clientele. 
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Trade Winners with a Style Appeal 





Wobst prices bring volume. 
Wobst Quality increases it. 


one a These Wobst Leaders 


No. 304 
Misses’ Patent Leather Two Button Instep Strap 


nis Sole, McKay, C and D, » Sines are among the most 


2 seaubedn 
ildren’s, 84 to 11... 


A ie rapid sellers everywhere 


Delivery in About Thirty Days 





























No. 615 
Women's Patent Leather Mat Calf, Saddle Growing Girls’ Patent Leather, ap, Women’s Choc. Side Full 
Three Eye Tie, No. 37 Last, AA to E, 13-8 Grey Sa , Soe Se. Hotes, Ne. 87 
Rubber Heel, 244-8... . "2.80 No.5 Last, C & D, 9-8 Rubber Heel, 24-8 $3.00 1 ubber 
Growing Girl’, No. 5 Last, C and D, 9-8 Women’s No. 37 ‘Last, AA to E, 13-8 Rubber Same in Gun Metal or Black Kid 
Rubber Heel, 2% 2.99 Heel, 244-8 3.20 Same in Patent Leather or Brown Kid. . 
Misses’, 11 14-2, Toe Room Last,C & D.. 2.65 (Growing Girls’, Misses’, Children’s 
Children’s 8 4-11, Toe Room Last, C & D 2. 45 Infants’ made on our Toe Room Last.) 
Infants’, 5-8 ‘oe Room Last, C&D 2.05 
Also made with Mat Calf at same prices 


No. 640 No. 436 


No. 434 
Growing Girls’ | ry Ay Mat = 
Saddle ed, ue 5 Last, C, 
No. 431 ‘ 
Growing Girls’ Patent Leather Grey Elk One 
No. 442 3 o. 5 Last, C & D, 9-8 Rubber Heel, * 114-2, Toe Room Last, C and D. aa 


Growing Girls’ Brown Kid Colonial, No. 5 2 $2. 80 7 = 

Last, C and D, 9-8 Rubber Heel, 24 to 8.$2.80 Women’s No. 37 Last, AA to E, 13-8 8 Rubber Children's, 834-11, Toe Room Last, C and aD 

yore No. 37 Last, AA to E, 13-8 Rubber Heel, 244-8 2. 
$2.80 Alsomade with Mat Calf Strap at at same price ye Te eat... pei 1.90 








Also made in patent leather at same price 
WOBST SHOE CO. 
e Milwaukee, Wis. 


The Beot and Shee Recorder will appreciate your mentioning the publication in replies to advertisements. 
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DAILY, WEEKLY, SUNDAY 
AND FOREIGN LANGUAGE 
NEWSPAPERS AND 
MAGAZINES ARE 
BEING USED TO MAKE 


Dr Scholls 
Zino-peds 


THE BIGGEST SELLING 
CORN REMEDY 
IN. THE 
UNITED STATES 


crx 


> 
= 
7 
=! 
—J 
= 
= 
7 
PF) 
=) 
=; 
—) 
=) 
=4 
=< 
— 
— 
—F 
= 
— 
— 
— 
4 


a 


: 


: 
| 


| 
| 





i 


| 








a 
—————————————————— 





GS DD ED 2D SEED OD DE 2D AD DD ES DS EE 8 PE DD FED 2D ED 0 2 GD DD ED DD ED Oy ED BO ED DD EE DG 2 1 


| 
i} 


iN 
| | 


am 


Zi PAINE HUTUNS AGUAS A AAA AAAS MUMS 
Ob eT CS EE Ce SSS ET OEE OC Te PO OO OT ans t Dm DTD 











BOOT AND SHOE RECORDER April 7, 1923 

















High Grade Welt Footwear For Women 
IN STOCK NOW 


We use only combination lasts and can assure you of perfect fitting shoes. 
We use only solid leather Heels, Counters and Boxes and high grade materials. Our workman- 
ship will stand the closest inspection. We aim to keep the quality up. 





If you want goods made 
up for you on exclusive 
patterns don’t fail to see 


our salesmen. 














No. 642—Burk’s Black Kid, One-Strap, Phillis 


No. 624& Patent Leather, Two-Strap, Phillis 
Last. 


2: 


No. 621—Patent Leather One-Strap Pump, , No. 351—Coffee Elk Tut Sandals, Sally Last, 8-8 
Phillis Last, 14-8 Heel. AA to D A Mark of Quality Heel. ‘AA to D 


No. 622—Same style as above in Surpass Black 


Tut Sandals will not be 
ready for delivery before 


latter part of April—all 
other stock styles ready 
for shipment now. 





No. 350—Patent Leather Tut Sandals, Sally Last, 


No. 120—Sunset Brown Calf Sport Oxfords, 
Clico Crepe Rubber Sole. 


CROOKER & MORSE, Inc., Bridgewater, Mass. 


BOSTON SAMPLE ROOM, 183 Essex St.,. Room 501 
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Buek Suede Shoes 


for the Particular Trade 
are made of Rue-Suede Calf 





Illustrated—one of many 
winning numbers in 


Rue-Suede Calf. 


Nigger Brown Gore Colonial, 
Rueping’s Rue-Suede, Last 
No. 551, medium toe, per- 
forated vamp, quarter and 
tongue, turn square edge, 14-8 
Spanish Heel. Used 
extensively in Nigger brown 
and black. 


Made by 
BUEK & COMPANY 
Philadelphia 































Ruepings 






A Buek Gore Colonial 
of Rueping’s Rue- 
Suede, Nigger Brown 


Rue-Suede 




















CALF 


is the most important specification that you can make 


when ordering suede footwear. 


Rueping’s Rue-Suede Calf 


combines in fullest measure all elements of salability and 
serviceability. Its rich, velvety nap appeals instantly to 
the eye, as its surpassing mellowness does to the feel. Its 
even thickness and uniformity of fast color insure the ut- 


most satisfaction to the wearer. 


Color cards 


The > Fond du Lac 
Be) | | SO CED  Branches: Boston; Cinch 


cheerfully furnished to 


dealers and to manufacturer’s salesmen 


Fred Rueping Leather Company 


Wisconsin 


ti; Milwaukee; St. Louis; New York; 








Chicago; San Francisco; Montreal- 


Northampten, Enzland. 








ait 




















COLORS 
White Siennese Drab 
Black Beige 
Nigger Brown Taupe 
Otter Brown Scotch Grey 
Light Otter Pearl Grey 
Bobolink Stone Grey 
Snuff Brown . Mouse Grey 
Tobacco Brown Kangaroo Grey 
Bamboo Mole Grey 
Salmon Dark Grey 
Nude Hindu 
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63 SOUTH ST. BOSTON. 


We wish to announce the opening of our 
store at the old landmark 


55 South Street Boston, Mass. 


Red ————_ = White 
Green NP yy Blue 
Mouse SS Rie Pearl Gray 
Champagne oe | Bronze 
Amen i i . Havana 

















You are cordially invited to inspect our lines of 
CHROME KID IN COLORS AND BLACK 


Fancy Colored Cabrettas and Semi Chrome Kid. Our slogan ‘‘SERVICE’’ 








The Oneida Vacation Days 


For 


Boating ° 
Canoeing will soon be here, so lose no time in 


Tennis ° . 
sending us your orders to insure your 
having on hand a full supply of 


RUSSELL’S 


Outing Footwear 


Camp 24 Canoe Shoe for Spring and 


of Chocolate Elkskin 
Especially suitable for Long Summer 
Hikes and General Out- trade. 


Send for door Wear. 

dealer’s price 

and catalog show- 

ing complete line of The Scout 

boots and moccasins for moulded on the natural shaped last, 
every outdoor purpose, in stand- they are unequaled 

ard sizes for men, women and children. for comfort. 


W. C. Russell Moccasin Co. 


Berlin, Wis. 
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Fixtures 


A shoe display on 
William & Mary 


Period Design 


Display 


your 
Boston—52 Chauncy St. 
Baltimore—1 N. Eutaw St. 


18e 


isplays will 
Michigan 


by use of Display Fixtures 
that are correctly designed 
Lansing, 
SALES OFFICES 


Attractive results obtained 
and finely finished. 


Genuine sales d 
always merchand 


Hugh Lyons & Company 


New York—35 W. 32nd St. 
Chicago—217 W. Jackson Blvd. 


























OOOO ccc cc 


ee 
oi se sl | as ss he | she she | hs ae ae le ls as | ts ne ae as ls | hs nis ns as ate ts |e as le ts ls es a hs is as i ae ae he a ae ae ai a ah a asa ate ae ae a aah ae a ue 














The Beot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 





BOOT AND SHOE RECORDER April 7, 1923 








RESHMA ANDES ROAM SAE SASS e 
TR ORR ae NERO 




















ii oo renee ERSTE EEE 
SSDs gies 











SHOES 


SELECT YOUR STYLES FROM 
OUR STOCK DEPARTMENT 


= No. R134 __—s— Price $4.10 


Chestnut Calf Oxford, Radio 
Last, Goodyear Wingfoot Rub- 
ber Heel, 


B width 6-11 

C and D widths 5-11 
Note the stream line effect of 
this pattern. 


No. R123 __—s— Price $4.20 
Ruby Red Oxford, Brute Last, 
Gable Edge, Goodyear Wing- 
foot Heel. 

No. R104—Same style in Gun 
ror $4.20 

B width 6-11 
C and D widths 5-11 


Write for Catalog and Prices 


F. M. HOYT SHOE COMPANY 


MANCHESTER NEW HAMPSHIRE 
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BEACON | 
SHOES 


WOMEN’S POPULAR STYLES 
IN S1OCK 


No. R7247 Price $4.00 


Tan Norwegian Calf, Iona Collar 
Oxford. Smoked Elk Collar, Soft 
Box, Plain Toe, 7-8 Wingfoot Heel. 
B, C and D widths. Sizes 3-8. 


No. R7314_ Price $4.50 


White Elk “Lucinda” Sandal 
Golf Last, Plain Toe, No Box. 
7-8 White Ivory Heel, Wing- 
foot Toplift. 
B, C and D Widths. 
Sizes 3-8% 


No. R7172—Patent Leather 
“Lucinda” Sandal in Golf 
Last. Price iy 


F. M. HOYT SHOE COMPANY 


MANCHESTER NEW HAMPSHIRE 
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“SY GOOD sole leather 1s 


‘Honest largely up to the personal 


Sole honor of your shoe manufac- 
Leather turer. * 


he last word in If you insist on pretty bottoms, he must 
tanning is the ive th 
leached oak bark give them to you. 
process. But he will probably warn you that pretty, even 
running bottoms mean acid bleaching, which eats out a lot 
of wear. 





That’s how we pro- 


duce ASHLAND 


OAK x 
an mM ASHLAND LEATHER CO. 


BOSTON +: CHICAGO + ST.LOUIS 





Good Turn Shoes and Slippers 


In Stock and Ready to Ship at 
Once. 


Wise merchants keep their stocks 
sized up continually. This isan , 
important step in a retail shoe 
business. hese  fast-selling 


No. 44—Black Kid One Strap. Last 2609. numbers are ready for you now. 

8-8 Rubber Heel. 3 to 9, C, D, E, EE. 

Price. Los ee 1.60 You cannot afford to do business io 2 et Bie 09. BC DE 724, 12-8 
without them. Price De prettecesctall $2.75 


N 
Prices subject to change without —_. — style as whove, second nd 2.55 


notice. 


ABBOTT SHOE CO. 
North Reading, Mass. 


Pacific Coast Representative, Stanley Turner 
Angeles Hotel, Los Angeles, California 
BOSTON OFFICE 
207 Essex Street 


No. 89-—Black Kid Plain Toe Oxford. Last 29. CHICAGO OFFICE a 
12-8 Rubber Heel. 214 to 9, C, D, E, -— George B. Wright NEW YORK OFFICE 
Pri 2. 
ae 907 Security Building Fred Marx No. 65—Black Kid Two Strap. Last 29. 12-8 


No - 9 Same style as above _—- 7 : ; } 
Price $2.00 189 W. Madison St. 605 Marbridge Bldg. ubber Heel. 2)¢t09, B,C, D. E. Price $2.00 


























7 High Grade Shee &) 








There Are Sales Opportunities Littlke Dreamed Of 
With These Styles In Your Stock 


Stock No. B 9 
READY NOW 
PRICE $5.50 


Terms: 2% 10, 
Net 30 Days 


No. 32 TAN ROYAL CALF OXFORD 


This is our “Plaza” last, number 52. Has stitched tip, vamp and lace stay. 
Invisible eyelets. Heavy “iy sole. Wingfoot rubber heel. Sizes 7 to 11, 
A; 6 to 11, B; 5 to 11, C and D. 


Stock No. B7 
READY NOW 
PRICE $6.00 


Terms: 2% 10, 
Net 30 Days 


GALLUN’S No. 11 TAN RUSSIA CALF OXFORD 


Our “Fenway” last, No. 170, five rows stitched tip, vamp, lace and top. 
Invisible eyelets. Heavy single sole. Wingfoot rubber heel. Sizes 7 to 
11, A; 6 to 11, B; 5 to 11, Cand D. 


WHITMAN & KEITH CO. 


BROCKTON (CAMPELLO STATION) MASS. 








SPECIAL, 
* High Grade Shoe @) 
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The io By 
New Book Herman W. Marshall, M.D. 
Price $6).00 


Postage 15 cents 
Extra 


A practical and practic- 
ing physician who has 
specialized in the study 
and cure of foot troubles. 





Facts about feet are told in a brief 
comprehensive way in a series of illus- 
trated chapters; and with as few technical 
terms as accuracy allows. Following in 
Part Two, are applications of these fore- 
going facts and principles in actual ex- 
periments, that were made in wearing 
different types of shoes. 


Point of view of many orthopedic sur- 
geons and shoemen are presented in their 
answers to an exhaustive questionnaire 
that was sent out, and which clearly 
shows important features that can be 
generally agreed upon, as well as numer- 
ous minor points of difference. 


In some chapters the writer has stated 
his own interpretations and conclusions 
regarding facts and data with which he is 
dealing. 


Numerous illustrations have been care- 
fully selected; and the complete book of 
150 pages assembles in a unique manner 
much interesting information relating to 
feet and shoes. The book is intended 
particularly for those who actually fit 
shoes, but it may be read profitably by 
discriminating customers as well as by all 
persons interested in the shoe trade. It 
should be at hand in every progressive 
shoe store. 
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For Retail Merchants— 
For Manufacturers— 
For the Doctors. 


TABLE OF CONTENTS 


A Series of Short Non-Technical Descriptions of Fundamental Medical 
Ideas About Shoes and Feet 
I—Introduction 
II—A few features of foot development 
I1I—Certain details of bone growth 
IV—Bunions 
V—Enlargements about great toes 
VI—Policeman’s heel 
VII—Foot tendons and tendon troubles 


VIII—Sesamoid bones 
IX—Hammer toes 
X—Circulation and circulatory troubles of feet 
XI—Nerves of the feet 
XII—Muscles that move the feet—General Arrangements 
XII1I—Muscles that move the feet—Minute structure of muscles 
X1IV—Muscles that move the feet—Muscle physiology 
XV—Ligaments, Joints, Bones 
XVI—Flexible shoes, stiff shoes, arch supports 
XVII—Front parts of feet and of shoes—Aboriginal feet 
XVIII—Foot Proportions and Shoe proportions 
X1X—Influence of foot posture on symptoms in Backs, Hips and Knees 
XX—Personal experiments in wearing orthopedic shoes with interpretations 
of results, and with other comments 
XXI—Personal experiments in shoe wearing 
XXII—X-ray appearances of the foot within different shoes 
XXI1I—Various conclusions and additional comments 
XXIV—Ideas formulated by orthopedic and retail shoe merchants 
XXV—Discussion of questionnaire 


Published and Sold by 


Boot and Shoe Recorder 


BOSTON 


hd 


“Foot Knowledge,’’ as 
first published serially in 
the Boot and Shoe Recor- 
der, aroused intense in- 
terest and deep apprecia- 
tion all over the country. 
Hundreds of merchants 
and manufacturers have 
assured the publishers this 
book is unique and inval- 
uable in the _ simple, 
straightforward manner 
in which it presents a 
highly technical subject 
and for the many sugges- 
tions it contains which 
enable its readers to sell 
more shoes right. 

Every shoe salesman 
should own and usea copy. 








COUPON 


For Your Convenience 


Boot and Shoe Recorder: 
Please send me(_) copies of 
Foot Knowledge, price $2.00 a 
copy. (Books will be sent ex- 
press collect, or add 15c extra 
per copy to cover postage.) 
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An Expressive Leather 


ACE CALF in your shoes will 
make them sell the more easily, 
because the customer cannot help 
noticing that the leather is un- 
usually good. 

There is an inimitable glow to 
ACE CALF colors that indicates 
plainly the quality underneath. 


J. S. BARNET & SONS, Inc. 


Tanneries ms, 75 South St. 
LYNN, MASS., U.S. A BOSTON, "MASS. U.S.A. 


CABLE ADDRESS ‘**TENRAB” 


| 


ve 


! 


fl 
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Need we tell you 
why the sh 
phot Shoe Returns 


Shoe return are like the mumps, we all have them sooner 
or later. Some on one side, some on both sides. 


Mumps are a mere incident in our young lives. 


Returned Shoes Are a Nightmare 


and many manufacturers have it night and day. They cut the 
profit and the reputation, and the most aggravating part is 
that the manufacturer is the innocent victim. 


We can help you out of your Returned Shoe troubles by 
making your shoes sweat proof. 


NU-GRAIN for insoles 
SWEATINE for linings 


“That’s All” 


‘We have some foolish ideas, but 
somehow the darned things work’’ 


KORITE LABORATORIES 
KORITE PRODUCTS, INC. WOLLASTON, MASS. 


292 Main Street F. A. Howard, Director of Research 
(Kendall Square) Laboratories, Wollaston, Mass. 
Cambridge, Mass. 


Main Office: 


The Boot and will your mentioning the publication in replies to advertisements. 
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‘BURDETIS 


Sale Tead Line 









Liven up your 


with these new In 
Stock Numbers 





Brand New In Stock Sandal 
Seyte 541—Growing Girls’ Patent Luxor San- 
d Ht = — Turn. 7-8 Heel. Last 
2-7, “SEN => \- $4.50 
an exce wha good sandal last, which 
= a broad wi and heel tread. Readyfor ship- 
ment April 1 





Style 225—-Tan Russia Calf Two Strap Buckle, 
Barefoot Sandal. Tan Kid Lining. Spring aye 
Last SS. Turn. 4-8, C, D, E......... $2. 

Style 125, 2 to 5, No Heel, D, E................ 4 


In Stock Now. 


Seldom are two such up-to-the-minute Children’s Styles 
found in an In Stock department. The Luxor Sandal is 
proving a winner, and besides being carried in patent, is 
made to order i in a variety of materials and combinations. 
We stock 75 Styles in Infants’, Children’s, Misses’ and 
Growing Girls’, in Turns and Welts. Our latest color 
catalog depicts them. | May we send it to you? 


BURDETT SHOE CO. 
LYNN, MASS. 


Boston Office Changed to 
183 Essex Street, Rooms 401-402 


> ae 
SASS: ae. <RPSSS 


Children’s Department 
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PATENTS 


Any new article, machine design or improve- 
ment thereof, or any new combination of parts or 
paprovemenss: = any known — which increases 

be patented if it 
involves invention 


IF YOU HAVE ANY NEW IDEAS 
which you feel are useful, practical and novel,take 
rompt action toward ‘protecting —_ rights. 
Fr you have invented any new machine, or new 
combination of parts of improvements, or new 


r desi 
SEND DRAWING, MODEL OR DESCRIPTION 
of it for information as to procedure to secure 


protection 
WRITE TODAY FOR BLANK FORM 
“Evidence _ Conception"’ 
to be re’ with drawing, description or 
model rc your idea. Promptly upon receipt by 
me of your ideal will wee you fully as to pro- 
ure and costs. 
No Charge for the Above Information 
noA® communications are held in strict-confidence’ 
My perso! careful orough attention is 
given to each case. I offer you efficient, reliable and 
ore service—based upon experience. 


a a. 
or free book. How to Obtain a 
Pescae, This : book will give you valuable informa- 
tion, and it may save you much time and effort. 
Send for it NOW. 
My practice is devoted exclusively to United 
States | foreign — a one trade-marks. Very 


er a can hel ite today. 
LAR NCE A. “BRIEN, ~o- Patent 
pene” 115 Southern Bldg., Washington, 





Please send me your free book, “How to Obtain a 
Patent,”’ and blank form “Evidence of Con- 
ception” without any obligation on my 





WRITE CLEARLY 








GREELEY 
BOUDOIRS 


All money makers and 
trade builders for mer- 
‘chants. Quality our 
watchword. Write for 
samples and prices. 





Made in Black and 
Colored Kid. 36 pair 
jots only. 


A. W. GREELEY .*. Haverhill, Mass. 








APPROVED BY 
apemerngagr MEN 
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Phone Fens lens 

for immediate action. 
BURKLEY 


SHOE CO. 
Retails 42 43. tt Be 























Why Should 
I Buy Field's 
‘| | Unit Shoes? — 





TRADE 


What is there about them that 
makes them any better for me than = 


a other shoes? How would I benefit OXFORDS 


from buying them ? What would I 


profit? What.is there in it for me? 
sert). And you will never know that we are telling ph 
the truth about Field’s Unit- shoes until you actu- 
ally get the shoes in your hands. , for all except 
The pictures of the cheapest shoes made can look as Styles 503 
good as the pictures of the best shoes made. You and 504,semi- 
can’t judge the quality and style of Field’s Unit Brogues which 
_ shoes by pictures—you have to see the shoes them- have 15-iron 
selves if you want to know what exceptional values edge soles and 
they.are. They are shoes built for men who appre- are priced 
— “cjate the style, the fine fitting qualities, andthe __ at $5.00. 
: __ appearance of men’s high grade shoes. They are 
made of the finest full grain chrome tan calfskin; 
) the best selected oak tanned outersoles and inner- 
soles, sole leather box toes and counters;—all the 
style, ‘‘meat’’ and merit that can be put in the high-. 
‘ Field’ s Unit est priced shoes—by Brockton’s best shoemakers. 


. 66 Sp lit Chicken’ Think that over. If it is true, then you need Field’s 
Unit:shoes. The only way for you to know, is to 

t ells the truth. see the shoes. Send for specimen pairs from stock | 

. (we make no samples) and a “‘split chicken’’ shoe. 


Get them in your hands; feel them; examine 


ee Oot . them critically. 





Natural questions for you to ask! The answer is 
just this! — . 
If Field’s Unit shoes are what we say they are, there are 
no other shoes as good to be had anywhere at anything like 
the price! (There is a reason—the. Field’s Unit. — 
method of production—see back page of this ‘in- 
















Calfskin 
Uppers 
: ~~ Find out for yourself what is put into Field’s 
mm | eee Unit shoes and how it is put in. Compare 
the style, fitting qualities and materials 





Lined with any shoes in your store at any 
Tongues wae ae price 
-~ _— - . : * 
ssa SY Union Field & Flint Co. 
anks > Sta 
wn Also makers of “KORRECT SHAPE” Shoes and 
“ANATOMIK”™ Shoes for Men. 
Babibee | Heel Pods Montello Station, Brockton, Mass. 


bof Calfskin j 








Style Number 529. 


“White Mule” Last. Shiny Red Calfskin Oxford. A 
new and distinctive pattern. Six rows of stitching on back 
eer yom and tip. Calfskin lined seariers. | 13-iron 


ear Wingfoot Ru 
sii Wikthe Ate. 


sri s3e, Semaine Price, $4.85 


Seytet: Number 527 


ot Bs oe Calfskin Blucher Oxford, 
popular high toe las sole. Calfskin 
quarters. Good year Wingtoot Ru Heels. 


Widthe C to E. Price, $4.85 


Field’s 

Unit Oxfords 

snugly hug the 
ankle—no baggy effect 


See them! Send at once for a trial order from 


stock, (we make no samples) if the shoes do not 
convincingly prove their exceptional merit, send them back 
at our expense. If you doubt how they are made, cut one 
open, if it is not exactly as represented, we will pay for it. 


UNTIL YOU HAVE ACTUALLY SEEN AND 
HANDLED FIELD’S UNIT SHOES YOU CAN 
NOT APPRECIATE WHAT GREAT VALUES 
THEY ARE. LET THESHOES THEMSELVES 
TELL YOU THE TRUTH. 





FIELD & FLINT Co. 


Also makers of «“KORRECT SHAPE”? Shoes and 
«<ANATOMIK”’ Shoes for Men. 


MONTELLO STATION, BROCKTON, 


Style pramabet 524 


on a smart combina- 
iron edge si sole. 
Rabie Heels. Sizes 5 to 11. Widths 


y hy vv aha Price, $4.85 


Patent Colt 
Dress Oxford 


Style Number 532 


“City Club” Last. Patent Colt Dress Oxford. Hair cloth 


seis lining” ight beveled edge, fexble sole: Goodyear 
fdthe AA to D. Price, $4.85 


An 

unbeatable com- 
bination of style, 
merit, value and 


popular price. 





FIELD’S UNIT SHOES 
In Stock Now! 


Black - Brown - Red -Tan Calfskin 
) Oxfords and High Shoes. OXFORDS 


23 ot the snappiest styles in Men’s 
Shoes shown by anybody anywhere 
at any price. 8 5 
ze All 
35 Solid a 
K 
Leather " 


For all except Styles 
503 and 504, semi- 
Brogues which have 
15-iron edge soles 
and are 


———., priced at $5. 00 


Brogue 
ia Number 503 
= ~ Last, ‘Tan Boarded Calf Semi- “Oxford 


e emarvest and 
. ingfoot Rubber Heels. ian cient i, arate 
35 Style 504. Same as above in Black Price, $5.00 


Boarded Calfskin. Price, $5.00. 





tee Number 531 “ec ,.Stvle Number 525 


zt dr oan, ett a : sec ieee See ae 


Binck Calf. Price, $4.83. Price, $4.85. 


homies’ Price, $5.65 | 





Field’s Unit 
Shoes — 


Field’s Unit shoes are made Field’s 

unit way. Each style is made one 

way ——in unit /ots, each operator 

specializing on one process, doing one 
thing one way —the way autos are made, 


Suppose each auto dealer should specify a differ- 
ent color of paint, differentsize tires, different axles, 
a difference in construction here and there, do you 
think they could sell the quality cars they do for 
so little money? 


The auto manufacturer has brought down the 
price to where most of us ride, because he makes 
his cars all one way with no variations and he pro- 
duces them in volume. 


The application of this same principle to the mak- 
ing of Field’s Unit shoes is the secret of the 
big value and low price. _ Field’s Unit shoes are 
made one way and sold one way — from stock. 


We cannot accept ordefs for styles that are an 
different from the styles of F sg Unit oe ce at 


~,? 


are in stock. tees 


The first delivery of Field’s Unit shoes was Sep- 
tember 15, 1922. Since then more than a thou- 
sand shoe retailers in addition to our regular cus- 
tomers, have bought Field’s Unit shoes—not one. 
of them hassenta shoe back with the statement that 
it was not as good as represented. : 


Calfskin Heavy Oak 


Uppers - They’re Buying em 


Extra Heavy because they KNOW what they are. 


Oak Innersoles 


= —T Why Shouldw’t You? 


Tongues Counters 


Union 


Heavy 
Stamp 


Shanks 


Rubber Boel Fee Field & Flint Co. 


Heels of Calfskin 
Alse uate of “KORRECT SHAPE" Shoes and 
“ANATOMIK"™ Shoes for Men. 


Montello Station, Brockton, Mass. 


Note the solid construction shown in this ‘*‘ split chicken’’ view. Field's U nit shoes have the substance and 


merit built into them. Seleéted chrome tanned calfskin upper leather ; calfskin quarter linings and heel pods 
to match. Heavy single oak tanned soles (natural finish). Extra heavy innersoles. Rubber heels built on 
Solid leather construction including sole leather box toes and counters—all the quality, 


solid leather bases 
Quality built into every line, seam and 


substance and ‘* feel’ that shows real merit and real wearing quality. 


stitch——and built in to lastt—by one of Brockton’s oldest and best known shoemakers. 
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Lacing Hooks 


[T is interesting to 

know that the 
shel-t@ ah el-atljele.ele) & 
makers are advo- 
cating more than 
ever the use of shoe 
lacing hooks fom 
men’s footwea@ina 


For Quality Shoes 


DVERTISEMENTS such as the above, appearing in Life, 
Vanity Fair and The Saturday Evening Post, are 
persistently and forcefully telling to two and a half million men 
the practical style, the common-sense value and the everyday 
convenience of shoe lacing hooks on their footwear. 


Why not specify on your next order, “All lace shoes to be 
equipped with shoe lacing hooks,”’ and cash in on the demand ? 


Tubular Rivet & Stud Company 


BOSTON :: MASSACHUSETTS 


The Beet and Shee Recorder will appreciate your mentioning the publication im replies te advertisements. 
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JUDGE IT BY ITS USERS 
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Have YOU Discovered This Fact? 


Salesman: 

“I suppose you want these shoes made of New 
pp ; 

Castle Havana Brown as usual.” 


Retailer: 

“T’ll say I do. New Castle is the only Havana 
Brown kid we ever found that never varies per- 
ceptibly in color.” 


New Castle Leather Company 
New -York 


NEW CASTLE KID 














The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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“KEEPS THE FOOT WELL” 


ae 


Nature plans that is Civilization demands The Arch Preserver 
foot rest on heel, that S os and arch be Shoe satisfies both Na- 
and outside arch. raised ture and Civilization. 


The Most Valuable 
Selling Franchise! 


Many dealers declare enthusiastically that the selling fran- 
chise of the Arch Preserver Shoe is the most valuable in the 
shoe industry! 

They make this statement because the Arch Preserver Shoe 
sells easier—gives a larger measure of satisfaction to the 
wearer. And nearly all wearers bring in their friends. 


Undoubtedly, it builds business and holds this business bet- 
ter than any shoe ever before produced. 


The Arch Preserver Shoe is for all feet. It keeps well feet 
well; keeps them comfortable; prevents the arch from sag- 
ging; maintains youthful vigor. 

The concealed, built-in arch bridge (just one of several exclusive, pat- 
ented features) acts as a Natural support—the kind of support furnished 


by the ground when the foot is resting flat on the ground. Yet it does 
not bind the foot, and bends where the foot itself bends. 


The Arch Preserver Shoe is extensively advertised in the leading na- 
tional publications for women. 


MMMM 
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HAVUNDUNNIANIOEOAOSEAOEDAOBODAOUANAOL APO OATADEOHEOOOSOVEOEDELOUEOOUTOOEUEOSDUDE EMEA ETHAN 


HOUGADUDUTUNUEUOLSUNOGODUDDNED ECU OEOOEDOGUNUNEDUEDUONCOSNEEEAAVOOROOONEE 


A large stock in many styles in all 
widths ready for immediate-shipment 


The Selby Shoe Company, Portsmouth, Ohio 


Sole Makers of the Arch Preserver 
Shoe for Women and Misses 


THE 


ARCH PRFSETVER 


The Shoe that Changed the Ideas of a Nation 


oo 


A —“D 
Lx >> 
ail 


Ui 


The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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makes shoes look new 


EPCO is a liquid enamel which 
restores that much desired new- 
ness to sole edges and to heels. 


Your customers prefer Repco to any 
other brand of enamel because Repco 
is easily applied without danger of soiling 
hands or clothes. 


Repco contains no varnish, shellac or 
other gummy substance —- but materials 
that protect the leather and prolong its 
life. And, best of all, Repco clings 
firmly and evenly to the surface. It does 
not rub off. 


Repco is made in every stylish color 
~-white, ivory, light gray, dark gray, 
champagne and Havana brown. 





























For sale by Shee Findings Jobbers 
Beiter order some Repco today 


UNITED SHOE MACHINERY CORPORATION 
Boston, Mass. 


San Franeisco Branch, 859 Mission St. 


J. K. KRIEG COMPANY, New York, N. Y. 


UNITED SHOE REPAIRING MACHINERY CO 
Bosten, Mass. 


The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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Vulco-Unit Box Toes for Beauty and 


It is the stylish toe that appeals to the woman in her selection of dainty footwear. 
Vulco-Unit Box Toes assure the comfort and distinct style so essential 
in this type of shoe by exactly reproducing the delicate 
lines of the most beautifully modeled fast. 
APPARATUS 


The Genuine “ VULCO-UNIT” BOX TOE is made and sold only by 
Gone BECKWITH MANUFACTURING COMPANY 
pavenveD 111 SUMMER STREET, BOSTON, MASS. 
Largest Manufacturers of Box Toes in the World 
Chicago, G. W, KIBBY & CO. 





St. Louis, OSCAR F. WRIGHT CO. Cincinnati, GEO. A. SPRINGMEIER CO. 
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Lundin Shoes 
Sell Themselves 


as readily to the type of customer who “buys” 
a shoe first and inquires its price afterward, 
as to the more conservative chap who names 
his price limit first and buys the best to be 
had for his money. 


Lundin Shoes—and prices—are equally 
attractive. All the styles, shades, lasts and 


leathers a young man fancies. All the comfort 
his elders demand. Long-wearing economy. 
Made to retail at only $5, $6 and $7. No won- 


der they're self-sellers and repeaters. 


If there is no Lundin Dealer 
in your town, write 
for our plan 


THE LUNDIN SHOE 


The Shoe of Constant Quality 


LUND-WILLIAMS SHOE CO. 


ST. LOUIS Manufacturers U.S.A. 


Y 1475 
Brown Boarded Calf 
Oxford, York Last 


The newest addition to the 
Lundin Line 








The Boot and Shoe Recorder will appreciate yous mentioning the publication in rep 
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customers only become con- 
INFANTS AND CHILDREN’S sumers when they are sold a 
good thing.”’ 


! Turn Shoes palin In Stock The store that features Whitte- 
ORDER NOW more shoe polish has a strong 


| ‘‘My boss is strong for Whitte- 
| 7-7: .MacJM aster more Polish because he says 


i FOOTWEAR 


lever for business. Every shoe 
polish necessary for ‘a complete 
stock is obtainable in this one 
line. If you have Whittemore 
shoe polish to offer your trade you 
are selling that which satisfies. 

Our’ new Stick Suede Leather Cleaner. All 


colors. Seetivey put up and priced to pay 
good profit to dealers. 


No. B 2506 
No. B 2536 Patent Leather Ankle 
White Moccasin with strep, Black Button and 
White, Pink or Blue Rib- p Bow. Can also be 
bon Cd French Knot hadi in Tan Patent or White 


$9.00 = Dozen Pairs Sinn 0 to 4... .96.50 Dos. : Sho oe Pulishe: 


A letter received by one of our 

customers proves what we have 

always claimed—‘Whittemore’s 

r shoe polishes are superior and 

are preferred.” Our customer 

saeived the following in his mail 

: one day. “Enclosed find money 

+a order for which please send me 
DAS four bottles of Bostonian Cream, 

: \}) Uy three brown, one black. Please 


No. B 147 \ don’t send any other kind. I 
ome Leather pte All Tan ‘Calf Oxford, Tip, a never used any lish as good as 


Strap, White Kid Apron, yun See a eer 

Flexible Hand Turn. * to 8, Spring Heel $1.70 } cone * the astoniens' ream. 
attire Steal, a a : The polish that makes a hit with every- 
body. It is a perfect tion for 


Write for New Illustrated Catalog the finest grade of colored kid and calf 
Send for Catalog and Price List 


J-J-MacMASTER [| |WHITTEMORE BROS. 
ROCHESTER .N-Y. | CAMBRIDGE MASS. 


When your jobber can’t supply you, write us 
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Gray Ooze Calf Two-Button One Strap. Goodyear Welt. Solid 
Leather Heel, with ‘“Wingfoot” Top-lift. Perforated and 
Trimmed as illustrated. Made over our New Pedestrian Last. 
Style duplicated in Patent Leather. 


Both Shoes carried IN STOCK, AA-C, by 


W. T. HOLMES CO. 
15 North 4th Street Philadelphia, Pa. 





The merchant who places his order for Harney shoes may be 
absolutely certain that the shoes delivered will correspond ex- 
actly with shoes ordered. If you buy the numbers shown, you 
will find them exactly as described, with a liberal amount of 
selling quality and merchandising appeal. 


DJ. HARNEY SHOE C0. 


=i MASS. 












































jiate your mentioning the publication in replies to advertisements. 
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SOLE AGENTS 


fora 


_NEW BLANCO Bw 


KEEPS WHITE SHOES 
WHITE 


GUID 


1S OQ 


[= WHITE CLEANE | 
f | yt 


WE ARE SOLE DISTRIBUTORS FOR THE UNITED STATES FOR 
BLANCO 
IN CAKE FORM -- IN METAL BOX -- WHITE, YELLOW 
AND GREEN KHAKI 


In Liquid Form (New), WHITE ONLY 


GPnenen & Chamberlin, Philadelphia 














J 








: 
The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advert#sements. 
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Every Top Notch dealer will be interested in 
the new book that we are just publishing, 


“Top Notch Dealer Cooperation” 











BEACON FALLS RUEWER SNTE CO. 4B 
fACTORY BLrACoK FALU.S coms. 


A GUARANTEE or RUBBER 
LOOTWEAR seg 3 : 


apps 


T is a veritable gold mine of infor- local advertising with the national ad- 
mation on merchandising in gen- vertising of the Beacon Falls Rubber 
eral, collected by us from the experi- Shoe Company. 
ence of successful merchants in every 
line of retail selling. It is especially This Dealer’s Service Book contains 
valuable to a Top Notch dealer. constructive suggestions and practical 
Unlike many books of this kind, the ideas that will be of daily value to 
Top Notch Dealer’s Service Book goes retail shoe merchants everywhere. We 
far beyond an offer to furnish dealers will be glad to send you a copy with our 
with mats or electros to tie up their compliments. 


BEACON FALLS RUBBER SHOE COMPANY 
Makers of Top Notch Rubber Footwear 
BEACON FALLS, CONN. 


New York Minneapolis Boston Kansas City ji San Francisco 
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IMPLIFY and standardize your stock; save 
valuable store space, and release capital that’s 
tied up unnecessarily in a number of other lines. 


The B. W. Combination Last—and only the B. W.—fulfills 
all the requirements of all the ladies from gay debutante and 
flapper to the staid and sensible woman of affairs. 


The easy-fitting, heel-gripping, arch-supporting features of this shoe 
combine to satisfy every woman, and the more she is on her feet, the 
greater her appreciation of the B. W. 


Samples on your ‘ There are no shoes 
desk will prove better than Cin- 
more eloquent cinnati-made shoes 
than our claims- Sooo —there are none 
write us to send so good as 

’em along. Reg. U. S. Pat. Off. ROTH’S 


tH ROTH SHOE”4@. 


“ CINCINNA 


The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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TYLISH STOU 76 Styles TYLISH STOU 
OUTSIZES In Stock OuTSIZES 


TRADE MARK TRADE MARK 


Immediate Delivery--- 


Guaranteed 


Glazed Kid Quarter Linings, 
Red-Line-In Toe Linings, 
Diamond Eyelets, 

Goodyear Wingfoot Heels. 


B259—Black Glazed Kid, 5 Eyelet Oxford, a eee | Glazed —." 5 Eyelet Oxford, 
Perforated Tip, 14-8 Wingfoot C Heel, 202 Perforated T 2 | Toe, 13-8 Wingfoot 
Las Cuban Heel, 253 Las’ $4.25 


t. Pee ocuscedabuseesdia des. ca $4. 25 
B263—Same as above in Havana Brown -~ B251—Same as oes in yen Brown "Kid 
Price $4.7 Price $4.7 


Widths A to EEE. Sizes 2% to 11. Widths A to EEE. Sizes 2% to 11. 


B260—Black Glazed Kid justable Cross 
Strap Pune} Medium Rennde: 
foot Cuban Heel, 202 Last. 


Widths A to EEE. Sizes 2 to 11. 


All Goodyear Welts with 
Reinforced Built-in Steel 
Arch-supporting Shanks. 


B258—Black Glazed Kid 5 Eyelet Oxford, B26—Black Gl 
lazed Kid 5 elet Oxford, 
a" Eounted Las © Toe, 14-8 Wingfoot | may Plain Toe, 11-8 Wingfoot yo + 265 Laat 


Widths C to EEE. Sizes 2 to 11. Widths D to EEE. Sizes 2% to 11. 


——— 


ROCHESTER, N. Y. 


. ‘ 506 Security Buildi 
Chicago Office: 139 Ww. Madison Street 


Note: Sizes 84 and 9 are 35c. extra; 9 and 10, 50c. extra; 10 and 11, 75c. extra. Th is a pack: charge 
=a " of 25c. pen pate on alll codene of less Gham thaee pains. — ime 
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The Beot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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WEILODA 


Don’t Say Suede—Say “WEILDA” 


The principal charm of this 
beautiful new shade lies in 
its color neutrality. 


BUFF WEILDA blends 
perfectly with almost any 
color of leather or costume. 


Hence, its instant popular- 
ity with makers of the most 
exclusive shoe styles. 


A. C. LAWRENCE LEATHER CO. 


210 SOUTH STREET, BOSTON, MASS. 


New York Chicago Philadelphia Gloversville Rochester 
Cincinnati Milwaukee St. Louis 






The Beot and Shoe R d will appreciate your mentioning the publication in replies te advertisements. 








Cc ALL B 
Color E 
Buff 








‘‘Lawrence Leathers 


are 
Reliable Leathers’’ 


The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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by U Marvel UAsDurabitity 


UST as certain steels are made 
for high-speed tools — so is 
Cedar Cliff Satin made for high- 
grade slippers. You'll marvel at its 
durability. It is especially designed 
to resist the friction of wear, hold- 
ing its lustre and beauty long after 
ordinary satin is dull and ruined. 


Every argument for better mer- 
chandising and profits points to 
Cedar Cliff Satins as the fabrics 
distinctly specified for slippers. 


Manufacturers who use it once—are 
solidly sold on its genuine superiority 
over all other slipper satins. Mer- 
chants praise it for its power to pull 
sales and attract new business. 


Women instinctively admire its 
appearance and appreciate its ability 
to stand unusual wear in home and 
street. 


Order this satin—built for a 


purpose, 


53 


Whe CEDAR CLIFF 
SILIC COMPANY 


25!1-255 FOURTH AWE. 
NEW YORK, 


SHOE SATINS 
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Invisible Value 


All white shoe cloths look more or less alike. Whether made from 
short or long staple cotton, two-ply or three-ply, the inferior fabric, 
to a casual observer, will appear to be of about equal value. 


POLAR KLOTH 


is made from long-staple imported cotton, spun into a three-ply fine 
count yarn, and woven into an extremely fine-faced fabric of great 
strength, to produce a shoe of Beauty and Long Wearing Qualities. 
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Five Years 


of constantly increasing business have proved the wisdom of 
Quality First and Price Afterward 


Thomas, Lake & Whiton, Inc. 


179 South Street, Boston, Mass. 
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NO. 701 
IN STOCK - AA to D 


$6.00 


Gun Metal Calf. Hand Turn. Suede Calf Collar and Strap. 


IAA 


NO. 702 
IN STOCK - AA toD 


$5.00 


Same as above in White Fabric with White Kid Collar and Strap. 
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Ask for our Spring Catalogue of New La France Styles 





Williams, Clark and Company 
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Usefulness and Beauty 
in Footwear 


Art in footwear as in ‘everything else calls for the 
practical combination of usefulness and beauty. 


Diamond Brand (Visible) 
Fast Color Eyelets are 
artistic additio nsto the choic- 
est shoe. 


National advertising of the 
United Fast Color Eyelet 
Company is creating a posi- 
tive and substantial demand 
for shoes with visible eyelets. 


United Fast Color 
Eyelet Company 


Boston 
Mass. 
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FRENCH SHRINER & URNER 


MENS SHOES 


GOLF 
SHOES 


With Imported —that fit as perfectly as the best 
Crepe Sole : tailored dress shoes. 


—that wear, that will not lose their 
shape, and are as impervious to 
weather conditions as golf shoes can 
be made. 


—that are so comfortable and light, 
that they can be worn with equal 
satisfaction upon the street. 


You Can Sell 
French, Shriner & Urner 


Style 77— Brown Elk, 

Russia trimmed, with im- Golf Shoes 

ported crepe sole. 

Sryte = hwy en to hundreds of men who have pre- 
ussia trimm sport . . 

ford with imported crepe viously bought only from sporting 

sole. goods houses 

Style 95—Norwegian Golf : 

oxford with imported Try it! 

crepe sole. 

















FRENCH, SHRINER & URNER 


Factory and Salesrooms 
63 MELCHER ST., BOSTON, MASS. . 




















Superiority fullt in, Pie SHRINI : ER & Not Rubbed On 
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HIGH-GRADE COMFORT SHOES 
THAT REALLY HELP THE FEET 


A comfort shoe meets its purpose fully when it is 
actually of benefit to the feet. Gardiner Quality 
Comforts possess this qualification. 




















When the product is 
manufactured by a house 
of long and honorable 
standing, merchants and 
their customers are pro- 


tected. 


Experience has shown 
that the Gardiner line, 
combining the two above 
factors, sells easily and 
induces future business. 


No. 407—KID SANDAL, medium toe, no 
box 9-8 rubber heel. B,C, D and E... . $2.00 


Our latest catalog is yours for the asking 


H. K. GARDINER COMPANY 


PITTSFIELD, N. H. 
No. 205—KID STOCK TIP BLUCHER OX- 
BOSTON SAMPLE ROOM - 134 LINCOLN STREET FORD. gray quarter and sock ‘ining 12 er 


ber heel. B to E 





=< -— —<——— ¢ — ¢ <9 me fe = eG 




















—s — 














The ‘Famous 


Weber 


Shoe for en 


Style 735—Cherry Boarded Veal; No. 13 Fox 
Oxford; Sport Last; Single Sole with Yellow 


Weber UNION MADE Se Riek Sher aaa Sale, with, Yellow 
Shoes perform as well ; ingfoot Rubber Heel. 
as they promise. 


To see them is to want 
them. To buy them is 
to buy them again and 
again. 


New York Office, H. HARRIS WEBER BROS x Co: 


1328 Broadway, Marbridge Bldg. | NORTH ADAMS. MASS 





The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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FIFTY YEARS PRODUCING HONEST LEATHERS 




















ICHERE IS 
| ONLY ONE 


Al 




















| TANNING ~ 
| COMPANY 


|  SHEEPSKINS--CHROME SOLE:SPLITS--COTTON FINDINGS _ | 
129 SOUTH STREET, BOSTON, MASS. 


The Boot and Shoe Recerder will appreciate your mentioning the publication in replies to advertisements. 























BOOT AND SHOE RECORDER. 


FOR MEN, WOMEN 


The Ultimate CLICO. 


AND CHILDREN 


Sport Sole 


RL comroey con 


The BLUE LABEL on every CLICO Sole 


is for your protection 


OULD you buy an unbranded auto- 
mobile tire? You know better. 


We brand all CLICO Soles for the same 
reason that all reputable tire makers brand 
tires :— 


To protect you and your customers. 


The wave of popularity for crepe rubber soles 
is naturally resulting in the offering of num- 
erous crepe soles of irresponsible quality. 


They are made simply to profit unscrupulous 
speculators, who care nothing about your 
success. 


Shoes by 
CHARLES A. EATON CO. 
Brockton, Mass. 


gut soles are principally made from plied 
up sheets of rubber of variable quality. 


They chip off and do not stay on the shoe. 


One retailer sold seven pairs of shoes soled 
with this cheap irresponsible material. All 
seven pairs were returned, because the plies 
of rubber separated. The shoes were made 
by a reputable manufacturer, who bought the 
rubber from a speculator. 


Mark This—It’s Important 


Only 15% of the very choicest crepe rubber is suitable 
for sport soles. 


CLICO Soles are made only from this choice selection-- 
shipped from Singapore direct to our factory. 


We guarantee every pair of CLICO Soles branded 
with our blue label. 


The Clifford Company 


Makers of CLICO Soles and Ace Rubber Heels 


185 SUMMER STREET 
Boston “opp. South Station Mass. 


St. Louis Reqocnemtative 
M. HENCHAN, 1627 Locust Street 


The Beot and Shee Recorder will appreciate your mentioning the publication im replies te advertisements 
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“Note the Hug at the 
Heel and the Gripon 
the Foot.” 











Fashion’s latest motif beats time for 
those who produce Kimball & Sherman 
footwear. So sparkling with originality 
is the completed product that it wins 
quickly the favor of women of good 
taste. 


With its magic style power, the creation 
by Kimball & Sherman opens the way 
to successful merchandising. 


KIMBALL & SHERMAN CO. Haverhill, Mass. 
Boston Office, Rice Bldg., 10 High St., Room 701 
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 Denkay Colt 


Everything You Can Ask for in Patent Leather 





O make a patent leather that 

looks well is not so difficult 

as to make one that also em- 

bodies these other essential 
points: 


31999SG:0)0 


Enduring Brilliance. 
Unusual Pliability. 


Toughness that withstands shoe- 
making strains. 


Unusual Comfort. 
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These qualities have made 
DONKEY COLT a favorite 


with famous makers of style 


\ ze 
/ a — 
§ 


TOLMAN, DOW & CO., Ine. 
174 Lincoln Street, Boston, Mass. 
ROC -RESTER, N. Y. CINCINNATI, OHIO GREATER N. Y. ST. LOUIS, MO. 


Mr. a tharles L. Kirk Mohr- Holters Sales Co New Castle Leather Co. T. M. Fitz cf | Co. 
2 Andrew St. 202 E. 7th St. 100 Gold St. 1602 ) ogi t. 
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C.H.ALDEN Ca 


Us .& 


An Alden Style 
> # that can be 
delivered promptly 
Made in 
Gallun’s No. 4, 


also Black, 
Ato D 





ONCENTRATION_ of our 
efforts has enabled us to offer 
that which the times and the trade 


require. 


2. ¢ | & 


—best quality of Stock with our Standard of 
Workmanship, at prices lower than could 
have been accomplished in any other way. 


ooo 908 980 


We are also able to give quick deliveries on 
certain lines. But this is not in any way an 
in-stock proposition. 


C. H. ALDEN CO. 


FACTORY BOSTON OFFICE 
ABINGTON, MASS. 10 HIGH ST. 
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‘ " Chamaliee’ S 
Egyptian Ornaments | 





VOC 


Scarab and Sphinx 


Designs 


In Antique Settings with 
Sparkling Stones 


Facinating Color 
Combinations 


Patterns illustrated 
$9.00 to $10.50 per doz. pair 


Others $4.50 up to $15.00 
per dozen pair. 


2 esd BUA 


Profit on the increasing popular de- 
mand for high quality Egyptian shoe 
trimmings. Send now for dozen pair 


assortments at $8.00 or $10.50. 
$213 


W.K. Chandler, Inc. 


125 Summer Street :: Boston, Mass. 
1923 Style Folder On Request 


© POPPVS POVPMS PAVUUe PBOPCBH aA 
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A Vital Improvement 


in Rubber Heels 


Every high-grade merchant and manu- 
facturer will immediately see that the 
Arch Guide Heel represents a basic im- 
provement in rubber heel manufacture. SS Is Popular in the 

They protect the foot by directing the [za Oil Industry because 
inner longitudinal arch in a straight line. - 

Arch Guide Heels are used on both or- 
thopedic and regular footwear. Made in 


men’s, women’s and children’s sizes, for IN STOCK—$6.00 
high-grade shoes only. , 


it is made to do real work, and 
stands the “gaff.” 


No. 1966—8 inch Blucher, Light 


 RECIEW . nT Tan, 1967 Mahogany Full Grain 
SPECIFY ARCH GUIDE HEELS Reutien, Gill Rectier Gomes 


i , Box-toes, Insoles, Heels, Out-soles; 
W rue for samples and prices Full Grain, 34 Gussett, Fab inside 
Back Stay, Long Leather Outside 


I E 7 ~ ES . Back Stay and best drill lining. 
1 j { rr H’ \ “ © iB ; No. 1978—Same, Moccasin Toe, 


PRONOUNCED PITS- YOU : Ss aver, $6.50. The correct height of this 
boot, with its style, makes it an 


nd c . ‘ :! “a ideal service boot for outdoor wear 
Wonder Arch Guide Rubber Heel Co. "4 tine wath ob tee tenmentinn, 





Station O Cincinnati, Ohio isin, > 2 Further details on request. 


Battreall Shoe Co. 


MANUFACTURERS 


ST.JOSEPH MO. 
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You believe in the pair of shoes you are trying to sell 
to a customer. 

It contains honest, substantial material. 

It is made by skilled workmen. 

It is in keeping with tendencies in style. 

You tell this to your customer and add that the shoe 
is backed by the reputation of your store. 

Then to add weight to your belief in the quality of 
the shoes you sell point out to the customer the Arm- 
strong Circle A Heel—a name and trademark associated 
by the buying public with products of the highest 
quality. 

An Armstrong Circle A Heel is a visible mark of the hidden 
quality in the shoes you sell. 

The Armstrong Cork Company is proud of its heel. Specify 


this heel on your shoes and you, too, will be proud of its appear- 
ance, wear, and the satisfaction it gives your customers. 


ARMSTRONG CORK COMPANY 
Shoe Products Division 
LANCASTER - - PA, 


Armstrong 


Convince yourself first. Send for 
a free sample pair for your own 
shoes. State size and _ color 
desired. Give the Armstrong Circle 
A Heel a real test by wearing 
them every day. 
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CHROMOK 


SIDE LEATHER 
































“Chromok” makes better medium priced shoes 
because it is specially made for just this grade 


W. D. Byron & Sons Leather Co. 


Williamsport, Md. oo os oo Boston, Mass. 


Also Makers of 
Famous Oak Tanned Flexible Inner Soles, Flexible Sides and Bends 


ee TTT TT i 

















—— 


He Chooses The Martinique 


— 

\} How can we make him 

k R \ ] I C | pleased with his choice? 

ii THIS ss the WAY 
WITH A LARGE “S” | | W E will assign him to one of our well 
- } | furnished, airy rooms on an upper floor. 
| We will see that he tastes the delicious 
rE i | club breakfasts we serve at 45c to $1.00 and 
| 1E Essex Management prides itself | the wonderful sad/e Phote dinner at $1.75 
on service. For all you enjoy when i and $2.00. 

stopping here only a reasonable service 1 We will ask him to look out of his bed- 
rate is asked. In keeping with its licy room window to see that he can almost touch 
of wroviding every thing possible er as | | the great manufacturing and wholesale district. 


little as possible, rates were recently re- i If he says sheatre, we'll suggest that the 


duced. Make the “Essex” your home | short walk up Broadway to all theatres is foo 
while in Boston. | short and too interesting vw take a taxi. 








And when he has finished his stay and 
|} finds that his room has cost as little as $2.50 
The Essex Hotel Co. , a day without bath, and $3.50 uth bath, we Across the 
‘ ~ know that next time his choice is certain to be street from 
J. J. McCarthy, Pres. T. A. McCarthy, Tress f Hotel McAlpin 
} and under the same 
management. 


aston lass) MARTINIQUE 


| | A. E. SINGLETON, oe Mer. 
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You’re in business to geow—and Not just a first quality product 
prosper—to become bigger and like other manufacturers make— 
greater every year—aren’t you? butsuper-quality. The kind of rub- 


r that gives phenomenal wear. 
And you’re anxious to build a 


clientele of satisfied customers— Scores of dealers have sold Good- 

old standbys who believe in you year Gold Seal rubber footwear 
and your store. for 50 years or more. Hundreds 
have featured the line for 30 


You wouldn’t knowingly sell years and over. What a record! 
paper shoes or shoddy rubbers m 


to such customers. You know And because Goodyear Gold 
you’d never see them again. Seal’s super-quality givessuch sat- 
They’d take their tradeelsewhere. isfactory service it wins friends for 
the dealer. As one merchant said, 
So you select your goods care- “I’ve built my business in Good- 
fully — looking for price but in- year Gold Seal goods. I couldn’t 
sisting on quality. do business without them.” 


But—unfortunately — you can’t Are you selling for today’s prof- 
tell the quality of rubber foot- its—or tomorrow’s? If you’re in- 
wear by its looks. For three gen- terested in building a business 

erations Goodyear Gold Seal rub- on quality, the Goodyear dealer 
ber footwear has been interna- proposition will appeal to you. 
tionally famous asthe finestmade. Write for proof. 








The Original and Only Genuine 


GOOD 
RUBBER C 


General offices: 787-89 Broadway, New York 
—and six branches, on their toes to give you service. 
Milwaukee, Wis., 380-2 Rest Wane St. St. Louis, Mo., 1103 Washington Ave. 


St. Paul, Minn., 371-7 Sibley St. Portland, Ore., 61-7 Fourth St. 
Kansas City, Mo., 807 Baltimore Ave. San Francisco, Cal, 539 Mission St. 
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Lo ‘Nothing in the shoe 
J Se ' but the Foot” 
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‘“‘In-Built” Comfort 
and Protection 


From the viewpoint of shoe specialists, 
shoes built with Crawford Arch Sup- 
ports are scientifically correct. From 
the viewpoint of your customers, they 
are unusually desirable because they 
correct fallen.arches in a pleasant, natu- 
ral way. 


The Crawford Arch Supporting Shank 
is built right into the shoe—fitted be- 
tween the insole and outsole and locked 
to the insole. It is part of the shoe— 
in-built support and comfort that give 
ease to the foot and preserve the shape of 
the shoe, assuring lasting fit and comfort. 




























Show your customers shoes with 
Crawford Arch Su i 


pporting 
Shanks. ae 











On the head of the rivet which locks the 
@ shank to the insole, and which is flush 





with the insole, you will find this trade SN 
mark. Look for the trade mark. It is SS S 
your protection. \ 


United Shoe Machinery Corporation 


Boston, Mass. 
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Are You Able to Supply 
his Demand °? 








J 
T SERIES OF ARTICI ES OY 


‘Gam By Thairry Emerson Fasdi — 


Over 2,000,000 Women 


More than 2,000,000 women are reading the adver- 
tisement reproduced above—the first by Mary Lee. 
In it Mary Lee has presented to those 2,000,000 
women some facts for which they have all been 
waiting. 

As a matter of fact, their representatives have 
asked Mary Lee to do precisely what she has done 
—build shoes that they want. 

The first five numbers as shown in the Ladies’ 
Home Journal for April are now on sale. So are a 
number of other models—all wanted merchandise. 


s° 
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! Mary Lee 









Year “Round Demand 


Shoes like these are in year round demand. They 
sell the year ‘round. 


Every woman in the country wants shoes like 
these. Every woman in your community is a pros- 
pective customer for Mary Lee Shoes, particularly 
as each will be given an opportunity to voice her 
preference and will find in the Mary Lee shoes pre- 
cisely the shoes for which she has asked. 


See the new numbers on the other side of this page. 
They are being asked for now. 





HARRISBURG SHOE MFG. CO., HARRISBURG, PENN. 


SAN FRANCISCO 
141 Drum St. 





NEW YORK 
127 Duane St. 


BOSTON 
183 Essex St. 7 —— 
I} v 
f War Lee 
DOE EE 

\ 


ARRISBURE 







Women Have lold Us 
— They Want These Shoes 


Here are the first numbers of the 
new Mary Lee line made in re- 
sponse to a definite demand. 


We have on file in our office, 





a, letters from women all over the 
Se country requesting these very 


models. 

That is why we say Mary Lee 
shoes are three-quarters sold when 
they reach you. 





Arundel 


Patent leather blucher 
oxford. Goodyear welt, 
8/8 rubber heel. 





York : 
Patent leather and . or sagnts 
Windsor eh . white Bermuda cloth White cabretta, Flex- 
White Bermuda moe oxford. Goodyear welt, ible McKay, 17/8 
cloth _ oxford. e 12/8 rubber heel. Spanish wood heel. 


bee "PP" a SoS Preferred Merchandise 
QUALITY SHOES 


- to Retail at 
Fairfax 


Gray suede one-strap () f) 

sandal. Goodyear welt, $50 and $6 ft) 

8/8 rubber heel. =__ meen 
« 





Write for information and prices 


HARRISBURG SHOE MFG. CO. 


HARRISBURG, PENN. 
NEW YORK BOSTON SAN FRANCISCO 


oz Wary t 
SHOES \j 0 RU 


SHOES 
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-KEWPIE [WINS 


QE6. V. BS. PAT. OFF. 





Make the Mothers and Fathers in Your Town 
Your Friends 








A c 

vs Sell them a pair of shoes for their Children 
: that show 
y. Best Materials Best Workmanship 
x and 

Mg BEST RESULTS 


-, 





PATTERN NO. 27 PATTERN NO. 39 
No. 1227—Black Kid One Strap, Footform Last, Flexible No. 1239—Black Kid Bal Ontesd, Footform Last, Flexible 
Oak Sole, 12-2 Run Leather Heel. ai an eee Some 
No. 1327—Same as y Sizes 12 one pe RRMRRE EG Fee 
No. ~;~~ as 1227, only Patent Leather jVamp, Sizes 8 weal 6 Cc D-E Ra arereiptan 50 
Smoke Bear Quarter and Strap. ee OO, ai + Pte erk tenioceceun 2.25 
No. 1527—Same as 1227, only Patent Leather. 
ee ar, Cn ccccutancacand $2.85 No. i ee ar 1 = Brown Kid. .0R 
Sines 834-11%. C-D-B......cccccccees 2.50 ee OR ee 5 GS on 5h nan ce pod 
Sizes tt . Se acathtrcnnd cuales 2.25 = SIL is. Se 2.50 
ee OE 4 Gah ciceadcaseeeanae 1.75 Se RCRA RR a pet 2.25 


IN STOCK — STOCK DEPARTMENT 


Manufacturers of ‘‘ National Park’’ Footwear 


THE JUVENILE SHOE CORPORATION 


OF AMERICA 


catuacen OO MISSOURI 








“The — Is Higher than the Price”’ ae 
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In the early 18th Century the most ordinary shoes were high 
priced and hard to obtain. Many persons went barefoot, partic- 
ularly children, except in cold weather. Even when going to 
church they often carried their shoes in their hands until near 
the door of the meeting house. 


Today no one need go without shoes. The demand is great, and 
various fancies and whims must be satisfied, not only in ordinary 
footwear, but shoes of style. 


Footwear for every member of the family, for every occasion 
and use, is available at prices within reach of all, at 35,000 
Rice & Hutchins retailers all over the country. 


RICE & HUTCHINS 


INCORPORATED 
BOSTON U.S.A. 


fa 
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A Pernicious Legislative Disorder 
If Wisconsin Starts ‘“Tag Laws’ What Might Follow? 


manufacturer in every state, should be alert to 

what is happening in Wisconsin. Already a mis- 
chievous bill has been passed by the Wisconsin As- 
sembly and it now goes to the Senate after a public 
hearing on April 11. 

The Recorder would not sound the alarm nationally 
if it wasn’t for the fact that pernicious legislation of this 
sort showing its head in Wisconsin, may spread the 
country over. In many states, there exists the same 
spirit and disposition to unduly tamper with business 
through freak legislation. It is a peculiar disease of the 
political mind that the public is benefited by regulation 
and if you multiply 48 states by the number of nuts who 
sit in legislative chairs, you get some idea of what the 
future holds both for the public and business. The con- 
tagion is liable to break out in any state. 

We want you to read with great care, the double 
page alarm in. this issue entitled A SAMPLE OF 
LEGISLATION INJURIOUS TO YOUR BUSI- 
NESS. The real job of killing the bill is up to the 
merchants, salesmen and manufacturers of Wisconsin 
who should attend the hearing in person and em- 
phatically throw it out of Wisconsin politics. A similar 
vigilance on the part of merchants in every other state 
of the union is recommended. 

Fortunately, in matters of a national character, the 
National Shoe Retailer’s Association is very strongly 
represented by fighters who have both the brains and 
the money to make their influence felt in Washington. 

There is no end to which freak legislation can go. It 
is against the law to smoke in public places in Utah, 
and most every traveling man knows of the regulatory 
length of bed sheets in some of the Western States. In 
Oklahoma, teachers are prevented from explaining 
evolution and there is a regular epidemic of regulatory 
laws propping up in the Western countries. : The per- 
sonal habits of our people are now subject: to numerous 


} VERY merchant, wholesale and retail, and every 


regulations and not so long ago, an effort was made to 
censor high heels in the State of Massachusetts. 

This bill presented in Wisconsin has all the earmarks 
of legislative folly for who can tell positively the in- 
gredients that go into a shoe down to the details of 
quality of counters and character of box toes. Shoes 
would become so complex in their description that the 
detail work of a factory would be but an incident to the 
itemization necessary in the sale of a pair of shoes to 
the consumer. 

The thing to do is to kill the bill and to make plain 
to legislators that idiocy in politics will be rewarded by 
withdrawal from office through pressure at the polls. 


Boudoir Shoes on the Street 


HERE is no end to the freakishness of footwear. 
The use of color did not do what was expected, 
namely, reduce variety in patterns because the novelty 
note had been transferred to the leathers. A Spring 
madness has come upon the trade after a drab winter 
so that today we have new round toe lasts, fancy 
leathers in colors and finishes, and wild patterns. All 
these three are multiplied by the buyer’s imaginative 
guess as to how far his home community will go. 
Don’t take Broadway or Fifth Avenue, New York, 
as your style guide for the next few weeks. This cele- 
bration with firework shoes must flare up to the stars of 
fashion and then go out before the beautiful set-pieces 
are ready for the applause of a nation of merchants. 
Color is all right in its place but of the crude reds, blues 
and greens, and those mellowed off into pastel shades, 
there must be selling sizes to justify them being carried 
in your store. Then you have got to get a long price— 
twice the cost is little enough. Though there is al- 
ways the black dye pot to come to the rescue—pro- 
viding patterns are still good and lasts acceptable. 
Some merchants have been wrangling over the cost 
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figures of these new and exotic types of boudoir foot- 
wear now being worn on the streets—a rate per cut-out 
is discussed and the cost of one heel over another. The 
way to buy these flash shoes is to pick them for their 
color and pattern, let the price come where it will. Com- 
petition settles the price at the source—but if you have 
distinction you are the one who is setting the price at 
retail. If buyers knew as much about customers’ ac- 
ceptance as they do about factory cost sheets, the thing 
would settle itself—volume. 

Boudoir motif in footwear is an excellent way to tell 
the world that women’s style shoes have about as much 
leather in them as the mule. Once street wear shoes 
lived up to their name in sturdiness, then with evening 
satins worn all day we came to an advanced (but hardly 
progressive) period. Now the average high-style shoes 
have as much modesty as a South Sea Islander’s dress 
of hay—you just know she wears fine hosiery and ima- 
gine there is a sole beneath. 

Just how far is this boudoir footwear going in street 
and regular wear footwear? The run is so strong in big 
cities that it looks good until June 1—for the rest of the 
country it may swing into August for feet do look 
smaller, truismer and neater—providing the foot is 
actually youthful. A thick foot with meat on it in a 
cut-out sandal sticks out all over like filling of a pud- 
ding—it is hopeless as a style for all women to wear for 
it puts a premium on the thin fleshless foot. 

Keep a watchful eye on these boudoir types of foot- 
wear—the only excuse for carrying them is that as 
high-style they should pay the price and when the de- 
cision comes to drop them, either sell ’em, burn ’em or 
dye ‘em. It is to this messy pass that a freakish year 
opens with everything wild credited to a departed 
King—who could scarce recognize in things called 
Egyptian some of the ill-begotten monstrosities labelled 
fashionable footwear. If you take a gamble—try them; 
if your store and town runs conservative try ‘em once 
for window display—but don’t figure you are going to 
make the profits of a season on them—they are built to 
tease customers to spend their money for shoes instead 
of scarabs. 

Slowly but surely the turn will come—we see it al- 
ready in top-grade custom work. Fine footwear, for 
women who enjoy the highest places in society, has 
turned to the elegance of very slim straps—one over 
the ankle or waist and one up the front or from the side 
foxing to meet it—and the simple beauty of a very thin 
strap (not over 3-8 of an inch) has started style into a 
new channel of refinement. The jazz period in style 
may be at its very height now—but it will pass. 

We have. received a letter from an eminent stylist 
which is so pertinent that we give it editorial emphasis 
herewith: 


“Real style, in our opinion, is th e art of good clean shoe making, 
with shoes that fit and that have in them lines of character that 
class them as style. It is like a weil tailored suit of clothes. 

“We often see an individual all covered with gewgaws go 
marching do wn the street, the same as one might see at a ballet. 
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This hardly represents style, in our opinion, for 90 per cent of the 
women of America. This individual may attract attention, a few 
men are bound to look at her. Some will think her disgusting, 
most of them will think her unattractive, and a few will think 
that she is a sport. 

“We think that some styles of shoes are somewhat in this same 
category. We do not believe that women want a lot of loud, 
taudry, crazy looking shoes on their feet. Very few women of re- 
finement care to be conspicuous. We still believe that the real 
women of America want refinement. You get refinement in al- 
most everything by the lines that are represented. All art proves 
this, and real style is art. 

“There still exists among women the idea of femininity which 
is quiet refinement. Art that is produced by distinctive lines is 
simple and clearly demonstrated. 

“Many in the shoe business today are being overcome by the 
jazz of ‘seeming’ style, and many retailers will do well to remember 
that real refined women do not care to be adorned in flashy, 
dazzling things, and it will be difficult to find enough women who 
will dare to appear in their community with show shoes on. Do 
not try to make your whole meal on ice cream and cake. 

“A neat, plain, well made, one strap slipper that will fit, made 
of real merchandise, and that is properly processed, with lines of 
both last and pattern showing therein genuine art, in our opinion 
does not require a lot of embellishment to make it sell and re- 
present real style. 

“A one strap slipper is in effect a sandal and this is the style 
note that we hear. Make it neat and pretty and it will sell, al- 
ways has and always will.” 

The Recorder wants real style opinion—expression 
from merchants operating stores large and small—not 
letters calling for the glorious past for that is gone for- 
ever but helpful letters acknowledging that style sells 
shoes and makes profits. We want an open forum on 
style and not criticism merely because of opposition to 
something new. The courage to sell the right shoes, at 
the right price for the right service is a great function 
possessed by some merchants and ignored by many who 
do not think for themselves. The competition of the 
dress, hat, hose and gewgaw for the feminine purse is 
something to be considered and now shoes have a broad 
high-way right into the buying department of the fem- 
inine mind. 


Who Sold the Most Shoes? What is the 
F Best Store and Salesman Record? 


Many stores found a phenomenal business in the ten- 
day period previous to Easter. Likewise, many stores 
found that March 31, Easter Saturday, was the biggest 
day in their career. 

Arthur Wallace in Boston in a comparatively small 
store had a sales record of a thousand pairs of women’s 
shoes. 

The London Shoe Company at 86 Schiff Parkway, 
New York, had to call in a special policeman, and could 
only admit men as often as seats became vacant. The 
seating capacity of 200 chairs was filled from morning 
until night and hundreds of men were asked to make 
their purchases the following week. 

Every steady salesman fitted and sold over 100 pairs 
of shoes on that day with a gold prize awarded to the 
salesman who sold 178 pairs and a silver award was 
made to the man selling 145 pairs. 
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Half the problems of 
manufacturing and mer- 
chandising can be solved 
by a_ stand nationally 
taken AS IS. Doesn't it 
stand to reason that after 
hours of study, of expense 
of experimentation, that 
the designer’s creation has 
a better chance before the 
ultimate public than the 
new style born after a 
hearty dinner, a good 
cigar and a swig of hooch. 
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Everybody Thinks It a ‘‘Gift’’—To Re-make Samples 


AS IS—there are no sweeter or more powerful words 
in industrial language—they mean on an order, Faith, 
Courage, Consistency and Economy. Let us start in 
now to censor from the style stage that expensive pro- 
duction “as you like it’’ which many merchants and 
salesmen have been playing. 

With a pencil and whim, the buyer creates on paper 
something which by the artifice of a factory of pattern 
contortionists he hopes to see appear in a shoe master- 
piece which will knock the world for a row of cash 
registers. 

Don’t mistake our cry for AS IS as being a hope for 
the miracle that industry will return to “as you were” 
in shoe making, for actually a revolution has taken 
place in the making and merchandising of footwear. 














Many a salesman, eager for the order, compliments 
the buyer on his ability as a draftsman, mentally cal- 
culates that one or more cutouts trimmed with French 
braid mean nothing to the factory, and the result is 
that most factories need interpreters instead of profit 
auditors. Many a perfectly good “as is” sample has 
been given a treatment in geometry that makes the 
high-cost-of-holes look like an ultimate shelf-warmer. 
Pray for a salesman who listens to the buyer but who 
sends in the final order “‘as is.” 

If it were possible to estimate the expense of experi- 
mentation due to the whims of salesmen, and buyers on 
top of the designing cost in the factory, it might be 
found that it would be more inexpensive to let the 
factory go on the road and the salesman stay at home. 
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up shoe represents just so many pieces of leather 
sewed together drawn over a last with a bottom 
and heel attached. 

Few merchants and few traveling salesmen are really 
acquainted with the intricacies of shoe making and the 
expense involved in changing or switching patterns. 

A few years ago one of the largest middle western 
factories called all its salesmen together for a semi- 
annual conference before starting out with the new line 
of samples. 

The sales manager was conducting the meeting. He 
went through the line, sample after sample, explaining 
the reason for each sample being in the line and selling 
the whole line to the salesmen. 

Among the samples was a boys’ high-cut made of 
heavy grain leather with a good substantial heavy 
bottom. Just as he was passing on from the highcut 
after having made his sales talk, one salesman got up 
and said if that highcut shoe only had a buckle at the 
top he could sell a whole lot more of them. Since com- 
ing to the factory he had taken the matter up with the 
superintendent and found that the buckles could be put 
on at an additional expense of 10c a pair, and that he 
could sell the shoes for 25c a pair extra with the buckles 
on them, thus showing a clear profit of 15c extra per 
pair to the factory. 

Several other salesmen expressed their enthusiasm 
for a new sample with the buckle on it and each ex- 
pressed himself as being positive that he could ma- 
terially increase his sales by having this extra shoe in 
the line. The sales manager put the question to a vote 


4 ik THE average merchant and shoe buyer a made- 





and the majority of the men were in favor of having the 
new sample with the buckle on it. 


A Practical Example 


The president of the factory had been sitting all 
through the meeting and had not said a word. At this 
juncture he got up and said, “You say the straps and 
buckles would not cost éver 10c a pair. If this factory 
couldn’t make those straps and buckles at a cost not 
exceeding 7c a pair I would fire the whole works, but 
boys, we are not in the strap and buckle business. All 
of you know that you are getting a lion’s share of the 
business in your respective territories because quality 
for quality you have the other fellows backed off the 
board. ; 

“We haven’t a thing on the other fellow when it 
comes to buying leather cheaper, renting machinery 
cheaper, hiring factory help cheaper or paying a lesser 
rate of commission to you men for selling the shoes. 
The only reason that we can sell our shoes cheaper, 
quality for quality, is because we have a small range of 
lasts and patterns and because we have always insisted 
that you sell shoes as are and have not allowed any 
changes in patterns or switching of patterns from one 
last to another and in addition to this, selling only in 
units of 12 pairs or multiples of twelve on a given 
number. 

“Just the minute we vary a hair’s breath from that 
policy our manufacturing costs begin to run up and we 
would soon find ourselves doing what the average 
factory is doing and we would have no bulge on the 
other fellow any place along the line. Not only that, but 





April 7, 1923 


BOOT AND SHOE RECORDER 





Estimated Increased Labor Cost of 
Elaborate Cut-Out Pump 
Over One Strap 


Refinements in shoe production 
go down to the hundredth of a 
cent—cost figuring is an exact 
science. 
For example—compare the labor 
cost of an elaborate cut-out 
slipper with front shield and 
ten cut-outs to each shoe with 
the labor cost of a one-strap 
slipper. 
CUTTING 

Trimmi $ .05 


Outside for cut-outs 40 
for collar 10 


$ .55 


Folding 
French braid 
on string 


Total Cutting Increase 
FITTING 
ining 
Folding Binding 
Stitching Binding 
Vamping 
Edging 
Skiving 
Stitching Cut-Outs 
Folding and Stitching 
Collar 
Table Work 
Total Fitting Increase 
LASTING 
PACKING 


Total Increased Labor 





Exposing the High Cost of Holes and Edges 


Study the careful operations of binding seams and straps and you see why 
fine footwear costs so much to make. 


Closing a 
square hole 
with extreme 
care. 


French braid 
work is most 
expensive 
now. 








our shoes would cost the ultimate consumer more 
money and not give him any more service. 


Slowing Up the Works 


“While 10c would more than cover the cost of time 
and material necessary to put buckles on that particular 
boys’ shoe, I am convinced that it would cost us 30c to 
35c a pair to make the shoes that way, because a change 
like that would slow up the works and put the whole 
factory out of gear. 

“The expense is not so much in the time and material 
added to the making of this particular shoe, but it 
means an additional cost on every pair of shoes, re- 
gardless of style or material going through the boys’ 
factory, and when it is figured up on that basis you can 
readily see that we cannot afford to put in this addi- 
tional pattern for the limited amount of additional 
business you would be able to get. But if you can sell 
all of the boys’ highcuts with buckles on them and get 
more pairs by so doing, then we can eliminate the plain 
shoe and substitute the buckle shoe.” 

When the sales manager again put the question to a 
vote, the result was overwhelming in favor of sticking 
to the sample as is. 

Within the last few seasons shoe factories have, been 


compelled to re-arrange their whole scheme of manu- 
facture. This is particularly true in factories making a 
large percentage of women’s fancy footwear. 


The intricacies of present day patterns and the rapid 
changes in the styles of those patterns present one of 
the most serious handicaps with which the shoe manu- 
facturer has to contend. 


When a new pattern is given to a girl in the fitting 
room she has to work slowly and carefully until she 
gets accustomed to twisting and turning the pattern 
around under the presser foot of the machine to get the 
stitching straight and even. 

As patterns are running today by the time she gets 
accustomed to stitching a certain pattern so that a fair 
rate of speed is maintained the pattern is thrown into 
the junk heap and she starts in on a new one. 


Square Angles Increase Expense 


A large factory recently developed a new sandal pat- 
tern with tear drop cutout in the vamp and quarter. It 
was suggested by the sales manager that the Egyptian 
idea be followed and make the cutouts square or angu- 
lar instead of oval. The style maker immediately 
brought up the point of expense. With the oval cutouts 
the fitting machine would be kept constantly in motion 
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until the stitching circled the cutout, while, if the cut- 
outs were made square or angular the machine would 
have to be stopped and the material turned at each 


corner. Consequently each operator could do fewer 


pairs in a day and the expense of each pair would be 


proportionately increased. 

When even a little and apparently insignificant 
change like that makes such a material increase in cost, 
it can be readily seen how much more expense is en- 
tailed when the buyer or the traveling salesman insists 
on a change that means the making of an entirely new 
pattern, or in other ways changing the factory opera- 
tions as the shoe goes through the works. 


Production Cul in Half 


Changing of patterns means additional expense in 
the cutting room as well as the fitting room because the 
cutters have to get accustomed to laying the patterns 
on the material, and learn the strokes necessary to 
have each pattern in order to expedite their work. 

Many merchants have splendid ideas of style. They 
are in excellent position to judge what the public are 
clamoring for and they can be of very material service 
to the factory style makers. 

Many of the best selling patterns on the market 
today have been created by retail merchants or through 
suggestions made by them to a factory. Factories as a 
rule welcome these suggestions, and are glad to work 
with the retail merchants in their development. This 
part is all well and good. It is dangerous, however, for 
the merchant, or the traveling men, to attempt style 


Ss 


4 TAN CALF aft 
RED KIDand GBAY BUCK 


WHITE TRIM 


There is something so big and fundamental in the subject 


April 7, 1923 


changes after the patterns have been made, adapted to 
the lasts and put into the sample line. It is far safer to 
buy from the sample “‘as is.” 


High Cost of Style 


Today the shoe industry stands on a new plane where 
the first factor is style. The second factor is price and 
the third factor is fit. We see this season the spectacular 
use of red, blue and green, in crude pigment colors, 
in fine footwear. These high styles are made up on 
“extra-special-leather,” a classification developed by 
style, and priced accordingly. 

These fine kid skins are worth their weight in silver. 
This is literally true, as any scale will demonstrate. 
Then, not content with using expensive material, the 
cutouts are made at great labor expense and the latest 
wrinkle is to bind these holes with French braid, giving 
the needle worker in the factory a job much more in- 
tricate than fine watch making or fine lace making. 

Style has penetrated practically every line of shoes, 
and the real miracle is the adaptability of the American 
shoe factory to the making of small lots in fancy pat- 
terns at the low price now prevailing. This is due to the 
fact that factory cost systems are graded down to the 
hundredth of a cent, and the detailed chart in the shoe 
factory is more complex than a railroad timetable. 

If a man could show the factories of this country 
where they could make a permanent economy of one 
cent a pair, his fortune would be made. It is this re- 
finement of shoemaking that has brought about the 
interpretation of fashion in footwear in all lines. 





“as is’’ thal we want an entire trade’s co-operation in 


showing the shoe world what is loday one of the biggest single factors for the increased cost of shoes and the reduction of 


production. 


If the buyer wants a change—let him put it into the material and not the pattern. 
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Detailed Costs of Man’s Russia Calf Bal 


Away back in 1905 we took a good shoe of that period 
(factory cost $2.30) selling at retail at the universally 
popular price of $3.50. We have watched its factory 
price chart ever since. The materials and types of shoe 


have been kept as near constant as is possible during all 
these years so that our Measuring Stick of Values might 
have fixed points of comparison. Because of space we 
only show from 1914 on. 


(The Actual Factory Sheet) 


Item July 
1914 
$0.93 
.0525 
.055 


045 


ee a Te 


Bottom stock—outsole, welt, insole, heel, box, 
counter, figuring No. 1 heavy Union back 
Cutting upper, soles and heels, fitting, bottoming, 


.8075 


.60 
04 


.29 
.095 


$4.50 


1.8125 


1.12 


Nov. 
1922 
$1.35 
.094 
.080 
045 


Dec. April 
1923 
$1.35 

.105 

.082 


049 


July April 


1919 


July 
1920 1921 1922 
$1.80 $1.50 $1.20 
.21 12 06 07 
16 115 .08 .073 
.045 .05 .05 .045 


1.30 .20 14 


1.41 41 24 
065 .0825 .066 062 
.055 .055 .055 .055 


24 . 285 .281 


.2675 . 26 - .164 
.6275 .55 AT7 407 


. 2475 .23 .205 1.64 














$3.30 


$9 .3525 


$6.2575 $5.574 $4.874 


Actual costs, without additional charges for taxes and profits 





Herbert T. Drake Celebrates 25th Anniversary in Shoe Business 


Rockland, Mass.—On April 3 Herbert T. Drake cele- 
brated his 25th Anniversary in the South Shore Shoe 
District. He came to Brockton as General Superinten- 
dent for the W. L. Douglas Shoe Company on April 1, 
1898, when 26 years of age, probably the youngest 
superintendent of a big shoe plant at that time. 

After 16 years with the Douglas people, he accepted 
a call from Charles O. Emerson, founder and Treasurer, 
to become President of the Emerson Shoe Company, 
Rockland, Mass. 

Besides being President of the Emerson Shoe Com- 
pany, he is now serving his third term as President of 
the New England Shoe and Leather Association. 

Mr. Drake, when seen at his office on his natal day, 
was full of enthusiasm about the future of New Eng- 
land-made shoes. In recalling some of his experiences 
he said: 

“T have been intimately associated with shoemaking 
in this district for a quarter of a century. 

“We have the most skillful and highest paid shoe- 
makers in the world. Under our Massachusetts State 
Board .of Arbitration agreement, we are assured a 


steady supply of contented labor that can make shoes 
second to none. For style and quality, the country 
looks to us for leadership. I am backing my faith in the 
supremacy of New England-made shoes with action. 

“We have today completed plans through the office 
of Choate, Hall & Stewart of Boston and Judge Warren 
A. Reed of Brockton, for the organization of the Emer- 
son Shoe Stores Company with a paid-in capital of 
$1,000,000, making the combined capital of the two 
companies $2,500,000. The new Company will own a 
more extended chain of Emerson Retail Stores, in the 
large cities only, from coast to coast. Under this com- 
pany our 40th store will soon be opened in the new 
12-story Emerson Building now being erected at 40th 
Street and Broadway, New York City. 

“The parent Company will not only sell these stores 
shoes but will continue to extend its agencies through 
retail merchants as heretofore.” 

“In keeping with the spirit of the times for bigger 
businesses we are gearing ours to a maximum of pro- 
duction with a minimum of expense so that we can meet 
the competition of the world in high grade shoes’’. 
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A Sample of Legislation 


Every Merchant at Wholesale or Retail and Every Manufacturer in Every 
State Should Be Alert to What Is Happening 
in Wisconsin!!! 


shoe merchants, shoe manufacturers and shoe 
wholesalers of Wisconsin and to the shoe and 

leather industry of the whole nation. lt is more impor- 
tant than is generally realized. On this day, there will 
be a hearing before the senate committee on state affairs 
of Wisconsin on the “‘Holly Shoe Tag Bill” 

This pernicious bit of, legislation has already passed 
the assembly by an overwhelming vote despite the fact 
that a representative body of shoe manufacturers, re- 
tail merchants and tanners did their best to convince 
the author of the bill and the committee of the assembly 
to which it was referred that such a law would be ab- 
solutely unworkable and serve no good end. 

Now it is up to the senate. A public hearing has been 
called for Wednesday, April 11 at 2 P. M., at Madison. 

Here is the full text of the bill. Don’t just read it, 
study it, analyze it, realize what it means to every re- 
tail shoe merchant in the state of Wisconsin and every 
wholesaler and manufacturer in the United States who 
sells shoes in Wisconsin. 

Take any shoe in your house and write out a tag that 
will comply with this proposed law. 


\ PRIL 11, 1923, is a mighty important day to 


Kill this Bill on April 11, 1923 

A BILL To create section 1670u of the statutes, relating to 
the sale of footwear, and providing a penalty. 

The people of the state of Wisconsin, represented in Senate 


and Assembly do enact as follows: 
SECTION 1. A new section is added to the statutes 


to read: Section 1670u. (1) No manufacturer, mail 
order house, agent, traveling salesman or peddler shall 
offer for sale to any person, group of persons or to any re- 
tail dealer, any shoes or other articles used for footwear, 
except hosiery, made of leather in whole or in part, nor 
shall any retail dealer sell or offer for sale any such shoes 
or such other articles hereafler purchased by him unless 
there shall be attached in a conspicuous place to each such 
shoe or other article of footwear a label, stamp or tag in 
such form as the division of markets shall designate. 
Such lable, stamp, or tag shall state the kind of leather in 
the counter, heels and innersoles, the other articles or sub- 
stances constituling a part of such shoe or other article of 
footwear and a true and exact statement of the composition 
thereof. Said tag, stamp or label shall remain on said 
goods until the same is sold to the consumer. 


(2) Any person violating any of the provisions of 
this section shall be punished by a fine of not less than ten 
dollars nor more than one thousand dollars, and in de- 
fault of the payment of such fine shall be imprisoned in 
the county jail not to exceed six months, or in the dis- 
cretion of the court may be punished by both fine and im- 
prisonment. 


SECTION 2. This act shall take effect September 1, 
1923. 
Get Out of Business or Go to Jail. 


If this bill passes the senate and becomes a law every 
retailer of shoes in Wisconsin faces one of two alterna- 
tives. Either get out of business before the second day 
of next September or go to jail. He might pay the fine 
for the first offence but he could not continue to pay the 
fines and remain in business, and he could not continue 
in business without breaking the law, so ultimately he 
would have to go to jail. Even if a merchant tried his 
“durndest”’ to comply with the law, he could not put a 
tag on the shoes on his shelf that would “stale the kind 
of leather in the counters, heels and innersoles”’ even if 
they were leather because he did not make them and 
consequently does not know the kind of leather which 
they contain. Nor is it possible for him to write a tag 
that will describe “the other articles or substances con- 
stituting a part of such shoe or other article of footwear and 
a true and exact statement of the composition thereof pro- 
viding the insoles, heels or counters-are made in part or in 
whole of materials other than leather.”’ 

It just can’t be done, that’s all there is to it, and yet 
these Wisconsin assembly men are trying to put it over. 


“* Hollyizing” Business 

While this particular law affects only the shoe in- 
dustry, this same Mr. Anton Holly has introduced 
another bill which has been referred to the Judiciary 
committee which strikes at the very roots of all manu- 
facturing, wholesale and retail business of the state. 
Here is a paragraph from this second spasm known as 
Bill 213. 

‘A refusal on the part of any manufacturer upon tender 
of the purchase price to sell any product manufactured by 
him to any retail dealer in such product, or to any as- 
sociation of persons purchasing on the co-operative plan or 
to any ultimate consumer for the same price at which such 
product is offered for sale to jobbers wholesalers or agents 
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Injurious to Your Business 


In Many States There Exists the Same Spirit and Disposition to Tamper 
with Business Through Pernicious Legislation— 
Stop It Immediately!!! 


shall be deemed an unreasonable or unfair act, practice or 
method of competition in such trade or business.” ; 

Stop this bill at once. If it should pass it would wipe 
out all wholesalers and retailers as they now stand, and 
put every manufacturer in Wisconsin into the retail 
business and more than that, into the mail order bus- 
iness because there is no restriction on how the pur- 
chase price may be tendered. The assumption is that 
the money could be tendered by mail. It is understood 
that Mr. Holly has still more bills up his sleeve looking 
toward the further regulation of business. Are the 
merchants and manufacturers of Wisconsin going to 
stand idly by and permit the Hollyizing of business? 

Are they going to assume that just because these 
bills look like “fool legislation” that they will be killed 
by the senate or vetoes by the governor. Do not take 
anything for granted, gentlemen. You cannot afford to 
risk the chance. The Wisconsin legislature has al- 
ready passed some laws that are causing the removal 
from that state of a number of large manufacturing 
concerns. Other laws have been passed that places 
heavy tax burdens on business. Undoubtedly there is 


a group of assembly men who have set out to “regulate 
business” and only with an eagle eye can eternal vigil- 
ance prevent the enactment of laws of the Holly type. 

Every manufacturer and every merchant, whole- 
sale and retail, in every state should be alert to what is 
happening in Wisconsin. In many states there exists 
the same spirit and disposition to unduly tamper with 
business conduct through legislation. It is a disease 
that is “catching.”” The contagion is likely to break 
out in any state. In fact several northwestern state 
legislatures have already been exposed to the bug of 
“interference.” The Milwaukee Shoe Retailers As- 
sociation will send a delegation headed by S. J. Brouwer 
to attend the meeting on the eleventh of April. The 
tanners and shoe manufacturers will also send delaga- 
tions. The Wisconsin Shoe Retailers Association will 
be represented by its president, Jos. Langenberg of 
Appleton, but this is not enough. Every manufacturer, 
traveling salesman and retail merchant should utter 
his protest direct to his senator and assemblyman and 
then he should attend the hearing in person. And 
then next time know for whom you are voting. 








PRODUCTION OF BOOTS AND SHOES: FEBRUARY AND JANUARY, 1923, DECEMBER AND 
OCTOBER, 1922, AND COMPARATIVE FIGURES FOR JANUARY-FEBRUARY, 1923 AND 1922 





Number of Pairs 





Febr uary 
1923 


January' 
1923 


December 
1922 


October? 
1922 


February 
1922 





29,590,670 
25,538,251 


30,557,766 
26,651,507 


27,853,268 
23,901,740 


30,365,648 
25,810,984 


24,551,253 
21,857,139 


Athletic and sporting (leather) 
Canvas and other textile fabrics* 
All other (slippers and miscellaneous footwear)*. 





8,599,127 
1,760,636 
9,393,041 
3,401,620 
2,383,827 

774,584 

874,970 
2,402,865 


8,556,846 
2,117,670 
9,530,755 
3,368,804 
2,236,909 

698,244 

632,211 
3,224,209 


6,697,276 
1,536,083 
8,665,019 
3,237,196 
1,721,565 

664,577 

445,434 
1,584,103 


8,998,986 
1,903,903 
9,816,619 
3,599,980 
2,532,019 

841,287 

804,919 
2,260,053 ; 


8,235,090 
1,738,486 
8,379,200 
3,297,671 
2,251,293 

735,931 

645,631 
2,569,966 

















1Figures revised to include data received after publication of the January report. 


: ?Month of maximum production in 1922. 


5Excludes rubber-soled footwear with canvas and other textile fabric uppers. 
‘includes slippers for house and evening wear at home, barefoot sandals and play shoes, moccasins, and all others not 


specified above. 
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Stage Beauties entered in the 
“Cinderella Broadway” contest. 
Here we see Balieff, Impresario 
of The Chauve-Souris, one of the 


judges, 
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Cinderella on Broadway 


Trying to Discover the New York Girl Who Has the Prettiest 
and Smallest Cinderella Foot 


Hotel Plaza in New York City, an interesting 
contest will be held. 

The Metropolis has never had a Cinderella prize con- 
test and so as one of the features of the Armenian 
Orphan’s Fund Committee, this benefit is staged in a 
concert and ball. Mario Chamber, the leading tenor of 
the Metropolitan Opera Company, Ruth Miller, 
Colorature Soprano and Philip Bennyan, Baritone, will 
sing. Dance music will be furnished by Paul White- 
man’s famous orchestra. 

The great novelty contest, Cinderella on Broadway, 
will be judged by the following: 

John J. Slater, J. J. Slater, New York; Miss Hag- 
gerty, John Wanamaker, New York; C. H. Nearing, 
James McCreery, New York; C. H. Wolfelt, Wolfelt 
Bootery, New York; A. D. Anderson, Boot and Shoe 
Recorder, Boston; J. C. McKeon, Laird Schober Co., 
Philadelphia; K. M. Stone, K. M. Stone Company, 
New York and Balieff, Impresario of The Chauve- 
Souris. 

A feature of the evening in connection with the Cin- 
derella Contest will be a unique display of ancient 
Egyptian footwear, of the period of Tut-ankh-amen. 

A number of shoe men have engaged boxes seating six 


> the evening of Wednesday, April 11, at the 


or eight. Prominent society people of New York are 
serving as patrons and patronesses. Perhaps the most 
active man in the whole affair is K. M. Stone, prominent 
in Armenian relief work and who is very eager to get 
the co-operation of shoe men-in behalf of the fund. 
Contributions can be sent to 12 East 52nd St., N. Y. 


~ Jack Little Rebuilds 


A prominent Indiana shoe manufacturer, Jack W. 
Little, has been appointed receiver for the Indiana 
Shoe Corporation of Marion, Indiana. He is reorgan- 
izing the company and instead of making 15 to 20 shoes, 
has decided to make three shoes at popular prices, all 
Goodyear welts. 

From Mr. Little’s previous experience, the task of 
reorganizing has every assurance of being a success. 


Joe Terhune at 70 


The Recorder man met Joe Terhune on the street all 
dressed up with a magnificent flower in the buttonhole 
of his coat. It was one from a basket of flowers sent to 
him by the workers in the Eyelet department of the 
U. S. M. C., who had discovered that on April 2 he 
celebrated his 70th birthday. 
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Blue and champagne kid in an ezxclu- 
sive cut-out slipper. — by Strass- 
burger-Stiles Inc., Brooklyn, N. Y. 





Color Lends New Beauty to Artistic Footwear 


Green and white kid with each drop 
cut out. French binding in ‘ 
Style by Benj. Rothman Inc., N.Y.C. 








To Distribute from St. Louis 


To get the advantage of geographical proximity, C. 
R. Williamson, President of Ault-Williamson Shoe 
Company, has opened a chief distributing house in St. 
Louis, to handle a complete stock of shoes from that 
center. 

The significance of making in Maine and merchan- 
dising out of St. Louis is expressed by Mr. Williamson 
as follows: 


The central states are large users of our class of footwear; in 
fact, the territory tributary to St. Louis was the first section we 
opened up after starting our business. 

Our line being staple we have always operated a stock depart- 
ment. It is evident that we can better supply the greatest number 
of our customers by being centrally located. After considering 
several cities and analyzing the situation from every standpoint 
we concluded that due to the great importance of St. Louis as a 
shoe center—one that is rapidly growing—we decided on this 
location for our sales headquarters. 

An entire Sales and Credit Organization will be transferred 
from Auburn toSt.Louis. We will move there inorder to devote our 

entire time to the distribution of our product. 

We will continue to manufacture in Auburn, where we operate 
two factories, making women’s kid turns exclusively. 

Manufacturing conditions are most favorable in Maine, where 
factories operate on the open shop plan. Heavy sole turn shoes 
were first made in Auburn, and this section has become famous 
for Comfort Turn footwear, where there has always been an 
ample amount of skilled turn shoemakers. 

ighteen salesmen will travel out of St. Louis, six out of 
Auburn and four out of Los Angeles. 





Important Discussion of Distribution 


The second of the series of “Get Together” meetings 
which are being held by the Shoe and Leather Associa- 
tion of Chicago has been set for Monday, April 23, 
1923, in the Gray Room, Hotel Sherman at 12.30 P.M. 
This will be a luncheon meeting and as speaker for the 
occasion, the. association has secured one of the most 
prominent and most highly regarded men in our in- 
dustry, Henry L. Nunn of Nunn, Bush and Weldon 
Shoe Company. His subject will be “Distribution.” Mr. 
Nunn’s services to the industry have endeared him to 
all men with whom he has come in contact. 


During the recent war he added his personal con- 
tribution to the cause of the allies by enlisting with the 
Quartermaster’s department and going to France 
where his work was instrumental in conserving the feet 
of thousands of American soldiers thus contributing to 
their physical efficiency. The development of the 
Army last can largely be attributed to Mr. Nunn. 

The subject of “Distribution” is most timely. Em- 
phasis these days is laid upon efficient merchandising 
methods and ways and means of cutting down the cost 
of distribution. The combination of speaker and sub- 
ject is expected to meet with a most hearty response 
from the trade. All branches of the industry are cor- 
dially invited to meet with the shoe and leather associa- 
tion of Chicago on April 23 and listen to a subject of 
the hour discussed by a recognized authority in shoe 
circles. 





Shoe Machinery to Pay 40 Per Cent 
Stock Dividend 


Common stockholders of the United Shoe Machinery 
Corporation will receive a 40 per cent stock dividend 
just as soon as the necessary arrangements can be made. 
Directors of the company at their meeting approved the 
re-appraisal made at the close of the last fiscal year of 
the corporation’s holdings in domestic subsidiaries 
entirely owned by it, thus increasing book surplus by 
about $6,000,000. In the near future, business of 
domestic subsidiaries of which the capital stock is 100 
per cent owned by United Shoe, will be taken over by 
the parent company. 

Stockholders at the annual meeting in May will be 
asked to approve increase in authorized capital from 
$50,000,000, consisting of 600,000 shares of preferred 
and 1,400,000 shares of common, both par $25, to $75,- 
000,000, consisting of the same number of preferred 
shares and 2,400,000 shares of common. 
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The N.S. R. A. Working Force 


President Slater Organizes Staff of Standing Committees 


By-Laws 
H. A. Rosenbach, Ch., Chicago. 
K. W. Watters, Buffalo, N. Y. 
C. E. Williams, St. Louis, Mo. 


* * * * 


Conference 


Percy Hart, Ch., New York. 
O. H. Hassel, Chicago, III. 

J. P. Orr, Cincinnati, Ohio. 

L. F. Tuffly, Houston, Texas. 
K. W. Watters, Buffalo, N. Y. 
W. W. Willson, Boston, Mass. 


* * * * 


Executive 
C. K. Chisholm, Ch., Cleveland, Ohio. 
A. H. Geuting, Philadelphia, Pa. 
H. E. Hagan, Boston, Mass. 
Percy E. Hart, New York, N. Y. 
C. E. Williams, St. Louis, Mo. 

+ 7. * * 

Finance 

Roy E. Stevens, Ch., Ottumwa, Iowa. 
John J. Baird, Columbus, Ohio. 
C. E. Williams, St. Louis, Mo. 

* 7 * + 

Freight and Transportation 

C. Ludebuehl, Ch., Pittsburgh, Pa. 
Seaton Alexander, Wheeling, W. Va. 
Cal Mensch, Pittsburgh, Pa. 

* + + * 

Insurance 
J. P. Orr, Ch., Cincinnati, Ohio. 
Seaton Alexander, Wheeling, W. Va. 
John J. Baird, Columbus, Ohio. 
John O’Connor, Chicago, IIl. 
J. E. Wilson, Detroit, Mich. 

* * * 7 

Legislative 
Henry E. Hagan, Ch., Boston, Mass. 
V. E. Vaile, Kokomo, Ind. 
J. E. Wilson, Detroit, Mich. 


* * * * 


Membership 


Seaton Alexander, Ch., Wheeling, W. Va. 


Harry W. Hahn, Washington, D. C. 
N. E. Jacobs, New Orleans, La. 


L. E. Langston, Fort Worth, Texas. 
Reuben Stiefel, Memphis, Tenn. 
L. F. Tuffly, Houston, Texas. 

+ * 


* * 
Publicity 
E. E. Foster, Ch., Chicago, IIl. 
O. G. Adams, Chicago, Ill. 
Julius, Goldberg, Chicago, IIl. 


* +” * * 
Rubber 

D. F. Sullivan, Ch., Fall River, Mass. 
S. J. Brouwer, Milwaukee, Wis. 
L. Byck, Louisville, Ky. 
I. B. Howe, Boston, Mass. 
R. Metz, Chicago, III. 
Geo. E. Peirce, Providence, R. I. 
C. L. Thomas, Marion, Ind. 


+ * . * 
Styles 
H. C. McLaughlin, Gen. Ch., Cincinnati, Ohio. 


* * * * 
Women’s 


Maurice A. Weiss, Ch., New York City. 
O. G. Adams, Chicago, IIl. 
Elmer A. Clark, Cleveland, Ohio. 
N. A. Geuting, Philadelphia, Pa. 
+ * + 7 

Women’s Advisory 
Maurice A. Weiss, Ch., New York City. 
E. Amar, Cleveland, Ohio. 
T. Henry Black, Portland, Maine. 
John G. Buckley, Houston, Texas. 
F. H. Bush, Los Angeles, Calif. 
Harry Cantrovitz, San Francisco, Calif, 
Charles Fedler, Louisville, Ky. 
Harry A. Gibson, San Francisco, Calif. 
W. A. Knight, Portland, Oregon. 
A. LaRose, Cleveland, Ohio. 
Harold McNeil, Boston, Mass. 
C. B. Miller, Columbus, Mo. 
Chas. E. Petot, Cleveland, Ohio. 
Geo. A. Pierce, Minneapolis, Minn. 
Milo Slade, Des Moines, Iowa. 
Fred S. Stewart, Atlanta, Ga. 
Harry C. Vollrath, Cincinnati, Ohio. 
H. H. Watson, Texarkana, Ark. 
Carol S. Wills, San Francisco, Calif. 
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Representative Merchants in Every State Stand Ready for Service 
in National and Local Problems 


Men’s 
A. E. Taylor, Ch., Chicago, IIl. 
Geo. N. Geuting, Philadelphia, Pa. 
B. H. Orr, Cincinnati, Ohio. 
Chas. Voller, Cincinnati, Ohio. 


+ * 7 7 
Men’s Advisory 

A. E. Taylor, Ch., Chicago, Il. 
Joseph Berberich, Washington, D. C. 
Morris Ellis, Nashville, Tenn. 
Irving B. Howe, Boston, Mass. 
I. R. Jacobs, New Orleans, La. 
Dave Kempner, Little Rock, Ark. 
William Kaufmann, San Francisco, Calif. 
Bob Love, Memphis, Tenn. 
George E. Peirce, Providence, R. I. 
I. S. Rosenburg, Joplin, Mo. 
Thomas Sherron, Memphis, Tenn. 
W. S. Strycker, Omaha, Nebr. 

*~ 


* + * 
Children’s 
Maurice Yoakin, Ch., Philadelphia, Pa. 
Ralph Baker, Los Angeles, Calif. 
S. J. Brouwer, Milwaukee, Wis. 
Carl Burgstahler, Chicago, Ill. 


* * * * 


Children’s Advisory 


Maurice Yoskin, Ch., Philadelphia, Pa. 
L. J. Bergmann, Columbus, Ohio. 
Mr. Brusing, Youngstown, Ohio. 
George P. Bussey, Macon, Ga. 
Albert K. Cohen, Little Rock, Ark. 
H. S. Gordon, Cincinnati, Ohio 
W. N. Griffiths, St. Joseph, Mo. 
Joseph Hart, Helena, Ark. 
A. F Herdan, Fort Smith, Ark. 
David B. Hughes, Providence, R. I. 
G. A. Mouat, Cleveland, Ohio. 
E. Piper, Chicago, Ill. 
Mr. Reineberger, Pittsburgh, Pa. 
R. W. Sturgeon, Des Moines, Iowa. 
Clyde Taylor, Cleveland, Ohio. 
F. G. Wright, Louisville, Ky. 
« * _ * 

Ways and Means 
John O’Connor, Ch., Chicago, Ill. 
C. K. Chisholm, Cleveland, Ohio. 
A. H. Geuting, Philadelphia, Pa. 


A. C. McGowin, Philadelphia, Pa. 
J. P. Orr, Cincinnati, Ohio. 

oa ~ * * 

1924 Convention 

O. H. Hassel, General Chairman, 
John Spalo, Vice Chairman. 
G. M. Spangler, Treas. & Secy. 

* + * * 

Booths and Display 

A. E. Taylor, Ch., Chicago, Ill. 
F. T. McLoney, Chicago, Til. 
Harry Silver, Chicago, II. 

* ~ ~ * 


Entertainment 
H. A. Meyer, Ch., Chicago, IIl. 
A. Ackerberg, Chicago, Ill. 
Chas. Feltman, Chicago, IIl. 
R. B. Martin, Chicago, III. 
H. A. Rogers, Chicago, IIl. 
A. J. Ruby, Chicago, IIl. 
C. J. Stevens, Chicago, IIl. 

_ * + +. 


Executive 
O. H. Hassel, Ch., Chicago, Ill. 
John Spalo, Vice Ch., Chicago, IIl. 
G. M. Spangler, Sec’y., Chicago, IIl. 
F. E. Foster, Chicago, IIl. 
Frank Hough, Chicago, Ill. 
A. F. Martin, Chicago, II. 
John O’Connor, Chicago, Ill. 
H. A. Rosenbach, Chicago, IIl. 

* * + * 

Finance 
John O’Connor, Ch., Chicago, Ill. 
I. B. Rosenbach, Chicago., Ill. 
A. E. Taylor, Chicago, Ill. 

_ * - * 


Publicity 
H. A. Rosenbach, Ch., Chicago, IIl. 
C. H. Fleissbach, Chicago, Ill. 
Harry Levinson, Chicago, IIl. 
A. J. Metzel, Chicago, Ill. 
A. J. Ruby, Chicago, Ill. 
7~ * a * 


Style Revue 
F. E. Foster, Ch., Chicago, Ill. 
O. G. Adams, Chicago, IIl. 
E. Beck, Chicago, Ill. 
Frank Hough, Chicago, II. 
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Easter the Beginning Not the End of a Season 


Loss of Confidence in Merchandise Responsible for 
More Losses Than Change of Style 


leaves his store on the night of December 

Twenty-four, he has a feeling akin that when 
the curtain has been rung down on the end of the last 
act of a theatrical performance. It is all over; good or 
bad the performance is but a memory. 

He can go home, relax for a day, but he comes back 
to the store the day after Christmas with the feeling that 
the season is at an end. With the passing of the holiday 
his merchandise has depreciated in value and he faces 
the expediency of cut prices and extensive advertising 
to rid his shelves of the left overs. 

Not so with Easter. Instead of coming at the end of 
a season, Easter really marks the beginning. All the 
pre-Easter advertising, pep and enthusiasm that were 
expended to garner in an extra volume of business still 
have an extensive value that can be realized upon. 

Pre-Easter business may have been unusually good, 
or on account of cold inclement weather, sales may not 
have been up to expectations, but in either event a shoe 
merchant can spend a gladsome Easter day in relaxa- 
tion, knowing that when he returns to his store the next 
morning his merchandise will not have depreciated in 
value because of the passing of the Holiday. 


A Momentum to Better Business 


As a matter of fact, only a small percentage of people 
strain a point to buy new shoes for Easter. The great 
majority buy spring footwear when the weather be- 
comes warm and pleasant, regardless of the Easter date. 

Attractive windows, courteous treatment and real 
service will make merchandise worth the money if it is 
properly selected and rightly priced. 

Short lots and slow movers should of course, be put 
into a special section, repriced and cleared out. They 
will bring more now than they will in August, and the 
money can be re-invested in other merchandise that 
will turn over and produce extra profits. There is never 
any profit in merchandise on the shelf, and alert mer- 
chants are always looking for some means by which the 
short lots can be kept cleaned out. Goldsmith’s of 
Memphis, have found it profitable to give a dollar P. M. 
on the last pair of a lot. They have found that this 
plan keeps the stock cleaned up and prevents the ac- 
cumulation of a lot of odds and ends that otherwise 
would be carried to the end of the season. 


More Confidence in Your Stock 
Loss of confidence in merchandise is responsible for a 
tremendous loss of profit in many stores. The weeks im- 
mediately following Easter should be the most profit- 
able of the whole year, because Easter is in reality the 


\ N 7 HEN the average merchant turns the key and 


beginning and not the end of a season. Many mer- 
chants consider Easter as a pace setter. All the while 
during the early part of the year, they have been feeling 
out the pulse of their trade and upon the spirit dis- 
played at Easter time is gauged the purchases for the 
late spring and early summer months. 

There are strong indications that footwear of the 
sandal type will be very prominent during the warm 
weather months, and many merchants have bought just 
enough of this type of footwear for their Easter showing 
to determine whether or not the people in their com- 
munity will take kindly to footwear of this type. If 
enthusiasm is shown over these new models, then 
heavier purchases will be made for delivery in May 
and early June, but if this type of footwear does not 
cause a flurry, then the purchases for the warm weather 
months will not be heavy. 

Thus Easter can be made a measuring stick, by 
which future business can be fairly well deter- 
mined. 





Foster’s Annual Children’s Party 


The kiddies who attended the Foster party at times 
shouted with glee at the funny tricks performed by the 
magician. At other times they stood in open-gyed 
wonder as this wizard performed his tricks of magic. 

All day long youngsters were standing in line waiting 
their turn to ride on the rocking hobby-horse at the 
rear of the room. 

Each little heart was made glad by receiving a metal 
basket filled with candy and in addition to this a Japan- 
ese doll, a bright-colored rubber ball, or some other 
attractive toy dear to the heart of a kiddie. 

All of this at the Annual Spring Opening of F. E. 
Foster and Company’s children’s department, which is 
charcterized as the Foster party for little folks. 

The store had been beautifully and tastefully deco- 
rated for the occasion, with walls decorated with ani- 
mals, flowers, and Mother Goose people; the ceiling re- 
sembling the starry heavens. An aeroplane whirling 
round and round through the air near the ceiling, all 
added to make the second floor of the Foster store a 
veritable Fairyland for the day. Several hundred chil- 
dren will long remember the extra care and attention 
bestowed on them on this occasion. 

Fosters have always had a children’s department, 
but two years ago the ground-floor space became too 
small and the department was moved to the second 
floor, and since that time the juvenile department of 
this store has grown by Jeaps and bounds. 





April 7, 1923 BOOT AND SHOE RECORDER 





! Constant Comfort” 


“AMERICA'S BEST COMFORT SHOE” 


Distributing Centre Now Located at St. Louis 
(414 North 12th St.) 


N order to render more rapid service and thus help to increase the turnover 
of our customers we are moving our distributing centre to St. Louis. This 
together with our Los Angeles branch will make possible over night service to all 


points. 


New England and the Atlantic Seaboard points will still be served direct from 
the factory at Auburn. 


We believe this new arrangement will be appreciated by our trade and that the 
improved service made possible will merit their continued patronage. 


“COMPLETE LINES of Oxfords, Strap Sandals, Boots and Juliets Always IN STOCK” 


AULT-WILLIAMSON SHOE CO. Manufacturers, Auburn, Me. 


BOSTON OFFICE, 139 LINCOLN STREET 








LOS ANGELES BRANCH, 109 E. 8th STREET 








The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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Our salesmen are sending in an unusually large number of ad- 
vance orders which require early shipping dates. If you need - 
your slippers earlier than August or September shipment, we 
urge you to let us know at once as we will soon be sold up for the 
earlier dates. 


AAHOALNAUUADOOADOVEUUVNNDAAOVNANUAAOOOUANUGHLNOOAUULANUOUOOANEDEEOGURDALONEOROONUUDONDOUOOORODENRD 


Remember, due to the elimination of all jobbers, we now have 
only one stock—the one at the factory. This stock is to serve the 
year round dealer when sizing up; we cannot fill Fall orders from , 
it. 

Don’t be caught as many were last year with not enough Daniel 
Green Comfys. 


Quality always wins! 


Daniel Green Felt Shoe Company 
Dolgeville, New York 


New York Sales Office Chicago Sales Office Boston Sales Office 
116 East 13th St. 189 West Madison St. 10 High Street 
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Daniel Green 


Comfy 
Slippers 
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DR. POSNER’S SHOES 


For Infants, Children, Misses and Growing Girls 
For Spring— 


Have all the beauty for which the season stands pre-eminent, plus 
the service—the workmanship and material that have made this 
line a nationally known success—and the skilled designing for grow- 
ing feet with which Dr. Posner's name is synonymous. 














The Book of Service 





PAT. LEATHER WELT OXFORD 
Serer? $3.00 
No. 3065 814-11 3.25 
EE CEM oios seve sicneschansawe 3.60 
a ee ee ee 4.50 


TWO OF OUR 
TWO HUNDRED STOCK 
STYLES 


Write today for our combination bro- 
chure and stock book which gives in 
detail listings, sizes and prices. 


web «a aaa Oe a 08 ele We place our entire In-Stock Department at your 


ee trimmed with white half moon under- disposal. This stock consists of over 200 styles of 
pe Turns ; shoes, pumps and oxfords, every pair made at our fac- 
izes . 
tory in Brooklyn. 


DR. A. POSNER SHOES, Inc. 


140-142 West Broadway 
NEW YORK CITY 











The Bont and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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“Walk and Be Healthy’’ Electrotypes 


for Boot and Shoe Recorder, Catalogues, 
Magazine and Newspaper Advertisements 


The Official Mark! 
Originated for and ace by the National Boot and Shoe Manufacturers’ 


Association for National use by all, including kindred industries 


How To Use It 


1. Use the sanctioned mark with th: copyright of 4. Use it on your catalog covers, and on the pages 
the National Association. It adds prestige. therein—both to the retailer and to the consumer. 

2. Use it in your trade paper, magazine and news- 5. Use it on your letterheads, envelopes, bills, and 
paper advertising. circulars. 

3. Use it on blotters and novelties. 6. Use it on display fixtures. 


Its universal use is recommended and urged by the National Boot and Shoe Manufacturers’ Association 
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i: Healthy 
© 1923, NANGPACTURERS ASSOCIA 


NEW YORK, N. Y, 
open One Caden, Price $1 00. 


{ One Color, Price $1.50 
| Two Colors, {With Tint Work 4 3 25 


Catalogues, etc.) 
OTHER SIZES 


Two Column 


Nine Inches Wide, Price $5.50 


Three Col Pric .50 (If in two colors delicately tinted pp - 
seiner tis for use on smooth finished paper) Price 12.75 











Attractive Display Cards 
Size, 11’’x113’’—Two colors on ;¥;” thick India tinted stock, gold beveled 
edges, easel on back making them suitable for either window or counter display. 


Sent post paid, carefully packed, on receipt of price. (75c each) 





Send Your Orders for Electrotypes and Display Cards to the Originators 


Tolman-Davidson Advertising Press 


176 Federal Street $3 Boston, Mass. 
Price 75 conts each “Tell Us and We Will Tell the World’’ 


The Beot and Shoe Recorder will appreciate your mentioning the publication in replies te advertisements. 
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Goodwill Shoes 


STERED TRADE MA 


For Hard Service and Long Wear 
IN STOCK 
At Lowest Possible Prices 


The man who does much walking in all weather and 
under varying conditions must have shoes in which 
he has confidence. 


Goodwiil Shoes 


REGISTEREO TRADE MARK 











prove their mettle wherever the going is rough. 
They stand up to heavy punishment, and are for 
men who buy again where they have found quality 
first. 


Retan Full Grain Welts 


Men’s . $2.50 .37 
Less 5%, § days | a Cs $2:37 


Boys’ . $2.25 14 
Lew 5%, : days - $2:14 


Youths’$2.00 _ _ $122 
Less 5%, 10 days — 


Price List of Complete 
In Stock Line Gladly 
Sent on Request. 


wee eee me 


Terms: 5% for cash No. 2534—Men’s Retan Full Grain, 

within 10 days or net Tos, Full Vamp, Neolia Sole, Wingfoot 
», Fu , Neolin ’ 

y Rubber Heel at $2.50 = 


30 days. No. 2533—Boys’, as above with Hard 
Toe, Custom Last at $2.25. Sizes 
2% to 5%. 


An All Year Seller peng — as above, Sizes 1 


ARTHUR WILLIAMS SHOE CoO. 


Manufacturers 


HOLLISTON sales office to 82 Lincoln St.) MASSACHUSETTS 
































The Boot and Shoe Recorder will appreciate your mentioning the publication in replies te advertisements. 
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Sandals, Cut-Outs 


and 


Tongue Straps 


IN STOCK 








B314—Patent Colt Spinx Sanda 8-8 Heel 
with Rubber Top Lift, Welt $4.50 

B316—White Nubuck Theban Sandal (like 
B314 but Plain Toe, Center Punch Imitation 
Tip) 8-8 Heel with Rubber Top Lift, bay 


Gray Kid Trim, 16-8 


B300—Gray Suede, 
5 Heel, High- —- 


nish Covered Wood 
and Turn 
B303—Black Satin, Black Suede Trim, 16-8 
a Covered Wood Heel, High- Grade 
and Turn $5.7 





AA........44%-8 Bu vcccees 


B298—All Patent Colt Cut-Out, 16-8 Soeni® Terms: Net 30 Days 





Covered Heel, Turn 








B309—White Kid Ong Sue Pump, 
Covered Wood Heel, $6.1 


B312—Black Pointex Vamp with Black Satin 
Geester and Strap, 15-8 Spanish Covered Heel. 
igh-Grade Hand Turn $5.50 


JOY, CLARK & NIER, Inc., Rochester, N.Y. 


New York Office, 127 Duane raed Murray Klein, Representative 





lL 








Salesmen are now out 
and will be pleased 
to show you samples. 
A line to the factory 
will assure a_ call. 


Black Satin two strap. Gun Metal collar, top and 
owe On our No. 31 last. Carries 14-8 Jr. Louis 
~ Also made in White Kid and Suede com- 


Siectban 


HAVERHILL, MASS. 
Boston Office: 207 Essex Street 


~, —PAAAFFDA 





Patent leather one stra 
le. On our No. 56 last. 


Address all corresp d 


, Grecian, with Red Kid 
Carries 16-8 Spanish 


is Heel . . ae — ‘apes hite,Kid, Black Satin, 


and Suede comb 


STOCKBRIDGE SHOE Co. 


Makers of Women’s Turn Shoes 


ice to the factory 











your mentioning the publication in replies te advertisements. 

















April 7, 1923 


BOOT AND SHOE RECORDER 








SBOOT AND SHOE ® 


RECORDE) 
The Great National J hoe Ukekly py 
yes C. 6 LO 








Se SEE 


ESTABLISHED APRIL I, 1882 


Je _LJF 








How’s Business? 


He is summing up conditions as they exist today 

and endeavoring to visualize the effects these 
consolidations will have on his business in the more 
or less remote future. 

The country-wide condition of industry, commerce, 
or agriculture may not have the same effect on retail 
conditions in every community, but they do have an 
effect just the same. 

The fact that automobile manufacturers have, since 
the first of January, increased the number of employes 
9.1 per cent and at the same time increased their pay- 
rolls 20.8 per cent, must of necessity more vitally affect 
retail business in the automobile manufacturing centers 
than in remote farming communities. 

Payrolls in the iron and steel industry for one week 
in February, 1923, show an increase of 84 per cent over 
the corresponding week of 1922. Naturally the steel 
and iron producing centers feel the greatest effect of 
this increase in payroll. 

The American Woolen Company has put into opera- 
tion a wage increase averaging 1214 per cent. Wage 
increases in the building trades seem to be the rule all 
over the country. 

In Utah, Arizona, Colorado and other copper produc- 
ing sections voluntary increases are announced and the 
producing companies are clamoring for men. 


‘Tie alert business man is always looking ahead. 


Country-wide Conditions Good 


So it goes the country over. Unemployment that was 
giving municipal and state governments, and even the 
national government, so much concern in the early 
months of 1922, has ceased to exist. The non-worker 
is today idle from choice and not from necessity. He 
can have a job if he wants it. 

Along with the increase in wages has come an upward 
trend in commodity prices. Within six months, cotton 
has advanced about 45 per cent, rubber 75 per cent, 
copper 15 per cent; heavy hides have advanced about 
15 per cent; calf skins about the same, while finished 
sole and upper leather have shown corresponding ad- 
vances. 

The one industry which unfortunately has not forged 


ahead with thrilling price advance is agriculture. Ani- 
mal prices and grain prices have not kept pace with the 
upward trend manifested in other lines. 

A survéy of industrial centers alone would indicate 
a wave of prosperity that is most pleasing, but the coun- 
try, even in the industrial centers, can not long continue 
to prosper unless the farmer is also prospering. 


Brighter Outlook for Farmer 


Fortunately the outlook for the farmer is growing 
brighter. Increase in the number of people employed 
and increase in per capita earnings mean increased pur- 
chasing power and a great consumption of farm prod- 
ucts which in turn means more dollars in the pockets 
of the American farmer. 

The manufacturers of farm implements are banking 
on this condition as are the dealers in these articles. 
The manufacturers are busier and the dealers are buy- 
ing more liberally than at any time since early in 1920. 

The slump in the price of farm lands seems to have 
stopped and an upward tendency is prevalent both in 
the North and South. 

Cotton Prices Encouraging 


The steady advance in raw cotton prices has given 
the South a very much more hopeful attitude and with 
a prospect of receiving 30c to 35c for the 1923 crop, the 
southern planters are not hesitating to buy more freely 
than for some time back. 

Government reports indicate that the carry over in 
wheat, corn and other grains is far less than last year. 
This news tickles the ears of the farmers in the grain- 
producing section of the country and engenders a more 
cheerful attitude both among the actual producers of 
the grain and the merchants dependent upon them. 


Banks Tell Bright Story 


“The March settlement period in the Seventh (Chi- 
cago) Reserve District this year found both banks and 
farmers in better financial condition than in the years 
immediately preceding,” says the March report of 
that institution. 

One of the most hopeful signs in the business outlook 
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and one that indicates thrift and prudence is the steady 
increase in savings accounts the country over. 

Even in 1920 the aggregate of savings accounts was 
not as large as it is at present. Evidently wage earners 
and others with moderate incomes have learned a lesson 
in thrift. 

The rate at which people aré buying commodities 
does not indicate that they are parsimonious, pinching 
and scrimping in a miserly way and saving for the mere 
sake of saving, but that they are working and at once 
earning and saving with a view of wholesome and prof- 
itable expenditures at a fitting time. 

The family with a savings account is, as a rule, a very 
desirable credit customer and usually can be depended 
upon to meet financial obligations promptly. 

On the whole the business outlook from the viewpoint 
of the retail merchant is far from gloomy. All the bumps 
and chuck holes have been removed from the road; 
there are still some rough places where the gears will 
have to be shifted, but the going is getting better. 

The merchant who has the ability to keep his stock 
turning and who does not allow his shelves to become 
burdened with dead unproductive merchandise is pretty 
sure to come through with a pleasing volume and a 
satisfactory profit. 


In Our Own Industry 


Shoes, like other commodities, have been showing 
some price advances during the past six months, due 
more to advances in the prices of leather and fabrics 
than to wage scale increases, although it is no secret that 
premiums are being paid in many factories to the more 
skilled operators in fitting rooms and cutting rooms. 

To what extent this gradual increase of pay will be 
carried to other departments is problematical, but it 
will not be surprising if wage increases are made in other 
shoe factory operations. 

There is no inclination toward lower shoe prices, and 
farther slight advances are not improbable. 

The keenest of competition exists between tanners 
and with the demand for leather at only 50 per cent to 
60 per cent of the capacity of the tanners, fair legitimate 
prices are pretty sure to obtain. In fact tanners are 
constantly improving quality and stressing quality 
more than price in sales talk. 

No shoe manufacturer has a cinch. All are out beat- 
ing the bushes for business. This again means right 
prices and close attention to details of manufacturing. 
While the progressive manufacturers are keeping their 
plants pretty well sold up on shoes booked for delivery 
30 to 60 days ahead, there are very few of them who 
could not squeeze in a few extra pairs. 

In the face of this condition there is not much chance 
of a run away market any place along the line from raw 
hides to finished footwear. 


No Time to Speculate 


Certainly this is no time to speculate in shoes and 
pile up a reserve stoek just because they may cost a few 
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cents a pair more six or nine months hence. Depre- 
ciation from style change is too apt to overbalance any 
saving that may be made in price. On the other hand 
shoe business as it is constituted today is no place for 
the faint-hearted individual. 

The man who waits until a particular material, color 
or pattern has been tried and proven before he buys 
it is more sure to be trailing along so far behind the 
band wagon that he cannot even hear the bass drum. 

The really successful merchant is he who ties himself 
up to a few manufacturers whose styles, qualities and 
methods fit in with his scheme of merchandising, and 
sticks to those manufacturers; depending upon them to 
furnish him the right shoes at the right time and at the 
right price. 


Don’t Worry about Your Competitor 


Sure, another salesman will be along tomorrow with 
something different; a new pattern, a new last or a new 
color. It is a temptation to buy it to keep the merchant 
across the street from getting it. But don’t worry, let 
him have it and let him do the worrying. 

There is a merchant out in Iowa who used to worry 
about what his competitors had. He tried to pick the 
good ones out of every line that came along. He almost 
went broke; saw the error of his way and was converted. 
He now buys but three lines of women’s shoes (one is 
a comfort line) and three lines of men’s shoes (one is a 
work shoe line). He has increased his business and is 
making money. 

It pays a whole lot better to be the “pet customer”’ of 
a few manufacturers than to be a “good fellow” with 
a host of them. 

It takes time to make shoes and make them right, but 
most factories have rearranged their schedules to com- 
ply with present day methods of rapid merchandising 
and are taking care of regular “repeat” customers on 
the 60 to 90 day cycle plan. 





Unique Sample Rooms Opened by 
Shukraft Co. 


Columbus, O., March 25.—The Shukraft Co., Col- 
umbus, Ohio, formerly the C. & E. Shoe Co., has 
recently completed two new sample rooms at their 
factory. One is in green and the other in lavender. 
These are two of the most unique sample rooms to be 
found in any factory throughout the industry. 

The display tables, which are covered with plush to 
match the color scheme, are hinged to the wall like 
those found in the sample rooms of better hotels. The 
floors are covered with Wiltom rugs and attractive 
furniture is added for the general comfort of visiting 
buyers. During the Ohio Valley Convention, Harry 
McLaughlin, Cincinnati, Ohio; C. K. Chisholm, 
Cleveland, and George Spangler, Chicago, visited the 
Shukraft factory and declared these sample rooms to 
be among the finest they had ever seen. 
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CHICAGO 


Easter Business Good Despite Cold Days 


Women’s Shoe Stores Busiest—School Holiday Helps Juvenile 
Shoe Business—Men Buying Better Shoes 


HE exceedingly low temperature 

_ which prevailed in Chicago during the 

week preceding Easter was unprecedented 
for the last week of March. 

The lamb hasn’t had a look-in at 
weather-making the month through. It 
has all been decidedly of the lion variety. 

Merchants, mesdames and maidens 
were all hopeful that the lamb would have 
an inning at least for a few days before the 
eventful day when new clothes, hats and 
shoes count for so much, but the mercury 
continued to play between zero and freez- 
ing. Fortunately there has been very little 
storm and the sun has been shining most 
of the week. 

Despite the fact that the weather has 
ben unusually cold, business in depart- 
men; ..ores, women’s apparel stores and 
shoe <tores has been surprisingly good. 
Women e optimists, or maybe they are 
gambler:, anyway they made a bet that 
the sun would shine on Easter day and did 
not take any chances on being shabbily 
clad on the day of days. 


Men’s Business Better 


In men’s stores business has run far 
ahead of the corresponding week of last 
year, both in dollars and pairs, but, of 
course, the corresponding week of last 
year was not Easter week. Anyway, men 
are buying shoes more freely than they did 
@ year ago, and even if Easter had not been 
a consideration business would still have 
been ahead of last year’s record. 

It is noticeable that men want better 
shoes. There is not much quibbling about 
the price, but they do have to be sold on 
the idea of good style. They want nifty, 
dressy footwear, and are particular about 
the pattern, thé shape of the last, and the 
fitting qualities of the footwear they buy. 


Patents Selling Well 


Patent leathers are selling fairly good, 
both the plain toe blucher type and the 
medium square French toe last with tip 
decorated with slight perforations or 
several rows of stitching. 


Tans in the Lead 


As between colors and blacks, colors are 
far in the lead. The reddish shades and 
medium shades of tan are running neck 
and neck for popularity. Lighter shades 
of tan are moving very well in higher 
grade lines, but are not much sought after 
in medium grades and are practically an 
unknown quantity in cheap grades. 


Black footwear for men is gaining many 
adherents. Where the same style of last, 
pattern and quality is bought in both tan 
and black sales are running about 60-40 in 
favor of the tans. The average store has 
many more styles in tan than black and 
consequently total sales run about 65 per 
cent to 80 per cent tan. 


Smooth Finished Leather 
Popular 
There is a strong inclination to smooth 
finished leathers both in black and colors. 


Grain and boarded leathers are still sell- 
ing to a considerable extent, but the 
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smooth leathers are constantly gaining 
favor as warm weather approaches. 

This probably is no criterion to guide 
the merchant in making fall purchases, be- 
cause undoubtedly grain and boarded 
leathers of a sturdy nature will prove pop- 
ular sellers for fall and winter wear. 

It indicates that in order to make a 
break between spring and summer ox- 
fords and oxfords for fall and winter, that 
warm weather footwear will be distinctly 
of the lighter and more airy variety. 


Change of Ownership 


The Framheim Shoe Company, 1134 
East 63rd Street, have sold their stock and 
fixtures to L. Blumenthal, who also has 
a store on West 26th Street. The store 
will hereafter be known as the University 
Shoe Store. 

Mr. Framheim joins McKey & Poague, 
real estate operators, and will be located 
in the South Shore district. 





ST. LOUIS 


A Record Business Transacted 


Customers Throng Stores on Easter Saturday—Demand for 
Beige Shoes Unprecedented 


‘THE business consummated by retail 

shoe merchants throughout the down- 
town “shoe belt’”’ on last Saturday was 
“something to write home about.” The 
week itself was good with a substantial in- 
crease over the previous six days’ business. 
Even larger increases were noted when 
comparing the same peroid with that of a 
year ago. Also for the month over that of 
January and February there were gains of 
considerable volume. It seems that Coue’s 
idea of “every day in every way business 
gets better and better”’ is aptly applied to 
the retail shoe business. 


An Avalanche of Trade 


But Saturday, March 31, is the day that 
will go down in history as one of “those 
days.”” They came (shoppers) in massed 
formation and “stormed” the doors of 
every retail shoe establishment that had a 
door and shoes in the window. They stood 
in aisles and sat on the ledge of the shelving 
and they were above all patient. This isa 
good sign of business prosperity. This 
avalanche of business was not alone en- 
joyed by one class of stores. 

The ultra-exclusive to the lowest cut- 
price job-lot store was packed, jammed 
and crushed. Everyone that could be 
fitted was buying and those fortunate 
enough to get a chair and a salesman to fit 
them very seldom left the store without a 
pair of shoes. There were a great many 
walk-outs but this could not be avoided 
with crowds that were demanding at- 
tention. 


flurry that it has. 


A Salespeople Shortage 


One cry that has gone up from every 
store is the lack of help of any character. 
This was especially emphasized on Satur- 
day when this one item is so essen- 
tial. 

Inquiries failed to explain the reason of 
the lack of shoe salesmen or women. One 
very able dean of the retail shoe merchants 
advanced this thought. When business 
was dull employes were discharged and 
most of them sought other fields where 
they have remained. This answers to 
some extent the reason of the help 
shortage. 

A Flurry on Beige 


As to what has been demanded during 
the last six business days in the way of 
shoes, the answer is beige and more beige, 
then gray. If there was one bet that was 
overlooked by both the manufacturers sell- 
ing the retail shoe merchants and the mer- 
chants themselves it was beige or sand 
colored shoes. The biggest operator in the 
retail business said they were set for the 
demand but only in a small way and never 
had any idea that beige would create the 
Women have simply 
“gone mad” about beige. The color choice 
has shifted from gray to beige during the 
past fortnight. This does not mean that 
gray is not selling nor going to sell, but it 
does mean that beige has caught the re- 
tail shoe merchant of this district com- 
pletely unprepared to supply the demand 
that has been created. 





Powdering Gray to Make Beige 


The manager of one of the large stores 
said that of one style he had sixty-four 
pairs put on the floor Thursday morning 
and by evening every pair was sold. These 
facts are m ntioned as an indication of 
what this beige craze is amounting to. In 
one of the popular priced stores the -Re- 
corder correspondent witnessed an un- 
usual incident. A pair of gray shoes with 
a small tongue had been sold and so an- 
xious was the customer to have beige that 
she directed the manager to use fawn 
colored powder on the shoes so she could 
have her choice. A customer sitting next 
to this woman ordered a pair, with the 
request for the same treatment on her 
shoes. There is a veritable shoe shortage 
on colors and in the beige shades. 


Gray Sells in Good Volume 


Gray has been selling and in good 
volume. One large chain store reported 
that an inquiry to the salesmen brought 
forth the facts that during the past week 
gray outsold beige. Good patterns of 
beige were carried by this store in a wide 
variety of combinations. 13-8 and 14-8 
heels are about the best bets on this type 
of shoe. Straps of course find much favor 
among the women with some tendency for 
small tongue pumps. 


Black Satin Selling Well 


Black satin is selling on a normal basis, 
while oxfords of combination trimmings 
and sport effects show some increase in the 
call. Cut-out patterns seem to be holding 
well, with an influence of the sandal effect 
slowly creeping into the shoes. Already 
there are noticeable cut-outs in the vamp 
and cut-down to the instep patterns. 

Whites are also being shown in a few 
patterns in the display cases. 


Hoffman Buys Blum’s Lease 


Hoffman Shoe Company of 808 North 
Sixth Street has bought the lease and fix- 
tures of Blum’s shoe store at 817 North 


Sixth Street. It was stated by an official 
of the Hoffman Shoe Company that a 
store would be opened at the Blum address 
the name of which has not yet been de- 
cided. The stock of the Blum store was 
not purchased by the Hoffman Shoe Com- 
pany it was stated. 


Demand Exceeds Supply 


Seldom does a retail shoe merchant re- 
turn a customer's check, when said cus- 
customer is, attempting to spend said 
check for shoes. But such is the case at 
the Vogue Boot Shop where mail orders 
have exhausted a particular lot of shoes 
that were advertised. Max Weiss, official 
of the company, stated that it was im- 
possible to fill orders on the shoes ad- 
vertised so the only alternative was to re- 
turn the checks that were late in arriving. 
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This store specializes on short vamp 
shoes and enjoys a large prestige in the 
retail shoe field. 


Hanan & Son Showing Bright 
Shoes 


F. H. Maxted, Manager of the St. 
Louis Hanan store, is displaying both in 
the windows and store cases red, green and 
blue kid shoes. Some of the patterns 
carry cut-outs and others contrasting 
stitching on the vamps. Mr. Maxted re- 
ported good sales on the new colors and 
felt that while no large volume of business 
would be consummated, the call would be 
sufficient to justify their recognition. 


Enlarge Factory 


Johansen Bros. Shoe Company are now 
occupying the wing of their new building 
completed a short time ago. Additional 
space has been provided for the fitting 
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room in the new addition which has 
enabled the company to increase its pro- 
duction about 50 per cent. While only a 
part of the building is occupied by the 
fitting room, the turn and sole leather de- 
partments also share the building. Sales 
manager Strayer stated that the company 
has shown an average increase in ship- 
ments since the first of the year of about 
50 per cent. The present production is 
sold up to June 10. 


Arthur Ebbs Candidate for 
Alderman 


Arthur Ebbs of Swope Shoe Company 
has announced his candidacy for Alder- 
man of the second ward of University City, 
an adjoining suburb of St. Louis. His 
campaign is being ably managed by that 
dean of political campaign managers, 
Chas. E. Williams of the C. E. Williams 
Shoe Company, also a resident of Univer- 
sity City. 





MILWAUKEE 


Active Spring Trade Anticipated 


Pre-Easter Weather Not Conducive to Heavy Buying—Mer- 
chants Optimistic on April and May Business 


NDAUNTED by the restriction of 

pre-Easter volume by probably the 
worst siege of unseasonable weather on 
record, Milwaukee retail shoe merchants 
set out immediately after the holiday to 
achieve the volume upon which they 
figured when buying merchandise earlier 
in the year. Practically speaking, there 
were only about three days prior to Easter 
which were really favorable to active bus- 
iness. The remainder of March was like 
the proverbial lion from a weather stand- 
point, and as weather has been a control- 
ling factor, naturally the extreme condi- 
tions brought disappointments. 


Consumer Altitude Pleasing 


Relief in the form of more moderate and 
seasonable temperatures since the begin- 
ning of April has had a beneficial effect on 
buyers of footwear, and on the basis of the 
improvement in demand this week, mer- 
chants feel that the remainder of their 
spring selling season will beactive, and per- 
haps so active as to make up for the limited 
volume during February and March. It 
was noted that each time the warm sun 
broke out and the sting left the air, stores 
were crowded, but there were not enough 
such days to even up matters. The buying 
desire is strongly apparent, and as a con- 
sequence optimism prevails about April 
and May business. 


To Be Big Sport Year 


This is going to be a big sport year, in 
the opinion of authorities on retail shoe 


trade who have been scanning every sign 
most earnestly. In fact, the first showings 
of sport shoes have excited exceptional in- 
terest and a good many stores fear that 
they will encounter a shortage in the most 
wanted styles before long. There never 
was a time when the sport lines were so 
diversified and alluring, and the tendency 
to wear the type so strong. The only 
apprehension—and it hardly amounts to 
that—is apparent in respect to the effect 
the wave of sport shoes may have on white 


' sales. It is too early to form any definite 


ideas concerning the possibilities of white 
goods sales. 


Rubber Goods: Scarce 


While the extreme season during March 
cut down business in style shoes, it had the 
effect of baring the shelves of Milwaukee 
stores of rubber merchandise, and at the 
beginning of April an actual shortage ex- 
isted. Sales of galoshes and rubbers ex- 
ceeded every past record. The demand 
from men was above expectations as well. 
At various times the local branches of the 
big rubber footwear factories were obliged 
to appeal to other branches for emergency 
stocks to fill merchant demand. When 
dealers begin replenishment of this class of 
merchandise there is likely to be the heav- 
iest buying ever known. 


Factories Still at Maximum 


There is as yet no sign of any letdown 
in operations of boot and shoe manufactur- 
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ers in Milwaukee, and practically all are - 


working at maximum capacity, with some 
on overtime schedules to the limit of the 
supply of competent labor. In most cases 
factories on March 1 were sold up past 
May 1, and subsequent orders will take up 
all capacity at least until June 1, with new 
business developing daily in a most grati- 
fying manner. Anticipation of active 
trade, coupled with apparent pressure upon 
prices to higher levels, are inducing mer- 
chants to buy generously, although due 
conservatism is noticeable. 


Suggests Courtesy Campaign 


Professor Paul W. Ivey, head of the 
marketing department, University of 
Nebraska, addressing the largest assem- 
blage of retail merchants that has ever 
gathered to hear a merchandising lecture 
sponsored by the Milwaukee Association 
of Commerce, expressed some very definite 
opinions on modern tendencies. “‘Methods 
used during and since the war are entirely 
out of date,” said Professor Ivey. “Bus- 
iness men are learning that they must ad- 
just themselves to newer conditions. Re- 
tail trade today is a matter of selling, and 
not filling a demand alone. I believe 
better treatment of the customer will bring 
business. A courtesy campaign is a neces- 
sity. Customers’ satisfaction is the bus- 
iness of a store. That store which makes 
its customers feel like coming back again 
and again is going to come out at the top 
of the heap.” 


Davis Managers Transferred 


Thomas Crow, for some time past man- 
ager of the Davis Boot Shop at Fond du 
Lac, Wis., has been transferred to the 
Davis shop at Kenosha, Wis. B. L. De- 
Mint, until now in charge of the Racine 
store, takes Mr. Crow’s place in Fond du 
Lac. 


Remodel Bergfeldt Store 


A new copper front in arcade effect, with 
tile entrances, a new steel ceiling, new 
furniture and fixtures represent the most 
important changes about to be made in the 
Bergfeldt Shoe Shop at Eau Claire, Wis. 
The designs made by Architect E. J. Han- 
cock reveal a most attractive exterior as 
well as interior. 


Schuster’s to Enlarge 


Edward Sehuster & Co., operating three 
large department stores in Milwaukee, 
have started preliminary work on a three- 
story addition, 150 by 200 feet, to the 
Vliet Street sotre, which will extend it 
from Twelfth to Thirteenth Streets. In 
the past year the Garfield Avenue store was 
extended from Third to Fourth Street. 
The south side store at Sixth Avenue and 
Mitchell Street will be similarly increased 
in size in 1924, when the present project 
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is completed. The boot and shoe sections 
of all Schuster stores are among the most 
important departments of the business. 


Lemanski Stock Sold 


J.S. Lemanski, a well known South Side 
shoe merchant of Milwaukee, handling 
general lines, has disposed of his entire 
stock to Robert L . Ripple, who conducts 
three retail stores on the North Side. The 
goods have been placed on sale at the Le- 
manski establishment at bargain prices. 
Mr. Lemanski’s plans for the future have 
not been made public. 


Adds Shoe Department 


The McNealy Leather Goods store at 
Sturgeon Bay, Wis., has announced its 
entry into the retail boot and shoe business 
and has installed a complete stock of men’s, 
women’s and children’s merchandise. The 
store has been featuring harness and other 
leather goods and maintains a large repair 
shop which has been given additional 
equipment for shoe work. 


Big Fire at Superior 


When the store of the Tower Clothing 
Company at Thirteenth Street and Tower 
Avenue in Superior, Wis., was gutted by 
fire on March 18, causing a loss of $85,000, 
the G. R. Kinney store adjoining suffered 
heavy damage from smoke and water. 
The heaviest loss was on stock stored in the 
basement. The store proper has been ren- 
ovated and new stocks supplied so that 
business is again proceeding as usual. 


Monroe Merchant Retires 


Will J. Clark, for seven years senior part 
ner in the firm of Clark & Kundert, men’s 
shoes and haberdashery, at Monroe, Wis., 
has disposed of his interest in the business 
to Henry Kundert, Jr., who will continue 
it under hisown name. Mr. Clark intends 
to take a rest and then engage in another 
line of business. 


To Improve Freight Service 


Retail shoe merchants in cities along the 
west shore of Lake Michigan in Wisconsin 
are pleased with prospects of a reinstate- 
ment of break-bulk freight service by 
water from Chicago, Milwaukee and Mich- 
igan points on a scale even larger than be- 
fore the war, which caused suspension of 
this service. The Hill Steamship Line of 
Kenosha, Wis., and Waukegan, IIl., is ar- 
ranging to run boats beyond Milwaukee 
every other day, and the Goodrich Trans- 
portation Company has announced that it 
will do likewise. The value of this service 
is regarded as inestimable to retail mer- 
chants in Sheboygan, Manitowoc, Ke- 
waunee, Sturgeon Bay and Green Bay, 
who are now dependent entirely upon rail 
service from Chicago and Milwaukee. 


Pioneer Shoemaker Dies 


John Foster, 78, for a half-century one 
of the most prominent shoe manufacturers 
in the country, died at his home in Beloit 
after a short illness. Mr. Foster in 1870 
founded the John Foster & Co., manufac- 
turing fine shoes for women, and remained 
at the head of that concern until 1918. It 
was a tradition of the Beloit business that 
many “First Ladies of the Land” wore 
Foster shoes at state functions and in- 
augurations. 


Mayor Signs Ordinance 


Mayor Hoan of Milwaukee has signed 
the street nomenclature ordinance and the 
daylight saving referendum, two measures 
of extreme importance to Milwaukee busi- 
ness men. Both matters were discussed at 
a recent meeting of the Milwaukee Shoe 
Retailers’ Association and were approved 
by that body. 


New Footwear Firm 


Alick & Co., is the name of a new shoe 
merchandising firm in Whitewater, Wis., 
recently granted papers of incorporation by 
the state. The business is incorporated for 
$14,000. J. Punham, J. Bauer, and P. 
Bower are the incorporators. 


Allen A Buys Site 


Purchase of a large tract of land on 
Prairie Avenue, west of their present loca- 
tion, which new acquisition is to be used 
for expansion of the company, is an- 
nounced by C. C. Allen, president of the 
Allen A Company, of Kenosha. Develop- 
ment of expansion plans will extend over 
a period of years. The Allen A Company 
is one of the largest hosiery and under- 
wear manufacturing concerns in Wis- 
consin. 


Entered in Bowling Meet 


The Pfister & Vogel Leather Company 
team, entered in the national tournament 
of the American Bowling Congress being 
held in Milwaukee, surprised every one by 
rolling 2775, thereby entering second 
place. The leather company bowlers are 
bona fide members of the Pfister & Vogel 
organization and not a group of stars 
banded together and carrying the firm’s 
name. They roll in the Commercial 
league. 


Conducting Educational 
Lectures 


Girls in the vocational classes in Wau- 
saw schools are being given practical les- 
sons in the various phases of footwear and 
hosiery manufacturing and buying. Under 
charge of Miss Mabel Allison of the home 
economics department, the girls made a 
trip to the Marathon Shoe Factory where 
the plant managers explained the steps in 
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making shoes, and the teacher instructed 
them in wearing qualities and methods of 
building them into shoes. 

Two other trips, one to a department 
store where every type of hosiery was 
examined and its manufacture explained, 
as well as instructions given in what 
types and brands to buy; and another 
trip to a large shoe store where the same 
work with regard to footwear was accom- 
plished, were undertaken by the class. 


Adds Shoe Department 


J. F. Gruenheck of the Big White 
Store, Fond du Lac, has announced that a 
shoe department merchandising men’s, 
women’s, and children’s footwear has been 
added to his store. The new department 
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will be under charge of W. C. Knapp, 
formerly of Minneapolis, with Milton 
Boucher of Fond du Lac as assistant. 


Shoe Bill Hearing Delayed 


The shoe labeling bill, known as 49A, 
which was scheduled to be heard by the 
state affairs committee of the Wisconsin 
Senate on March 21 has not been booked 
for hearing and has been postponed in- 
definitely. In view of the fact that shoe 
merchants and manufacturers of Wiscon- 
sin are interested in the bill and are plan- 
ning to have representatives present at the 
hearing, State Senator Morris of Mil- 
waukee declared that an effort will be 
made to have the hearing booked early in 
April at the latest. 





CLEVELAND 


Easter Business Fair 


Good Industrial Conditions Help to Make Amends for In- 
clemency of Weather—Dress Models the Biggest Sellers 


"THE week preceding Easter in this 

city was featured by exceptionally 
bad weather. In fact, March has been 
colder than any month of the winter that 
has just passed into history. The ther- 
mometer during the seven days preceding 
Easter ranged from 8 to 16 degrees above 
zero, with the exception of one day, when 
balmy breezes blew. 

On Saturday morning, March 31, Cleve- 
landers arose and stepped out into a regu- 
lar blizzard, with a 50-mile-an-hour wind 
raging, the mercury in the thermometer 
down to 10 degrees above zero and light 
snow falling. 

Although the weather was not in the 
least propitious to good trade, shoe mer- 
chants did much better than might be ex- 
pected under such weather conditions. 
Good industrial conditions are responsible 
for a fairly good run of business, despite 
abnormal weather. 


Men Buying Plain Toes 


The sales of shoes for Easter were largely 
of the dress models, with the men buying 
plain toes in great numbers. Those with 
the crease down the center were the best 
sellers, and many wanted the crease 
stitched in. Black was the favorite color 
and in almost exclusive demand. Men 
have been passing the hitherto popular tan 
by for the present season. 

Low black patent leather shoes have 
also been selling well in the men stores. 


Women Buying Grays and Blacks 


The women of Cleveland made their 
appearance on Easter Sunday in gowns 
that matched gray and black satin shoes. 
These colors have been the best sellers. 
Tan and black satins have not been going 
very well in most stores visited. 


The cut outs in black also continued to 
sell well until the shoe stores closed Satur- 
day evening before Easter. Heels of med- 
ium height were in the greatest demand. 


The Lady Bought Felt Slippers 


S. C. Ferguson, of the Ferguson Store 
in The Arcade, tells a good story that well 
illustrates what kind of weather the mer- 
chant has been up against in this city dur- 
ing the month of March. 

Men in the Ferguson store were busy 
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+ unloading some goods that had come in 


for fall. In the stock was a line of felt slip- 


TS. 
While the employes were busy placing 
the slippers in some attractive spot for the 
spring and summer, where they would not 
be in the way, a fashionably dressed woman 
entered the store and saw the slippers. 
“Why, I came down here to buy a pair 
of low shoes for Easter wear,” said she. 
“This weather is so disagreeable that I 
think I shall just purchase felt slippers and 
remain at the fireside all day on Easter.” 
So she purchased the slippers, left the 
store and then made her way through 
wintry breezes to her East Side domicile. 
On Saturday, March 31, the Ferguson 
store sold nine pairs of felt slippers. 


Cleveland Boot Shop 
Closing Out 


The Cleveland Boot Shop, one of the 
best known and popular stores in the city, 
is closing out. Advertisements in the daily 
papers under date of March 31, carried the 
announcement. 

This shop is situated in the Hotel Cleve- 
land block, the room facing on West Su- 
perior Avenue. The entire stock, includ- 
ing many spring models, has been placed 
on the market at special prices in order to 
hasten the sale. The store has been hand- 
ling the Hurley line of shoes. 


“Dan” Cohen Coming 
This Summer 


Dan Cohen, one of the successful retail 
shoe merchants of Cincinnati, is coming 
into the Cleveland field some time during 
the coming summer, according to a report 
received here. Mr. Cohen, under the 
name of the Cohen Shoe Co., operates 
quite a chain of popular priced shoe stores 
in the Queen City, and he has long had his 
eyes on the local market. He has closed 
negotiations for a room in Prospect Ave- 
nue, one of the busiest of the down-town 
thoroughfares. 


New Shoe Department Aug. 1 


““Mose”’ Sperro of the Central Shoe Co., 
has reported that W. F. Wynhoff of the 
Lindner Co., of this city, will on August 1 
of the present year, open a shoe store in 
space that has been rented to him by the 
Ackerman Bros., department store in El- 
gin, Ill. Wynhoff has been a winner in the 
shoe business in this city; he understands 
the retail end from a to z and is counted on 
by his friends to win success in his new 
venture. 


Lou Hall with Endicott- 
Johnson 
Lou Hall who has been stationed in’ this 
city as the local representative of the F. M. 
Hoyt Shoe Co., left for Endicott, New 
York, Tuesday, March 27, to get his new 
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line and to inspect the factory of the Endi- 
cott-Johnson Co. Incidentally he will 
take in some of the Endicott-Johnson 
spirit and “‘pep.”’ Hall some time ago left 
the Hoyt line here to become the Toledo 
representative of the Endicott-Johnson. 
He will take up his new duties in Toledo, 
upon leaving the factory. 

Lou Hall has been popular with his fel- 
low travelers in this city. He was honored 
by being elected president of the Travelers’ 
Club of Cleveland not long ago. His pleas- 
ing personality and geniality will be missed. 


Mal Hall Local Beacon Agent 


Mal Hall, who has been the representa- 
tive of the F. M. Hoyt Shoe Co., in West- 
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ern Pennsylvania, has arrived here and will 
take over the agency that has been va- 
cated by the resignation of his brother, 
Lou Hall. The younger Hall has been 
with the Hoyt Co. three and a half years, 
and the new appointment is a promotion 
that comes as recognition of valuable 
service. 


J. E. Messer Visiting at 
Endicott, N. Y. 


J. E. Messer, local representative of the 
Endicott-Johnson Co., left Tuesday eve- 
ning, March 27, for Endicott, New York, 
where he will spend some time at the home 
office. 





SALT LAKE CITY 
Storms Continue to Hold Sales Back 


But Business Better Than Last Year—Industrial Situation 
Excellent—Earl C. Brown, Formerly of Hirschman’s, 
Goes to Weatherby-Kayser’s, Los Angeles 


NTERMITTENT snowstorms con- 

tinue to hold business back. The 
situation is very much the same as it was 
two weeks ago when our last letter was 
written. For a day or two the weather is 
warm and bright, giving one the impres- 
sion that spring has really come at last. 
Then heavy snowstorms followed by 
sharp frosts or biting winds, until one 
is almost persuaded that we are about 
to start winter all over again. That 
this condition is hurting the shoe business 
goes without saying. Sales during the 
past week or ten days have been much 
lighter than they should have been. This 
is especially true of the men’s business. 
But in spite of all this business is ahead of 
last year. It is also better than it was in 
February. The truth is that the indus- 
trial situation here is such that weather 
conditions nor anything else are not 
going to put the shoe business or any 
other business back where it was. Not 
only is there no unemployment here, but 
the big mining companies at Bingham 
Canyon, where the mines of the world- 
famous Utah Copper Co. are loacted, are 
actually clamouring for more men. A 
few weeks ago they announced a voluntary 
increase in wages, the second since the 
mines were re-opened less than a year ago 
after having been closed down for twelve 
months. 


Industrial News Good 


‘We do not believe that anything we 
could say regarding Utah’s industrial 
outlook at this time would be an exaggera- 
tion. The tendency of this writer as well 
as others has been rather to underestimate 
it than otherwise. From.500 to 1,000 
men will be employed on the steel plant in 
Utah County and when this plant is up, 


which will not be long, it will find steady 
employment for, twenty-five hundred 
men. At $5 a day, a conservative 
estimate, this will mean upwards of 
$5,000,000 a year added to the state’s 
payroll. To residents of cities in the 
older states of the East this may not 
seem anything to get excited over, but it 
should be remembered that in all Utah 
the population is still less than half a 
million, the manufacturers’ association 
of the State estimating it at 460,000. 
But not only will the plant referred to 
provide work for 2,500 men, but the new 
industry will stimulate the coal mining 
and railroad industires of the state. 
Building activities will also increase. 
One firm has already secured a contract 
to furnish 100 cottages at Provo and it is 
estimated five times the normal building 
program will be undertaken in that city 
this year. 


Steel Company May Expand 


But so far the Columbia Steel Corpor- 
ation has said nothing about the other 
units of its plant that are bound to be set 
up should the present venture prove a 
success. Those in close touch with the 
heads of the company say as many as 
five units will go up later on, whilst rolling 
mills making everything that can. be 
made from iron ore are expected to come 
as a grand climax. So far only pig iron 
has been talked of. Added to all this, a 
second company—the Pacific Steel—has 
investigators in the field and it seems 
highly probable that another plant in 
some part of the state will be started 
toward the latter part of the year. In 
fact, a gentleman holding a more or less 
official position with this latter firm, told 
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the writer that such a plant was prac- 
tically assured. 

But it is not from steel or mining only 
that Utah is to get all her future pros- 
perity. The sheep and cattle men and 
the agriculturalists generally are on their 
feet again and forging ahead. This means 
millions of dollars a year to the state 
whose citizens are primarily tillers of the 
soil. But added to this is the movement 
to bring thestate’s scenic attractions before 
the country. Until two or three years 
ago few persons here realized the money 
value of Utahs beauty spots, but now 
great efforts are to be made to bring in 
tourists. Hotels and roads are to be 
built and there is every reason to believe 
the returns from the tourist “drop” will 
be handsome. Before we leave this 
subject of Utah’s future prosperity, we 
would also like to add that at last the 
prople living in the other parts of the 
country are beginning to see that our 
citizens are not unlike the residents in the 
sister states and that the stories told 
about them are the result of imagination 
of fertile brains. In the past people have 
been afraid to settle here for fear of 
Mormoa domination, but when we say 
that the Mormon population in the two 
principal cities of the state, which con- 
tain almost balf of the total population, 
is not more than 40 or 45 per cent it will 
be readily seen that non-Mor.nons have 
little to fear from their Mormon neighbors, 
even if the latter were as bad as painted, 
which they are not. 


Brown Goes to Weatherby- 
Kayser’s 

Earl C. Brown, until a short time ago 
the popular head of the men’s department 
of the Hirschman Shoe Co. of this city, 
is now with the Weatherby-Kayser Co. of 
Los Angeles and will be connected with 
their Hollywood bouse. 


Why Business Will be Good 


Herbert Hirschman, prominent retail 
shoe merchant of Salt Lake City, is also 
something of a business analyst, which 
accounts, at least in part, for his success. 
In a recent interview, he expressed 
optimism over the future of business in 
the Rocky Mountain district and here 
are his reasons: 


By HERBERT HIRSCHMAN 

“Salt Lake City is one of the most 
important points in. the Inter-Mountain 
country as it is the natural geographical 
center and distributing point for a very 
wide area of territory. Its wholesale 
firms and manufacturing enterprises are 
doing a volume of business that would 
surprise those not conversant with the 
situation, running well into the millions 
of dollars and during the past two years, 
in particular, these firms have largely 
become bankers, as well as merchandising 
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HE SOLE OF GREATER WEAR 


Flexoak 
Flexibility 


Style, i and quality 
have their place in_ in- 
fluencing the sale of a shoe, 
but the one big feature 
that does most to keep a 
shoe “sold” is the measure 
of foot comfort it will give. 
The sole is the foundation 
of shoe comfort. As the sole 
is stiff or flexible the shoe is 
ill fitting or comfortable. In 
the development of the 


merchandising. 
Soles have all the toughness 
and resistance to wear inher- 
ent tosteer hidesole leather, 
xe they afford a degree ot 
xibility heretofore un- 
known in a leather of like 
durability. 
A Flex 
no “breaking in.” 
responds to every move- 
ment of the foot as readily 
as a moccasin yet it will far 
outwear the ordinary sole. 
Your customer will be 
“sold” on their easy slipper- 
comfort the moment he 
takes his first step in a 
Flexoak-soled shoe. 
Get better acquainted with 
the ex ional character- 
istics of Flexoak Soles. 


Write for Sample. 


C. G. Fleckenstein 


Company 
MUSKEGON, MICH. 


THE SOLE OF CREATER WEAR 
+ @cer. co. a2 
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distributors for the reason that because 
of all basic industries in this territory 
being at low ebb, that a good many 
country bankers were affected because 
of the general depression and many of 
them failed and others that continued 
were unable to finance the merchant 
and those dependent upon them. 

“The larger firms doing business in 
this territory took a very broad view- 
point of the situation, knowing full well 
that all things would work out for 
the best and they have assisted in re- 
financing these country merchants to 
the extent of taking their notes and 
selling them goods open account, and 
the situation has certainly shown great 
improvement. 


Help for the Farmers 


“The War Finance Corporation and 
Farm Loan Bureau have been very 
important factors in assisting the farmers, 
and large companies organized for the 
purpose of loaning on cattle and sheep 
have all tended to ease the situation so 
that the whole outlook is altogether 
better and are in for a slow recovery. 

“The mining industry, which is really 
one of the most important of all, is today 
in a state of most excellent progress. In 
fact, mining is simply limited by the 
number of competent operators they can 
secure. Utah Copper, which is one of 
the biggest producers of the country, 
was closed down for over a year and 
before opening, installed a flatation 
process, which has proven such a success 
that they are equipping another unit 
and will in a short time be operating to 
capacity, producing as large a tonnage 
as during the high period of the War. 


Mining Industry Coming Back 


“Silver, lead and other properties are 
coming back nicely and as the coal mines 
sell the bulk of their output to the mines 
and smelters, not only of Utah, but of 
all this Inter-Mountain territory, they 
are consequently busy and general prosper- 
ity reigns in the entire mining field. 

“The sheep industry is in most excellent 
shape. In fact, if the growers were 
willing they could contract the wool on 
the sheep’s backs, In fact, much of 
it has already been sold, at prices ranging 
from 40c to 46c, which is a very profitable 
figure. 

“Fortunes were lost by those in a 
position not able to hold sheep during 
the depression. Still others have made 
big money who were in a position to buy. 
The last report regarding this industry 
shows quite a large increase in the flocks. 
This is a source of congratulation, because 
after the War, on account of the depression, 
many thousands of sheep were slaughtered 
because the owners were unable to hold 
on to them. ees 
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Sugar Industry Growing 

“The sugar companies are offering the 
farmers exceptional inducements to plant 
large areas of beets for the next year's 
run and have already succeeded in 
securing enough acreage to insure their 
running all of their mills to near capacity 
and it is expected will be able to run to 
capacity when all contracts are closed. 
This will be the means of distributing 
several million dollars in this immediate 
territory as the price of the beets is 
governed entirely by the market value of 
the sugar, which shows a_ constant 
tendency to advance. 

“The new Steel Company, which is 
being formed to manufacture pig iron, 
will ultimately develop into a big steel 
corporation, with all of the manufactur- 
ing industries that go with it and promises 
to be one of the biggest developments in 
this section, as we have the only available 
iron ore and coking coal in the Middle 
West and will not only supply the entire 
Inter-Mountain territory, but the Pacific 
coast as well, with pig iron and other 
products. 

Better Business Due 

“Naturally, in connection with the 
betterment of conditions, the shoe mer- 
chants of this section are at last beginning 
to fell the impetus of better business and 
feel very hopeful that this year will 
again place them in the money-making 
column. They all realize it is going to 
be a gradual recovery, but the indications 
are all in their favor. 

“With merchants in general, January 
and February, while sale months, showed 
a healthy increase over that of 1922 
and there is every reason to believe that 
this will continue.” 


Working Actively on Con- 
vention 

The pre-Easter rush of business caused 
a lull in Association activities. It was 
planned to work actively, during April, for 
the advancement of the Convention pro- 
gram, to be held in this city June 11 to 13. 

Daniel J. Harnedy Is Dead 

Daniel J. Harnedy, one of the pro- 
prietors of the Sinn Fein Shoe Store, 2062 
Mission Street, was run down and killed 
by an automobile on Market Street, 
March 2. The accident occurred near the 
Whitcomb Hotel where the deceased had 
an appointment to meet some friends. He 
died without regaining consciousness. His 
friends, becoming alarmed, learned that an 
unidentified man had been run down near 
the hotel, and visited the morgue, where 
they identified Harnedy. An alarming 
number of people have been killed in this 
manner in San Francisco recently. The 
deceased, who was 45 years of age, was a 
partner with Thomas McNaboe in the 
Mission Street Shoe Store. The surviving 
partner is continuing the business. 
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In Stock 


TO MEET A STEADY DEMAND 


~ 


In Black and Brown Kid Combination, 
Avenue Last, 14-inch Heel, Welt Sole. 
Widths AAA to D. Sizes 3 to 9. 


No. 53—Black Kid...............$4.85 
No. 55—Brown Kid............... 4.75 
Net 30 Days 


2 


THE ESTER 


Black Satin One Strap, Latonia Last, 15-8 
Spanish Heel, Imitation Turn Sole. 
Widths AAA to D. Sizes 2% to 8. 

No. 51—Price 


Here are two exceptionally attractive values. They 
are designed for the every-day demand—good for any 
season and worthy of any occasion. Such styles repre- 
sent your bread-and-butter profit. 


BRS? 


We also have a complete stock of 


ARCH-O-PEDIC 
and 


NATURE ARCH 


shoes on the floor, ready for immediate shipment. 
Write for our complete catalog. 


Your order will receive our prompt attention. 


THE KRIPPENDORE-DITTMANN CO. 


CINCINNATI 
OHIO 


The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements, 
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POST EASTER 
REQUIREMENTS 


ook for the name WITH THE ACTIVITIES OF EASTER 
BUSINESS NOW CONCLUDED — THE 
RETAIL TRADE WILL FIND OCCASION TO 
REPLENISH STOCKS IN ALL LINES. 


“NORFOLK” 


STYLE NO. 2218°-~MEDIUM TAN CALF OXFORD 


$8.00 
STYLE NO. 2319°~ BLACK RUSSIA OXFORD “* 


$8.00 


THE BENEFIT OF OUR IMMEDIATE 
SERVICE DEPARTMENT WHERE MEN’S 
SHOES OF THE HIGHEST GRADE MAY 
BE OBTAINED AT ONCE, IS LIKELY TO 
BE OF MORE THAN USUAL CONVENIENCE 
AT THIS TIME, SINCE SHOES iN THIS 
CLASS ARE RARELY TO BE FOUND IN 
STOCK. 


Quality Shoes far 


‘Men and Women 


WE ILLUSTRATE TWO OF A NUMBER OF 
STYLES. OTHERS ARE SHOWN ON LEAF- 
LETS TO BE HAD ON REQUEST. 


“NORFOLK: 


STYLE NO. 2714-—"MEDIUM TAN CALF BAL...--~ 


| JAMES A. BANISTER CoO. 


370-386 ORANGE ST. NEWARK, N. J. 


Rubber Heels 
‘Tailored to Your Shoes 


STYLE NO. 2614-—BLACK RUSSIA BAL 











You want your shoes to 
express your own care- 
fully thought out ideas 
for correct design . and 
craftsmanship. Now you 
can follow this idea 
through even to the rub- 
ber heels you put on 
them. 

We are prepared to make 
rubber heels for you ac- 


cording toyourownspeci- 
fications. We can put 
your name and trade- 
mark on every pair. 


Prompt shipments as- 
sured. 


Write us your require- 
ments and we will ex- 
plain our proposition in 
detail. 


THE REPUBLIC RUBBER COMPANY 


Youngstown, Ohio 





REPUBLIC RUBBER HEELS 


Heels Tailored to Your Shoes 
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Lynn—Mother of American Shoemaking 
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Lynn’s Massive Factories 


The greatest work and the greatest service of 
the retail shoe merchant is that of selection. In 
this he makes his success—or failure. 


For generations successful shoe merchants 
have selected Lynn-made shoes for women in high 
érade novelty and staple styles. Never was this 
more true than today. 


Why? 


Because the massive factories of Lynn spec- 
ialize on a type of footwear which invariably fits 
the greatest number of tastes and purses in any 
given community. 


Nine women in ten are seeking shoe value and 
style—at a fair price. Their composite taste and 
demand are the demand of the community. 


Lynn-made shoes are good shoes—well made 
and in correct and salable styles. Yet they always 
retail at attractive prices. 


Select them for safety, satisfaction and profits. 
For they will please the majority of your customers. 


See list of representative Lynn 
manufacturers on the following page 
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Representative Lynn Manufacturers 


BARTLETT, SOMERS CO. 
Women’s Goodyear Welts 


BENDER SHOE CO. 
Women’s Welts and McKays 


BURDETT SHOE CO. 
Welts and Turns for Little Folks 


COTTER SHOE CO. 


Women’s Welts Featuring the Formative Shoe 


CUSHING SHOE CO. 
Stylish Welts Exclusively 


A. FISHER & SON 
Comfort Shoes and Slippers 


GREGORY & READ CO. 
Women’s Fine McKay Shoes 


HARNEY, TRACY, CREHAN CO. 
Novelty Welt Walking Shoes 


HENNESSEY, MAXWELL & HENNESSEY SHOE CO. 
Women’s Goodyear Welt Shoes 


HOAG & WALDEN, INC. 
Women’s Goodyear Welts 


JELLY-DELANEY SHOE CO. 
Children’s, Misses’ and Growing Girls’ Welts 


Vv. K. & A. H. JONES & THOMAS CO. 
Practical Welt Shoes for Stylish Women 


T. J. KIELY & CO. 
Ladies’, Misses’ and Children’s Welt Shoes 


MAcLAUGHLIN-CONWAY SHOE CO. 


Women’s Novelty Footwear 


McNICHOL & TAYLOR, INC. 
Makers of ‘‘Style All the While’’ Lasts 


R. H. MITCHELL CO. 
Successors to 
MITCHELL-CAUNT CO. 
Women’s McKay Footwear—Staples and Novelties 


WATSON SHOE CO. 


Women's Fine Novelty Welts and Preventor Shoes 


WILLIAMS, CLARK & CO. 


La France Shoe for Women 


See preceding pages 
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« IN STOCK STYLES = 


Uiz & Dunn Shoes of the Highest Quality 








Read 


Three descriptions 
carefully. 


Styles It is 


that will impossible 
to picture 
be worn ae 


throughou t B 0619E $5.75 ; beau tiful 


Net 30 days. h d f 
Woman's Fog Grey Delhi Calf quarter, patent vamp snades 0 


the entire one-strap Valkyrie pump, welt, Cambridge last, e 
perforated vamp, top and strap, perforated imitation materials 
.) tip with toe punchings, 1 4% inc ; wood covered Cu e 
ummer heel. * used In 
AAA 5% 4 to 8 
= 32s these shoes 
4 
3 














to9 
4 to 8 








B 0689P . 0684L 
Net 30 days Net 30 days. 
Woman's medium Grey Delhi Calf Beaumont sandal, Woman's Otter Brown Delhi Calf quarter and vamp 
black satin calf trim, welt, Cumnock last, 144 inch Coronado oxford, Bengal Brown Russia Calf tip, heel 
Cuban heel with rubber top ‘lift. stay and lace stay, 6 blind eyelets, Welt, Cumnock 
AAA 5% to8 last, 14 inch military heel with rubber top. 
AA 5 to8 AA 5 to8 

A 4%to8 

B 4 to8 

C 3%to8 


Prompt Shipments made on these Styles. Order now 


UTZ & DUNN CO. 
ROCHESTER « NEW YORK 


DENVER OFFICE NEW YORK OFFICE LOS ANGELES OFFICE 


218 Charles Bldg., Denver, Colo. Bush Terminal Sales Building 209 F. cap Site. Gen les, Cal 


TIGER & McNUTT 130-132 West 42d St., Room 1521 


Representatives S. A. McOMBER, Representative G. C. McATEE, Representative 
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The Boot and Shoe Recorder will appreciate your mentioning the publicttion in replies to advertisements. 
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with double foxa- 
brown duck 
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Feltex” Insole 





VERY shoe retailer 

in America has been 
mailed the new Keds cat- 
alog for 1923. If you have 
not received your copy, 
write the wholesale dis- 
tributor or United States 
Rubber Company: branch 
from which you buy Keds. 
This summer is going to 
be the greatest of Keds 
years. The Keds maga- 
zine and newspaper adver- 
tising will create a larger 
demand for Keds. Prepare 
for the first warm weather 
now by placing an order 
for Keds. 
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Factories Busy on Canvas Shoes 


Also on Rubber Footwear—Shortage of Labor a Problem—A Window Trimming 
Contest—Have You Bought Your Bathing Shoe Stocks? 
Warm Weather Will Soon Be Here 


LL is “full steam ahead” at the 
A rubber shoe factories, both on warm 

goods and light rubbers, as well 
as canvas footwear. According to the law 
of averages, the coming summer should 
give the country some very warm weather 
and dry weather. For with so many 
storms and low temperatures during the 
past winter and with so many rainy 
week ends last summer, the two-year 
average of extremes should make for high 
temperatures from next June to October. 
Everything points to a big white season, 
so what is more logical than white canvas 
shoes, either all white, or white trimmed 
with gray or red, or some other attractive 
colors? 

Possible Shortage on Canvas 

There are some brand new effects in 

canvas footwear this year on which 
merchants have already seen samples. 
There are some merchants who still 
hesitating on their canvas orders and to 
these factory men and traveling salesmen 
are giving the advice that it is wise to 
decide at once just what their order shall 
be. For, they argue, and in all truth, 
that there is a shortage of labor. The 
papers in the various cities of the country 
are almost daily publishing S. 0. S. calls 
for rubber factory help, and it has been 
explained many times before that there are 
not so many rubber shoe factories as leather 
shoe factories, so that when a rush demand 
is made by merchants it is very difficult to 
make everybody happy with the desired 
merchandise. 


What May Happen with Good Weather 

It is a fact that with so many rainy 
week ends last summer, merchants were 
a bit reluctant last fall to place any 
orders for any future commitments, and 
when advances in canvas prices came 
along with the first of this year, a great 
many have still been reluctant to order 
for their normal requirements. Should 
the weather man decide on some torrid 
temperatures this summer, it looks as 
though there would be just as much of a 
flurry in canvas as there was the past 
winter on rubber footwear with the short- 
age especially apparent as early as June. 
Up to the present time, the bulk of canvas 
orders has been placed by the city trade, 
the country trade still hesitating. 


Public Will Soon Want Bathing Shoes 


With thoughts of summer, one naturally 
thinks of the various out-door resorts 


made more attractive by their proximity 
to the ocean or inland bodies of water, 
and one also thinks of bathing shoes. 
This year, there are some very beautiful 
models and it will not be so very many 
days before the public will be asking 
retail shoe merchants for same; or will 
be looking into the store windows to see 
if there are any on display and the price 
at which they may be purchased. 


Hood Window Display 
The Hood Rubber Products Company 
will send to retail shoe merchants the 
latter part of this month or the first of 
May a “broadside” announcement, print- 
ed in black and red, telling about its 





Bright Hued Bathing 
Shoes 

The rubber shoe people have 
decided that they will not allow the 
leather shoe folks to monopolize 
all the bright hues in footwear 
effects. For we find in the all 
rubber bathing shoes, many bright 
colors. There are reds and blues; 
greens and yellows and other gay 
shades to harmonize with trim- 
mings on suits and bathing caps. 

This is a season of daring modes 
and rainbow tints. 











window display contest. The contest 
closes July 15. 

The rules of the contest state that 
photographs must be taken from the 
outside of the window and include the 
front of the store; that the display should 
show at least eight shoes, including men’s, 
women’s and children’s and a display 
card to identify the trim as a Hood 
Canvas display. The display must be in 
the window and photographed during the 
week previous to May 30 or the week 
previous to June 17. The name and 
address of the merchant should be 
legibly written on the back of the photo- 
graph and sent to the Hood Rubber 
Products Company, Inc., Watertown, 
Mass., Attention Advertising Department. 
The Hood Rubber Products Company, 
Inc., reserves the right to use any or all 
photographs received in the Hood Canvas 
Window Display Book. 

The judges in this contest will be: 
Daniel Paris, Advertising agent; J. W. 


Hood, Advertising Manager, W. W. 
Duncan, Manager of Distribution: and 
Helen M. Haney of the Boot and Shoe 
Recorder. 

Importance of Clever Trims 

The Hood Rubber Products Company, 
Inc., has been devoting much attention 
to the windows of the retail shoe mer- 
chants of the country and finds after a 
careful count that in small towns of 2,500 
to 25,000 population, there are 4,500 
persons who daily pass the merchant's 
windows; in cities of from 50,000 to 
200,000 population, over 25,000 persons 
pass the retail merchant’s store each day, 
in other words. 

The idea of this campaign is to en- 
courage displays of canvas shoes at the 
time when the merchants should be selling 
canvas shoes with the resultant increase 
in business to the merchant and the 
manufacturer. 

Several Cash Prizes 

The first prize in this contest will be 
$150 in gold; for the second best photo- 
graph a prize of $75 is offered; a number 
of prizes of $10 in gold will be given to 
merchants who send photographs which 
will be used by the judges for reproduction 
in the Hood Canvas Window Display 
Book. To each dealer who sends in a 
photograph, fifty cents will be allowed to 
cover the cost and mailing of photo. 
A photograph of a small display will have 
as much consideration as a photograph of 
larger and more elaborate displays, so 
that no matter how small a dealer, he has 
an equal opportunity with the larger 
merchant. 

Hood Canvas shoes will be advertised 
in twelve national magazines during the 
time of the window display contest. 


A. 8. Nichols Has No Partner 

Savannah, Ga.—The Recorder is in re- 
ceipt of a letter from A. C. Nichols of 
Nichols, The Shoeman, 19 Broughton 
Street, East, this city, stating that the re- 
port published in the Boot and Shoe Re- 
corder of March 24, under “Failures,” 
reading—“A. S. Nichols & Son reported 
petitioned into bankruptcy”’ was correct 
to the extent that A. S. Nichols was pe- 
titioned into bankruptcy, but that A. S. 
Nichols had no partner, and traded as A. 
S. Nichols instead of A. S. Nichols & Son. 
Therefore, the report should have read 
A. 8. Nichols (19 Broughton Street, East) 
shoes, reported petitioned into bank- 
ruptcy. 
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REGISTERED U-S:- PAT- OFF- 


Always Something New From “Camco’ 
A Little More Style -- A Little More Wear. 


Below we feature the old favorite “Stepper” with the 


NEW BATTLESHIP FLANGED SOLE 


The shoe with the armor-plated. bottom. 

“Stepper’s”’ first cousin “Sport,” a bal,‘is likewise protected from the 
enemies of service. These shoes in your storel will give you sales 
advantages no other canvas shoes possess. Every demand for a 
husky shoe of this type is answered in these models. 
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When your jobber cannot supply you write us. 


Cambridge Rubber Company 
Cambridge, Mass. 


Boston, 186 Lincoln Street New York, 127 Duane Street 
Chicago, 19 South Wells Street 
London, Balfour House, 119 Finsbury Pavement 
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BATTLESHIP 
FLANGED 
SOLE 
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STEPPER—LACE TO TOE 
SPORT—BAL PATTERN 
MEN’S—$1.75 
BOYS’—$1.60 
YOUTHS’—$1.40 
When ordering specify either “Battle- 
ship Sole” or Smooth Suction Sole 
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Chrome, patent sides and ki 
Patent ee . 


Light native cows, for side up) 
Branded cows, for light sole lea 
No. 1 buffs, for heavy u 

as ange City calfskins 


Kips for upper leather 
. hides for sole leather 








siyie steers, as used in sole leather, 


Upper Leather om Per Foot) 
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Sole Leather (Price Per Pound) 
$0.32 @$0.33 . 58 
..@ .36 08 .. 
39 ‘92@ 95 
‘47 ‘98@ 1.05 
48 1.15@ 1.25 


Raw Hides and Skins (Price Per Pound) 


(1913 Av.) 
18% $0.52 $0.55 


leather... 17 in rt 
Tg “s 50 


ao Texas steers, for sole leather 


c— side lea. .. 15 45 ‘50 


ns for fine calf 
17 80@ 1.02% 
16 65@ .80 
.30 42@ .26 
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Comparative Leather and Hide Prices 
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Leather Prices Remain Unchanged 


NHERE is but little change in the 
‘| leather market since our last report. 
Values remain substantially the 
same. The volume of leather business is 
not as large as it should be at this time al- 
though the aggregate of trading amounts 
to considerable 
In upper leather the strongest call is for 
plump weights of calf. The best tannages 
of chrome finished calf in colors bring from 
45c to 48c per foot. There is, also, a good 
call for suede at 50c to 60c per foot. The 
demand for glazed kid is only moderate and 
the market is still handicapped by the 
difficulty in securing raw stock. 
Sole leather prices continue strong with 
a good volume of business. Shoe manu- 
facturers are purchasing larger amounts 
and sole cutters are busier than they have 
been in some months past. Prices are 
strongly held and sole leather tanners are 
talking advances. Union sole is being 
bought in larger quantities by sole cutters. 
The prevailing price is 55c per pound for 
heavy steer backs, cow backs 50c to 5lec. 
There is a fair business in oak sole. Packer 
hide bends are up to 75c per pound for No. 
1 selections,and steer backs for shoe manu- 
facturers’ use are quoted at 56c to 58c per 
pound. 
Good Call for Calf 


The call for the various grades of upper 
leather shows improvement. Full grain 
calf skin in the ligbt weights. are. moving 


slowly although the top grades of heavy 
weights are in fair call, prices ranging from 
40c to 48c per foot. No. 2 grades are 
quoted at 40c and No. 3 at 30c to 38c per 
foot. Blacks are quoted at 3c to 5c less 
per foot. The call for suede leathers is less 
active owing to the between season period. 
Prices are very firm, however, and the top 
selections of fancy colors of suede bring 
from 55c to 65c per foot. Medium grades 
from 45c to 50c. 


Elk Leather in Good Demand 


The call for side upper leathers is only 
moderate except in the best finishes of elk 
for sport shoes. Smoked and tan elk bring 
from 40c¢ to 44c for the top grades. The 
medium grades of elk leather bring from 
30c to 40c. Manufacturers of heavy shoes 
are purchasing in fair amounts particu- 
larly of the heavier leathers such as veal, 
kip, waterproof grain and similar leathers. 
Prices range from 20c to 30c per foot. The 
demand for white and gray buck continues 
strong. Top grades are quoted from 36c 
to 44c, medium at 25c to 32c. 


_ Patent Continues Popular 


Patent leather continues popular and 
there is a fair demand for the top grades. 
Chrome patent kips are offered at 45c to 
50c and the better grades of chrome patent 
sides are bringing 45c, 40c and 35c per foot 
for the three grades respectively. Jap- 


paners and finishers have had more favor- 
able weather conditions of late and are able 
to turn out more leather. A number of the 
patent leather tanneries are operating at 
full capacity. 


Kid Prices Firm 


The glazed kid market show little 
change. The difficulty is in the securing of 
the raw stock. The top grades of colors 
are bringing from 70c to 80c per foot. The 
very choicest selections of white are stil! 
up to $1.00 per foot and other fancy tan- 
nages from 80c to 90c. There is a good 
call for the medium grades of kid, which 
range from 35c to 50c per foot and also for 
still cheaper grades which range from 20c 
to 30c. 

Shoe manufacturers are buying cabretta 
to a considerable extent to substitute for 
glazed kid. Prices for top grades bring 
from 40c to 50c, cheaper selections from 
15e to 25c. 





C. J. Wesson with Timson 


C. J. Wesson, of Larrabee & Wesson, re- 
tail shoe merchants, Chelsea, Mass. has be- 
come salesman for the Charles O. Timson 
Shoe Co., Lynn, and his office isgat 183 
Essex Street, Boston, where he has spread 
a line of house shoes for women and slip- 
pers for men. 
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No. B805—$3.25 No. B210—$3.50 
No. B782—$3.75 IN STOCK IN STOCK 
IN STOCK No. B816—$3.75 
. IN STOCK 


No. B864—$3.25 
APRIL 15TH DELIVERY 
= No. B786—$3.10 
IN STOCK 
HANNAHSONS 
No. B720— $3.85 
IN STOCK 


IN STOCK IN SELL 


Steel Rails or Shoes--- 


Turnover Controls Your Profits 


DESCRIPTIONS 


B782 Black Satin One Strap, Steel Beaded Vamp and 
Strap, Genuine turn, 16-8 Full Louis heel, widths A to 
D, code “Becky”’.. . $3.75 


60s Wie Quin Geniet Ge aan Penn Andrew Carnegie, the great steel and money master, 
Leather Lined, 14-8 Louis Heel, widths B to D, D, code once said: 


B 800 White Satin One Strap, leather lined 14-8 Louis “You can do business at an infinitely Your percentage of profit is multi- 
heel, widths B to D, code “Helen” $3.15 smaller percentage of profithy making plied by the number of times you 
B 210 (Levor's) White Washable Kid One Strap, a rapid turnover. If your turnover is turn over your goods and it makes a 
ser are hearst Lined, covered, 9-8 ziosl, slow, you must have a very much very great difference in the final 

“e larger profit on the things you sellin result. It has been my aim to keep 
B 816 Black Satin One Strap, Satin Covered Buckle, order to come out on the right side of things constantly moving.” 


Brocade Quarter, genuine turn, 16-8 Full Louis heel, 
widths A to D. code “Romona”’.. aie _ $3.75 the ledger. 


B 817 Same as above except with esed quarter, code . — . 4 
“Fanchon”... . . "$3.60 Carnegie’s vast fortune was eloquent proof of the importance of 
B 864 _ Black Satin Two Button One Strap, with Suede turnover. His product moved quickly out of his mills and the 
trim, Side Cut-outs, Imitation turn, 14-8 Jr. Louis heel, | ll « ll d . 
widths B to D, code “Pep”... ... 1unn ee aouars rolled im. 
B720 Black Satin, Fan Flare Tongue, Metal Orna- iis ’ Ns 
geet, Gogeeay Sere, SSS ee hee tee, HANNAHSONS fashionable footwear at low prices gives you 
B 730 Same as above except, 14-8 Full Louis heel an unequalled opportunity for quick turnover—and profit. 
code “Pat” $3.85 
B 786 Black Satin Wide One Strap, 9-8 Flapper Heel, Make your April profits bigger by merchandising HANNAH- 
Rhinestone Button, Genuine Turn, Leather Lined. SONS h 
Widths B to D. Code “Clover” .. $3.10 N INS snoes, 
B776 As above except Imitation Turn. Code 
“Edna” $2.75 


B 742, Black Satin One Strap, Button, 9-8 Heel, Black HANNAHSONS SHOE CO. 
HAVERHILL, MASS. 


“Inda”. , ‘ ne ..- 92.15 
Manufacturers 











HANNAHSONS NEWS is a guide to Profitville. 
Send for it. 





your mentioning the pubi:cation in replies to advertisements. 
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BROCKTON 


Good Business from South 


‘“‘King’’ Cotton, Good Employment and Good Weather Send 
Trade Northwards to Brockton Footwear 


HE South is doing some early and 

active buying of Brockton footwear, 
judging by the reports which come from 
salesmen who are calling on Southern 
shoe merchants. Orders which are being 
received from many of the larger cities in 
the South indicate a degree of prosperity 
which promises well for Brockton’s 
factories output during the next few 
months. A noticeable feature of the 
orders from Southern merchants is the 
increasing demand for the better class of 
men’s and women’s welt footwear. The 
excellent prices which are being obtained 
for cotton and other Southern products 
together with the almost 100 per cent 
employment in that part of the United 
States, is putting into circulation a large 
amount of ready money. In fact, the 
advices which come from Southern 
retail merchants are to the effect that not 
since the inflated war period have they 
experienced such consistent demands for 
shoes of good quality as well as good style, 
as at the present time. 

Climate conditions in the country 
below the Mason and Dixon line, place 
it this year far ahead of the Northern 
states as regards favorable conditions for 
early shoe buying. Orders which are 
being filled at Brockton factories for the 
after-Easter trade confirm this statement 
inasmuch as they represent practically 
all low cuts with light uppers and soles 
suitable for summer wear. For Fall the 
South is buying mostly low cuts but of 
the heavier type in accordance with the 
styles which prevail in all parts of the 
United States. In short, the South is 
looked upon this season as a particularly 
favorable section in which to sell Brockton 
shoes. Local Shoe manufacturing con- 
cerns have increased their selling forces 
in Southern States and are preparing to 
secure a larger share of the new business 
which is being developed there. 


Attractive Spring Catalogs 


It is the policy of numerous shoe 
manufacturers of Brockton to maintain 
factory instock departments. This policy 
is one which was long since demonstrated 
as an important adjunct to the mer- 
chandising of these lines, and one which 
increases in importance each year. As a 
means of acquainting the merchants with 
the various styles carried in stock at 
Brockton factories, many illustrated cata- 
logs are issued each season. One of these 
recently gotten out is from The Dalton 
Co. Inc., manufacturers of men’s and 
women’s welts. This booklet illustrates 
twelve styles of men’s and five styles of 


women’s patterns. These are shown in 
black and colors; the men’s in both high 
and low cut patterns, and the women’s, in 
oxfords exclusively. The tan golf oxford 
with crepe sole in both men’s and women’s 
lines is one of the features of a catalog 
which shows a varied line of smart shoes 
to fill the merchant’s immediate needs. 


Enlarges Philadelphia Stock 


The Brockton Shoe Manufacturing 
Company, making men’s welt shoes, has 
for some months past maintained a stock 
department in Philadelphia. Owing to 
the demands made upon this department, 
the concern has leased an entire floor in 
the building at the corner of North 
Fourth and Market Streets, in the heart 
of Philadelphia’s wholsale district. This 
will enable the house to carry double the 
amount of stock heretofore available and 
by this means to better serve the trade 
in Philadelphia and vicinity. It is 
planned to carry from $75,000 to $100,000 
worth of shoes on the floor at all times. 
M. E. Shaeffer, who is in charge of the 
Brockton Shoe Manufacturing Co.’s Phil- 
adelphia in stock department, has made 
an unqualified success of this work. 


Tribute to Thomas Schofield 


The funeral of Thomas Schofield, 
former treasurer of Stacy-Adams Com- 
pany, shoe manufacturers of Brockton, 
was held at Hanover, Mass., March 28. 
Mr. Schofield disappeared on the after- 
noon of January 2 and was missing until 
his body was found in Island Grove 
Pond, Abington, Mass., on March 24. 
Mr. Schofield had been identified with 
Stacy-Adams Company for more than a 
dozen years and was appointed as treasurer 
of that concern to succeed the late J. M. 


149 


Mosher. Mr. Schofield was an upright 
and honorable gentleman who in every 
way had the respect and esteem of his 
associates in Stacy-Adams Company. 
His circumstances financially and other- 
wise were of the best and no motive can 
be assigned for his untimely death. 

As a tribute to his memory, Stacy- 
Adams Company through its President 
C. P. Waide, issued a statement to the 
public confirming the confidence which 
Mr. Schofield enjoyed among the members 
of the concern; the implicit trust which 
was placed in him, and the efficient and 
reliable manner in which he had always 
performed his duties. 


To Make Higher Grade 
Line 

L. Q. White Shoe Co. which maintains 
a large plant in the neighboring town of 
Bridgewater in the manufacture of the 
cheaper grades of men’s footwear, is 
planning to produce better grade lines. 
These will be similar to the medium 
priced lines produced at numerous factories 
in Brockton and the South Shore district. 


To Increase Factory Output 


The Baker-Field Corp., with factory in 
Bridgewater, Mass., making men’s and 
boy’s shoes, will increase its output in the 
future. Rearrangements are being made 
in the plant and additional machinery 
installed. Salesmen are now out with 
fall samples. They are getting an excel- 
lent business for immediate as well as 
future delivery. 


Good Growth in Shoe 
Shipments 


Last week’s shoe shipments from Brock- 
ton were 17,055 cases, bringing the total for 
the year thus far up to 154,370 cases. 
This record for the week and the year 
thus far is well ahead of the corresponding 
period of 1922, where 140,000 cases had 
been shipped. 





HAVERHILL 


Many Orders from Cuba 


1923 Business Promises Largest Since World War—Supreme 
Court Upholds a $45,000 Verdict for Cancelled and 
Returned Goods—Award of Much Interest 


EVERAL representatives of Cuban 

shoe wholesale concerns have been in 
Haverhill during the past few days placing 
business with local shoe manufacturing 
houses. Cuba, with 3,000,000 inhabitants, 
bought $500,000 worth of shoes in 1920. A 
substantial part of this amount was made 
in Haverhill. Improved conditions of busi- 


ness in Cuba are reflected in the sub- 
stantial orders which are being placed in 
Haverhill by visiting buyers, also through 
representatives located on the Island. 
Haverhill’s business with Cuban merchants 
in 1923 should, and undoubtedly will be 
the largest transacted during any year 
since before the World War. 











Where to Buy 


Women’s Shoes 














Phillips Shoe Co. Inc. 

Makers of ; 

Women’s Turn 
Slippers 


276 RIVER STREET 
Haverhill, Mass. 


Boston Office 


207 Essex St. 





FASHION FOOTWEAR 


Women’s Fine Turns 
and Novelties 
Our new models for Spring are attracting most 
favorable attention. Hand turn sii and 
pumps in the latest designs and finest leathers 
TESSIER & BOWDOIN 
2 Washington St., Haverhill, Mass. 











E. A. & M. C. Witherell Co. 


Manufacturers 
Women’s Turns, 
Bootsand Slippers 


Fi 
Haverhill, 
Boston Office 
Rice Bidg. Reem 406 








Black Satin One-Straps, ome or two 
buttons, made with 15-8 full Louis, 148 
Spanish full Louis or 9-8 Cuban heel. 
Samples charged at regular prices. Write 
for prices. 


ORIENTAL SLIPPER COMPANY, Inc. 
118 Phoenix Row HAVERHILL, MASS. 











J.W.BARNARD & SON 


Andover - - Mass. 
Makers of the 
CELEBRATED 
BARNARD 
COMFORT 
SHOE 

for Ladies 

IN STOCK 








FINE TURN NOVELTIES 


tng Ay —— yt ~ 
factory, better ——> 

deliveries and increased 
Latest Models, All Leathers ante Satins 


FELSTINER-O’CONNELL SHOE CO., INC. 
162 Winter St., Haverhill, Mass. 








“FrOCKBRIDGE SHOE COMPANY 


HAVERHILL, MASS. 
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BLEECKER STYLES 
Are the last word in footwear 
for stylish women 
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Bradley Wins Suit 

The Bradley Shoe Co., of this city 
brought suit more than a year ago against 
the C. E. Wethey Shoe Co., Wholesalers, 
of New York City; this being an action of 
contract to recover $45,000 for shoes de- 
livered to the defendant’s company. The 
latter returned the shoes, claiming that 
they were not desirable merchandise. The 
Bradley Shoe Co. refused to accept them 
and returned them to New York. The 
Wethey concern declined to pay, and the 
local firm brought suit. This was decided 
in their favor by the New York Superior 
Court from which decision the defendant 
entered an appeal. During the past week 
the appellate division of the Supreme 
Court unanimously confirmed the verdict 
in favor of the Bradley Shoe Co. 


Other Cases Pending 

This award to the Bradley Shoe Co. is 
of special interest to the shoe trade of 
Haverhill and New England generally; it 
being the first instance, at least in recent 
years, of a Haverhill shoe manufacturing 
concern recovering any large sum for goods 
cancelled or returned. The cancellation 
evil is one which has been in evidence for 
many years and has caused much mone- 
tary and business loss to Haverhill. At 
present there are several Haverhill con- 
cerns which have suits pending to recover 
losses sustained by goods concelled or re- 
turned. Emery & Marshall Co. have such 
a suit pending against a New York house, 
which is to be heard this season before the 
courts. 


Fifty Years in Business 


The firm of D. T. Dudley & Co., manu- 
facturers of slipper bows and ornaments, 
will observe, the early part of the present 
month, the 50th anniversary of its busi- 
ness career. Such an observance is so rare 
as to call for special comment. The con- 
cern has been doing business under its 
present style for fully 35 years; the present 
proprietor being Frank E. Dudley. .Its 
beginning was in 1873, when A. J. Dudley, 
a brother of Frank E. Dudley, began cut- 
ting leather and making a few slipper bows 
in Haverhill. During the succeeding 
fifteen years the ornament business was 
steadily developed; the firm name becoming 
D. T. Dudley & Co., with Dana T. Dud- 
ley and Frank E. Dudley also brothers, as 
members. The former died some years 
ago, since which time Frank E. Dudley 
has conducted the business alone, but un- 
der itsold name. The concern is identified 
with the designing and production of nov- 
elty shoe ornaments and has built up a 
large and successful business with shoe 
manufacturers and wholesalers in all parts 
of the United States. Mr. Dudley has re- 
ceived many congratulations from his 
business and social friends, local and else- 
where, on the rounding out by his firm, of 
a half century’s honorable business career. 
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The City Mourns Lurad H. 
Downs 


The death of Lurad H. Downs, president 
and general manager of C. K. Fox, Inc., 
which was reported in the Recorder last 
week, came as a great shock to the trade 
throughout the United States and espe- 
cially to the citizens of Haverhill. Mr. 
Downs’ prominent position in the shoe in- 
dustry, his wide acquaintance and his 
whole-souled interest in a'l that pertained 
to the best in business and social life en- 
deared him to all who knew him. This 
was emphasized locally in the funeral ser- 
vice held from his late residence at 138 
Kenoza Avenue. The funeral was private 
and was attended only by members of the 
C. K. Fox concern, and a few life-long 
friends of Mr. Downs. There was a pro- 
fusion of floral tributes, including remem- 
branees from shoe executives and members 
of the trade, as well as friends in all parts 
of the United States. A body guard of six 
officials of the Knight Templars stood at 
attention on each side of the bier. The 
bearers were Joseph C. Kimball, represent- 
ing the Haverhill Shoe Manufacturers’ As- 
sociation, John Kelso and Alonzo Watker 
representing the C. K. Fox factory; Frank 
E. Dudley, J. Otis Carleton and Matthew 
J. Fowler. 


Hundreds Pay Last Tribule 


The opportunity given to Haverhill 
citizens to take a last view of their friend, 
Lurad H. Downs, brought hundreds of 
business and social friends, members of 
fraternal organizations, clubs and other 
associations with which the late Mr. Downs 
was affiliated. During the hour reserved 
to view the body there was a continuous 
procession passing by the casket. The em- 
ployees of the C. K. Fox plant, many of 
them who had worked at the bench beside 
Mr. Downs in earlier days, formed in line 
and marched to their beloved President's 
former residence to pay to him their final 
respects. The funeral services at the 
home, also at the tomb in Linwood Ceme- 
tery were conducted by the Rev. Edmund 
D. Webber, pastor of the First Baptist 
Church in Haverhill. 


Haverhill Concerns Consol- 
idate 


Dalrymple-Pulsifer Co. and D. T. Dud- 
ley & Co., both of Haverhill and both for 
many years identified with the production 
and selling of slipper ornaments, consoli- 
dated March 31. A new corporation is 
formed under Massachusetts laws, the style 
being Dalrymple-DudleyCo. The officers 
are: Frank E. Dudley,President and general 
manager; L. H. Ordway, vice-president; 
J. A. Dalrymple, treasurer; George E. 
Dalrymple, assistant treasurer; and C. H. 
Poore, clerk. At present the Dalrymple- 
Dudley Co. business will be conducted in 





April 7, 1923 


separate establishments as before the con- 
solidation. Wholesale and retail as well 
as shoe manufacturing concerns will be 
covered by the new corporation, which 
has added advantages of increased per- 
sonnel and larger facilities for production. 


A Spanish-English Exchange 


Mariano Viamonte Fernandez has es- 
tablished a Spanish-English exchange of- 
fice in Haverhill. He plans to have there 
a clearing house for Haverhill shoe manu- 
facturing concerns, particularly those hav- 
ing business with Cuban, Mexican, Porto 
Rican, Central American, South American 
and Spanish wholesale or retail houses. 
Mr. Fernandez was educated in the United 
States and has spent much time in Mexico, 
where he was in close financial relations 
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with the Mexican Government. In 1920 
he represented Mexico at the Pan-Ameri- 
can financial congress at Washington, D.C. 


New Husk Firm at Newbury- 
port 


The neighboring city of Newburyport 
is to be the location of Harry M. Husk & 
Co. The head of this concern was form- 
erly on the selling force of Dunn & McCar- 
thy of Auburn, N. Y. The new concern 
will manufacture a line of women’s Mc- 
Kay’s and will occupy a factory in New- 
buryport on Tracey Place, with a floor 
space of about 20,000 feet. The organi 
zation is being formed and machinery will 
soon be installed. The daily production 
at the beginning will be about 700 pairs. 





LYNN 


Styles Change Swiftly 


Even Thirty Day Changes Are Reported; Red and Green, 
Also Some Blue Shoes Appear; Never Were 
Novelties So Sales-Compelling 


WIFT are style changes in Lynn. 

Keeping pace with them takes 
overtime work. [Easter shoes were 
finished handsomely, in volume, and 
prompt and satisfactory deliveries. Some 
buyers are so pleased they have written 
to Lynn manufacturers praising them for 
their good work in getting out Easter 
shoes. 

For late spring and early summer, there 
are many types, possibly more than ever 
before. Red, green, blue and like bright 
colors loom up in startling array. Besides 
there are white shoes, with the bright 
colored trimmings. All Paisley leather 
shoes there are, too. Colored patent 
leather has appeared. Gold patent 
leather is new. There is a gold powder in 
the finish. 

Colonials are in the dress and street 
lines. A new colonial has a tongue that 
springs out from the vamp, like a handle 
from a pitcher, and then is sewed down 
into the shoe on the instep. A gore under 
the tongue holds the shoe to the foot. 
There is also the instep cuff shoe, with a 
broad fancy band, and a gore on either 
side, to hold the shoe to the foot. Dressy 
sport oxfords are as thick as shoppers on 
Fifth ave. Red and green trimmings 
brighten them up, and even are red 
patent and green patent leather used. 
New colors in elk leather also are being 
used for sport oxfords. Egyptian styles 
are running as free as a bird on the wing. 

Retail merchants are keeping pace with 
the quick style changes. Salesmen 
visiting the big city trade tell of merchants 

leaning up on pretty novelties in 30 days, 
and then taking in new lines. Women 


seem to desire pretty shoes, when they 
see them, the same as they desire a 
pretty box of candy. 


Bright Hued Shoes 


R. H. Mitchell Shoe Co. are getting 
out a new sample line showing shoes of 
red, green and blue, and, also, shoes of 
white trimmed with these colors. Sandal 
styles predominate. 

The Cushing Shoe Co. has some 
Paisley shoes, one strap pump pattern, 
military wood heels, the heels being 
covered with Paisley leather, too. Also, 
it has white pumps and oxfords some all 
white, some white with trimmings, and 
a long line of patent and tan colored 
shoes. Egyptian patterns are among them. 
A new vamp collar pattern is attractive. 


White Shoes In Stock 


Jelly-Delaney Co. are stocking white 
fabric shoes in their growing girls’ line, 
and are making all white and white 
trimmed shoes on order. A blue elk 
Egyptian sandal, recently displayed by 
the firm, won praise from buyers. White 
shoes have Ivory white soles and heels. 
Tan shoes, however, continue to be the 
best sellers in the growing girls’ lines. 


Victory Pumps 

Cruise, Sullivan Co. report that their 
best selling Easter shoe was the Victory 
pump, a strap pattern with a lattice 
tongue. Re-orders for this shoe continue 
to come in to the factory. It is made of a 
variety of leathers. 

Red and green Egyptian sandals have 
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Men’s Shoes 














BOSTONIANS, 


Famous Shoes for Men. 


Commonweata Suoe & Leatuer Co. 





WHITMAN, MASS. 
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One Pair 
Sells 
Another 


T.D.Barry Co. 


Brockton, Mass. 


ABOVE . ALL 
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NETTLETON 
Shoes of Worth 


A. E. NETTLETON CO. 


Syracuse, N. Y., U.S. A. 
MEN’S FINE SHOES EXCLUSIVELY 
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Men’s Shoes 
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Men's SHOES ~HAND TAILORED 


NotHinG , MapeTueBesr 
But THE ca Re MAN 
Best Mave Re. Knows How 


Wuen East Visit Us 
WHEN IN Your Town We Wit Visit You 


Stock Dept. 5 


Hs at Your Service 


| THE STETSON SHOE CO. (Inc.) 
South Weymeath, Mass. 














HENRY LILLY Co. 
88-90 Reade St. New York 


AUCTION TRADE SALES 
SHOES AND RUBBERS 


Every Wednesday and Friday 








HOWARD & FOSTER CO. 
Men’s and Women’s Welts 


Address all Communications to the 


BROCKTON, MASS. 














FREDERICK S. PECK 


Worcester, Mass. 


Factory at 


Men’s and Women’s 
Sport and College Shoes 
Boston Salesroom 
207 Essex Street 


WORCESTER 








) PULLIN TRAVELING SUPPERS 
better"than ever in Quality and fit 
Originctor~.ownery of 7haoe Mork Pullman’ 


$18.0 
Black 
fi ull w2e3 3 toll in Stock 





on Jt. GUSTIN So. J 
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been added to the production. Some are 
all red, or all green. Many are of white, 
with red or green trimmings. 

“Billy” Sullivan, of the firm, was at 
Atlantic City, during the Easter week 
parade on the boardwalk. He gathered 
style points, which are being developed 
in the Crusie-Sullivan lines. 


In New Position 
O. H. Casavant has resigned as super- 
intendent of the factory of Gregory & 
Read, and has become superintendent of 
the factory of McLaughlin, Conway Co. 
To Make New Connection 
Horace W. Murray, designer and 
salesman for the Brophy Bros. Shoe Co. 
has resigned, to make new connections. 


a 


New Health Heel 


James Marshall, of the staff of J. J. 
Grover Sons has been granted patents on 
a new health heel. 


Brocade Cuff Tops 


Tanners are supplying the new brocade, 
or radio leathers, to makers of children’s 
shoes, who will use them for making culf 
tops for bootees. The leathers show 
radio lines, and have a silk finish. Some 
of them are embossed with lotus flowers. 
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Swift Shoemaking 


An order for Easter shoes was booked 
by a Lynn firm on the morning of Monday 
March 12. It was telephoned to Lynn by 
a New York buyer. The shoes and welts, 
were made and were delivered in New 
York Saturday morning, Mar 24, and 
were on sale in New York stores Saturday 
afternoon. Eleven days were spent in the 
making. The buyer was so well pleased 
with the shoes that he placed another 
order with the firm for his after Easter 
sales. 

“Dave’’Crowley with Cushing 
Shoe Co. 


David J. Crowley, formerly with the 
Cotter Shoe Company of Lynn, and more 
recently with the MacLaughlin-Conway 
Shoe Company, has left the latter firm to 
become secretary of the Cushing Shoe 
Company, also of Lynn. 

Mr. Crowley will have charge of 
credits, finances and merchandising. The 
other members of the firm are James 
T. Daley, president, and Jacob L. Stein, 
treasurer. Mr. Crowley has had 25 years 
of experience in the shoe field and brings 
to the Cushing Shoe Company a wide 
knowledge of shoe manufacture and shoe 
merchandising. He is looking forward 
to a good business in Cushing shoes which 
are high grade welts for women. 





NEW YORK 


Consumer Demand Pleases Merchants 


Warmer Weather /ill Greatly Stimulate Business—Colored 
Kid Pumps for Women—Black Calf for Men 


N the week immediately preceding Eas- 

ter the weather took a strong stand 
against retail shoe merchants in this vi- 
cinity. Complaints that weather condi- 
tions were having an adverse effect upon 
the shoe business were universal. They 
were shared in by merchants in other lines 
as well, so the shoe men had some comfort 
in knowing that their business was no ex- 
ception to the general rule. 

Despite the cold and unseasonable wea- 
ther some stores did a fair business. The 
nature of consumer demand, the merchants 
believe, is such that good weather will 
bring it into full bloom and that a satis- 
factory spring business is in store. Gen- 
eral sentiment here is against any early 
price cutting. It is argued by the leading 
merchants that the public has not had an 
opportunity to register its full strength of 
demand for spring merchandise yet, and 
that cutting prices now will entirely spoil 
the season. 


Shoes of “Mountain Haze” 


Colored kid pumps continue to furnish 
the chief style motif in New York retail 


circles. In addition to the strong and bril- 
liant primary reds, blues and greens, the 
softer or pastel tones have been introduced 
and are meeting with a cordial public re- 
ception, it is said. ‘Mountain haze’’ the 
soft lavender shade introduced at the 
spring style show of the National Garment 
Retailers’ Association some time ago, has 
gravitated to footwear. Lighter and softer 
blue shades also have appeared in the store 
windows. 


Red a Good Bet 


So far the chief evidence of the vogue 
for colored kids, as seen on New York’s 
streets, has been confined chiefly to red. 
Merchants report that the early demand 
has been concentrated on red and this has 
given rise to the belief that no matter what 
happens to the colored kid movement in 
general, red is destined to be a good seller 
throughout the summer. 


Men Like Light Weight Leathers 


In men’s shoes there has been some dis- 
appointment at the movement in heavy 
leathers for spring. The public is demand- 
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ing lighter weight footwear, and local re- 
tailers, who apparently have considerable 
stocks of Scotch, Norwegian and English 
grain oxfords in stock are finding it diffi- 
cult to move them in large quantities. The 
demand is stronger for smooth grained 
leathers, principally calf-skin and for light 
weight soles, according to several retailers. 
Black is a stronger seller for spring than 
it has been for many years past, in men’s 








Child’s patent coll, one strap with gray ooze inlay 

at throat. In addition to the four cut-outs on 

each side, there are five on the strap; imitation 

stitched lip. Nature last—Made by Crescent 
hoe Co., New York 





footwear. The lighter shades of tan, which 
has been consistently boosted for several 
spring seasons without much _ success, 
apparently are going no better than usual 
this year. 


A New Shoe Store 


Forty-Second Street, between Sixth 
and Fifth Avenues, is rapidly becoming a 
congested retail shoe center. The Peacock 
store recently opened in this neighborhood 
and alterations are now being made at 
21 West 42d Street to house a new store 
under the name of Winkelman, who is un- 
derstood to operate a retail establishment 
in Philadelphia. The new store is sched- 
uled to open on April 18. 


New Shoe Department 


A shoe department also is contained in 
the M. S. Scheinmann store opened last 
week in the Marbridge Building in a por- 
tion of the old Rogers-Peet Company’s 
site. The women’s shoe department in 
this store is located on the mezzanine 
balcony. 


Millerites’ Annual Beefsteak 
Dinner 


The noise of horns, rattles, whistles, 
harps, clappers, rattle bones, crying dolls, 
and cheers, shouts, songs, laughter and 
talk, mixed with other plainly audible 
though unrecognized sounds, rose above 
the 100 round tables in the grand ballroom 
of Hotel Commodore, on Sunday night, 
March 18. Around the tables were gath- 
ered about 850 men and women, attired in 
aprons and caps of millers. The diverse 
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noises vied with a 12-piece orchestra, pre- 
dominantly brass, but failed to overcome 
the unified volume of sound blared forth 
by the trombonists or groaned out by the 
double bass. 


Round the Festive Board 


Ticklers grazing their faces, teasers play- 
ing about their necks, jumping dolls and toy 
balloons bursting in mid-air, or just over 
the candle sticks, on the souvenir laden 
tables, failed to prevent Oscar or Oswald 
or James from serving the grapefruit or 
any one of the other seven courses which 
followed, to a merry and hungry lot of 
Millerites. Nor did the crowd, just be- 
cause of the crab meat, beefsteak, lamb 
chop, ice cream, candy, cigars, cigarettes 
and soft drinks, fail to note the thirteen 
professional entertainment acts which took 
place on a platform in the center of the 
room. The audience, like children at a 
circus, had time to see, hear, applaud, and 
take in everything at one and the same 
time. Singers received generous applause, 
dancers could have had ten encores each 
if they wished, meanwhile the beefsteak 
dinner received its share of attention, 
women found time to open the boxes of 
candy placed on all tables, men did not 
neglect to examine the yellow candles 
placed at each plate, on which was fit- 
tingly inscribed “It isn’t always light that 
lightens life but the spirit within.” 

With all these activities every body found 
time to exchange pleasantries with friends, 
co-workers, customers and fellow diners, 
the occasion being the annual dinner of 
“The Millerites’ Association,’ which is 
composed of every employee of I. Miller 
& Sons, Incorporated. 


Professional Entertainers 


Bernard Granville, of “‘Go-Go’’ fame, 
made a few brief remarks about ‘What 
the Shoe Business is to the Show Business” 
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Where to Buy 


Men’s and Women’s Slippers 











FELT SLIPPERS 
BLUM SHOE MFG. CO. 
Danaville. New York 
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New E. Egyptian sandal stitchdown, made of smoked 

elk, with cut-out lips and counters This model 

is in red and patent— Made by Duane Shoe Co , 
New York 





in which he praised the products of I. 


Miller & Sons, and characterized Miller 


shoes as the leading shoes for show folks. 
There were other professional entertainers. 

A dance followed the vaudeville enter- 
tainment. 


Officers and Commitives 


Following are the officers and commit- 
tees of the “Millerites’ Association,” to 
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for Shoe Merchants - 


“WHERE TO BUY” constitutes a 
source of knowledge so that he how 
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‘Bonita’ Shoe * Baby 


TURNS and SOFT SOLES 
In Stock 
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Soft Soles and Moccasins 


Ask your Jobber for our 
Goods. We DO NOT sell 
the retail trade. 


Newcomb-Anderson Shoe Co. 


ROCHESTER, N. Y. 








“ELAM” 
Flexible Turn Shoes 


For the Jobbing Trade Exclusively 


F. S. ELAM SHOE CO. 


ROCHESTER, N. Y. 
Boston Office, 181 Essex Street 
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Ballet Slippers 
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N° matter what policy you may 
pursue in selling to the shoe 
trade, nevertheless, you need the 
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which all I. Miller & Sons’ employees, both 
factory and store, belong: 

Honorary Chairman, Jerome Konheim; 
Honorary Vice-Chairman, Irving Miller; 
President, Abraham Dix; Vice-President, 
Sam Deneau; Treasurer, Nicholas No- 
viello; Secretary, Sidney Albaum; Ser- 
geant-at-Arms, Nat Bergmann 


Committees 


Entertainment, Chairman: William A. 
London, Edward O. Allen, Joseph J. 
Jiminez, Samuel Skidell, Philip Dimin, 
Maxwell Green and Edward Teschner. 

Good and Welfare, Chairman: J. Joseph 
Jaffe, Maxwell Tannenzaft, Irving Levy, 
Milton Josephs, Samuel Ehrlich, Max 
Schneider, Ben Menscher, May O’Hara, 
David S. Kahn, Max Pearl, William Weiss, 
Michael Block, George Weiss, Morris 
Levine and Lou Lesser. 

Press, Chairman: Bernard Swiedler, 
Irving Crossman, Edward O. Allen, Wil- 
liam J. Bowen, Lillian Mizel, Charles 
Wagner, Max Pearl, Irving Kope and 
Bessie Abramowitz 

Reception, David S. Brown, Arthur 
Glucksman, Philip S. Taft, Joseph L. Bar- 
nett, Paul Fox, Irving S. Karten, Pauline 
Levin, Charles Wagner, Frank E. Ward, 
Ben Rosenthal, Nannes F. Lipsky, Louis 
Kirschner, Herman Shapiro and Alter 
Mirski. 

Board of Governors, Israel Miller, George 
Miller, Charles Miller, Irving Miller, Jo- 
seph Michaels, Frank Tannenbaum, Her- 
man Paul, Louis F. Boitano, Maurice 
Miller, Michael Miller, Jerome Konheim, 
Arthur A. Livers, Harold S. Hoskins, Wil- 
liam M. Cohan and David S. Kahn. 


Jewish Philanthropic Cam- 
paign April 15 

Retail shoe merchants on the East Side 
have formed a representative committee 
of wholesale and retail men to assist in the 
drive for membership in the Fedération 
for the support of Jewish Philanthropies 
to be conducted under the auspices of the 
Business Men’s Council on the East Side, 
during Federation Week, April 15 to 22 
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Louis Rosenwasser and Ben Lorber of 
the Wildfeuer Shoe Co., and Sol Wein- 
garten of the London Shoe Co., have al- 
ready begun canvassing. 

This Federation is a super-organization 
which contributes to the support of 91 
affiliated societies in New York, devoted 
to the care of the Jewish sick, destitute, 
widowed, aged and orphaned. It main- 
tains hospitals, orphans, asylums, clinics, 
religious schools, nurseries, vacation homes 
for infants, mothers, working boys and 
girls, technical schools for boys and girls 
and several organizations to give financial 
aid through gifts or loans to those in need. 

Twenty-seven of these institutions are 
on the East Side and almost one-half of its 
budget, which for 1923 is $3,445,306 is 
spent on them. None of these societies 
solicits funds individually but Federation 
secures joint contributions for them and 
distributes according to the needs of each 
institution with the least possible admin- 
istration expense. 

Arthur Lehman is President of Federa- 
tion and Felix M. Warburg of Kuhn, Loeb 
and Co., is Chairman of the Board of 
Trustees. Solomon Lowenstein is Execu- 
tive Director. 


New Cleaner for Satin 


With the vogue for satin in black, as well 
as colors, the importance of a suitable 
cleaning material for satin shoes has be- 
come more pressing every season. To 
meet this, the Griffin Mfg. Co. have just 
put on the market a new fluid cleaner un- 
der the brand Satin-Kleen, which is to be 
offered to the trade, in black, in brown, and 
in neutral, or colorless form suitable for 
all the colors in which satin is made, both 
light and dark. 

The new dressing, it is stated by the 
house, is a cleaner that will not attract 
dust as benzine would after its use. It 
dries instantly and in the case of the black 
and brown fabrics, restores color as well. 

The package comes supplied with a felt 
pad for application, thereby eliminating 
the necessity for the use of cloths. Since 
its introduction, it has met with a very fa- 
vorable reception by the trade. 





BUFFALO 


Satins Lead in Style Race 


Pre-Easter Business Good, But Real Buying to 


Come 


RE-EASTER demand for novelty 

footwear equalled the expectations of 
most of the Buffalo retail shoe merchants 
and has likewise fulfilled the anticipation of 
those who bought heavily of satins, be- 
lieving them to be the best bet of the 
Spring season. Satins just at present are 


Later 


outselling other lines, although there has 
been a brisk movement in gray suede. 

Because of the early date on which 
Easter falls this year, the real buying 
movement is not expected until after this 
date, as there appears to be no prospect of 
real warm weather before the first week in 
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April. But if that month does not measure 
up to the best in several years, there will 
be widespread disappointment. 


Men Buying Oxfords 


Flappers are taking to the novelties de- 
signed to fit their taste in much the same 
fashion as they did a year ago, but dealers 
believe this season’s demand for that type 
of footwear will not be so prolonged as it 
was in 1922 

The feature of the trade in men’s shoes 
at present is the popularity of the oxford, 
which used tobe called for only for summer 
wear. How much of this is simply a fad 
and what proportion is based on a real per- 
manent liking for the low shoe in all weath- 
ers, is something no dealer seems prepared 
to say. What they are principally con- 
cerned with is the fact that there is a mani- 
fest liking for oxfords on the part of men 
who formerly wore high shoes and the 
trade is giving them what they want. 


New Store Opened 


The Swanson-Holmberg Shoe Com- 
pany, whose store in the Broadhead block 
on South Main Street, Jamestown, N. Y. 
was wiped out by fire during the big con- 
flagration last November, held its formal 
reopening on March 24. 

The store has been entirely remodeled. 
It has been tastefully decorated in gray 
and white, both on the main floor and in 
the bargain basement, while an added 
feature is a children’s department with 
individual chairs, tiny mirrors, etc. A 
ladies’ rest room is also an innovation. 

Two new cases for the display of foot- 
wear and hosiery, and opera chairs in gray 
to conform with the store decorating effect, 
add much to the general appearance. The 
gray and white color scheme has been 
carried out even in the display windows 
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and throughout the store palms have been 
used to good advantage. 


New Lines Added by Watters 


The K. W. Watters Company which 
operates two stores in Buffalo, with head- 
quarters on Main and West Mohawk 
Streets, has added two new lines of custom 
built shoes, which they will handle ex- 
clusively in this city. They are the Stacey - 
Adams footwear for men and the Hoskins 
line for women. Harry Colgrove, manager 
and buyer for these stores, was confined to 
his home during the week of March 19 
with an attack of grippe, which has been 
quite prevalent in Buffalo during the past 
winter. 


Opening Attracted Crowd 

Crowds which stormed the new Felt- 
man-Curme store, 515-17 Main Street, on 
March 17, the opening day, made it neces- 
sary to close the doors at frequent inter- 
vals in order that those within the store 
could be served. A gratis offering of men’s 
and women’s hosiery with each purchase, 
widely advertised in local papers, was the 
incentive, evidently, which attracted the 
crowds as well as the fact that the foot- 
wear is moderately priced at $5 and $6. 


Membership _ Gains Steadily 


With each weekly luncheon meeting of 
the Buffalo Retail Shoe Dealers’ Associa- 
tion, come reports of an increased member- 
ship, due to the efforts or a special com- 
mittee which is making a concerted drive 
to bring into the fold every worth while 
shoe dealer in the city and its environs. 
This campaign will extend through April 
and it has been tentatively planned to 
hold a large banquet at its conclusion to 
afford the new and old members an oppor- 
tunity to become better acquainted. 





ROCHESTER 


Storm Hurts Easter Business 


In Women’s Shoes Grays and Light Browns Are Best Sellers 
—Satins Are Good 


HE week of March 26, opened with a 

_ blizzard which lasted for the entire 

week and effectively put a damper on the 
buying of Easter footwear. 

\ttractive window displays and a liberal 

use of newspaper space brought out a fair 


amount of business, but the volume fell’ 


short of expectations due to the unsea- 
sonable weather. 

In women’s footwear, the various shades 
of gray and light brown are the best sellers. 
Satins for dress wear are still good and lo- 
cal merchants look for them to be good for 
some weeks. 


Sandals Are Good Bets 


Sandals are selling well to Southern 
trade and merchants feel that as soon as 
the weather moderates this type of foot- 
wear will take the lead in the volume of 
sales. 


Moore-Shafer Salesmen Meet 


Salesmen representing the Moore-Shafer 
Shoe Manufacturing Company of Brock- 
port, N. Y., gathered at the factory last 
week for their annual sales conference on 
plans for the coming season. 
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Where to Buy 


Boys’ Shoes 














SOLD BY 
T. F. EMANS 
402 Lees Building 
Chicago, IIL. 








AShoe for Boys 
That Wears 


Marston & Tapley Co. 
DANVERS, MASS. 














| Where to Buy 


Engraving and Printing 











ATLANTIC PRINTING CO. 


Shoe Printers 


Tear out this ad and mail for details of 
our Special Printing Service for 
the Boot and Shoe Trade 
201 South Street, Boston, Mass. 
Telephone Beach 4960-4961 
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Where to Buy 
Wanted Styles 


An Extra Editorial Service to 
“Recorder” readers, free for the ask- 
ing, with authentic information on 
current problems. 
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Where to Buy 
Standard Shoe Materials 
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The One 
Waterproof 
Leather That 
Takes and Re- 
tains a Polish. 


CREESE & COOK CO. 
Tanneries at Danverspert 95 South St., Boston, Mass 











COATED GEM DUCK 
ADHESIVE BACKING CLOTH 


Rubber and Leather 
Dry Foot Welting 
Sheet Rubber Soling 
B. F. CHAMBERLIN 


184 Se. 
Formerly Walpole Shoe Supply Co. 





ELDITE 


ILLER 
THOMPSON-FIELD COMPANY. INC. 


MAKERS OF HIGH GRADE SHOE SPECIALTIES 
1064 MONTELLO STREET 


BROCKTON,MASS. Ay 


Colored 
Chrome; 
Sides 


Regas & Cobb, Inc., Boston, Mass 























f WGP. BONALD, View 


¥. E. JON 
F. E. JONES CO. 


cocoss MAT KID 


COLORS 
95 South Street, Bosten 


Treas. 











Largest Manufacturers 
in the World of 


Blach Glazed Kid 
Surpass LEATHER ©. 











DO YOU KNOW? 
that you can buy it—or 
sell it—through the 
“Where to Buy” columns. 
This feature in its quick 
service is a time saver in 
meeting i 


ate 

















Complete new sample lines were spread 
in the factory sample rooms and daily ses 
sions were held to acquaint the men with 
the new patterns and their relation to the 
new shoe styling. 

On Tuesday evening, March 27, a ban- 
quet was held at the Brockport Hotel 
which was attended by the factory execu- 
tives and members of the sales organiza- 
tion. Informal speeches were made by 
Wilson Shafer, Henry Moore and by va- 
rious men of the sales staff. 


Moore-Shafer Sales Roster 


The Moore-Shafer line-up for the com- 
ing season follows: 

George L. Beatty, Delaware and East- 
ern Pennsylvania; E. F. McCabe, Kansas 
and Oklahoma; James Drury, Kentucky, 
Southern Ohio, Tennessee and Virginia; 

I. P. Marston, Eastern Ohio, Western 
Fennysylvania, and West Virginia; Guss 
Hess, Pacific Coast; Jack Jester, New 
York City and Southern Territory; Herb 
Lane, New England; Bill Owens, Michigan; 
Orville Romig, Illinois and Indiana. Frank 
Shafer, New York State; Al Stumpfle, 
Northwest; Irving Telling, Chicago terri- 
tory; G. V. Doone, Northern New York 
and Northern Pennsylvania. 


W. B. Coon Company Salesmen 


The W. B. Coon Co., of Rochester, New 
York, maker of “Stylish Stout Out Sizes” 
and Slender Foot Arch Fitters, will be re- 
presented on the road the coming season 
by the following men: Dave D. Oster, 
Michigan, Indiana and Ohio; Fred A. 
Zorn, New York State and Cleveland; H. 
C. Gorman, Maine, New Hampshire, 
Vermont, Eastern Ohio and West Vic- 
ginia; N. Swanson, Pennsylvania, Mary- 
land and Washington, D. C.; George 
Stevens, Kansas, Nebraska and Oklahoma; 
I. T. Copethorn, Massachusetts, Con- 
necticut and Rhode Island; J. C. Hicks, 
Brooklyn, Long Island and New Jersey; 
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W. G. Loftis, Iowa and Missouri; W. H. 
James, Chicago and Wisconsin; J. H. 
Dreyer, Delaware, Maryland and Virginia; 
E. W. Thuli, Denver to the Coast; A. J. 
Davison, Minnesota and North and South 
Dakota; E. L. Moore, Indiana and Illinois; 
J. M. Neally, North Carolina, South Caro- 
lina, Georgia and Florida; Victor Zorn, 
Buffalo and Western New York. 


Store Postpones Opening 


The opening of the Triangle Shoe Store 
at 36 State Street, scheduled and adver- 
tised for Friday, March 23, was held up 
by the non-arrival of fixtures and shelving 
which were lost in transit. In spite of this 
handicap, the store opened on schedule 
with improvised shelving but postponed 
its formal opening day until March 31. 

The new store, which is unusually wide, 
has an attractive front and presents an 
attractive appearance. Flowers sent by 
the Rochester Retail Shoe Dealers’ Asso- 
ciation and friends in the trade embellished 
the interior and Mr. La Montaigne, the 
proprietor, reports that he has received 
many favorable comments on the store’s 
appearance and arrangement. 


Sees Local Export Future 


Arthur B. Butman, chief of the Boot 
and Shoe Division of the United States 
Bureau of Commerce, who spoke at the 
Foreign Trade Conference held by the 
Rochester Chamber of Commerce, sees a 
big market for Rochester-made footwear 
in foreign markets. In discussing the pos- 
sibilities of these markets with individual 
shoe manufacturers, Mr. Butman advo- 
cated careful study of the market before 
attempting to sell abroad and advised that 
firms contemplating export business should 
put themselves in the place of the importer 
and answer the question: “Can these shoes 
be imported into a given market and sold 
at a profit?” 
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BOSTON 


Attractive Footwear Everywhere 


Store Windows Are Most Artistic—Many Sport Models Are 
Shown—Annual, Meeting Massachusetts Retail 
Shoe Merchants April 11 


HE past week opened with store 

windows and interiors in full Easter 
garb. Beautiful models in shoes and 
hosiery were shown and sold well, con- 
sidering the rather cold weather which pre- 
vailed. There are so many attractive 
models from which to select that women 
folks, especially the young set, take consid- 
erable time to make theirchoice. Saidone 
retail shoe merchant on Easter Saturday, 
“When shoes were not considered much 
more important than mere coverings for 
one’s feet, a decision could be readily made 





but nowadays, shoes are truly in the mil- 
linery class. A woman wants a pretty hat 
for Easter and takes some time in choosing 
the most becoming mode, because she 
-knows that no matter whether the weather 
be cold or warm that hat will be a most 
conspicuous part of her new spring finery, 
the same with her shoes. She may cover 
up her new gown or suit with her old 
winter wrap, but not so with her shoes and 
hosiery.”’ 

However, when a customer takes an 
hour or more to select a pair of shoes, it is 
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a bit annoying to both merchants and sales- 
people. In two stores visited the past 
week, it was noted that two women cus- 
tomers had been in the process of buying a 
pair of sport sandals for a considerablelength 
of time. ‘he floor man was asked, how 
long the customers had been there, and the 
answer came back “‘For over an hour.” If 
the salespeople were irritated, they surely 
did not manifest any undue annoyance, 
but kept smilingly at the task. 


Snappy Footwear Noted 


Sport apparel is in full evidence, with 
imported lisle thread Jacquard diamond 
pattern stockings in various colors; silk and 
wool stockings with cuff top, and shoes in 
various combinations of leather, with 
rubber, or with leather soles. There are 
sport models for dress and sport models for 
golf and hiking. Not only are men and 
women able to find a wide range of lasts 
and patterns from which to select, but the 
little folks also. 


In Tan Russia Calf 

At Jones, Peterson & Newhall Co.’s a 
practical shoe for women’s sport street 
wear was shown in tan Russia calf. This 
was a one-strap, with an 8-8 military heel, 
had a fleur de lys pattern at the tip, with 
perforated and stitched straps defining the 
tip, and at the throat and shank. This 
model was also shown in gun metal, gray 
buck, with gun metal trimmings and fawn 
buck with tan calf trimmings. 


Coes and Stodder Showing Broad Toes 

Coes and Stodder sells many shoes to 
college boys. A new number has recently 
been shown at this store, in black or tan 
calfskin, also in cherry, cordovan and tan 
pigskin, with broad toes, broad bottoms, 
broad shanks and broad heels. This shoe 
has small perforations at vamp seams, tips 
and lace stays. It is called the “Copley.” 


Dr. A. Reed Showing Combination Lasts 

Dr. A. Reed Cushion Shoe Company 
which store specializes on the Dr. Reed 
shoe with the cushion innersole is showing 
some snappy combination lasts for men 
and womenin black and brown kid oxfords. 
A recent ad of this store, which was pro- 
ductive of many sales, asked the question: 
“Are your feet a business Liability?” and 
then added: “The somfort is hidden, but 
the style is not.” 

The shoe department of C. F. Hovey 
Company, which has the exclusive Boston 
agency for I. Miller footwear featured 
some very artistic kidskin slippers in 
various patterns, and in shades of red, blue 
green, canary, champagne, putty and the 
new shade of egg-plant. These sold well at 
$16.50 the pair. 


Massachusetts Merchants to 
Elect Officers 


The annual meeting of the Massachu- 
setts Retail Shoe Merchants’ Association 
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will be held at the City Club on Wednes- 
day evening, April 11. At this meeting, 
officers will be elected for the following 
year. The nominating committee, is as 
follows: Fred Small, Buyer of Gilchrist’s 
Shoe Department, Chairman; Thomas S. 
Childs, Holyoke; A. Judson Laythe, Clin- 
ton; Joseph C. Palmer, Lynn;C. L.Mahony, 
Lawrence. Reception will be at 5 30 and 
dinner at 6 P. M. 


Vermont Association Meet 
April 16 


The Vermont Retail Shoe Dealer: As- 
sociation will hold a general meeting at the 
Hotel Vermont, Burlington, on Monday, 
April 16, to elect officers and to vote on 
federating with the New England Retail 
Shoe Merchants Association. 


Retail Salesmen Meet April 2 


The Boston Retail Shoe Salesmen’s As- 
sociation had a very well attended and en- 
thusiastic meeting on Monday evening, 
April 2, at Louis’ Cafe, with 98 men an- 
swering the roll call. An unusually fine 
dinner was served and an orchestra, a 
pianist and a soloist occasioned much 
favorable comment. 


An “All Star’’ Number 


Another “‘All Star” number was a talk 
from Dester G. Twiss, one of the former 
chairmen of the association’s educational 
committee, and a real live wire. Mr. Twiss 
some time ago transferred his business line 
from shoes to watches, but he nevertheless 
retains a deep interest in the boys of the 
Boston Retail Shoe Salesmen’s Associa- 
tion and the affairs of that body. It cer- 
tainly seemed good to have him in the 
midst of the group again. 


Nominations for Officers 

At this meeting candidates for the va- 
rious offices were nominated, these candi- 
dates to be voted upon at the May 7 meet- 
ing. For President, E. Roy Smith of Jor- 
dan, Marsh Co. and Thomas M. Stickley 
of Hanan & Sons; for Vice-President, Fred 
M. Greenwood of Thayer, McNeil’s and 
Charles M. Reynolds of the Spencer Shoe 
Co.; for Secretary, Robert W. Daley, 
whom the boys simply will not allow to 
“escape,” and who has held the office since 
the formation of the association; for Trea- 
surer, H. U. Kerwin of H. H. Tuttle’s, the 
present treasurer, E. A. Kuhlen, declining 
the nomination. For the executive com- 
mittee, there are 20 nominees, from which 
list seven will be voted upon at the May 
meeting: J. H. Norfleet of Thayer, Mc- 
Neil’s; E. A. Barnsley of Willson’s Shoe 
Shop; H. E. Currier, Walk-Over Boot 
Shop; M. L. Knights of Gilchrist’s Shoe 
Department; Edward Blomquist of the 
Queen Quality Shoe Shop;C M. Reynolds 
of the Spencer Shoe Co.; H. C. Copeland 
Jordan, Marsh shoe department; Henry 
H. Dahl of the Thayer, McNeil Co.; Ir- 
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ere to Buy 
Shoe Ornaments 














FRESH FROM KING TUT’S TOM, 
In line oe oe style tend 
encies toward designs Egyptian 
we are showing a remarkable 
array of Egyptian ornaments. 
Deliveries can be made immedi- 
ately. 

EDW. E. KAHN CO. 
293 Adams St., Brookiyn N. ¥ 


h 
291 ADAMS STREET 
BROOKLYN, N.Y. 
ONE OF OUR SPECIA: S 
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PARISIAN BEADING WORKS 
1028 Arch Street, PHILADELPHIA, 
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D. W. COULTAS CO. 


Manufacturers 


Rhinestone Buckles 
BIG DEMAND 
Write for Samples 


PROVIDENCE - - - R. JI. 











Especially tor 
Shoe Manufacturers 
For good covered 
Buckles and Leather 
Lows write tothe 
Vanity Novelty Works 
1261 Atlantic Ave. 
Brooklyn, N. Y. 





“Just Enough Better To Be Thoroughly Werth Whi” 


BONGIOVANNI BROS. 
- Largest Rhinestone Buckle 


Manufacturers in America 
High Class Buckles at Popular Prices 
2927 3RD AVENUE NEW YORK CITY 
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“Where to Buy” constitutes a source of 
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Where to Buy 


Shoe Store Supplies 
































Where to Buy 


Miscellaneous 

















Service Complete Copy to Mailing 
F, S. ROOT COMPANY 
pacscon Set Multigraphing 
WHEN TO EMPLOY US—When you want 
— action as regards multigraphing, 


lling in, addressing, sign- 
ing ond the snailing of Sales Letters 
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ving Glover of A. H. Walk-Over Boot 
Shop; C. L. Northrup of White’s Shoe 
Department; F. E. O'Neill of Hurley’s 
Shoe Store; Edward N. Chalmers of the 
Ground Gripper Shoe Store; L. W. Hollis 
of Knickerbocker Shoe Shop; P. F. Girard 
of Hagan’s; P. E. Thayer of Thayer, 
MeNeil’s; R. L. Upton of Gillett-Upton, 
Inc.; C. W. Pollock of Thayer, McNeil’s; 
J. H. Creed of Thayer McNeil’s. 


Girard and Upton Speakers 


Peter F. Girard and R. L. Upton were 
the speakers of the evening. Mr. Girard 
“Relation of the Shoe Industry 
Conditions” and Mr. Up- 
“Applying the Golden Rule 


discussed 
to Economic 
ton’s topic was 
to Business.” 

Seven new members were added to the 
association's roster and eleven applications 
for membership were received. 

. 


Rush Applications for Space 


at N.S. R. A. Convention 


The New England Shoe and Leather 
Association, through its secretary, Thomas 
F. Anderson, has sent word to members 
that the committee in charge of the Annual 
Convention Exposition, to be held in Chi- 
cago, February 11-14, 1924, under the 
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auspices of the N.S. R.A. has sent out 
word that all applications for exhibit space 
must be received on or before April 15 
next. An option has been secured until 
April 15 on 50 per cent more space for the 
1924 exposition than the New England 
group occupied in the 1923 exposition. 
Secretary Thomas F. Anderson asks that 
members who expect to participate in this 
Exposition in the New England section 
send applications with all possible dispatch 
Charles T. Cahill is group chairman. 


T. F. Anderson Talks Export 
Trade to Stetson Foremen 


The regular fortnightly get-together of 
the foremen of the Stetson Shoe Co., South 
Weymouth, Mass., held in the adminis- 
tration office of the factory, March 27, was 
addressed by Secretary Thomas F. An- 
derson of the New England Shoe and 
Leather Association, who spoke on export 
trade conditions and prospects in the foot- 
wear industry. Frank W. Holbrook 
served as chairman, and Messrs. Arthur C. 
Heald, Charles T. Heald and Stanley 
Heald of the management were present. 
This is the 14th Fall and Winter course of 
the Stetson Company’s foremen’s meet- 
ings, and the current series have been one 
of the most interesting and helpful since 
the idea was inaugurated. 

The closing meeting of the present sea- 
son will take place April 24, with Alfred P. 
Pillsbury as chairman, and Arthur C. 
Heald, treasurer of the Company, will 
give a resume of the addresses made at all 
of the meetings. 


Subject Well Presented 


After presenting a picture of industrial 
and commercial conditions in the United 
States and the marked improvement that 
has taken place during the past 12 months. 
Mr. Anderson proceeded to describe 
briefly the conditions surrounding the do- 
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mestic shoe industry of the leading coun- 
tries of the world, and from government 
reports and private sources of information 
showed how our American exports of foot- 
wear are slowly increasing in the case of 
some of these countries. Cuba, he said, 
continues our best customer for shoes, and 
its absorptive capacity isreally remarkable. 
The speaker frankly admitted the serious 
and possibly permanent handicaps from 
which our manufacturers are suffering at 
present by reason of the prohibitive tariff 
duties on imported footwear that have 
been adopted in a number of countries, 
particularly in Argentina, Brazil and Chile. 


Annual Meeting of State 
Chamber of Commerce 
April 12 


The Annual Meeting of the Massachu- 
setts State Chamber of Commerce will be 
held at the Boston City Club (Rooms A, 
B and C), Thursday, April 12, 1923, at 
10.30 A. M. At the forenoon meeting 
there will be an address by Dr. Kenyon L. 
Butterfield, President of the Massachu- 
setts Agricultural College, on “The Rela- 
tion of Agriculture to the Industrial Future 
of Massachusetts.” 

Luncheon will be served in the banquet 
hall at 12.30 P. M., tickets, $1.25, the 
speakers to include Mr. James J. Storrow, 
Chairman of the New England Railroad 
Committee to study the transportation 
problems of this section; Ernest N. Smith, 
Department Manager, Chamber of Com- 
merce of the United States, subject “The 
Value of State and National Chambers to 
Business Men’’; Charles L. Bernheimer, 
Chairman Committee on Commercial Ar- 
bitration of the Chamber of Commerce of 
the State of New York, on “Practical Com- 
mercial Arbitration and How to Work It,” 
the discussion on this to be led by Henry 
H. Morse, Chief of the Specialties Divi- 
sion of the Department of Commerce. 





PROVIDENCE 


Trade Buying More Freely 


New Footwear Attractive—Optimism Prevails—Many Sport 
Models Displayed 


RADE in Rhode Island shoe circles 

picked upconsiderably during the fort- 
night before Easter. Good gains were re- 
ported in all stores over the first two weeks 
of March. Larger increases were men- 
tioned as against the corresponding period 
of a year ago. Optimism was noted every- 
where, both in the “shoe belts” and in the 
rural districts. Plenty of merchants can 
be found in the various sections, who will 
say that they are looking forward to one of 
the best Spring seasons of their business 
careers, providing spring weather prevails. 
Previous to March 15 the weather has 


been a large factor in the slackness which 
has been so discernible since the advent of 
1923. 

Black in both calf and satin is much dis- 
played, as well as gray in both plain and 
combinations—the newer effect seems to 
be of beige. There are many sport models 
shown—the Egyptian sandal with 10-8 or 
8-8 military heel being one of the new 
numbers. 


New Number Introduced 


At Gladding’s, the “Sybil” 
street wear oxford for women fastening 


a smart 

















A RICKARD WELT 


STaslty sete i settaeee sible) alate) 
Six Eyelet Oxford 
Widths AAA-D 


IN STOCK 
Price $5.75 


The Rickard Shoe Company 
Haverhill, Mass. 
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nN Q) 
GLOVE-GRIP SHOE'S 


INCREASE SALES AND PROFITS 


OUR “ARDMORE,” A CONSERVATIVE MODEL WITH PLENTY 
OF STYLE AND THE EXCLUSIVE “GLOVE-GRIP” FEATURE 


IN STOCK 
MODEL S482 
COMBINATION LAST 


THE ARDMORE 


TOBASCO BROWN KID 
HALF RUBBER HEEL 















































Price $7.20 
AAAA/AA and AAA/A 7 to 1|—AA/B 6 to 1l— A/C, B/D, C/E 5 ta II 


Extraordinary sales advantages are attracting dealers to the “Glove-Grip” proposition. Every 
distributing dealer is in an enviable position as regards sales and profits. The fact that the “Glove- 
Grip” idea is patented, and that only ARNOLD makes shoes with the “Glove-Grip” feature, 
eliminates competition and gives you utmost sales protection. Coupled to the exclusive “Glove- 
Grip” feature is the ARNOLD standard of workmanship. Construction AA-I throughout. 
Fitting qualities help make “Glove-Grip” shoes favorites with your salesmen and friends. You 
will appreciate the distinctiveness and strong selling qualities of ““Glove-Grip” shoes soon as tried. 


MODEL S483—SAME SHOE, GENUINE GLAZED KANGAROO, $6.95 
Send for Spring and Summer Stock Style Catalogue —S—. Don't forget the —S—, it helps us give you service 





{ Look for our April 14 Saturday Evening Post advertisement. 


M. N. ARNOLD SHOE COMPANY 


NORTH ABINGTON, MASS. 


BOSTON OFFICE NEW YORK OFFICE 
Room 801, 10 HIGH STREET 
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with silk laces with attractively fringed 
ends had cut out sections and a medium 
height heel. This sold readily at $12. It 
was shown in gray combinations, beige 
and black ooze. 


“Better Business Week’’ Big 
Success 


‘‘Better Business Week,” which was ob- 
served by local merchants here recently, 
was very successful and beneficial to all 
concerned. 

According to the officials of Callender, 
McAuslan & Troup Company, who com- 
mented upon the results of the campaign, 
the week was a very gratifying one, both 
in an educational and material way. 
Cherry & Web Company, the Gladding 
Company, the Outlet Company, Pfeifer 
and Shepard Companies have all expressed 
themselves as highly pleased at the suc- 
cess of the campaign, declaring that the 
confidence of the public has been gained 
through truthful advertising and that the 
benefits sure to accrue will be enjoyed both 
by consumer and merchant. 


Merchants Met April 3 


The initial meeting of the R. I. S. R. D. 
A., under the “new’’—old regime, since its 
annual yearly meet with its election of 
officers, was held Tuesday April 3, at the 
Sullivan Shoe Co. Time—6:30 P. M. 


New Buyer at Pfeifer’s 


Charles J. Chester, formerly with Golbe 
shoe store at Springfield, (Mass.) has re- 
cently cast his lot with Pfeifer’s as buyer 
of the women’sshoe departments. “‘Chick” 
who hails from Roxbury, Mass. has had 
twenty-two years experience in shoedom, 
being at one time in business for himself in 
Providence. 


Fenner Again Re-elected 


Fred S. Fenner, again re-elected presi- 
dent of the R. I. R. S. D. A., for the en- 
suing year is proving a stabilizing factor in 
the association. He has inaugurated an 
active, business-like administration and 
the association is bound to take a notice- 
able stimulus under his direction. He has 
the well wishes and co-operation of all. 


Lynd & Murphy in Style 
Show 


Footwear by Lynd & Murphy was one of 
the big attractions at the annual L. and M. 
Style Show staged at the Scenic Theatre 
and at its own store. Living models from 
Rhode Island, Boston and New York dis- 
played the latest creations in women’s 
stylish costumes and footwear. 

Thousands of persons visited the theatre 
and store during the days of the show. 
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Emile Hymel Is Manager of 
Marks-Isaacs Co. Ltd 


New Orleans, La.—aA wise selection was 
made by the above firm in promoting 
Emile Hymel to the position of manager of 
its shoe department. Mr. Hymel succeeds 
George W. Hogan who resigned as manager 
the first of March. 

Mr. Hymel bas a wide knowledge of the 
shoe business and has been with the 
above firm for the past nineteen years 
serving as head salesman under two well 
known shoe managers, Messrs ‘‘Dom’’ 
Brisolari and Geo. W. Hogan. 


A Favorite with the Trade 


He is a local man and knows just what 
the trade wants. He is surrounded with 
an able corps of shoe salesmen and women, 





EMILE HYMEL 


Manager of the shoe de, nt of Marks-Isaacs 
Co., New Orleans 





is well known and liked by all the shoe 
“ambassadors” with whom he will soon 
be in contact, both here in New Orleans, 
and when he will make his first trip to the 
Eastern Markets this July. 





Krueger-Tobin to Handle 
Burson deVore Hosiery 


The Burson deVore, a heavy, ribbed 
stocking of spun silk, made in 289 plain 
colors and two-tone combinations, will be 
distributed exclusively in America by the 
Krueger-Tobin Co., Inc., 15 E. 30th St., 
New York. The makers, Burson Knitting 
Co., Rockford, Ill., will continue to 
distribute all other Burson Fashioned 
Hosiery. 


Colored Linings 
Lynn Mass. 

The vogue of colored shoes has brought 
a demand for colored sock and quarter lin- 
ings, such as red and green linings. This 
colored lining stock is plentiful. But there 
is a supply of white lining stock, which may 
serve for lining colored shoes. Sheepskin 
lining stock is scarce and high, compara- 
tively speaking. One reason for it is that 
quantities of sheepskins were tanned with 
wool on, and made into warm coats for 
sportsmen, motor drivers and school boys. 
Split leather sock linings are being sub- 
stituted. Some of these split leather lin- 
ings are colored white. 





Big Catalogue Issued 
By Brown Shoe Co. 


One of the largest and most complete 
shoe cataloguesever published is that just 
recently issued by the Brown Shoe Com- 
pany of St. Louis, in which are featured 
footwear for men, women, boys, girls and 
infants. Miscellaneous items, other than 
those classified, include sandals, stitch- 
downs, felts, comfort shoes, tennis goods 
and findings. There are nearly 100 pages, 
all well illustrated and many in two colors. 
Perforated order blanks are in the front of 
the catalogue, easily detachable and fold- 
ing to a convenient size for mailing. 





Herman Issues Attractive 
Catalogue 
Anunusually attractive catalogue is that 
just issued by the Joseph M. Herman Shoe 
Company of Millis, Mass. Shoes cre 
pictured in large size, in real colors with 
complete descriptions. An unusual feature 
is a pocket on the inside back cover in 
which are slipped the price list, a sheet ad- 
vertising dealer helps, a letter and an order 
blank so arranged that, after being made 
out it can be folded to become a self-filled 
envelope, already addressed. 


Colored Elks 

Elk leather of white, blue, red, rose, 
green, beige, copper brown, tan, black and 
other hues have appeared in Lynn shoes. 
Elk is cow hide, with a ball room dress. It 
used to be for work shoes and play shoes 
for boys, but it is caught in the whirl of 
styles, and is being dressed up. It was 
rarely used in the Lynn grade of women’s 
shoes until this season. Now it is among 
the popular leathers. 


Lebanon, Kansas, Store Sold 
Lebanon, Kas.—The Lebanon Shoe & 
Clothing Co. has disposed of its entire 
interests in this company to William C. 
Munsell of Fort Morgan, Col., who will 
continue the business here under the 
name of Munsell’s Shoe Store. Mr. Mun- 
sell was formerly connected with the 
Fort Morgan Shoe Store of Fort Morgan, 
Col. He is an experienced shoe man. 
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NSON Bros. 


POPULAR STYLES 


To Retail at $5 and $6 














Good*practical styles—perfect fitting lasts and patterns—gooa 
shoemaking! That’s the story behind this well known line. 











No. 520—One Strap with buckle eric Calf No. 529—Barnet’s Sunset Calf Oxford—Van Ruba 
Orange fitted 121 Last ubbe eel Tip, Saddle and Back Stay, 124 Last, 8-8 Rubber 
A lsc made w th buttons in place of buckle. Heel. 





JOHNSON BROS. SHOE MFG. CO. 


HALLOWELL MAINE 








AANA 
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@ SHOOK TPAVELER®@ 


(This Department is conducted by Helen M, Hanev, Associale Edi'or) 


Big Business in Pacific Northwest 


R. L. Coe, of Portland, Oregon, Good Booster for*His Territory—He Sells 
Stonefield-Evans’ Shoes 


. L. COE with headquarters at 919 
R East Yamhill Street, Portland, 

Oregon, represents the Stonefield- 
Evans Shoe Company’s line in the Pacific 
Northwest. We are showing Mr. Coe in a 
typical pose, just as his buyers are ac- 
customed to find him, the while he tells of 
the merits of the lines he has on display. 


An Alluring Invitation 


Mr. Coe is a real booster for the Pacific , 


Northwest. He has recently written the 
Recorder concerning this big business and 
playground section of America, extending, 
in behalf of the boys on the Coast and the 
houses they represent, a cordial invitation 
to the retail shoe merchants and jobbers of 
the East and Middle West, as follows: 

“Visit God’s great outdoor country, the 
Pacific Northwest. Europe has its politi- 
cal problems; the South is a great place of 
rest, California basks in perpetual sun- 
shine, but the great Northwest is a real 
man’s playground, a sportsman’s paradise 
and a business man’s opportunity. 


Come ‘Where Rolls the Oregon’ 


“We have commercial, transportation, 
production and consumption problems, 
which are far reaching in their effects and 
which you may help us solve. We promise 
you we will give you vastly more then it 
will be possible for you to give us. We 
welcome you to God’s great outdoor coun- 
try. “Where rolls the Oregon.’ 


Lumbering the Chief Industry 


“Few Americans realize that straight 
across the country from Portland, Maine, 
is Portland, Oregon and Seattle, Washing- 
ton enjoying an early Spring, mild rain and 
wind. 

“The great Northwest Pacific Coast 
Country, known as America’s scenic 
wonderland and playground, is unsur- 
passed in wealth of natural resources. 

“Lumbering is the chief industry; the 
forests containing two-fifths of all the 
timber in the United States. 


Rich in Agriculture 


“Agricultural products and minerals are 
produced on an extensive scale. As high as 
6,000 carloads of merchantable fruit being 
shipped from one district, commanding the 
highest prices paid in the world’s markets. 
A former Governor of Oregon- made the 
statement ‘Oregon alone is capable of pro- 








R. L. COE 


Who represents the Stonefield-Evans Shoe Co. in 
the Pacific Northwest. 





ducing $500,000,000.00 worth of agricul- 
tuzal products. 
Big Water Power Facilities 

“It has been estimated that one-third of 
all the potential water power of the United 
States is located in the Columbia River 
Basin. 

Portland—*The Rose City” 

**Portland is known as the ‘Rose City.’ 
From March until January, one may see a 
profusion of these flowers out in the open 


in almost any garden. The City of Port- 
land, Oregon, shipsas much tonnage as any 
city on the Pacific Coast and is geographi- 
cally situated to form a terminal point for 
interior railroads, which convey products 
from four great inland states. 


Two Important Ports 


“Seattle, Washington, ideally located on 
Puget Sound, is the chief city and sea port 
of Washington, a state tosome extent more 
highly developed. 

“Through the Ports of Portland and 
Seattle move the products of the entire 
Northwest, forming the chief source of 
supply for the markets of Alaska and the 
Orient. 

““The business and financial world are be- 
ginning to recognize the unlimited quant- 
ity and the high quality of our products. 

The fish pack in this district in 1920 
amounted to 500,000 cases valued at 
$15,000,000.00. 


For Roads $100,000,000 


“The States of Oregon and Washington 
are taxing themselves to the limit for per- 
manent development purposes. At the 
close of 1922, they had spent over $100, 
000,000.00 for permanent hard surfaced 
roads and highways. When the present 
highway plans are completed, these states 
will have something more than 10,000 
miles of modern highways, graded and 
paved. 


Merchants are High Grade Group 


“This district is capable of supporting 
many times its present population and the 
opportunities for business or investment 
are unequalled in any part of the world. 
Here you will find some of the best types of 
American citizenship. The examples ‘of 
high standards set by men like Lewis, 
Clark and Whitman still exist. No where 
in the world will you find a higher or more 
intelligent class of merchants and business 
men and the future possibilities rest largely 
on their shoulders. Together with the 
rest of the world they have suffered losses 
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IN STOCK 





“PROOF OF THE PUDDING”, 


IN STOCK 
Price $3.75 


No. 816—Patent Chrome two-button one 
strap. Imt. Fr. cord silk gros grain binding. 
Leather quarter and sock lining. Solid 
leather grain counter. | High-grade soles, 8-8 
military celluloid ray wood, heels. Ocean 
pearl buttons. B-C, 214 


IN STOCK 
Price $3.90 


No. 506—Two-button one strap, same as 513, 
— 9-8 Military covered heel. Sizes 214-8, 
B-C. 


IN STOCK 
Price $3.75 


No. 216—Same as 213 with Flapper heel. B~C 
21-8. 


UR turns are 

selling bigger 
than ever. Some 
of our customers 
have re-ordered a 
half a dozen times 
in ‘the last six 
weeks. This 
proves the selling 
strength of our 
line. We have in- 
creased produc- 
tion and are able 
now to take care 
of trade better 
than ever. 


REGARDING PRICES 


All prices are based on 
orders of not less than \2- 
pair lots. Single pairs at 
25 cents per pair extra to 
cover costs of shipment. 


Terms 2% 10 days. Net 30 
days. 


IN STOCK 
Price $4.00 


No. 513—Two-button one strap. Patent 
leather vamp and inlay. Gray Buck quarter, 
13-8 Spanish Junior full-breasted covered 
heel. Imt. Fr. cord silk binding. Leather 
quarter and sock lining. Solid leather grain 
counter. + rh eH sole. Ocean pearl but- 
tons. Sizes 214-8, 


IN STOCK 
Price $3.75 


No. 213—Genuine Levor’s White Washable 
Kid. Two button one strap. Fine sole. Solid 
leather counter. ‘Soaniah over e << 
lining. Full Junior’ covered heel. Pear 
buttons. Imt. Fr. bound. B-C, 2! 


IN STOCK 
Price $3.75 


No. 823—Patent Chrome one strap. Spanish 
Junior Louis full breasted celluloid covered 
heel. Imt. Fr. cord binding. Leather quarter 
and sock lining. Solid leather grain counter. 
High-grade sole. Ocean Pearl buttons. Sizes 
214-8, B-C. 

No. 713—Like 823 in black kid. Full breasted 
Spanish Junior —_ covered heel. — 
24-8, B-C. 


KARELIS SHOE CO., HAVERHILL, MASS. 


WOMEN’S TURN SHOES OUR SPECIALTY 


The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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OSCAR REINBOLD 


Who covers parts of Wisconsin and Michigan 
for the Rice ¢ Hutchins Chicago Company. 








and faced difficulties, both local and 
national; but to a man they are courage- 
ously strong and optimistic. 

Example of Aggressive Optimism 

“Recently I visited Astoria, one of the 
oldest cities on the Pacific Coast, located 
on the extreme northern point of the state 
at the mouth of the Columbia, having one 
of the country’s best harbors. A terrible 
fire had just swept the entire business dis- 
trict, having consumed wharves, docks, 
warehouses, banks, hotels and_ stores. 

““Many of the wealthiest business men 
were left destitute, having seen the results 
of a life’s work swept away before their 
eyes. Never faltering merchants, bankers 
and tradesmen became immediately active, 
wiring to the nearest sources of supply and 
had ‘Open for business’ signs tacked up, 
not at the old stand, but in shacks hastily 
constructed, dwellings, garages and in any 
available building outside the burned 
district. 

“This was a great demonstration of the 
heroic fortitude and undaunted courage of 
the Pacific Northwest business man. 

“I find conditions throughout my ter- 
ritory favorable. The lumber industry, 
which is a barometer of business activity, 
is conducting operations unprecedented in 
scope. Many of the larger mills are weeks 
behind on their orders and are operating 
day and night crews. There is no un- 
employment in this territory. I find this 
spirit of intense industrial activity re- 
flected among the merchants. Aggressive 
optimism is the underlying current of 
thought and action of the Northwest busi- 
ness man and leads me to predict that we 
shall swing into the best Fall business that 
we have ever known. 


A. J. MINSHALL 


Who travels New England for Ault- 
Williamson Shoe Co. 





**Al” Minshall Covers All of 
New England for Ault- 
Williamson Shoe Co. 


A. J. Minshall, known to his many 
friends in the trade as “‘Al,”’ sets forth on 
Monday next, April 9, to greet his old 
friends, the retail shoe merchants of 
Maine, New Hampshire and Vermont. 
Mr. Minshall has been with Ault-William- 
son Shoe Company for about five years. 
He formerly covered all of New England, 
but for the past year or so, has been travel- 
ing only Massachusetts, Rhode Island and 
Connecticut. Now, with the return of his 
“old love” and being a firm believer in the 
axiom that ““The whole is greater (and bet- 
ter) than any of its parts,’’ he is looking 
forward to the biggest season he has ever 
had. 

Anticipates Big Business 

Mr. Minshall also bases his prediction 
that he is going to roll up a goodly volume 
of business on “‘Constant Comforts’’ from 
his findings on the improvement in the 
employment situation—the fact that every- 
body who will work can find work to do; 
likewise the fact that there is so much 
building going on. 

A New England Booster 

“Al” Minshall is a good booster for New 
England; he not only likes its towns and 
cities, but its woods and streams, and in 
vacation season may be found fishing in 
the waters of Norway, Maine. But “Al’’ 
says that selling shoes to his good friends— 
the retail shoe merchants of New England 
—is the very best pastime of all. 


Likes to Sell Shoes 


He has always been associated with 
shoes, since his boyhood days, when he 


M. M. SCHLOSSER 


Who assists L. H. Revare, Excelsor Shoe Co’s salese 
man in is of New York State, New Jersey, Phil- 
adelphia, Maryland, Delaware and Connecticut 





was a retail salesman in the store of T.K. 
Fleming & Son of Liverpool, England, his 
former home town. When a very young 
man, he came to America and joined the 
sales force of Stetson-Abbott Company, 
Auburn, Maine, traveling Pennsylvania 
for them for about one year; for about 
seven years, he traveled Maine and 
different parts of Massachusetts for Winch 
Bros. After that, he lined up with the 
“Constant Comfort” people and says that 
their in-stock service is of great help to his 
trade, who just now, in harmony with the 
rest of the shoe world, want quick ship- 
ments and “‘at-once’’ attention. 

‘“‘And,”’ he further added to his talk with 
the Recorder representative, “I am an 
American, through and through, in fact, 
although I was born on the other side, I 
believe that I was always at heart an 
American.’ 

“Al” has crossed the Atlantic many 
times since his arrival here, but always 
comes back a better American citizen than 
ever and says that when the return boat 
gets in sight of the Statue of Liberty, he 
says, “Isn’t it fine to get home again!” 


Chicago Boys Give Frank 
Barnes a Radio 


Frank Barnes, a member of the Shoe 
Travelers of Chicago, has been ill for sever- 
al months and unable to be out of bed. 

A bunch of Chicago shoe boys at lunch 
one day in talking of Barnes suggested that 
a radio be bought for him. No sooner said 
than done. Barnes is happy and enjoying 
the world’s best, and the Chicago travelers 
believe that the radio will have such a 
good effect on him that it will help him to 
get well. 

The moral is—Be a member of the Shoe 
Travelers of Chicago—Always in good 
hands. 
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*Cotters Regulars” 
IN-STOCK 


Popular-Priced Goodyear Welts for Women 











Two New Snappy Spring Styles 


IN-STOCK APRIL 15th 


Style 358 Goodyear Welt in-stock 
Style 355 Goodyear Welt in-stock April 15th, AA to D, 3 to 8. 
April 15th, AA to D, 3 to 8 NEW PATENT WIDE 
NEW PATENT SANDAL ONE STRAP 
Imitation Collar, Pearl button, Two buttons, Plain toe, 8-8 heel with 
8-8 heel with Wingfoot toplift, Wingfoot toplift, “Detroit” Sport 
“Detroit” Sport last. last. 


$4.35 $4.00 




















Write for Special Circular on Our “3.60 Proposition” and Descriptive 
Matter Showing All Styles in Stock 


COTTER in LYNN 


MAKERS OF THE 


FORMATIVE Flexible-Arch Shoe for Every Woman 
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JACK GILLES 


Who will cover Western Pennsylvania, includ- 
ing Pittsburgh and West Virginia for the Shu- 
kraft Company. 








Jack Gilles with Shukraft Co. 
of Columbus 


A very valuable addition to the sales 
force of the Shukraft Company, has been 
made by the adding of Jack Gilles, who 
will cover Western Pennsylvania, includ- 
ing Pittsburgh, and the State of West 
Virginia for this concern. Mr. Gilles will 
make his headquarters at the Hotel 
Henry, Pittsburgh. 

Mr. Gilles has been covering this terri- 
tory for some years with the line of Arch 
Aid Shoes for The Menihan Company of 
Rochester. Mr. Gilles was leading sales- 
man for this company for the past several 
years. He organized and started The 
Manhattan Arch Aid Shoe Company of 
New York, handling Arch Aid Shoes 
exclusively. 

He is a personal friend of both Frank 
Cahill and Mr. Harney, who only re- 
cently joined the Columbus organization. 

His many friends will be glad to learn 
of his new connection. 


Ramlose with Boyd-Welsh 


W. L. Ramlose recently became con- 
nected with the Boyd-Welsh Shoe Com- 
pany to travel in the State of Pennsylvania, 
with the exception of the cities of Pitts- 
burgh and Philadelphia, and is to cover the 
State of New York with the exception of 
New York City, and is also to cover the 
State of New Jersey. 

Mr. Ramlose is now in his territory. 
He is a thorough woman’s shoe man and 
is a forceful salesman. 


D. T. GHOLSON 


Ln new Wisconsin representative of Marion 
Co. has successfully completed his qe trip 
pe Wisconsin for this concern. sholson 
says that the Wisconsin merchants coe him the 
time, attention and orders as though he had been 
calling on them for years. ‘*With a big stock de- 
partment full of snappy spring styles and an un- 
usually strong line of fall samples, I am plant- 
ing my line in the best stores in the Badger state,” 
said Mr. Gholson. He started out March 26 
with his new Fall samples made especially for the 
requirements of Wisconsin men. 








Jack Spicer Remembered by 
B. A. T.S.8 


Jack Spicer, representative of the Beacon 
Shoe Company, who makes his headquar- 
ters in Buffalo, was taken ill in Winston- 
Salem, N. C., early in March and has been 
in a hospital in that city since. On learn- 
ing of his illness, his fellow members of the 
Buffalo Association of Traveling Shoe 
Salesmen wired him some flowers and best 
wishes for his early recovery. 


Andrew Geishecker with Leb- 
anon Valley 


Andrew Geishecker, who has covered 
northeastern Massachusetts with A. S. 
Kreider’s line for the past three seasons, 
has now made arrangements to represent 
the Lebanon Valley Shoe Company and 
will carry this firm’s line of growing girls’, 
misses’ and children’s welt and McKay 
shoes through the entire State of Massa- 
chusetts. 


Charles Harney and Harry 
Kushins on Trip 
Charles Harney, of Harney, Tracey & 


Crehan, is traveling down the Coast and 
through the South. 

Harry Kushins, of the same firm, is 
traveling through the West, each with new 
samples of summer shoes. 


JOHN M. MEGGETT 


Whe travels his old territory of Pennsylvania and 
Ohio with new lines—those of Harry E. Adams 
and L eBosquet-Moore Co. 








John M. Meggett on Trip 


John M. Meggett, who recently resigned 
as a traveling representative of Plant Bros. 
& Co., will carry this season two lines of 
women’s Haverhill-made footwear. One 
is the women’s welt line made by Harry E. 
Adams; and the other a line of women’s 
turns produced by LeBosquet-Moore Com- 
pany. Mr. Meggett, who has been asso- 
ciated with the selling of shoes for the past 
35 years, will travel in his old territory of 
Pennsylvania and Ohio. He has an ex- 
tensive acquaintance among the merchants 
of these states, and is thoroughly en- 
thusiastic in regard to his new affiliations. 
He is now showing these lines to his trade. 


Ostenkamp Predicts Big 
Sport Seasons 


T. A. Ostenkamp who carries the Plant 
Bros. & Co’s line in the South, wrote to the 
Recorder from Jacksonville under date of 
February 15 that he had just left Florida. 
Said he—‘‘The weather has been beautiful 


there. Everybody and his dog are down 
this way this year, a far greater number 
of visitors being registered this season than 
ever before in the history of the state. 
The shoe merchants are all enjoying a 
splendid business and white shoes, which 
they had shipped to them about the middle 
of December, are already broken in sizes. 
The Grecian sandal is all the rage in the 
South, and it is being bought in white, 
and in solid colors, such as green red, blue, 
gray and fawn. White kid, combined 
with a trim and underlay of the above 
colors, is also much worn. 

“Bright colors in women’s wear this 
spring are running rampant.” 
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a 
BUTTON, give. 
“VIVIAN’ 

Vv exclusive pattern in 
all combinations. low and 
high heels. Also in 

colored Kids. 
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Be a Style Leader 
In Your Town! 


The woman who wears Unity Shoes has a 
higher opinion of you, the merchant, 
than any other shoe of its grade could 


You can sell Unity footwear with the 
assurance that your store will be con- 
sidered a reliable source of stylish, 


dependable shoes. 


Oe 
2405 ‘nity Sn CST, 
Brookl: lyn, WN. a 


° a“ 
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WELTS IN STOCK 


The “TUT” Sandal 
at $3.25 


(18 PAIR or CASE LOTS) 
Sat 413—All Patent “Tut” Sandal, 8-8 Rubber 
No. 414—Same in Patent with Grey Collar 
No. 415—Smoked Elk “Tut” with Russia Calf Collar 


3.50 
No. 416—White Elk “Tut” with Patent Leather 
BC sitniekeania ; dicguceiiiciathinnaniieada: a 


We have a patent leather Welt Oxford on same last at 


2.85. Also a One-Strap at $2.90. 
Terms 5% Thirty days 


STERN BROS. SHOE CO. 
40-42 LINCOLN ST., BOSTON, MASS. 
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Save Money 
ON THREAD 


$5 09 to $10.00 on each 
case o: thread you buy. 


This saving is an item 
not tob: ignored. Then 
too, you get thread 
smoother, 
mor: le. Our 
Gretna Twist has the 
moa, double the 
a perfect 
substitute, ‘a half the 
cost. Sample it and 
prove what we say. 


JOHN C. MEYER THREAD CO., Lowell, Mass., U.S.A. 




















ASK YOURSELF THESE QUESTIONS! 


If you want the maximum of advertising results, ask your- 
self these questions when selecting mediums: 

What is the evidence of READER INTEREST? 

Is the paper essential to its field? 

Is reader interest proven by voluntary paid sub- 
scriptions? 

Are the paid subscriptions audited by the Audit Bu- 
reau of Circulation? 

(Twelve Thousand “Boot and Shoe Recorder” 
paid subscribers are audited by the Audit 
Bureau of Circulation.) 

Is the character of the paper verified by the Asso- 
ciated Business Papers, Inc.? 

(The character of the “Boot and Shoe Recorder” 
is verified by the Associated Business Papers, 
Inc., of which it is a member publication.) 








The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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ARTHUR ELDREDGE 


Who*covers the big city trade of the Middle West 
for the Kimball Shoe Co. 


Cc. E. W. GRINNELL 
Who covers the West, South and East for Alfred 
Kimball Shoe Co. 





Arthur Eldredge on Trip 


Arthur Eldredge, who covers the big 
city trade of the Middle West for the 
Kimball Shoe Company, left Boston on 
Monday, March 26, for his territory. 

Mr. Eldredge is one of the best-known 
men selling to the jobbing trade. For the 
last 40 years, he has sold shoes on the road 
and knows every wholesaler from one 
end of the country to the other, as he has 
covered every nook and corner of the 
United States. Mr. Eldredge sells both 


men’s and women’s shoes. 


A Big White Season 


He says that his customers like the 
fancy stuff, especially in women’s lines; 
that all kinds of straps and cut-out effects 
are good and he finds that the trade is 
calling for the lower heel. Medium tan in 
men’s shoes he finds is preferred to the 
lighter shades. He predicts a big white 
season in calfs and suedes. 

Mr. Eldredge is a member of the 
N. S. T. A., the Boston Shoe Associates 
and the Boston Shoe Trades’ Club. 


Business Better Than for 
Three Years 
C. E. W. Grinnell, otherwise known as 
“Charlie” Grinnell, has for the past eight 
years traveled for the Alfred .Kimball 
Shoe Company and sells men’s shoes to 


the jobbers of the Middle West and South 
and East. Every one knows “Charlie” 
Grinnell and with good reason because of 
his genial disposition and the fact that he 
has for 25 years sold shoes in a territory 
national in its extent. Mr. Grinnell has 
only recently returned from a three weeks’ 
trip South and West and expressed him- 
self as much pleased with business in that 
section, which he says is better than it has 
been for the past three years. 


Medium Square Toe Good 


Mr. Grinnell’s line is a staple one, but 
there are some features even in staple 
shoes that are more in demand one year 
than another. For instance, Mr Grinnell 
states that he is selling more shoes with 
fancy stitchings this year, and that per- 
forations are not such good numbers as 
formerly; also that the medium square 
toe is good. A volume seller with him is a 
mahogany side leather shoe; he notes 
some increase in gun metal and also that 
more vici is selling today. A tony red 
calf is a good number with many of his 
trade and a nut brown is good in New 
York. 

The Jobber Is a Necessity 


Naturally, “Charlie” Grinnell is most 
interested in the welfare of the jobber, and 
because he has fully recognized that the 
jobber’s success is his success, has been 
highly successful— in fact, Charles E. W. 


169 


Grinnell’s name appears as Vice-President 
at the top of the Alfred Kinball Shoe Co’s 
letter head. 

And he likes to emphasize the import- 
ance of the jobber-to the shoe industry, 
for it is his theory that the jobber is a 
necessity to the average sized retail 
merchant who cannot buy shoes in large 
quantities direct from a factory. Said he: 
“The jobber is necessary as a distributor, 
both in the city and the country. The 
independent jobber who has cut his 
overhead down to the lowest possible 
point, who has cut all the extra expenses 
that we all bad during the war and during 
the boom—and most of the jobbers have 
done this—and who will co-operate with 
the factories making shoes for the jobbing 
trade, can compete successfully with 
factories going direct to the retail trade 
and do a profitable and successful business. 


1923 Will Be Good Year 


Every line of business has been upset 
since the break of 1920. We have all had 
to re-organize our businesses and build 
them over again, and both the manu- 
facturer and the jobber have just gotten 
back to something like normal conditions. 
There is no reason why 1923 should not 
be a good year for the factories selling the 
wholesale trade and the wholesaler. 


Clarence B. Spence Starts on 
Trip May 1 

Clarence B. Spence covers the Middle 
West and part of the South for the Alfred 
Kimball Shoe Company and on May 1, 
will start out from the Boston market 
with his new lines of spring 1924 samples 
of men’s Goodyear welt shoes, for the job- 
bing trade. 

Mr Spence and C. E. W. Grinnell of this 
house usually travel together and these 
two good workers for the House of Kim- 
ball are very close friends. Mr. Spence 
has had a long association with his firm, al- 
though still a young man. He started his 
career of shoe selling as a graduate from 
High School, worked first in every depart- 
enmt of the factory; was then promoted 
to the office, and later received another 
promotion toa road job, so that he might 
scientifically sell the product whose ma- 
terials and construction he so well un- 
derstands. 


Business Better All the Time 


Mr. Spence is a big favorite with his 
trade. He radiates optimism wherever he 
goes and gives as his reason for feeling 
especially cheerful about 1923 business 
that everybody is at work at higher wages; 
that the public must have footwear, and 
that good footwear is in demand. “The 
corner has been turned,” said Mr. Spence, 
“and with the good weather right at hand, 
business is bound to show real improve- 
ment.” 
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o_o 
GOODRICH STOCK SHOES * 


a ~ 
. No. 122—Patent’’Bat,” triangular cut- 


@ out in vamp, 8-8 wood heel, round toe. 
$4.75 net 


No. 121—Patent “Bat,” 8-8 wood 
heel, round toe $4.75 net 


No. 123—White Eiderbuck “Bat,” 
same as above with triangular cut-out 
and perforations. ... . ... $5.00 net 


We have stocked a few cases of each of these shoes for 24 pair delivery, in widths AAC and sizes 3 to 8. 
Less than three pairs, 25c extra. First come—first served. 


HAZEN B. GOODRICH & CO., :-: HAVERHILL, MASS. 





Rae KN 
Two Live Patterns for Late Spring 


In Stock. 





SIZES 
4\%to 8B 
4 to8 
.. 34% 8B 
3 to8 
..2% to 8 
B425—Black Satin Strap Pump, 239 teens 24 to 8 B426—White Linen Strap Pump, with 
White Calf Trimmings; 244 Last; 12-8 


Last, 16-8 Wood Louis Heel, Turn 
Price $5.00 Wood Cuban Heel, Welt. Price $4.75 











TERMS: Net 30 Days 


Write for New In Stock Catalog, Just Out 


C. P. FORD & CO., Inc. - Rochester, N. Y. 


NEW YORK CITY: 127 DUANE STREET 





The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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SNUG-LERS | 


ERE’S your chance for 

profits! Every camper, 
vacationist, traveler or any- 
one who demands real sum- 
mer comfort should have a 
pair of Snug-lers, the superior 
felt footwear. These mocas- 
sins for men, women and chil- 
dren are only one of many 
fast selling numbers. Feature 
Snug-lers now and cash in on 
their summer appeal. 


United States Rubber Company 
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No. 6502. Black Satin “‘Tut”’ 
Sandal, Black Ooze Trim. 36 
Last. 14-8 Spanish Wood Heel. 
Leather Lined. 


“TUT” SANDALS 


Get in touch with your wholesaler 
at once. These popular sandals in 
Black Satin, also in White Canvas 
with white or colored leather trim, 
are going big. 


Cushman-Hollis Company. 


BOSTON OFFICE FACTORIES AND 
177 LINCOLN ST, HOME OFFICE 
ALBANY BLDG. AUBURN, ME. 


Ao 
a @)- 
. 


44 
za > 


< 


QHADAW PY 


.» 








Yer 








AYrrsawooy 
KEFASHYCCAsM NAMOCrPNmMrorms twaAcomrY oron 

















a 
os 


April 7, 1923 BOOT AND SHOE RECORDER 


NIZSIZRICNIESIZRIZRIES ISI 


Individuality at Moderate Price 


AAA ANG 


The Newest Sport Shoes and Sandal Eff ects 
- Moderately Priced - 


Welts and Me Kays 


Days spent in ‘‘shopping around”’ often cause delays 
and lost sales. 


Wise buyers come direct to us, knowing that our line 
always summarizes the very newest style tendencies. 


» DONN D. SARGENT Co. 


il 


euth SALEM, MASSACHUSETTS 


BOSTON OFFICE FACTORIES 
195 ESSEX STREET 407 BRIDGE STREET 
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Rothman creations in feminine foot- 
wear harmonize with Fashion's dic- 
tates for the coming season. They adapt 
themselves to any woman who may 
enter your place of business. To carry 
them in wide assortment means an 
increase in your sales, particularly 
with the better trade. The Model illus- 
trated is typical of our organization, 
both in design and workmanship. 








° ° In a sued 
Benjamin Rothman, Inc. fens Reted 
any other combina- 


43-47 West 16th Street tion. 16-8 Spanish 


heel. 


New York City — 

















MISCELLANEOUS MISCELLANEOUS MISCELLANEOUS 











SHOE STORE Metal Shoe Fitting Stools 


and Floor 


CHAIRS Mirrors 
SETTEES 


FAMOUS GLASS 
FIXTURES 


Shown in Catalog 18 


Wood Fixtures WINDOW DISPLAY FIXTURES 


Catalog No. 14 
. The OSCAR ONKEN CO. 
Misted Pistapee 1181 4th St. CINCINNATI, OHIO 


Window Valances : No. 141 
InSiock—AskforSampls — WANTED TO PURCHASE | we s THECHICAGO 
Wiadow Rugs and Plush Ces sles WIRE CHAIR CO. 


‘ r Write for Samples 
The Hecht Fixture Co. CASH PAID 621 N. La Salle Street 
Medinah Bldg., Wells and Jackson, Chicago, Tl 
for entire shoe stocks or surplus stocks of ¥ 2 
NEW YORK SHOW ROOM , shoes or other merchandise. Any quan- 
Chicago ; 



































70 West 36th Street tity. Prompt attention given. 


Zoot Eset of Brocd=sz KIRSCH-BLACHER CO.., Ine. 
293 Church St., New York, N.Y. 


Phone Canal 0679 WANTED TO PURCHASE 




















WANTED ‘TO PURCHASE 











SHOE STORES We buy quick and pay highest cash price HIGHEST CASH PRICES PAID 
for retail and wholesale stocks of shoes or for entire*shoe stocks. We also buy your 
slow sellers. Quantities no object. 


: any other merchandise. Quantity no object. surplus or 
BOUGHT FOR CASH | | “or apier our mest ced — 
Leases laken over BROOKLYN PURCHASING SYNDICATE MAX GLAUBERG” — 


FRANK WALKER, Proprictor Street, New York City 
DAVE KOCH -- 908 Putnam Avenue 610 Broadway, Brooklya We fm oh clothing, — fi 
ete. 


Brooklyn, N. Y. Tel. 3225 Bushwick Phone Stagg 1757 goods, ete. Phone Canal 9633 


The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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Changes in Business 


Current Events in Failures, Sus- 
pensions and Activities in the 
Shoe and Leather Trade 


FAILURES 


Everett, Mass.—Reliable Shoe and Slipper Co., Inc. 
(143 Broadway) slipper manufacturers, re- 
ported offering to compromise. 

Spri — Mass.—William Gelin(514 Main Street, 

reported titioned into bankruptcy. 

Ensley, Ala. —Gibbs Hargrave Shoe Co., Inc., shoes, 
etc., reported petitioned into bankruptcy. Re- 
ported receiver appointed. 

Putnam, Conn.—A. A. Varbedian (Alexanders 
Shoe Store) shoes, reported offering to com- 
promise at 67 per cent. 

Chicago, Ill.—Theo. A. Drufke, (2944 Milwaukee 
Avenue), shoes, reported assigned. 

Harry Leviton, (1121 Roosevelt Road), 
leather and findings, reported petitioned into 
bankruptcy. 

Ottawa, Til. —A. H. Williams (“United Boot Shop”’) 
shoes, reported titioned into bankruptcy. 

Bogalusa, La.—Gus Teun. shoes, etc., reported 
petitioned into bankruptcy. 

New Orleans, La.— Leap Weil (Audubon Shoe 
Co.), shoes, reported petitioned into bank- 


Oakdale, ‘te —Mrs. M. Hershorin, shoes, etc., re- 
ported petitioned into bankruptcy. 

Detroit, Mich.—Louis Goldstein (6237 Chene 
Street), shoes, reported offering to compromise 
at 50 per cent. 

Minneapolis, Minn.—A. E. Hanson, shoes, re- 

ported  oking. general extension. 

Arverne, N yman Lewison (6605 Boulevard) 
shoes, r. ed petitioned into bankruptcy. 

Brooklyn, N Y— —Lyman lewison, shoes, reported 
petitioned into bankruptc y. 

Max Gelfman (130 Central Avenue), shoes, 
etc., reported petitioned into bankruptcy. 
Grand Shoe Co. Inc., (35-43 Meserole 
Avenae, shoe manufacturers, reported offer- 
to pm? at 25 per cent. 

Fort P ain, N Meyer Taylor, shoes, reported 
petitioned into bankruptcy 

New York City.—C. & P. Leather and Findings Co. 
leather and findings, reported assigned. 

Ardmore, Okla.—J. _ Hartnett, shoes, etc., re- 
ported etitioned into bankruptcy. 

Ambridge, Pa. —Meier Zoffer, _— etc., reported 

Petitioned into bankruptc 

Braddock, Pa.—Boston Shoe Store (H. Ulanoff), 
shoes, reported Weiner. sk into bankruptcy. 

Barnwell, S. C.—L. Weiner, shoes, etc., reported 
offering to  coupouamss at 15 per cent. 

ee, 5 —Myer Levite (Levite's Shoe 

»), shoes, reported petitioned into bank- 
Tuptc 

Denison, Teun. —Kinder 1 shoes, reported 
petitioned into aa 

Fort Worth, Texas.—F. Ballas (1203 Main Street) 
shoes, etc., reported assigned. 

Norfolk, Va. —Snyder’ s, Inc., shoes, etc., reported 


petitioned into bankru ty. 

Petersburg, Va. —iedvedl oe Co., shoes, re- 
ported asking general extension. 

Milwaukee, Wis.—Martin Cigan, shoes, reported 
petitioned into bankruptcy. 

Two Rivers, Wis.—C. M. Genske, shoes, reported 
offering to compromise at 50 per cent. 

Toronto, Ont.—Corson Shoe Mfg. Co., shoe manu- 
facturers, reported assigned to John B. Robert- 


son. 
CHANGES 


Boston—Grass-Golden Shoe Co., shoe manufactur- 
ers, recently commenced business. Incor- 
porated with authorized capital of $50,000. 

Be very Mass.—Bailey Rubber Heel Co., Inc., 

ber heel manufacturers increased author- 
ized capital to $85,000. 
Coffin & Shuman (64 Hanover Street), shoes, 
eported dissolved partnership. 
Resthnghen, Mass.—John J. O’Brien, shoes, etc., 
discontinu 

Lynn, Mass. —Bagley & Delurey Shoe Co., shoe 
manufacturers, advertised to sell out for 
March 29. 

Hanover and Brockton, Mass.—Joseph F. Corcoran 

Shoe Co., Inc., shoe manufacturers, increased 
authorized capital to $200,000. 

Haverhill, Mass.—F. J. Thompson Inc., slip 
manufacturers, increased authorized capital t 
$190,000. 

Natick, Mass.—Natick Shoe Co., shoe manu- 
facturers, increased authorized capital to 


$25,000. 

Reading, Mass.—S. J. Basker Shoe Co., Inc., shoe 
manufacturers, increased authorized capital to 
$190,000. 

Los Angeles, Calif.—L. M. Ormsby, shoes, suc- 
ceeded by Paul Ruddock. 

Montebello, Calif.—C. H. & D. D. Van Antwerp, 

_ Shoes, et., succeeded by Samuel M. Olander. 
hicago, Ill—Eskimo Shoe Co. (1551-53 Tell 
Place), manufacturers, succeeded by V. Baran 
Shoe Co. 
The Bazaar Subway Shoe and Clothing 
Cor (700 Maxwell Street) shoes, etc., suc- 
ed by Aaron Fuchs. 
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Effingham, Ill.—S. P. Shoemaker & Co., shoes, etc., 
incorporated with authorized capital of 


$20,000. 

Batesville, Ind.—Fredk W. Dieckmann, shoes, 
succeeded by R. E. Dieckmann. 

— -~y ~"Schuyier-Jones Shoe Co. shoes 

The Wichita Shoe Store. 

Paris, Ky. ese Denticls Clothing Store (621 Main 
Street), shoes, etc., reported selling or sold out. 

Belfast, e.—Leonard-Stevens Co., shoe manu- 
facturers, reported selling or sold out to R. P. 
Hazzard 


POSITION WANTED 











Young Sales Promotion 


Man Available 


Young man desires connection with 
shoe manufacturer whose Mail Order 
or Sales Promotion Department needs 
with unb ded enthusi 
and youthful initiative, blended with 
good experience. Can produce satis- 
factory and i diate r 1 High- 
est references. Address D-885, care 
Boot and Shoe Recorder, 207 South 
St., Boston, Mass. 























LINE WANTED 


GALESMAN covering southern states with line 
of ladies’ welts, wants line of ladies’ turns to 
sell in connection therewith. Address P. O. Box, 
116 Sparta, Ga. 


LL»; WANTED-—Salesmao covering New Jer- 
sey for past nine years, looking for a line for 
above State. Am a hustler and can furnish best 
of references. Address K-724, care ‘am and Shoe 
Recorder, 127 Duane St.. New York 


gs! HOSIERY line se for New Jersey by 
a shoe salesman. ress K-725, care Boot 
and Shoe Recorder, 127 oo St., New York. 














FOR SALE 


WE have eight ladies’ sectional Rochester Faber 

trunks, cost today $175, Will sell for $50 a- 

= in commen G. W. Herrick Shoe 
ynn, 








TO LEASE 


IGH-CLASS established specialty store in Fort 
Worth, Texas, has desirable space to lease for 
shoe de, ment. dress communications to 
Joseph Gans, care of The Vogue, Fort Worth. Tex. 








MISCELLANEOUS 








CASH PAID 


for shoe stores or surplus stocks of shoes or 
for other merchandise. Leases taken over. 
We will send a representative to investigate 
and make offer upon request. 


Kalter Cerf. Mercantile Co., Inc. 
591 Broadway, New York City 
Phone Spring 5160-5161-5162 








Neatest. strongest. lightest and most 
convenient fitting stool on the market. 


Finished Golden Oak or 
ne 
rr . $3.50 each 


Carried in ah by all wholesale shoe and 
findings houses. If your jobber cannot 
supply you, order direct from us. 
MILBRADT MFG. COMPANY 
2416 N. 10th St., St. Louis, Mo. 


For thirty-five years manufacturers of 
Milbradt Rolling Step Ladders 














Milbradt Rolling 
Step Ladders 


are made in a great many 
styles to suit all kinds 
of stores and shelving. 
ny RK By 
get wi ess iP» 
save the wear and tear 

on your shelving, can 
help the a 

your store. a 
ject to approval and sat- 
facti guar 


Saad 





ont 


Maa for our latest cata- 

showing 18 styles of 
ie ders as well as other 
store fixtures. 


Milbradt 
Manufacturing Co. 


2416 No. 10th Street 
ST. LOUIS, MO. 
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WANTED TO PURCHASE 








THE NEW YORK EXPORT 
PURCHASING CORPORATION 


596 BROADWAY, NEW YORK, N.Y. 
WILL SLO vow Seiten FOR 
ROW /SURFLUS Stocks| [OR 


Bargains in a always on hand for special sales 
d bargain basements 











DO YOU CONTEMPLATE 


Retiring. or going out of business? We will 
py value for your entire or surplus stock of 
Veanee bavien a short term torun taken 
a Eecatlished 25 years. 
FECHTER-OLENICK MERCANTILE 
CORPORATION 
650 Broadway, New York ‘Tel. 0095 Spring 














Bicycle 
STEP 
LADDERS 
are made 
in many 
styles and 
to fit all 
kinds of 
shelving. 


THE BICYCLE 
STEP LADDER 
COMPANY 


67 Randolph St, 
Chicago, Il. 
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is-ue: 
Space 
i 00 $4.00 $3.50 
aa | 8.00 | 7.00 

i 12.00 10.50 


eer 16.00 14.00 





Recorder rates for space less than one-eighth page per 


ltime 7 times 13 times 26 times 52 times 
$5. 


CLASSIFIED AND OPPORTUNITIES DEPARTMENT 


SITIONS WANTED—Four cents per word for each insertion. 





“Want” advertisements, seven cents per 
Minimum amount accepted, $1.25. Ads ee this heading will be 
received up to noon on Tuesday of week of publication date. When 
edvertisers desire answers to come in care of this oflice, twelve words 
must be allowed in each advertisement for address. W 
desire replies forwarded direct to their address, each word of the 
address must be counted in the advertisement and paid for accordingly. 
Answers to ads must be sent under letter postage. 


$3.00 $2.50 
6.00 5.00 
9.00 7.50 
12.00 10.00 


Payment in advance is required, except when regular advertisers, as amounts are too small to open accounts 


, seventy-five cents. For other 
word for each insertion. 


advertisers 











SALESMEN WANTED 





SALESMEN WANTED 


SALESMEN WANTED 








will sell—write us. 
rubbers and tennis goods. 


This is your opportunity to make a 





LIVE WIRES FOR PENNSYLVANIA AND THE MIDDLE WEST 


If you are between 25 and 35, have an established and friendly trade, can still be contagiously enthusiastic and want a line of shoes that 
Line consists of ladies’ staples and novelties, men’s, branded boys’, girls’ and children’s shoes, and a general line of stitchdowns, felts, 
House has for years been known as the LIVE WIRE HOUSE and lives up to its reputation. 


permanent and highly profitable connection. 


BLEECKER SHOE CO., Inc., 138-140 Duane St., New York City. 


Your application will be held in strict confidence 





s 





SAL JESME N to carry manufacturers line of 
misses’ and growing girls’ welts. A few McKays 
numbers also. Made in Pennsylvania and carried 
in stock. Ample commission basis. State references 
with application. Following territories: Illinois, 
lowa, Kentucky, Missisippi, New York State and 
Ohio. Address D-899, care Boot and Shoe Re- 
corder, 207 South St., Boston, Mass. 





GAL ESMAN for line of high- grade turns. Must be 

familiar with big trade in Chicago and middle 
Western cities. Unusual proposition for the right 
man. Address D-904, Boot and Shoe Recorder, 
189 W. Madison St., Chicago. 





QAL JESMAN to carry our line of infants’ McKay 
~ shoes and pumps as side line. About six sam »les. 
Six per cent commission. Address K-732, care Boot 
and Shoe Recorder, 127 Duane St., New York. 





\ ANT ED—Salesman to carry our line of Turk 

ish Harem slippers on commission basis 
through the West, North, South, including Chicago 
and East thereof; also middle Western States. For 
further particulars apoly to John H. \ een & 


Co., 170 Bellevue Ave ewport, R. 





W ANTED—Specialty Shoe Salesmen to sell our 
special line of Orthopedic, Arch Brace women's 
welt shoes in following territory: Baltimore and 
vicinity, New York City, Boston, Colurado and far 
Northwest. Patented lasts, scientifically con- 
structed, giving the corrective feature with style, 
patterns up to date. Both rigid and flexible arch 
construction. Twelve samples in line. The Cahill 
Shoe Co., Cincinnati, O. 





WANT cea for the Timson “FOOT- 

ASE” line of hand-turned women's comfort 
shoes and men’s slippers for the following sections: 
Greater New York, New York State, Philadelphia 
and Washington district; Pittsburgh district; 
Cleveland district; Chicago district; St. Louis 
district; State of California; States of Oregon and 
Washington; the middle West and the Southwest. 
Six per cent commission basis. We want men with 
established trade who work these sections closely. 
No objection to any conflicting other line. When 
replying state full details in first letter. All replies 
held stric tly confidential. Address Sales Manager, 
Charles O. Timson Shoe Co., 56 Sanderson Ave., 
Lynn, Mass. 


GALESMEN to sell women’s strap sli . two 
“’ samples, exclusive makers of one number, easiest 
selling slipper on the market. Hustlers only need 
apply. eference and territory. Address D-906, 
care Boot and Shoe Recorder, 207 South St., 
Boston, Mass. 


W ANTED—Salesman to handle line of ladies’ 
turn shoes on commission basis, in Georgia, 
Florida and Alabama. Established trade. Address, 
D-907, care Boot and Shoe Recorder, 207 South 
St., Boston, Mass. 





WANTED—We are looking for a few live sales 
men to carry our Stocking Savers, Shoe Retain 
ers, White Way Shoe Cleaner and other items as a 
side line. Liberal commission. State territory you 
are now opeiee . T. Gilbert Mfg. Co., Roches 
ter, New York. 


ALESMEN WANTED—To carry a well-known 

line of high and medium grade soft and hard 
toe Ballets, doirs and Strap Sandals. Six sam- 
ples. Address D-890, care t and Shoe Re- 
corder, 207 South St., Boston, Mass. 








SAL sESMAN wanted by prominent wholesale 
house to sell leather, findings, and shoes on com- 
mission basis in northern Michigan and northern 
Wisconsin. Address D-905, care Boot and Shoe 
Recorder, 189 W. Madison St., Chicago, Il. 





QAL ESMAN with ‘established clientele in South 
“’ or middle West and Coast, to carry line of 
Brooklyn made ladies’ high- grade turns. G 

agetenity for man desirous of changing. Write 
full particulars in first letter. Address K-730, care 
Boot and Shoe Recorder, 127 Duane St., New York. 


W ISCONSIN manufacturer of quality work and 

sporting shoes would like to get in communi- 
cation with high-grade salesmen who have estab- 
lished business in the States of Louisiana and 
Pennsylvania. Must have confidence enough in 
own ability to travel on straight 7 per cent com- 
mission basis. Address D-908, care Boot and Shoe 
Recorder, 189 W. Madison St., Chicago, Ill. 








SAL sESMEN WANTED to sell line of ladies’ in- 
’ stock novelty shoes as side line. State territory 
covered. No commissions advanced. Ellis-Eddy on, 
Lewiston, Me. 





WANTED~—Salesmen calling on established 
trade in all states to sell our line of quality 
stitchdown shoes, sandals, growing girls’ oxfords, 
men's Romevs and Everetis. A high rate of com- 
mission will be paid to men who can give sufficient 
attention to this line. Direct to retailer advertis- 
ing and prompt shipping service. Give full details 
in first letter. All communications held in strict 
confidence. Address D-892, care Boot and Shoe 
Recorder, 207 South St., Boston, Mass. 


ALESMEN WANTED—Shoe salesmen to carry 
as side line on commission basis best medium- 
iced line of spats, gym shoes, woolskin slippers, 
eather and canvas ) en We invite replies 
from all parts of the Unite States. Tell us what 
territory you cover and send references in first 
letter. We pay liberal commissions and our goods 
are priced to sell. Apply The Brown Warner Mfg. 
Co.. Franklin, Ohio 





ANTED—High-powered salesmen only to sell 
aline worthy of representation of big | ucing 
road men. Fifteen styles of men’s —— -priced 
dress welts to retail at $5.00, with all the sty le and 
uality any well-posted retail buyer could ask for. 
n addition to these a ge dress shoes, 15 
cones of men's elts, weight, of 
retannued and elk ow vig with workmanship like 
dress shoes. Entire line has Mm reconstructed. 
Every style built on new ideas of the season. 
Complete line carried on Floor B to E. ‘Strictly 
6 per cent commission basis. Some wonderful ter- 
ritories open. Don't a epoly unless you are a big 
Oo Bradley & tcalf Company, Milwau- 

is. 








Salesmen to show complete line of 
Comfort semi-dress turn shoes to re- 
tail trade. In-stock proposition. Sev- 
eral territories open on strictly 6 per 
cent basis. Only ~~ =~ need apply. 
Address D-901, care Boot and 
Recorder, 207 South Street, Boston, 
Mass. 














Salesman Wanted 


Experienced Shoe Salesman Wanted 
by Cincinnati Factory making medium 

riced Ladies* fine McKays, Welts and 

urns for the 7 territories: 
Ohio and West Virginia. Present repre- 
sentative earning from $5000 to $7000 
commission yearly. Will only consider 
man who has been carrying similar 
line in this same territory. State age, 
experience, lines carried, amount of 
business booked and working arrange- 
ment desired. pusteny will not need 
this man until Jul Address D-903, 
eare Boot and a we Recerder, 810 
Second National Bank Bidg., Cin- 
cinnati, Ohio. 











- EXCELLENT OPPORTUNITY = 

FOR PRODUCTIVE SALESMAN 
THE LINE ssa 
THE TERRITORY = rt osog ee 
THE MAN WE WAN 


Address D-886, care Boot and Shoe Pe 
207 South St., Boston, Mass. 


4 oo of proven 
—_ ability. who can t 
sound reasons w %, he is 

igible for the position. 
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SALESMEN WANTED 


SALESMEN WANTED 





WV ANTED— Salesman for the State of Wiscon- 
sin, to sell our line of growing girls’, misses’, 
children’s and infants’ McKay as turn sewed 
shoes. Can be sold with other nce-conticting Bos 
on commission. Apply with reference to 

Albright & Co., Inc., Orwigsburg, Pa. 





Big City Salesman 
Wanted 


By large manufacturer of me- 
dium grade, women’s novelty 
shoes, constructed particularly 
to interest quantity buyers. He 
must be favorably known to 
chain store, department store 
and large retail buyers, and have 
a well-defined sense of style. A 
big and permanent job for the 
right man. Write giving full 
particulars. All replies treated 
confidentially. Box D-909, care 
Boot and Shoe Recorder, 207 
South St., Boston, Mass. 








Salesmen Wanted 


A Middle-West manufacturer of me- 
dium high grade men’s dress welt 
shoes has the following two choice ter- 
ritories open in the South: 
(Virginia, West Virginia and Mary- 
lan 
(Tennessee, Alabama and Georgia) 
Give experience, amount of sales and 
references in first letter. Wili be in- 
terested only in salesmen who have 
established onde and good sales record 
im these territories. Only first-class 
men of proven sales ability will be 
considered. Address D-887, care Boot 
and Shoe Recorder, 207 South St., 
ton, Mass. 








No matter what policy you may 
pursue in selling to the shoe trade, 
nevertheless, you need the 


Boot and Shoe Recorder 
All the Time 


GALESMAN WANTED for Missouri, to sell our 
lines of stitchdowns and leggings aod McKay 
child’s, misses’. growing girls’, in connection with 
your present non-conflicting factory line. Hagers- 
town Shoe & Legging Co.. Hagerstown, Maryland. 


TALESMEN—Side line 25% commission, no 

samples; every shoe merchant will stock it. 
Full commission on reorders. Diana Manufactur- 
ing Co., Uniontown. Pa 


GAL .ESMAN WANTED for Kansas and Eastern 

Nebraska to sell our lines of stitchdowns and 
leggings and McKay child's, misses’, growin girls’ A 
in connection with your present non-conflicting 
factory line. Hagerstown Shoe & Legging Co., 
Hagerstown, Maryland. 











Manufacturer now selling jobbers 
only, making strong line women’s 
welts to retail $4.00 to $6.00. Will take 
on volume buying retail accounts. 
Strong proposition for real producing 
men. About 40 samples. Can carry 
with non-conflicting line. Territo 
open; Ohio and all States west thereof. 
Straight commission. Give full par- 
ticulars. Address D-900, care Boot and 
Shoe Recorder, 189 W. Madison St., 
Chicago, Ill. 











Opportunity 


Excellent opportunity is of- 
fered to salesmen in various 
parts of the country to carry 
specialty side line of three or 
four Goodyear welt work shoes. 
Splendid value. Easy to handle. 
Write giving full particulars as 
to territory. Indiana Shoe Cor- 
poration, Marion, Ind. 














POSITION WANTED 


GHOE BUYER, now employed and doing large 
volume of business, desires to make change. 
Understands all lines of shoes. Acquainted with 
Lee A real producer, and capable of - re- 
nsibility. Address D-897, care Boot and Shoe 
eseeder, 207 South St., Boston, Mass. 














BUYER & MANAGER POSITION 
WANTED 


High Power Shoe Buyer and Manager 
is open. One who knows how to mer- 
chandise and buy in shoe market on 
medium and cheap shoes. MUST BE 
RELIABLE HOUSE. Address K-731, 
care Boot and Shoe Recorder, 127 
Duane St., New York City. 














STYLE MAN WANTED 


STYLE MAN WANTED 








Boston, Mass. 





Style and Pattern Man 


By Eastern manufacturer of long standing and large output. A per- 


manent and lucrative position awaits the man who combines a sense of 
style requirements in women’s shoes with a practical knowledge of pattern 
designing and factory capabilities. This is a real job and calls for a man 
with a thorough knowledge of this kind of work. Replies (which will be 
treated confidentially) giving full particulars as to past experience, age, 
etc., should be sent to Box D-902, Boot and Shoe Recorder, 207 South St., 
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PUBLISHER’S NOTICE 


eee. a subscription price of the 
Boot and Shoe Recorder is $5.00 a year in ad- 
vance, which includes postage ‘in the United 
States, Cuba, Hawaiian Islands, + 
Islands, Virgin Islands, Alaska, Canada, Mex- 
ico, Costa ica, Dominican Republic, Hon- 
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SHOE ECORDER to ae rinting any 
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advertising or reading matter which is not in 
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ae, Telephone Main 
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MILWAUKEE OFFICE: Leonard E. M > 
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Broadwa 
WASHINGTON OFFICE: William L. Daley, 
Jackson Place, N. W 
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P. Sabazzini, Gerente. - — Se 
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2 tinge A osas 1123-1127. Orte 
CUBA: Mr. H. Gomes, Corrales, 2A Havana, 
JAPANESE OFFICE: Yokohama. J. F. Wager, 


SPAIN: Gerente, Leoncio eet, tions 
Bdhor, 30 Fuencerrel Media. 
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No. 3408 R 








Because they had 
to have it 


No. 3408R is the result 
of the dealers’ need for a 
turn oxford with slightly 
wider toe than any of 
those previously in 
stock. 


They simply had to have 
it to satisfy public de- 
mand, and here it is. 
The market is waiting 
for it and it will sell well. 
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Here’s another new 


GROVER shoe 


Once more a new in-stock model joins the 
Grover family of Soft Shoes for Tender Feet. 


A roomy fore part is the outstanding feature 
which, joined with the snug-fitting instep and 
close-hugging top, makes this a particularly 
easy, comfortable shoe. 


Fashioned of fine black kid on our 169 last. 
Medium round toe. Perforated kid tip. Kid 
quarter lining. Turn sole of high-grade tan- 
nage. 13-8 inch heel with rubber top. A 
long wearing shoe in a much wanted style. 


IN STOCK: B, 4-9; C, 3%-9; 
21-9; E, 24%-9 


J. J. GROVER’S SONS CO. 


Established 1865 


BOSTON OFFICE 
LittleBuilding 
80 Boylston Street 


Soft Shoes for{Tender Feet 
CHICAGO OFFICE 


NEW YORK OFFICE Kesner Building 
Marbridge Bldg., 47 W. 34th St. 5 North Wabash Avenue 
corner Madison 
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Constant Comfort 


**America’s Best Comfort Shoes”’ 


No. Sen Dot Quality Black Kid Oxford, 13-8 
Wingfoot Heel 

In Stock— Auburn, A to D; St. Louis, A to 
D. $3.75 


No. 752R —Same Style in Havana Brown Kid. 
In Stock—Auburn, A to D; St. Louis, A to 
D ‘ $4.00 


No. 49R—Best Qualit eo Kid One-Strap 
Pump, 12-8 Wingfoot Heel 

In Stoch—Auburn, AA = Ee St. Louis, A to 
D $3.35 


No. 749R—Same Style i in Havana Brown Kid. 
In Stock—Auburn, A to D; St. Louis, A to D; 
Los Angeles, Ato E.... $3.60 











No. 478R—High-Grade Black Kid Oxford, 11-8 
Wingfoot Heel. 

In Stock—Auburn, St. Louis and Los Angin, 
BARA, 00 CHB. oc cc cccccccccccccccccs $3.3. 
No. 878R—Same Style in Havana Brown 4 
In Stock + ee AAA-A to B-D; St. Louis, 
AAA-A to B-D.. . 83.60 








LOS ANGELES BRANCH, 109 E. 8th STREET 


Quality and Service 


While we have been empha- 
sizing our improved shipping 
service, we are still maintain- 
ing that same high quality 
that has made Constant 
Comfort recognized as Amer- 
ica’s best comfort shoe. The 
fifteen styles described here 
are ready to ship at once. 
Send your order today. 








No. 83R—Black Kid Two-Strap Sandal, 12-8 
Wingfoot Heel. 

In Stock—Auburn, AA to E; St. Louis, A to E; 
Los Angeles, A to E .$2 2.85 
No. 47R—Similar Style in Next Grade With- 
out Ornament. 

In Stock—Auburn, AA to E; St. Louis, A to E; 
Los Angeles, B to E $2.50 


Re. 62R—Black Kid Oxford, 12-8 Wingfoot 
In Stock— Auburn, St. Louis and Los Angeles, 
B to $2.65 


No. pa Style with Stock Tip. 
In Stock—Auburn, B to E 


No. a om gy Kid Two-Strap Sandal, 12-8 


Wingfoot H 
In Stock—Auburn, AA to E; St. Louis, A to 
E $2.35 


No. 387R—Same Style » Next Grade. 
In Stock—Auburn, B to E; St. Louis, B to E 
Los Angeles, B to E $2. 


io. , —Black Kid Oxford, 9-8 Wingfoot 


In Stock—Auburn, C to EE; St. Louis, D to E 
Los Angeles, C to E $2. 
No. 91R—Same Style with Plain Toe. 

In Stock—Auburn, C to EE; St. Louis, C to E; 
Los Angeles, C to bE $2.25 


No. 86R—Black Kid One-Strap Sandal, 9-8 


Wingfoot Heel. 
In Stock—Auburn, B to E; St. Louis, B -¥ 4 


Los Angeles, C to E 


“COMPLETE LINES of Oxfords, Strap Sandals, Boots and Juliets Always IN STOCK” 








AULT-WILLIAMSON SHOE CO. Manufacturers, Auburn, Me. 


BOSTON OFFICE, 139 LINCOLN STREET 


ST. LOUIS BRANCH, 414 NORTH 12th STREET 


The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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The Shoes That NEVER Rip! 


These remarkable shoes have been put to the severest kinds of tests and in every 
instance have lived up to their reputation — 








THE PROOF — Over 2,500,000 pairs made and 


not even a half pair returned for 
ripping. 


Send a Sample Order—Convince Yourself 


IN STOCK—Ready to Ship 


LADIES’ SANDALS — Rubber Heels 


. 109—Patent Leather, Oak Shoulder Sole, Sheepskin Lined 
- 113—Smoked Elk, Oak Shoulder Sole 

io. 111—Pearl Elk, Oak Shoulder Sole 
. 121—Red Elk, Oak Shoulder Sole 

Yo. 122—Gray Elk, Oak Shoulder Sole 

Yo. 123—Blue Elk, Oak Shoulder Sole 

Yo. 124—Green Elk, Oak Shoulder Sole 

io. 115—Brown Lotus, Oak Shoulder Sole 


. 2509—Patent Leather Two-Strap, Oak Shoulder Sole 


WOMEN’S SPORT OXFORDS — Rubber Heels 


. 6109— Pearl Elk, Sport Oxford with Smoked Elk Saddle, Wing Tip, Rubber Heel 
No. 8111—Pear! Elk Sport Oxford with Perforated Patent Leather Apron, Wing Tip 
jo. 8110—As Above in Chocolate Elk with Perforated Smoked Apron... . . 
. 7111—The “Sportster,” Rueping’s Pearl Elk, Black Dull Leather Trim, Pe rforated Imi- 
tation Black Stitched Straight Tip 3.{ 
. 7110—As Above in Brown Lotus with Smoked Trim 


All of the above styles can be had in Misses’ and Child- 
ren’s sizes. Send for Catalog and price list of these numbers. 


AT is 


RAMSEYS 


347 Rider Avenue New York City 
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HIS Organization, 

with Brockton 
workmanship and 
the finest leathers 
obtainable, is build- 
ing ashoe which will. 
increase your sales, 
your loyal cus- 
tomers and your 
profits. 








Telephone Your Jobber 


e) 
la 


, Boston, Mass. 
4 Laclories Brockton \iewReaford, NashuaJl 





| 4 
In Stock. with a 


Wi despread number 
of leadin 


WHOLESALERS 
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IIX 
BLACK CALF 
BLACK SEAL TOP 


12X 


TONY RED CALF 
BROWN SEAL TOP 


$4.65 


* 
“ 
Zz. 


MMU! 
rTM ttre 


Ww 
Vly 
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IN STOCK 
B-C-D WIDTHS 


FEATURE THESE TWO MONEY MAKERS 


Join the family of successful Marion merchants. They are 
increasing their men’s shoe sales by playing Style at popular 
prices. These 2 big selling oxfords show 3314% profit at $7— 
the price where leading stores are getting their volume business. 


Mail your order today. 11X and 12X are IN STOCK NOW. 


Whip last, 12 edge, Wingfoot heel. Feature them and 
MAKE MORE MONEY. 


MARION SHOE CO. 
MARION, INDIANA ; 


Se eee 
3] WESTERN QUALITY [|E 
eo” 
EASTERN STYLE = 
wee LS (Gere 
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SULTANA 


A SMOOTH FINISHED LEATHER IN 
A MEDIUM BROWN TONE, POSSESS 
ING A FINE GRAIN AND A REMARK- 
ABLE UNIFORMITY OF COLOR. NOW 
BEING USED BY MANUFACTURERS 
ALL OVER THE WORLD IN THE 
LATEST MODELS OF MEN’S AND 
WOMEN’S FINE FOOTWEAR. 
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Made in Milwaukee Sold all over the World. 
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PFISTER & VOGEL | EATHER Go. 


MILWAUKEE, WISCONSIN,U.S.A. 
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No expensive delays that 
mean lost sales. Style shoes 
—well made—shipped same 


_* day order received. 


No. 18 Russia Calf—Tony Red Calf Trimmed “ Babbitt” 
Goodyear Welt—8-8 Wingfoot Heel, Widths A to D 


WEE Raids ewsennncss Me suWanppedegesepaeeagy $4.75 Cre igh ton Serv ice 





on 


Fashion Footwear 





insures rapid and profitable 
turnover to our thousands of 


Style 444 
Beige Ooze Calt—Russia Calf Trimmed “Mashie” Good- customers. 


year Welt—8-8 Wingfoot Heel, Widths A to C. 
Price £5 ake ae BE KGa eae $4.50 


A. M. CREIGHTON 


Makers of Women’s Shoes 
LYNN MASSACHUSETTS 
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No. 3391—Black Satin Tut Sandal, turn, 8-8 heel. 

A, Band C $4.50 

a, 3390—Same style as above, Patent. A, B and 
- 94.50 


a ‘3108— Same style as above, Beige Suede Calf. 
AtoC . 85.00 


No. 3925—Black Satin, 8-8 covered heel, turn. 
AtoC., $4.75 


No. a Satin Tut, Junior Spanish heel, 
turn. A to $5.25 


No. capetns style, Patent Leather. A to 
Cc $5.25 


Novelties 
for 
, Spring 
d 


* Summer 


Popular Styles, Popular 
Leathers, Popular Prices— 
These shoes and forty 
other styles 


IN STOCK 


READY TO SHIP 
SEND FOR CATALOG . 


Wire your order ‘to insure 
quick delivery. 


ROGERS BROS. 
SHOE CO. 


59 Lincoln Street 
Boston’ - - Mass. 
Phone Liberty 0976 


Largest Women’s Specialty 
Shoe Wholesalers in 
New England 


Pacific Coast Branch: 135 Bush Street 
San Francisco, Cal 


No. 3130—Patent Chrome Tut, 8-8 evant heel, 
turn. toC. . $5.00 


ae 3126—Same e atyle, ‘Black ‘Satin, turn. A to 
$5.00 


No. 3920—Black Satin, same style,  Sae Louis 
covered heel, turn. AA to C. $4.7 


No. vy 1" tome Levor's Kid, 8-8 covered heel, 
te C $4.50 


turn. 


No. seats style, full Louis heel, 16-8. AA 
toC $4.75 
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“EVERYTHING FOR BETTER-LOOKING WINDOWS” 


FOR YEARS! 


We have been telling you in full-page advertisements about 
our FAMOUS INTERCHANGEABLE GLASS FIXTURES 


—so this time we thought to make our talk brief 


and simply tell you ABOUT 


our wonderful new Catalog No. 18 (just off the press), which shows 
new shapes of plate glasses and many new “Trims.” 


It also shows: 


It also illustrates a full line of shoe store furniture, Ladders, Reflectors, 


etc. 
ASK FOR CATALOG NO. 18. 
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WINDOW VALANCES AND PLUSH 


A big Stock of Window Valances and Decorating 
Plush on hand for Immediate Delivery. 


ASK FOR SAMPLES 


B-8 


Our New 
INTERCHANGEABLE “PERIOD” 
WOOD HOSIERY FIXTURES 


A startling innovation 


These fixtures comprise separate parts and consist of 
bases, stems of varying length, and a large variety of 
arms and attachments, by means of which, stands of 
endless design can be produced to suit your fancy. 
Besides these you can also make pedestals and plateaux. 


The fixtures are so arranged that they can be instantly 
attached or detached. The method of construction is 
very simple, no screws, nuts or bolts are used 


The fixtures are of dainty design—are made of Real 
American Walnut and are Hand-Carved. They are 
made especially for Hosiery Displays, and are not in- 
tended for large merchandise, although we make a line 
of shoe fixtures, to which the Hosiery Fixtures are a 
perfect match. 


Cut “‘B-7” shows the complete line of 
“Parts.” 


Cut “‘B-8” illustrates a few of the stands to 
be produced. 
Ask for leaflet “‘H” of Hosiery Fixtures 
WOOD FIXTURES 
Our catalogue No. 14, shows the full line. 
ASK FOR IT 


QUALITY — SERVICE — COURTESY 
Visit Our Chicago or New York Show Room 








NEW YORK SHOW ROOM 
70 West 36th Street 
Just East of Broadway 








THE HECHT FIXTURE CO. 


Medinah Building, Wells Street and Jackson Blvd., Chicago, III. 
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THE TEST OF THE LEATHER IS ON 
THE FEET OF THE CONSUMERS 


Leading Spring Styles of Prominent Manufacturers, 
now worn on city streets, bear out this statement. 


Those who seek the best means of style inter- 
pretation turn invariably to Gallun Quality 
Leathers. You will find them wherever men 
manufacture or merchandise stylish footwear. 


GALLUN 
LEATHERS 


‘‘Always Standards of Excellence’’ 


NORWEGIAN 
AZTEC CALF Veals and Calf 


The great style leather In the smart sport and brogue 

for men’s and women’s creations, these skins accentu- 

shoes. Six colors and ate the style feature.. A heavy 

weights leather, boarded finish. Black 
and three colors. 


VIKING CALF 


A prime skin, procurable in 
all weights. Can be supplied 
in six colors and black. 


A. F. GALLUN & SONS CO. 


MILWAUKEE, WIS. 
A. F. Gallun & Sons, Inc., H. A. Ely, Mgr., 11 East St., Boston 
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Morning Glory and Bonnie Sandals 


Carried In Stock for Delivery April 25th 


The demand for these 
particular patterns in cut- 
outs is enormous and 
growing every day. We 
advise placing your order 
now for May and June 


OTOL OLS LUO PLUM ML TOLL LEE Od 


SHNHOUHNOUHINONNo 


selling. 


No. 250 Price $4.00 


Levor White Kid Cut Out Bonnie One 
Strap, Single Sole, Military Wood 
Heel, Newport Last 
AA to D 


No. 516 Price $4.15 


Patent Cut Out Glory One Strap, 
Goodyear Welt, 8-8 Rubber Heel, Bel- 
mont Last 
AA to D 


No. 249 Price $4.00 


Patent Cut Out Bonnie One Strap, 
Single Sole, Military Wood Heel, New- 


port Last 
AA toD 


No. 517 Price $4.15 


Levor White Kid Cut Out Glory One 
Strap, pees rg tm 8-8 Ivory Rub- 
ber Heel, Belmont Last 
AA to D 








Catalog Sent 


Request 








No. 195 Price $4.15 
Patent Cut Out Glory, Single Sole, Full 
Louis Covered Heel, Euclid Last 
AA to C 
No. 196—Same in White Kid 
Price $4.15 


No. 197 Price $4.50 
Levor White Kid Lady Ann, White 
Kid Trim, Full Louis Heel, Single Sole, 

Euclid Last, AA toC 


Thomson-Crooker Shoe Co. 


18-26 Station Street 


Best and Ghee 


Boston 20, Mass. 


SHUALOUCUULOCOAEONUCHEGRLUUUUHLSOCOUAEOGOEUUCOOCOUOLEESUEUUOOHCQUUUAEEEEEELONCUUUOGEEENGOUCIOOUOOEOELOUCHUURROUSOOUOOCOUOEOGEEOOUCUCQUGNNEOEEOOUONUONOEESAOOCOLOOOONEEROC OOOO 
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“Tony Red is an established staple 
leather—but Tony Tan is the style 
maker of the future” 


Statement of a buyer whose 
opinions are valued 


Experienced shoemen know instinctively 


that any color produced under the name 
TONY is a safe and sure proposition 


Reg. U. S. Pat. Off. 


ALL TONY LEATHERS are colored 
with pure ANILINE DYES 


CREESE and COOK COMPANY 


Creators of New Calf Leathers 


SALESROOMS 
95 SOUTH ST., BOSTON 


P. A HENRY & CO. 
706 Broadway. Cincinnati, O. 
LeatherT rades Bidg., St. Louis, Mo. 
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POPULAR STYLES 


To Retail at $5 and $6 


Good practical styles—perfect fitting lasts and patterns—gooa 
shoemaking! ‘That’s the story behind this well known line. 


No. 520—One Strap with buckle. K Eric Calf— No. 529—Barnet’s Sunset Calf Oxford—Van Ruba 
Orange fitted. 121 Last. 8-8 Rubber Heel. Tip, Saddle and Back Stay, 124 Last, 8-8 Rubber 


Also made with buttons in place of buckle. Heel, 


JOHNSON BROS. SHOE MFG. CO. 


HALLOWELL MAINE 


YONA 


Ges NNN A 
fe MN 


S50 LINEN MAA AA 190) 
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Skinner's 
Shoe Satin 


Made by a firm that for 75 years has set the 
standard for wearing quality in satins for many 
purposes. Careful study of footwear needs has Skinner’s Shoe Satins are 36 


resulted in a shoe satin of extraordinary strength. inches wide and are made in 
four different qualities to 


Women know Skinner quality. The prestige of meet all the requirements 
the name helps sell shoes made of Skinner’s Shoe of the trade. 
Satin. 


““Look for the Name in the Selvage”’ 








» WILLIAM~ SKINNER-& SONS Established 1848 


NEW YORK, CHIGAGO, BOSTON, PHILADELPHIA, MILLS — HOLYOKE, MASS. 














MASTERPIECES BY THIE 


MACICEY SHOE CO.,Inc. | 
| y 
| pie 





BRO __N. Y.- 

















Ze 
































““LORION’’ 











WIEN you buy STYLE be sure you get designing talent and master 
shoemaking in every pair—you get both from us. 


We expect you to buy the ‘‘Lorion”’ for its intrinsic beauty and good taste, 
for it is one of a smart line of pretty shoes that sell ‘‘on sight’’ to many 
women who consider style first—price second; and who acknowledge that 
the merchant is entitled to his profit for such fine selection. 


Mackey Sxve COMPANY onic cscs 


ro Bidg. & « > 21 Hopkins St. 
= [New York The World Turns Zowerdl these Brooklyn Masterhurns Brooklyn. N. Y. 
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Hand Turn 
No. 6441 








Child’s instep strap patent chrome turn 


7066 3-8 D&E 
7067 1-5 D&E 
6441 816-11 


No. 6535 


Patent Chrome, Instep strap McKay, Lenox 
last. 


$1.35 no heel 
1.25 no heel 
1.75 Spring heel 








Good Looking, Aren’t They ? 


SOME NEW 3W’s SHOES 


These snappy little numbers have all the business- 


building features so necessary to good profits. Style, 


fit, workmanship are of the best. 
your shelves today for quick turnover. 


Get them on 


WEIMER, WRIGHT & WATKIN CO. 












35 South Second St., 











PHILADELPHIA, PA. 


No. 6360 
No. 6520 


In Stock 
April 25 




















1.75 
= Hv, 1 Fae “ Spring heel Nut Brown Calf, McKay, Oxford, Lenox last Patent Chrome 
6536 844-11 D&E 1.95 rubber heel 6363 5-8 E $1.80 Cut Out 
6535 114-2 D&E 2.15 rubber heel 6362 844-11 D&E 2.00 Spring heel 6521 844toll D&E 
4682 244.6 C,D&E 2.60 rubber heel 6361 844-11 D&E 2.00 rubber heel 6520 Histo 2 D&E $2 40 
6534 1144-2 Pippinlast 2.10 rubber heel 6360 1144-2 D&E 2.20 rubber heel 4643 214tc 7 C&D $2.90 
(Narrow Toe) 4723 214-6 C,D,& E 2.75 rubber heel (Narrow Toe, Growing Girls) 




























Customers flock to the store that wraps up SATISFACTION 


with every purchase. 


Weber Union Made Shoes for Men to retail at $5.00 to $8.00, 
mean LASTING SATISFACTION. 


WEBER BROS. SHOE CO. 


NORTH ADAMS, MASS. 
New York Office: 1328 Broadway, Marbridge Bldg., H. Harris, Rep. 
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WHY A SALE? 


Styles in footwear are changing so rap- 
idly that it is necessary to use selling 
methods of power and originality to 
prevent a stock from becoming stag- 
nant. 


KE and come ENTS 


A recent issue of a representative shoe 
journal showed by actual count 120 
different styles of Women’s shoes 
advertised. 
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ABC SHOE STORE.-- 


HAT was the particular task of 

I the selling drive inaugurated in 

* the former Weber Shoe Store of 

Meadville, Pennsylvania, immediately 

after its purchase by Mr. Alton B. 
Cotton. 


S the Weber Shoe Store, this es- 
A tablishment was _ thoroughly 
known throughout the Meadville 
territory. It was founded forty-five 
years ago, and its ownership had 


passed from the founder to his son. 


HE Weber proprietorship ended 
i in January with the tragic death 
of Mr. Weber, who was murdered 
while on his way home from the store. Despite 
the most rigorous investigation, the crime 
has remained an absolute mystery. 


* 
oe 
* 
* 
* 
INTRODUCING THE ; 
* 
* 
* 
* 
a 
* 
a 
* 
* 
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HE sensational circumstances surround- 

ing Mr. Weber’s death, together with the 

prominence of the Weber Shoe Store in 
Meadville, due to the many years it had been 
established, completely overshadowed the com- 
ing of a new management into control of the 
Weber Store, with its purchase by Mr. Cotton 
from the Weber estate. 


O overcome this initial disadvantage, Mr. 
Cotton decided that he would launch a 
first-class selling and advertising cam- 
paign to bring his establishment before the 
buying public of Mead ville and its surrounding 
territory in a forceful and compelling manner. 


Cotton that Kelly Service offered far the 

best means to impress the identity of the 
store upon the public mind as the A B C Shoe 
Store in place of the Weber Shoe Store. 


(Cotton investigation convinced Mr. 





* *# eee HEF HeKHeHeH EF HHH HF H HR OX 


The right sort of a sale—a Kelly Sale— 
will prevent a loss from odds and ends, 
will move out undesirable: stock in a 
satisfactory manner, and bring a splen- 
did increase in volume for the future. 
And why is a KELLY SALE the right 
sort of a sale? 

EXPERIENCE, some 28 years; RE- 
LIABILITY, as to methods and man in 
charge; and ECONOMY, because of 
the splendid results secured. 


Fee 8 HHH HH HH He H KH 


OW well Kelly Service carried out the 
object Mr. Cotton had in view is shown 
by the $11,350 worth of business se- 

cured in ten days’ time on a stock originally 
inventorying only $20,000. This amount rep- 
resents five times the volume of business ordi- 
narily enjoyed by the store. 


NY time the public spends five times as 

much with a store as it is accustomed to 

spend—people are not only interested— 
they are enthused. 


ND Kelly Service can bring your store as 

forcefully before the public as the A B C 

Shoe Store was brought, and likewise can 
enthuse your buying public into spending 
many times the amount they are accustomed 
to spend in your store. 


OMPLETE information concerning Kelly 
plans as they will be applied to your situ- 
ation is obtainable free of cost—confi- 

dentially—by simply, forwarding the size of 
your stock. :; 


MINNEAPOLIS . 
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Beige ooze with 
Russia or Patent 
trimming. Can al- 


ij so be had in other 
combinations. 10-8 
cuban heel. 
x 
“A =|; . O*- of our complete collection of 
NICHILDREN’S SHOES \¢ Spring Styles in Fashionable Foot- 
. wear distinguished equally for good taste 
in design and incomparable endurance. 
IN STOCK 


In Beige Ooze, Calf Trimmed, 
In Satin, Leather Trimmed. 

















We manufacture for 
= retail trade a com- 
ete line of Children’s 

— Turn Shoes. WOLNICAR SHOE CO., INC. 
izes 1 to 5, Mock sobs 

Heels, 3 to § Spring Pitkin Ave., Cor. New Jersey Ave., Brooklyn, N. Y. 
“a : ARARARARANY GRAB ARARANANARGN 
Forty-six numbers car- 
ried IN STOCK for 
immediate delivery. 
Write for descriptive 
catalog. 








SUEDE-NAP BRUSH 


No. B 144- Patent Vamp, 
Smoked Cabaretta Sally. 
Sizes 1 to 5S. Price $1.00 
No. B 143- Patent Vamp, 
Gray Kid Quarter Sally. 
SizesltoS. Price $1.00. 


Picks Out the Dirt--- 
No. B 117- Patent Leather Picks Up the Nap 
Sandal, Buckle. Sizes 1 to § 


Price $1.05 The most efficient suede brush on the market— 
and the easiest to sell. The customer readily 
recognizes its advantages. 


The wire bristles are set in a curved fibre and 
canvas base which is attached to the block at 
both ends. Easy to manipulate and effective in 


Staud ShoeCorporation restoring the original appearance to suede footwear. 
N. 


ROCHESTF, 4 If Your Jobber Can't Supply You, Write Us 


em edaniaenehakie E. T. GILBERT MFG. CO. 
| 228-36 South Avenue Rochester, N. Y. 
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Ancient 
Luxor 


“OSIRIS” 


7161— Women's | inest White Kid Sanda!. Trimming on 
eee Throat and Center Strap of Red Kid, Cut Out as 
illustrated. 13-8 Full Breasted Baby Spauish Heel. Finest 
Turn. Widths AAtoC. Sizes 24% to8 $5.00 
7160—As 7161, with Gray Kid Trimming. Widths AA to 
C. Sizes 2% to 8 $5.00 
7162—As 7161, with Green Kid Trimmmg Wdths AA to 
C. Sizes 2% to 8 $5.00 
7155—As 

2% to 

7156—As 7161, in all Red Kid. Widths AA to C. Sizes 
2%to8 $5. 
7157—As 7161, in all Green Kid. Widths AA toC. Sizes 
2%to8 $5.50 
7163—As 7161, in Beige Ooze, with Field Mouse Trim- 
ming. Widths AAtoC. Sizes2%to¥ $5.50 
7154—As 7161, in Top Grade Black Satin, with Collar, 
Throat and guste Strap of Black Ooze. Widths AA 3 = 


rm 
_— 
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138-140 DUANE ST. 


. * + Boston Office, 214 Essex Street 


Always Ready fo Serve 


WW VAL Mill ALLL LLLLL ‘Glinc 
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Modern 
Merchants 


**IDDINA”’ 


6042—Women's Finest Patent Colt Egyptian Sandal. 
Cut Out in Vamp, Quarter and Center Strap as illustrated. 
Gray Stitching and Gray Silk French Corded throughout. 
Bresna Process 12-8 Covered Cuban Heel. Widths AA to 
C. Sizes 2% to 8 hesae ie $5.50 


6043—As 6042, in Black Satin, with Gray Stitching in- 
stead of Cut-Outs on Quarter, Vamp and Center Strap. 
Widths AA toC. Sizes 2% to8 $5.50 


6044—As 6042, in All Beige Ooze Calf. Widths AA to C. 
Sizes 24% to 8 $6.00 


YUVA SSS 


Ss Teafors ; 
NEW YORK CITY 
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— more American sh cena d retail- 

i ay from the “shopping-around”’ habit 

i i is established by adopting 
i ereby adding the 


s of known value, and ¢ 
e leather to the reputation of the shoe 
ms that have standardized on 
E eir lines are famous 
j is ““The 
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We can tell of many fir 
| EVANS BRANDS for past years. Th 
and they are sold by famous stores, whose motto is 
Any such confidence in EVANS LEATHERS does not 
2 make us complacent, but rather serves to whet our vigi- 
, lance that these valued customers and friends may al- 
if" , ways find EVANS STANDARDS constant. 
| t, we invite constructive criticism of our leathers at 
i ose whom we serve, and value the same 
have a rightful place in their 
i i ich it i business to 
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Of all EVANS’ Brands, none is more broadly famed—more con- 
stantly demande + ati permanently established in stores 
and factories of high aie standards = RUBY KID. 
Where the utmost softness, pliability and fineness of finish are 
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sought, RUBY KID will unfailingly repay your choice. 


The class of skins from which it is made come from Central 
and South American Countries, where the torrid and semi-tor- 
rid climate causes fine, close hair cells that result in the finest 
grained kid existent. 








cA “Bronzy” Black 


n the particular class of raw stock from which Ruby Kid is re i ' 
ade, experience — us ers ago that a dead — is apt to ; 

become “rusty” in service, and a blue black is likely to become 
too blue _—— 


So td pene sma ea ae —_ yn pata 
mellow and brillia - will ickly 


And because — KID is made separate unit pla = 


under a constant formula, and a tablished a 7s 
stock— 
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Shoe. oo from ssh pep this ty € same se 
ice as vbr t oe from it las "Sos rom es next 
yea will ¢ gixe the same service as made wah t this 
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or a plain black shoe.” 

Salesman: 

“We've been having all our 

ner grades of black kid shoes 

made of the same leather for 

years, madam—Evans’ RUBY 

KID ° 

“The shoes always come in 

just the same fine soft stock, 

he color won’t get ‘rusty’ 

’s a  ‘bronzy’ 

ordinary 


er , aie 
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NEW HAPYTOZ NUMBERS FOR 
THE SPRING TRADE 


In Stock—Immediate Delivery 


Never before has the Hapytoz line contained such a 
splendid and exclusive assortment of distinctive 
numbers. There are both novelty and staple items 
that are sure to increase your Spring business. 


Hapytoz is a complete line of children’s turns, sizes 
1 to 5, 3 to 5, and 5 to 8. They are manufactured 
completely in our own factory, and are 








GUARANTEED ALL LEATHER 


No. 294B No. 269B 
Sizes 1 to 5. Mock heel, flexi- 
ble turns. Patent leathe: in- ble turns. Pavent tcather in- 
step strap, white kid stirrup. step strap. Miulo buttons. 
Price, per pair, $). Price, per pair, Yuc. 


Sizes 1 to 5. Mock heel. flexi- 


Write for catalogue of 1923 Spring and Summer styles. 
Also new Spring display cards. 


‘ - 


= 


Suge Childrens hoe Corporation 


























MANUFACTURERS 


ROCHESTER, N.Y. 
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N irresistible conception 

of the mode Egyptain .° 
IRIS is indeed smart, distinctive 
and justly entitled to the tre- 
mendous popularity that is being 
accorded it everywhere. The 
colors too call for instant approv- 
al and interpret deftly the vogue 
of the minute! . ° 


Deliveries Four to Five Weeks 


HARRY SMOLEN &CO., Inc. 


24 to 28 Boerum Street 
BROOKLYN,N. Y. 


The Beet and Shee Recorder will appreetate your mentioning the publication in replies te advertisements. 





BOOT AND SHOE 


For Young Men 


Style R 21 


There is a general and pro- 
nounced preference for a square- 
toed shoe among young men in 
all localities. 


Sensing this preference, we have 
added to our Dept. 5 this season 
two new numbers. 


Style R 21—shown above—is 
made of Tony Red Calf. Style 
R 22—its companion—is made 
of Black Kaffor Kid. Advance 
sales on both these shoes prove 
that retailers agree with us that 
both will prove popular. 


These two numbers are made 
on the L’Etoile last. The 
straight foxing and vamp lends 
a racy appearance that appeals 
to the snappy dresser. 


Both are ready for immediate 
shipment in large or small quan- 
tities and are illustrated in the 
Supplement to Stock Book No. 
32 B. 


A copy of the Supplement to 
Stock Book No. 32 B is ready 
for you if you want it. 


The Stetson Shoe 


Company, Inc. 


South Weymouth 90, Mass. 


RECORDER 


























'Sheridan-Plaza 


CHICAGO 


Sheridan Road at Wilson Avenue 
Uptown Chicago’s Most Favored Hotel 


For your greater comfort, on your next visit to 
Chicago,:come to Hotel Sheridan-Plaza on the 
famed North Shore. Convenient to bathing 
beaches, golf links, parks and bridle paths. In 
the center of a rich retail district where are 
some of the finest boot and shoe shops in 
Chicago. 


Whether on business or pleasure, for a week, 
month or year, not elsewhere can you find 
locationor accommodations better suited to your 
comfort and enjoyment. 


Five hundred rooms, each with private bath. 
Music and dancing evenings. In this hotel is 
one of Chicago's leading restaurants and the 
far-famed Narcissus Grill (cafeteria), patronized 
by thousands daily. 


Eighteen minutes from downtown; elevated express 
trains; surface cars; motor busses to and from down- 
town, through Lincoln Park, stop at the door. Excep- 
tional garage accomodations. 


European plan. Excellent 
rooms with private bath, $3 a 
day and up. Reservations are 
advisable. 





The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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Pretty nearly every golfer’s wife plays 
golf today. 


If she doesn’t golf, she motors, belongs 
to a hiking club, goes yachting, or needs 
a special outdoors shoe for the board 
walk, the dunes, or the mountains. 


You have just the thing for her in sport 
model shoes made with the new Good- 
year Sport Bottoms—that ideal com- 
bination of Goodyear Wingfoot Heels 
and Soles. 


These sport bottoms are light, good- 
looking, and rugged. Their tread but- 
tons are placed scientifically for a good 
stance at golf, a perfect grip on turf, 
boards, sand or asphalt. 


BOOT AND SHOE RECORDER 








They are springy, with a deep, resilient 
foot-comfort that no other shoe bot- 
toms afford. 


They are waterproof. And they stand 
the wear. 


So when you are arranging a display 
of sport shoes for the outdoors man, in- 
clude two or three of your best-looking 
selections with Goodyear Sport Bottoms 
for the outdoors woman. She will see 
them and want them. 


If you haven’t them in stock, you can 
get them quickly from your manufac- 
turer’s representative. Tell him “with 
the new Goodyear Sport Bottoms.” 


Goodyear Means Good Wear 


PORT BOTTOMS 


The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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BEACON 


SHOE'S 


OUR SERVICE IS YOUR SERVICE 


MEN’S SHOES IN STOCK 


No. R5068—RADIO LAST 


Morocco Russia Oxford 
Goodyear Wingfoot Rubber Heel 
C, 6-11 
D, 5-11 
Price $3.60 
This is one of our new Ozford 


pclterns. Nole the square throat 
effect 


No. R388—PENN LAST 
Morocco Calf Oxford 
Goodyear Wingfoot Rubber 
Heel 
C and D, 6-11 
Price $3.85 
Write today for our Cate- 
log of Men’s and Women’s 
Welts, also Price List and 
Proposition for Handling 
Beacon Shoes in your town 


F. M. HOYT SHOE COMPANY 


MANCHESTER NEW HAMPSHIRE 





April 14 1923 
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BEACON 


SHOES 


SEASONABLE STYLES IN STOCK 
WOMEN’S WELTS 


No. R7277 Price $4.90 


Chestnut Calf Sammy Col'ar Oxford 
Beaver Buck Collar and Underlay 
12-8 Cuban Wingfoot Hee! 

B, 314-8 
C and D, 3-8 


“Topaz” Last 


No. R7172 Price $4.00 


Patert Leather Lucinda Sanda! 
Golf Last 
Plain ‘Toe with Box 
7-6 Wingfoot Rubber Heel 
B, 34-8 
C and D, 3-8 


No. R7314—Similar to above, only 
in White Elk. Also carried in stock. 
Same width and sizes. Price....$4.50 


F. M. HOYT SHOE COMPANY 


MANCHESTER NEW HAMPSIIIRE 
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What if you could select from No. 143—$2.85 
21InStock styles of the following No. 142—$2.40 Kid Wide Ankle Oxford, Gray Ooze 
specifications, all high-grade Kid Blucher Oxford, Gray Ooze Quarter Quarter and Sock Lining, Heavy Sole, 
comfort shoes, at prices ranging one Sock Lining. 12-8 Wingfoot Rubber 12-8 Wingfoot Rubber Heel, EEE only. 
from $1.80 to $3.25, with the eal. C. D 


average cost to you $2.35? 


Wingfoot Rubber Heel, Steel 
Shank, Guaranteed Counter, 
Twill Linings, Genuine Kid 
Upper, Durable Sole, Goodyear 
Stitched and Hand Turned. 


You’d buy them quick, of 
course. And if you knew you 
could get instant stock service, 
you’d get them all the quicker. 
Here they are. Get busy today. No. 163—$2.40 No. 144—$2.40 
Kid Oxford. Gray Ooze Quarter and Sock 


Spring catalog on request. Kid Oxford, Gray Ooze Quarter and Sock : ’ 
a e . ” Lining, 9-8 Wingfoot Rubber Heel, B to E Lining. 12-8 Wingfoot Rubber Heel, B to E 


21 Styles | Mistwold Comfort Shoe Co. %! Siies, 


In Stock RAYMOND, 





omens Comtorl Shoex 





JO 
ISHER> 
Mens Shppers 





Back of every pair of Fisher Comtort 
Shoes for Women stands an organization 
of shoemaking specialists. Every case of 
shoes shipped from our factory represents 
full value, dollar for dollar. 


You invest wisely when you stock Fisher FLEXIBLE MCKAY 


wide-ankle boots and oxfords to sell. EEE Wide, Fat Ankle Last. Sizes 
2% to 9. Reinforced Steel Shank 


(3 rivets). Long Arch Supporting 
Sole Leather Counter. ‘“Wingfoot’”’ 


— Carried in Black and 
: e TSHER 05 ON | IN STOCK $2.50 
BOSTON OFFICE CHICAGO OFFICE 


Factory: 264 Broad Street, Lynn, Mass. aad: 2. .189 W. Madison St. 





Ci 
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Two 
Spring Sellers 
That Cannot 
Be Overstocked 


Hood Snugs Hood Clincher 


OLKS who were unable to buy arctics this winter 
will know enough to come in when it rains this 
Spring. Do not allow them to catch you unprepared 
with an insufficient stock. Get your details in early 
for these two popular Hood items. Your jobber 
or a Hood Branch will serve you best NOW. 











Vhe Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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NATIONAL PARK 











| HIKING BOOTS~»OXxFORDS 


YEAR ROUND WEAR 
CFs 
































FYERY girl or woman who en- 
joys the Great Outdoors is a 

prospective purchaser of National 

Park Hiking Boots or Oxfords. 


@=auges|tie 
Pett Py P) 


ERE is no other footwear of 
this type that is so perfectly 











suited to each individual require- 
ment. 


“TRE woman who Golfs, Hunts, Camps, Fishes, Hikes, 

Rides or takes those long auto trips, demands a shoe, or 
boot, that gives comfort and satisfaction upon each of 
these occasions. 


NATIONAL Park Hiking Boots are “‘fitters” from tip 

to top; made of soft pliable upper leather, with flex- 
ible soles and are without question the boots for the girl 
who is particular. 


(C)XFORDS in Moccasin toes, Golf Straps, Cap or Plain 
Toes, Bluchers and in two color combinations, with 
Dryden Rubber or Leather soles. 


CAN our American Girl of good taste desire more? 


HE will readily appreciate the 
need of a pair—thus, adding to 
your sales. 


That Extra Pair 
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HIS beautiful Oxford in its various 

tone combinations and leathers is 

one of our most popular and pleasing 
numbers of the season. 

















No. 60549—Smoke Vamp and Quarter, Black No. 61549—Smoke Vamp and Quarter, Ma- 
Eric Tip, Apron and Back Stay, Soft Toe, ny Eric Tip, Apron and Back Stay, 
No Box, Stitched Heel Seat, Dryden‘Golf Soft Toe, No Box, Stitched Heel Seat, 
Sole and Heel, Modified English Last Bal Dryden Golf Sole and Heel, Modified 
Oxford. English Last, Bal Oxford. 

No. 60549X—Same as 60549 made with Flex- No. 61549X—Same as 61549 made with Flex- 
= Butt Sole, Rubber Top Lift eo — Horse Butt Sole, Rubber Top 

eel. ift Heel. 


Sizes 24/8 Widths AtoD Price $4.00 
In Stock 








MANUFACTURERS ‘THEJUVENILE SHOE CORPORATION CARTHAGE, Mo. 


OF AMERICA 





The Quality is Higher than the Price 
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EEPLE 
ELTS for BOYS 


OXFORDS IN STOCK 
April 21 


The menof tomorrow are keen about the 
styles of today. Boys take more pride in 
their shoes than in anything else they wear— 
when they can get snappy, mannish styles 
such as in these Teeple Boys’ Welts. 
Style 54 

tnd Bacay. Depo "added Se Teeple Shoes appeal to boys on appearance 

Bove foivet ec e levee ener eos SSO and to parents on fit and wear. 

Little Men’s.......... ’ 


Five Styles—One Last 


Teeple values are superlative because Teeple 
production is concentrated on five standardized 
styles over one last—the best fitting boy last 
we know of. 


Teeple Shoes combine the best of shoe making 
with the best of materials such as: 


— Prime fine soles cut by J. D. Neilson & Co. 
| Style 62 Dryden Double-Wear Rubber Heels. 
+ eimai: ccd Fred Rueping Leather Co.’s upper stock. 


oys 
Youths’ 


= Men’s.. presudeate’s . 2.8% - TEEPLE SHOE co. 
WAUPUN - WISCONSIN 


Style 60 
San-Tan Willow Calf, Shield Four Row 
Tip, Four Row Vamp. 

4 Ape, ¥ Style 53 
Broncho (same as last season) Black Kip 
Blucher Oxford. 

Boys’ 
Youths 


Terms: 5% Ten Days Little Men's 
Style 51 


. . B last Bi Ki 
Prices Based on Even Dozens Entire Order Sauer Gone a See 
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A Change of Manufacturing Policy 
that Brings You--- 


—Specialized Workmanship 
—Prompt Service 


The enormous, increased demand for Martha Washington Shoes 
coming from every section of the country—the installation of 
Martha Washington Departments in many of the largest shoe 
and department stores of America—the fastly growing market 
for Martha Washington Shoes—these conditions have forced us 
to plan for the immediate expansion of our Martha Washington 
manufacturing facilities. 


Simultaneously, comes the decision to specialize—to concentrate 
the entire efforts of this organization on the manufacture and 
distribution of Martha Washington Shoes. The Martha Wash- 
ington factory immediately absorbs the space formerly used for 
the manufacture of Honorbilt and Dry Sox Shoes. 


he Keot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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This change is being made at no cost to the popularity of the 
well-known Honorbilt and Dry Sox Shoes. The trade mark 
rights and enormous good will belonging to these shoes have 
merely been transferred to the Great Lakes Shoe Company. 
This organization, owned and controlled by the F. Mayer Boot 
& Shoe Co., will hereafter_manufacture Honorbilt and Dry Sox 
Shoes. 


Specialized workmanship will make possible even higher stand- 
ards of quality in the manufacture of our products. The forty- 
three-year reputation of Mayer for building shoes of utmost 
dependability will not only be maintained—it will actually be 
more firmly established. 


The Great Lakes Shoe Company, organized less than three years 
ago, has met with immediate success in every territory where 
its product has been introduced. It is a Wisconsin corporation, 
owned and controlled by the same individuals who are respon- 
sible for the F. Mayer Boot & Shoe Company, and guided by 
the same high principles of honesty and integrity. 


In control, in ideals, and in principles of operation 
the F. Mayer Boot & Shoe Company and the Great 
Lakes Shoe Company are one. In management and 
in the manufacture of their products each is dis- 
tinctly separate and individual. 


F. Mayer Boot & Shoe Company 


MILWAUKEE 








The Boot and Shoe R der will appreciate your mentioning the publication in replies to advertisements. 
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Character Shoes for Fall 


CHERRY BROWN 
CHESTNUT BLACK 


eee vt a 


No better wearing leather at any price. 


Ask your manufacturer or wholesaler 
for a sample pair made of CHERRY-- 


the most popular color. 


C. D. Kepner Leather Co. 


139 South Street, Boston, Mass. 
308 Leather Trades Bldg., St. Louis, Mo. 
212 W. Lake Street, Chicago, III. 

10 Spruce Street, New York 














In 
Stock 





The Quality of these shoes 
is far above the price. 


Deliveries in about 30 Days 
Immediate 


Delivery on this No. 615 


Sli Women’s Choc. Side “Full Quarter Oxford, 
a Sage “vee ~ or ae No. 37 Last. 

N 13-8 Rubber Hee 
ap ae Same in Gun Metal or Black Kid. . 
Same in Patent Leather or Brown Kid. 
(Growing Girls’, Misses’, Children’s and In- 
fants’ made on our Toe Room Last.) 





Misses’ Patent Leather Two Button Instep Strap 
Slipper, Single Sole, McKay. Cand D. Sizes 11 44 
to 2 1.90 
Children’s, 8'4 to 11 

'nfants’, 5 to 

Growing Girls’, 2‘ to 8 

















Women's Patent Leath- 
er Mat Calf, Saddle 
Three Eye Tie, No. 37 
Last. AA to E. 13-8 
eae Heel. 215 to 


$2.80 
Growing Girls’, ! Ne. 456 


Last. C and D. 9- Growing Girls’ Patent Leather One Strap, Gray 

Rubber Heel. 2'« to Elk Saddle, with or without Imt. Tip. No. 5 

8. ... $2.80 Last. C and D. 9-8 Rubber Heel. 2% to 
8 


, , $3.00 
Women's No. 37 Last. AAtoE. 13-8 wo! 
Heel. 24% to8 $3.20 
Misses’. 114% to 2. Toe Room Last. C ond Goowing Soe, Chocolate Side One Strap, No. 5 
) 2.65 Last. Cand D. 9-8 Rubber Heel. 2% to 8. 


45 
c 
5 
5 
5 


No. 426 


Children’s. 814 ‘to 11. Toe Room Last. c 
and D on $2.4: Women’s No. 37 Last. AA to E. 
Infants’, 5 to8. Toe Room Last. Cand D. Heel. 24%to8 
$2.05 Gun Metal or Black Kid 
Also made with Mat Calf at same prices. Brown Kid or Patent Leather 
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Next Summer Will Tell 
the Tale 





That’s when the real test is what results they will 
coming for crepe rubber soles give. 

—whether successful ones can 
be made by simply compress- 
ing any crude rubber sheets to- 
gether and letting it go at that. 


We know that our exclusive 
process which makes every 
RAJAH Sole exactly alike in 
service will prove the differ- 
We who pioneered with ence betweeen RAJAH and 
RAJAH Soles know exactly the imitation. 





Remember— 


Genuine Ra fe Soles are 
branded with this mark 


Do Not Jah ah Soles 


by amy whi tol heart 


nuvi HALE RUBBER CO. 
ATLANTIC, MASS. 


Founded 1837 
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Newest Sandal 
Patterns 


IN STOCK 


B 314—Patent Colt Sphinx Sandal, 8-8 

Heel with Rubber Tee i ift, Welt... .34.50 B 311—Beige Suede, Sunset Russia Tri™- 
B 315—Po » Buck Theban Sandal (like Tip and Backstay, 10-8 Heel with Rubber 
B 314, but Plain Toe Center Punch Imita- Tap ER, WEE. ccccwcvccccccscess $5.65 
a Tip), 8-8 Heel with Rubber Top we) 








B 316—White Buck Theban Sandal (like 
B 314, but Plain Toe Center Punch Imita- 
— Tip), 8-8 Heel with Rubber bey 


B300—Gray Suede, Gray Kid Trim, 16-8 
Covered Wood Heel, High- Grade 


Turn x 
B303 —Black Satin, Black Suede Trim 
Spanish Covered Wood Heel, High- [Grade 
Be Scccusccnsececotvéscccoossed $5.75 





B 308—All Patent - Lap g 


AA. ..4438 a 8 
Strap Pum = Kid Stra : 
B, 8 Underlaid ‘with Paten t. Cat, "imitation 


3 
B 305—Gray Charmooz Suede One Strap. Cc, D. ee 2% 


Gray Kid Strap, Imitation Tip, 10-8 Heel ‘erm: 10-8 nein ith Rabber T t, Welt. 
with Rubber Top Lift, Welt........$4.85 L. oe Net 30 Days The, as — ” $4.90 


| JOY, CLARK & NIER, Inc., Rochester, N. Y. 

















New York Office, 127 Duane ~te 4 Murray Klein, Representative 




















wnr/ BETTER DRESS SHOES FOR BOYS 


A Complete Line of High Grade Welts in Young Men’s, Boys’ and Little 
Gents’ Shoes and Oxfords Cut from Full Grain Calf Leather with Rock 


Oak Soles. 
One Case of **BOBS’’ 


» Is Convincing 
K 1702 


K 703 
Young Men's 


mam PISTINCTIVELY DIFFERENT AND 


——————— — = = =: IC 


_——#8e8e = 
OOOO Ce ee ee 


—ooooooor eee ee eee ee 
os 


_—“"“—c88e8e 8 ee 


Terms 5% 10 Days — Net 30 Days 


KANNALLY-WICK CORPORATION 


MANUFACTURERS 
HIGHLAND, ILLINOIS 


ee es 


———— a ee ee ae ae ee ae ae ae ae ae aes 


_—7ee ee eee ee 
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Heel Huggers---- 


“=== Are not orthopedic shoes, but a com- 
plete line of Fashionable Footwear 
that Fits. 


== Will not slip at the heels, nor bulge 
at the sides. They can’t. 


==" Have ample tread at the ball and base 
of heel seat, but—they hug the heel. 


“=== Will enable you to fit properly your 
customers who have slender heels and 


ankles. 


Two Styles in Stock. Others will be added shortly. 
Now closing exclusive agencies. 


Utz & Dunn Co 


Rochester 7, 


DENVER OFFICE NEW YORK OFFICE LOS ANGELES OFFICE 
218 Charles Bldg., Denver Colo. Bush Terminal Sales Building 709 Forrester Building 
TIGER & McNUTT 130-132 West 42nd St., Room 1521 Los Angeles, Cal. 
Representative S. A. McOMBER, Representative G. C. McATEE Representative 
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Good Looks Long Wear 














The New Armor-tred 
Arch Support Heel 


Note the grace of the pattern as shown in ‘this illus- 
tration. The supporting shoulder is scarcely noticeable, ~ 
and yet it does the work just as efficiently as the old 
clumsy stlye. Naturally, makers of arch support’shoes 
for men and women are much interested in this new 
model which is found only in the Armor-tred line. 
If you make arch-support shoes, be sure to send for 
sample. 

















Quabaug Rubber North Brookfield, 


Co. Mass. 
= 














—— 
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The Romeo Sandal 


Fashioned 
BY 


BRAUER 


Egyptian in every detail, the “Romeo” Good- 
year Welt Sandal, in White Elk, Green Kid 
trimmings, is proving the fastest selling number 
on the market today. 








484—White Cabretta “Romeo,” with Green 
Trimmed Tongue and Strap 


482—Black Satin “Romeo,” with Black Calf < 
Trimmed Tongue and Strap, Fancy Stitched, 
without Cut-outs, Leather Heels 


Five Weeks’ Delivery 
Write for Descriptive Fashion Card 


BRAUER BROS. SHOE.G. 


ST. LOUIS, U.S. A. 


Fashioners of Women’s Novelty Footwear 











| 


! 
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FOUR INEWMODELS 


Four New Models Now Ready 
to Ship 





9 


When seasons change so also do the colors 
for footwear. Capitol Slippers always ap- 
pear first in the most approved shades. When 
styles change, Capitol Slippers lead in origi- 
nal designs. 


THE ROME Here are shown a few of the new numbers, 
each possessing the merchandising appeal of 
all Capitol Slippers. They are styled for 
customer satisfaction and quick turnover, and 
priced to justify the purchase of the product. 


New felt slippers are fully as essential as new 
shoe styles. When pushed ahead properly, 
they sell as quickly as other footwear. We 
are prepared to co-operate with you to the 
limit. Communicate with us today for full 
particulars. 


T HE AT HENS 


This trade mark is ing for it on the 
fast becoming the slippers they pur- 
buyer’s guide to aS - chase. Alsofoundon 
quality in felt and ow ath \ =, | Capitol Lamb’s Wool 
satin slippers. Your — 2 tears Vast ety soles for women who 
customers are look- ~ \RaBe Sis TERED “knit their own.” 


The Wiley-Bickford-Sweet Co. 


Worcester, Mass. . Hartford, Conn. 


SELLING OFFICES 
Boston, 207 Essex St. Chicago, 19 So. Wells St. 
Portland, Ore., 461 E. 4ist. St., No. 


New York, 1328 Broadway. 
T HE PE K N Philadelphia, 44 No. 4th St. St. Louis, 307 Leather Trades Bidg. 


* 
rie orraws SiLpPeLD- 


~~~~For jJLA\W the Fawmily~- 
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Our Style No. 6143 
Price $4.60 


IN STOCK NOW 


Feet that laugh at all disaster 


E done with the old “bugbear” of 

shopping. There is no longer need 

to dread the busy morning about the 

house—those strenuous afternoons 
downtown. 


HERE at last is a shoe scientifically 

designed to prevent just such 
ailments as fallen arches and tired 
aching’ feet and yet so stylish and neat 


appearing that it can be worn by the 
most discerning woman. 


UST think of the great number of 
women in your city who are looking 
for just such a shoe as the “‘Formedic.” 
Consider for a moment the handsome 
profits that will come to the thought- 
ful merchants who fill this need. 


The “FORMEDIC” Shoe 
HAMILTON-BROWN SHOE CoO. 


ST. LOUIS, U.S.A. 
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Insoles “That 'Do»Not=€rack! 


Kendex 


The Photographs (unre- 
touched) are proof undenia- 
ble. Here are two good 
shoes dissected after a nor- 
mal service period. 


The Leather insole on one 
has cracked across the ball— 
something that can happen 
to the best leather insole 
through the rotting action of 
perspiration. 


The KENDEX insole is still 
unbroken—soft and cush- 
iony. It hasn't warped or 
shrunk or misbehaved in any 
of the ways that some skep- 
tics say it will. 


Don’t Blind Yourself 
To Absolute Proof 


Insoles 


Will Improve Leather Shoes Just as 
They Have Improved Canvas Shoes 


Until KENDEX came, the mak- 
ers of canvas and rubber footwear 
were up against a problem of how 
to insulate the feet. 


KENDEX did that and removed 
forever the old bugaboo of rub- 


ber soles drawing the feet. 


And they are surprising more and 
more wearers of leather shoes in 
just the same way. 


Kendex insoles insulate the 
feet 


—are non-conductors 
—never harden nor crack 
—remain flexible 
—conform readily to the feet 


—eliminate callouses. 


Do you still hold to the old ex- 
ploded theory—“there’s nothing 
like leather’’>? 


Have you had any shoes returned 
lately with cracked insoles like 
the above picture? 


Let us prove to you that KEN- 
DEX is a progressive means. of 
tying your customers more firmly 
to your store. 


Remember: “‘The Feeling of the Feet is Reflected in the Face’’---WEAR KENDEX 


KENWORTHY BROTHERS CO. 


STOUGHTON, MASS. 


KENWORTHY BROS. OF CANADA, LIMITED, ST. JOHNS, P. Q. 
The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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CALF SIDES BUCK 


“Leathers of Merit” 
THA YER- FOSS COMPANY 


17 South Street Boston, Mass. — 


The Boot and Shoe Recorder will appreciate your mentioning the publicatewn m réplies to advertisements. 
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Hollywood Sandals 


Shown By Tober-Saifer 


Six Popular Colors 
Delivery May Ist 


‘ 


ew ~—S sé. 2301 
AAA Hollywood Sandal 


ee 


eee Sa a 


1312 Washington Avenue St. Louis, Mo. 
Chicago Salesroom, 505 Lees Building 
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Regardless of extreme fads that may come and go between now and autumn 


“ATTA” Brown 61 and “ATTA” Red 71 


will be the “bread and butter” of many a wise shoe merchant. You can count 
a steady trade on these colors and on the following “Sunpru” Shades in 


BROWN’S QUALITY CALFSKINS 


No. 14 (Medium Brown) No. 21 (Dark Brown) No. 31 (Light Tan) 
Black and Brown Suede Seneca Dull Calf 
Write Today for Samples 


CD BROWN & CO. INC. 


EXECUTIVE OFFICE AND FACTORY 


i) a 


i) ( 


| 


| Mm Boston Store :: 50 South St. 


ny i= |) OT Ci 


i 





April 14, 1923 BOOT AND SHOE RECORDER 


49 


COMMUTE COTAAAA EEL TAAA UA TAA EATON HATE 


P-tN Be Rh Scr 


POT MIeL eMC LULU) 1 chia 


Golfers Do Not 
Stint Themselves 


They are a substantial class of men and 
women, and readily pay for anything 
that will improve their game. 


The “Pinehurst”’ line, made by the pio- 
neer sport and athletic shoemakers of 
America, means liberal profits and many 
new customers to its retailers. 


These are the shoes that the real golfers 
wear and swear by—the shoes in which 
most of the big golf tournaments are won. 
“Pinehurst”’ shoes are scientifically de- 
veloped in collaboration with Donald J. 
Ross, of Pinehurst, the famous golf 
architect. 


Leading retailers everywhere are develop- 
ing a most profitable business in Pine- 
hurst Golf Shoes, with the co-operation of 


Our Stock Department. 


We can supply at once any needed size in 
seven varieties of Pinehurst shoes—sav- 
ing you stock investment, and affording 
a choice ranging from a sound. playing 
_Sbee.to one which can be worn in the 
clubhouse or on the street. 


Send for our completely illustrated book- 
let, giving full particulars. 


NORMAN & BENNETT, INC. 
144 lacus Street - - Boston, Mass. 
Established 1876 


Non-Bite Tip 
Pat. App. For 


Pinehurst No. 7 
IN STOCK 
euerine Elk—Unlined—Colombo_ Crepe 
ber Sole. Sizes 6 to 11. Widths C, D and E. 
PRICE $6.75 
CALF—Unlined—Colombo o>, Rubber 
Sole. Sizes 6 to 11. Widths C, D and E. 
PRICE $8.00 


ZUG (Waterproof Imported Scotch Grain) 
Calf Lined Crepe Sole.” Siz Channeled W-.lt 
cout: epe Sole. Sizes 6 to il. Wiiths 
C, D and 

PRICE_$9.50 


Pinehurst No. 5-A 


IN STOCK 


White Buck—Black Calf Trimmi w Binge, 
— Leather Sole with Rubber 
used by eminent 
Sizes 6 to 11. Wi ICE 
PRICE $10.00 — 
5-C—Same in Tan Calf Trimming. Price $10. 


These shoes may be also had f 
toChubOpethassn 
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For catalogs write as follows: 
San Antonio auction—Q.M.S.O., 
Ft. Sam Houston, San Antonio, 
Tex. ; St. Louis auction—Q.M.S.0O., 
General Intermediate Depot, 1819 
W. Pershing Rd., Chicago, IIl.; 
San Francisco auction—Q.M.S.O., 
General Intermediate Depot, San 
Francisco, Cal. 


The Government reserves the right to reject 
any or all bids. 
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OF GYM SHOES 
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In Three Auction Sales 


San Antonio, May Ist. St. Louis, May 4th. 
San Francisco, May 15th. 


Among the high spots in each of these auctions are good-sized lots of light gym- 


nasium shoes, just the kind which can be used for every purpose under the sun in sum- 


mer months. 
The illustration is a sample of the 18,000 which are to be offered at San Antonio 


alone. These shoes have white leather uppers, with similar outer sole, leather welt, 


and taped tops inside. 
Except for a few dozen pairs, all of the shoes are of even sizes, from 5 to 12, and in 


widths from B to EE. 
The lists below give an idea of the other items included in the merchandise in these 


auctions which are of special interest to the shoe dealer. 


San Antonio, May Ist. 
17,900 prs. Shoes, gymnasium; 11,110 prs. Soles, half leather; 7,924 Brushes, 


shoe; shoe thread, polish, heels and other repair material. 
St. Louis, May 4th. 

11,509 Shoes, gymnasium; 48,705 Laces, shoe, linen; leather softener in 
1 gal. cans. 

San Francisco, May 15th. 

32,505 prs. Shoes, gymnasium; 2,304 pkgs. Polish, shoe, combination; 5,510 
cans Polish, russet, 2-o0z. tins; reclaimed russet shoes; canvas shoes, rubber 
bottoms; shoe laces, shoe size sticks, stitching awls; top lifts, leather heels; 
lasts; edge trimming and stitching machines. 
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WELT OXFORD 
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s IN STOCK peices 


This is a real IN STOCK service for Excelsior dealers for Spring, 1923. Each style for 
men’s, boys’ and gents’ oxfords described in this page is a proved big seller for spring and 
carefully selected. We have plenty of these oxfords ready and will make prompt ship- 
ment of mail orders. 


Send in your order today and size up each week. 


Men’s Oxfords 
IN STOCK 





Oxfords 


for Boys and Big Boys 
In Stock 


Gert 377—Boys’ Red Ruskin Calf 
Bal Oxford. 


Price, Boys’, 1 to 6 
Price, Big Boys’, 6 to 8 


Style S374—Boys’ Brown Russia 
Kip Blucher Oxford. Sport style. 
Chrome flexible sole. 


Price, Boys’, 1 to 6 
Price, Big Boys’ 6 to 8...... 


Style S378—Boys’ Brown Russia 
Kip Bal Oxford. 

Price, Boys’, 1 to 6.......... 
Price, Big Boys’, 6 to 8 


C ani D widths. 
Boys’ 1 to 6 and Big Boys’ 6 to 8 
runs. 


Above styles Boys’ Oxfords IN 
STOCK. B, i 


4 ™ 








Ne J 





ORDER TODAY—BETTER ORDER BY EXPRESS 


QUICKER TURNOVER AND BETTER PROFITS,FOR EXCELSIOR DEALERS 
This is the story in a few short words of what Excelsior In-Stock service means to the dealer. 
Over 60,000 pairs of new shoes just made, ahead in stock ready for call to take care of Excelsior 
dealers’ needs for spring. We carry this stock for you. We invite you to take advantage of it. 


Widths A, B, C, D 


Style 867—Men’s 
Brown Elk Sport 
Blucher Oxford 
Price $4.85 


Style 868—Men’s 
Red Ruskin Calf 
Bal Oxford. 
Price $4.85 


Style 870—Men’s 
Brown Ruskin 
Calf Bal Ox- 

ford. 

Price 

$4.85 


Sizes 6 to 12 


One Day Service 
Right Through the Season 


MAIL ORDER TODAY — ASK OUR SALESMAN TO CALL 


Go over your stock and mail your size-up order today. Order a run 
ofeach style of men’s and the boys’ and gents’ oxfords. We will ship 


your order within 24 hours after it is received. 


Our salesmen are now on their territories with the new complete line 
of men’s and boys’ shoes for fall, 1923. A request will bring our sales- 


men to your store. 


Write for new broadside showing complete line of men’s and boys’ 


shoes and oxfords. Just off the press and now being mai 


. Price, Youths’ 1 to 2 








Z Ba 


Oxfords 


for Gents and Youths 
In Stock 


Style S269—Gents’ Smoked Elk 
Blucher Oxford. Light weight, 
flexible. 


Price, Gents’, 9 to 13% 


Style 273—Gents’ Brown Russia 
Kip Blucher Oxford. 


Price, Gents’, 9 to 133}4......$2.75 
Price, Youths’, 1 to 2........ 3.15 


Style S272—Gents’ Brown Russia 
Kip Blucher Onford. Light weight, 
flexible. 

Price, Gents’, 9 to 1334...... 
Price, Youths’, 1 to 2 


Above style of Gents’ Oxfords IN 
STOCK. Cand D widths. Gents’ 
9 to 134% and Youths’ | to 2. 





el Ps 





EXCELSIOR SHOE CO. 


DEPT. B. S. R. 


. PORTSMOUTH, OHIO, U.S. A. 
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FLOWER, I GITY KID 









SDE 


N latest andimost \ 
“S popular shade- 47 

Wewillbeghd | 
' Losubmit samples § 


© °92 coccecee# 








Oscar Scherer & Bro.,/nc. 


ORIGINATORS OF AND LEADERS 
IN FANCY COLORED KID 


29 Spruce St., New York 


FACTORY AT NEWARK N.J. 





The Boot and Shee Recorder will appreciate your mentioning the publication in replies te advertisements. 
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The gre roadcasting station 
out their jmegsages to half the wo 
WK but thesé messages are RECEIVE 
2) only Hy the aa ments tuned to the 
propér wave length. 























In a spectacular way, this demon- 
strates perfectly the important busi- 
ness paper principle of selective 
circulation. The good business pa- 
per automatically selects and sifts 
out of the mass all the men or con- 
cerns interested in the same materials 
or processes. It segregates them in 
one group just as certainly as though 
gathered in one room. 















Moreover, the business paper reader 
must voluntarily tune in. He volun- 
tarily indicates his desire to receive 
the messages, and pays money for the 
privilege. 












THE ASSOCIATED BUSINESS PAPERS, INC. 
100% A. B. C. Audited— Reaching 54 
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This carries the process #of selec: Boat and.Shoe..... 
tion still further, for the-man who Recorder 
invites a business paper to be his’ ... is an 
business or professional guide and A. Ih P. 
counselor is the seeker after know!- Medium 
edge, the progressive man, the most 

desirable of customers. 





Adjust your advertising messages 
to the business paper WAVE 
LENGTH, and not one signal will 
be lost. Concentrate your advertis- 
ing energy on real buyers of your 
goods, in A. B. P. mediums, and you 
will be assured of interested listeners, 
all tuned in and in a receptive frame 
of mind. 


Mkake the intensified, highly spe- 


imaged READER INTEREST of 
heNgodd business paper a working 
fasgar %Q yOur sales department. 


Headquarters, 220 West 42d Street : New York 
Different Fields of Trade & Industry 
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the Certified se 


is made along lines that suggest considerably higher prices. In it you 
will find all the elements by which you distinguish good shoemaking. 
And you will notice that in the matter of style it always is well in 
advance of the field. 


IN STOCK IN STOCK 


No. 799 

> } ck Vel Calf, plain toe, 4 leather Madison Last, Velour Calf, dark tan piping 
ce Be yen aon Loam 4 : $5.50 around quarter, plain toe, one-half fight 
No. 858—Same as above, in Tan Gallun’s l-athcr box in toe, permanent crease up vamp, 
Viking, color No. 4...... 665000000004 85 GN GIs o 66 cn sc ciacepsoneccsun ees $5.85 


No. 741 


Twenty-two Styles IN STOCK. Write for Catalog 


STONEFIELD-EVANS SHOE CO. 


ROCKFORD ILLINOIS 
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No. 653 
Black Kid Rest Cure Oxford 


$5.00 


IN STOCK AAA-E 


Write for new Spring Catalog showing latest La France Styles. 


WILLIAMS, CLARK & CO. 


LYNN, MASS. 


Z . t . 
eee He 
> 1? i Mm Mo ‘) 
SA IIA ILA AI NLA NOU a ss eens 5 een 3 eo A 
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The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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STICKLES 


Outdoor Girl 


TRADE MARK 
REG.US. PAT. OFF. 


HIKING FOOTWEAR 





9523—Khaki Calf Elk Hiking Oxford, Good- 
ear Welt, Box Toe, Gusset Oak Bend Sole. 
"rice . 50 


9973—14-inch Khaki Calf Elk Hiking Boot, 
same as above style, only in 14-inch top. This 
7 made with Kid Lined Vamps. In 
Stoc 7. 


9980—Chocolate Elk 14-inch Pac Style Blu- 
cher Hiking Boot, Hand Stitched Moccasin 
A Goodyear Welt. In Stock A to D. 
"rice. 


9524—-Chocolate Elk Hiking Oxford, same style 

as above in an Oxford Moccasin, Hand-Stitched 

WEE. DE, occas cunsenesseuhewenss 
Sizes 2) to 8. . Widths AA to D 


SPRING 


with its Call of 
The Outdoors 


is Here 


Touring 

Camping ? is in Vogue 

Hiking 
**Outdoor Girl’? Hiking Boots and Oxfords are keeping 
pace with the Growing Popularity of Outdoor Life. 
They complete the Hiking and Outing Equipment. 
Carefully selected soft mellow upper stock, with Sturdy 
Jak Bend soles afford the Maximum Comfort and 
Service. 


THE L. D. STICKLES SHOE CO. 


MANUFACTURERS 
RED WING 


April 14, 1923 
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Foot-Fitter Policy Helps Retailers 
Build Good Will for Their Stores 





E success of every retail shoe 
store depends largely on the 
reputation it enjoys among the 

people in its community. 


It costs money and takes time to 
build a reputation that is strong 
enough to insure a steadily growing 
volume of business. Often’ that 
means struggling through many 
years without much profit, while the 
store’s reputation is in the making. 


The Edmonds Shoe Company took 
these facts into consideration when 
they formulated the Foot-Fitter sell- 
ing policy. It is the definite purpose 
of this company to supply the retail- 
er with shoes that will help build a 
good reputation for him just. as fast 
as it is possible to do so. 


Therefore Foot-Fitters are built 
right and advertised right, so that 
when the people in your community 
see that you handle these unusual 


EDMONDS SHOE COMPANY 


Milwaukee, Wisconsin 


shoes you immediately go up in their 
estimation. 


We all know that net profits in the 
retail shoe business are not what they 
should be today. We, as manufac- 
turers, realize that it is to our interest 
to do everything in our power te im- 
prove conditions for the retailers. 


One step in this program is to help 
the retailer in his greatest task, the 
building of a good reputation. We 
want to put our shoulder to the 
wheel and share part of the expense 
and effort that every retailer must 
devote to this purpose. 


Retailers who are now taking advan- 
tage of a connection with this organi- 
zation say we are helping them tre- 
mendously in this direction. 


If you want to know more about 
Foot-Fitter plans to help retailers 
build good will, write us today. 


OOT-FITTERS 


The Shoes That Won’t “Run Over’’ 








The Boot and Shoe Recorder will app 


your mentioning the publication in replies to advertisements. 
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‘LEAMCO’ KLASSIC EGYPTIAN T ONGUES 


These novelty tongues are in strong demand. Easily 
and neatly attached to your oxfords, they are quick 
sellers and profit makers. 


Send Your Orders Today To Insure Immediate Delivery 


In combinations of Patent Leather; Black, Tan or Col- 
ored Calf; Black, Tan, Grey, White or Colored Suede — 


PER DOZEN PAIR, $9.00 
We Have A *‘KLASSIC”’ Ornament For Every Shoe 


Write for a catalog and sample assortments of Rhinestone Pins or 
Slides, Beaded or Cut Steel Buckles, Ribbon Fans and 


Our Newest ‘“‘TUT’’ Ornaments 


ABE MANHEIMER & COMPANY 
The House of Novelties 
14th & Locust Streets St. Louis, Mo. 




















Here they are, folks! 
vauess IN STOCK service 


Terms: 5% 10 days 


“Vira” 


No. B-670—White Polar Kloth one strap 
White Kid collar. White Polar Kl oth ing, 
14-8 Spanish Louis heel. 

AA, A, B,C, D widths ....Price $4.00 


READY MAY Ist 


“Helena” “Nita” 


No. B-330—Patent 2 Button one strap. FancY No. B-360—-Black Satin one strap. Black 
gray stitching, 14-8 Spanish Louis —— Suede collar, Satin inlay, 14-8 Spanish Louis 
A, B, C widths..... Price $4.50 heel. AA, A,B C,D widths Price $4.60 


READY NOW READY NOW 


GEO. H. LEWIS, Southern Representative 
GENE RICKER, Boston Office, 183 Essex Street 
‘ < - E. J. WILLIAMS, 189 West Madison Street, Chicago, III. 
Marguerite 


‘ 
No. B-335—Black Satin one strap, two rows CO] , | INS & a | API ES 
black silk braid , , 8-8 


on vamp and quarter 


Mil. heel. A, B,C widths . Price $4.25 HAVERHILL, MASS. 


READY NOW 
Less than four pairs, 25 cents service charge. 

















The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertixements. 
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aking Them Com (crlable 


Algaier Bros., 1393 Broadway, 
Brooklyn, provide solid comfort for 
their patrons in 


American Interlocking 


Shoe Store Chairs 


To sit in an American Interlocking 
Shoe Store Chair is to be impressed 
with the comfort it affords. This 
feature is built in to stay. 

American Interlocking Shoe Store 
Chairs“are economical of floor space 
and economical to buy because of 
their sturdy construction. 


MERICAN SEATING (,OMPAVY 


General Offices: 1016 Lytton Bldg., CHICAGO 


Room"707-250 Broad St. Room 601-119 W. 40th St. 
PHILADELPHIA NEW YORK 
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;| Broadway at 29th St. NEW YORK 
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The Breslin is coming to be the shoe or leath- 
er man’s permanent address in New York. 








And there is a sound reason for this. Wier ast make 


The Breslin is in an ideal location for the YOUR 
buying and selling of footwear. It is near all 
the great shops and department stores, and headquarters 

convenient to the wholesale district. THE HOTEL BRESLIN 


In its restful lobby, well-appointed rooms, 
and charming restaurant that distinctive feel- 
ing of personal attention is always prevalent. 








‘EDWARD C.FOGG WARREN M 


MANAGING DIRECTOR RESIDENT MANAGER 
° ° ° (o) 














= “CLIFTON” 


Why tanners of smooth, white 


leathers recommend Cinderella 
White Kid Polish and Cleaner to t. e Th D U C k 
the shoe manufacturers to whom 


they sell their leathers. 
ee Has Stood the Test of Years 
THEN Used with our wet process, it pro- 


G h 100 sli duces’ a perfect innersole, as it is 
uess why over slipper pee ly hermed in ptr po the lip, 


manufacturers mail-order Cin- duci q 
. trength where strength is 
derella Silver Slipper Cleaner. - promt. 5 tes & 


wa nan cme The Trade Prefers 
ieieens. [ “‘Clifton’’ Gem Duck 
Retiatite | when once tried 


EVERETT & BARRON CO. mere “Clifton” shoe covering cloths, also 
Providence, B. I. (i “Clifton” backing and plumping 
Makers of highest quality —_ cloths give satisfactory results. 


footwear finishes SLIPPER 


Fer Profit, Making Deal, Fill Out wera CLIFTON MFG. CO. 
wo BROOKSIDE AVENUE, ]AMAICA PLAIN 
BOSTON 30, MASS. 


The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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BASEBALL 
SHOES 


High Grade Materials—Perfect Fit 
Sound Quality 


Teams Are Outfitting Now 
Why Don’t You Bid for This Business? 


“FOOT-LITE”’ 
BALLET SLIPPERS 
Hard Toe--Soft Toe 
IN STOCK 
Write for Catalog 


BROOKS SHOE MFG. CO. 


1731-41 N. SIXTH ST., PHILADELPHIA 


CHICAGO BRANCH, 119 S. WABASH AVE. | 














Shoe Laces: 
“OLD RELIABLE” Brands 


Mercerized and Cotton 


‘*RADCLIFFE” Narrow, Flat, Tub, Mercerized 
‘*YALE,”’ Round, Mercerized 
“DUDLEY” and “C,’”? Round 


Your Jobber Can Supply You 


FRANK W. WHITCHER CO. 


Boston, Mass. MFRS. Chicago, IIl. 
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Imported hand braided Leather Slipper—For 


travel, bath, beach and camp. 


Ladies’, 3 to 8 
Men’s, 6 to 11 


Minimum quantity, 36 pairs per run. No 
samples. Satisfaction guaranteed. 





Golo Slipper. Company 
129 Duane Street, New York, N. Y. 


























Any new article, machine design or improve- 
ment thereof, or any new combination of parts or 
improvements in any known article which increases 
its efficiency or usefulness, may be patented if it 
involves invention. 

IF YOU HAVE ANY NEW IDEAS 
which you feel are useful, practical and novel,take 
rompt action toward protecting —_ rights. 
f you have ~~ any new machine, or new 
combination of parts of improvements, or new 


r des’ 
SEND DRAWING, MODEL OR DESCRIPTION 
of it for information as to procedure to secure 


tection 
prow WRITE TODAY FOR BLANK FORM 
“Evidence 4 Conception" 
to be returned to me with —t description or 
model of your idea. y upon receipt by 
me of your idea will write, you fully as to pro- 
costs. 


ure ani 
No Charge for the ey Information 
All eee are held in 


‘orma- 
tion, and it Ef save you much time and effort. 
Send .— it NOW. 

My practice is devoted exclusively to United 
States and foreign patents and trade-marks. Very 
WN 'y I can help ¥ ‘ou. Write today. 

PRRENCE A. O'BRIEN, Registered Patent 
pttermer, 115 Southern Bldg. «+» Washington, 


Please send me your free book, * “How to Obtain a 
Patent,”’ and blank form “Evidence of Con- 
ception” without any obligation on my part. 


WRITE CLEARLY 
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LINE FOR LINE 
THE BEST IN THE SELLING END 


Ugo 


STERED 


“Playboy ”’ 


Sport and Outdoor Wear 


No 621 


Goodyear welt, smoked elk uppers, lace- 
to-toe pattern, no lining, single chrome 
sole, wedge heel. 

In Stock—C, D and E widths. 


A clean-cut flexible shoe for sport and outdoor 
wear, and— 


the secret of their “customer approval” lies in 

the fact that they are made with a thorough 

understanding of the uses and expectations of 
_ a shoe of this kind. 


A shoe made for a purpose that fills every 
possible demand. 


We shall be glad to submit samples. 


Witchell Sheill Co. 


Boots, Outing and Athletic Footwear 
DETROIT, MICHIGAN — 





No. 1176 


Smoked Bear Full Quarter Blucher Oxford, Tan Calf 
Saddles and Back Stay, Soft Toe, Flexible Sole. In 
Stock, 3-8, C, D $2.00; 814-11, C, D $2.50. 


A Sport Shoe 
for Children! 


And a Brisk Seller Everywhere! 


It’s astonishing, these days, the way 
boys and girls keep right up with their 
elders—if not several steps ahead! 


Hence the big demand we’ve already 
felt for this Acrobat sport shoe. It’s 
right up to the minute. 


cROBA> 


CHILDREN’ 


SHOES 


PATENTED DOUBLE WELT 


Come to bat with this big seller. And 
remember it has the well-known Acro- 
bat patented “Double Welt” construc- 
tion. Built on Nature Lasts with oak- 
tanned flexible soles. 


Write at once for samples, Catalog 
23-S and our Agency Proposition. 


Shaft-Pierce Shoe Co. 


218 3rd Street, Faribault, Minn. 





Specialists in Children’s Good Shoes since 1892 


_M 
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The Same Store -the Same Shoe -the Same Gustomers 


OR a quarter of a century, dealers have been carrying this Famous WALK-OVER for 

customers who year after year come back regularly to step from the old shoe’ to the 

new without sacrificing comfort. Time brings changes but the wealth of comfort and satis- 

faction men get from the Manhattan makes it a friend to them for life. Elegantly simple, 

with a distinguished air of refinement in every line and curve. Sturdy in construction, with 
a surety of demand that makes it a necessity to every dealer. 


Carried In Stock~-Dept. 6--Campello and St. Louis 


Having the reputation as a store that sells Famous WALK-OVERS is an income 
producing asset on which you can always depend. 





i} Geo. E. KEITH COMPANY 2 
| Z oMakers of WauK-Over Shoes for Men and Women ext 


M0 yx SS 
EXCLUSIVE AGENCIES IN ALL IMPORTANT CITIES OF U.S. AND THE WORLD OVER. 
CAMPELLO-BROCKTON, CMassachusetts 
St. Louis, Missouri 
U. S.A, 
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THE GROWEG FOOT 


STYLE 43—WELT 


Patent Colt Instep Strap 
Perforated Vamp and Strap. 
214-8, Last 22, 7-8 Heel, A-D $3.75 
1144-2, Last 23, Low Heel, A-D $3.00 
844-11, Last 23, Spr. Heel, B-E $2.75 
6-8, Last 23, Spr. Heel, C-E $2.60 


Sterling 
Pump 


PUES JIVUUe sews 

















Anderson - Owens’ 


IN STOCK 


610—Black Kid Two 
615—Brown Kid Two 


$4.25 
4.75 


Strap 
Strap 


rder in 3106 
vith 13-8 leather 
25 


The ta 
weeks delic 
heel 

Black suede 


sivap % is al made to 7) 
ry in all Patent, 


with 13-8 ‘covered Cuban Heel 


$5.25 
Sizes 3% to 10 C-EE 


NOTE—To sizes 84% and 9 add 25 cents; 
9% atid 10 add 50 cents 


Back of the name “‘Jel-Del’” stands 
an organization of expert shoe- 
makers. Successful solution of 
problems in juvenile fitting is as 
much a part of their work as turn- 
ing out children’s quality footwear. 
With “Jel-Dels’” as your leading 
line for children you can get the 
business you now desire. 


Jelly-Delaney Shoe Co. 
LYNN, MASS. 
FINE WELTS 


For Ladies, Young Ladies, Misses, Children and Infants. 








“Specialize.” If you are not making a serious 
effort to fit your “Over-size’”’ trade you are 
“passing up” a wonderful opportunity. It is a 
staple safe proposition, insuring nice profits 
and making your customer of today, your 
friend and customer of tomorrow. 


“STYLE-FULL OVER-SIZES” are especially 
built for women with wide feet, who still de- 
mand style and trimness in their footwear. 
They are made as good as can be. 


Send for a Few Pairs on Approval 


STYLE 31—WELT 


Russia Calf Lace Oxford. Medium 
Shade. Perforated Vamp—Lace Row 
and Quarter. 

214-8, Last 20, 7-8 Heel, AA-D 
1114-2, Last 21, Low Heel, A-D 
8%-11, Last 21, Spr. Heel, B-E 
6-8, Last 21, Spr. Heel, C-E 


$4.00 
$3.25 
$3.00 
$2.75 


OVER - SIZE Specialties. 


IN STOCK 


600—Black Kid Oxford 
605—Brown Kid Oxford........... 


Sizes 3% to 10 C-EE 
and _ boots 


675—Black Kid Fat Ankle Boot... .$5 
670—Brown Kid Fat Ankle Boot... ..$5.75 
650—Black Kid Full Ankle Boot.... 
660— Brown Kid Full Ankle Boot... . $5.50 


ANDERSON-OWENS SHOE CO. 


LYNN, : 


MASSACHUSETTS 


The Beot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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Bates’ 


“CHARLERO!’’? 
Tan and Black 


In Stock 
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3125—Ruby Red 

EE Te'< 3° ba $4.35 
3120—Smooth Black 
Ca... .*s $4.35 


Do You Want ’em Quick? 


you'll order mow, you'll immediately get any sizing you 
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want on these two popular Bates Oxfords. 
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It is that kind of good service that the Bates’ In-Stock De- 
partment renders. It will help you in this lively selling time if 
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It will save you some otherwise lost sales. 
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These two “Charleroi”? models are ideal oxfords for Spring—or 
anytime afterward. Frenchy in type, with the new squarish toe 
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and the popular sloping vamp and foxing lines. Best calfskin 
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and oak sole leather. 
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And the Bates’ In-Stock Department has numerous other smart 
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Spring styles ready for instant delivery. 
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A. J. Bates Company 


Webster Massachusetts 
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Mrs. Nutmaker Advertises Sh is 


In 1742, Mrs. Nutmaker posted on the window of her shop, The Three 

Sugar Loaves and Cannister, a sign proclaiming that she had on sale 

“Women’s fine silk, flowered russet, white callimanco, black russet, black 

shammy and Girls’ flowered russet shoes, black velvet clogs, Women’s black 
and Children’s red morocco shoes and pumps.” 


No doubt, Mrs. Nutmaker profited by her first experience in advertising to a 
few passers-by. The “manufacturers” from whom she bought, the faithful 
toilers of the awl and hammer period, probably increased their efforts to meet 
a bigger demand. 

Rice & Hutchins, Inc., manufacturers of footwear for Men, Women and Chil- 
dren of today, advertise to nineteen million people every month. This adver- 
tising in eleven national publications reaches all classes of consumers of shoes in 
cities, villages and farms all over the country. 

For over twenty years Rice. & Hutchins have been advertising their products 
to consumers, increasing, "the sales and profits for retailers. 


RICE & HUTCHINS 


BOSTON INCORPORATED U.S.A. 





























f 7 





The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisementa 























—— 7 eae 
- ~. . “ 
. eDPersy, 


BOOT AND SHOE 


RECORDER 


Cthe Creat a Shoe Ueely 








Si 














Shoe Tag Bill Made Ridiculous 


If It Gets By the Committee and Becomes a Law It Will Prove that 
States Are Legislation Mad 


age to stand up and advocate a ten year holiday 

against legislation in 48 states. He is apprecia- 
tive of the fact that all is quiet at Washington until the 
opening of the session in December. 

It is on record that. 1,300 bills were submitted to 
Congress to be made into new laws, and with 48 states 
averaging 1,000 bills per legislature, is it any wonder 
that America is blue-lawed to death? 

The customary habit for a fresh occupant of the legis- 
lative seat is to make a show before his constituency of 
being extremely busy in their behalf. He puts up fool 
bills after idiotic resolves and the result is that business 
men are taken away from their occupation to serve as 
educators of legislators with primary grade minds. 

Here is the exact telegraphic report of the educative 
session on the part of Wisconsin merchants and manu- 
facturers who journeyed to Madison, the state capitol. 
The committee was convinced of the sincerity of the 
shoe men and refused to be led into any endorsement 
.of the Shoe Tag Bill. It is to be hoped that the Wiscon- 
‘sin Senate will not follow the example of the Wisconsin 
Assembly and pass the bill to make it a law but, “you 
never can tell.” 

Telegraph report of Hearing: The Senate committee 
on publie affairs unanimously recommend non-concur- 
rence in action of assembly on bill No. 49 A, known as 
Shoe Tag Bill. Recommendation of committee will be 
up for hearing before Senate probably next week with 
but little likelihood of the Senate overruling action of 
«committee. 

S. J. Brouwer of Milwaukee made the principal talk 
against the bill. Mr. Holly, author of the bill, based his 
argument on honesty and in an exhibit which he pre- 
sented to the committee, showed fibre counters that 
had been satisfactory and others that were unsatis- 
factory im shoes that had been worn. 


\ PROMINENT American citizen has the cour- 


Mr. Brouwer took the stand that neither manufac- 
turers nor merchants were trying to avoid truth or hon- 
esty and asked Mr. Holly to write a tag in accordance 
with his bill that would enable the customer to know 
whether non-leather counters contained in a shoe were 
good or bad. 

He asked him also to write a tag that would enable 
the purchaser to know the kind of a counter, as inter- 
preted by his bill, which was contained in an all-leather 
shoe. Mr. Holly was unable to write a tag or to point 
to any committee or commission now authorized by 
the statutes of Wisconsin, wh'ch could write or provide 
such a tag. 

Mr. Brouwer assured the committee that the shoe 
merchants of Wisconsin were ready and willing to as- 
sist the state government in every possible way to insure 
the public a square deal and pledged his association to 
this end, but proved to the satisfaction of the committee 
that the Shoe Tag Bill was impractical and its provi- 
sions were impossible of fulfillment. 

Just to designate that the counter in a shoe was 
made of fibre would not answer the provisions of the 
bill because there are good fibre and bad fibre counters, 
most of which are patented and the shoe manufactur- 
ers, not knowing their contents, could not make a true 
and exact statement of their composition. 

The same applies to synthetic soles and rubber heels. 
Mr. Brouwer exhibited letters from a score or more 
high-grade shoe manufacturers protesting against the 
bill, but not a single letter was received from a manu- 
facturer of cheap or low-grade shoes. 

Fred Mayer of the F. Mayer Boot and Shoe Com- 
pany, Milwaukee, took exception to a statement made 
by Mr. Holly that the poorest of leather counters were 
better than fiber counters. He showed how a shoe could 
be made out of the cheapest of upper leather that had 
been painted and filled with pigment, the counters of 








70 


which could be made out of the rankest of belly sole 
leather, the insoles and outsoles could be made of the 
same material and the shoe stamped as all leather, 
while from a standpoint of wear and service, the shoe 
would be almost worthless. Another shoe could be 
made of leather of good quality, filled with fibre backed 
insole and fibre counter that would give first class ser- 
vice and satisfaction to the wearer. 

Mr. Mayer said that, in his opinion, the best way to 
insure the public that they would get full value for their 
money in footwear would be for them to buy shoes that 
carried the name of the maker or his advertised trade- 
mark. On the rebuttal, Mr. Holly was put on the grill 
and was unable to show where his bill would be work- 
able or be of any benefit to the public. 

Several of the committee on state affairs took 
a hand in the question and Mr. Holly was made 
the laughing stock of the session. A half dozen 
prominent Milwaukee merchants attended the hearing 
and an equal number of Madison merchants were on 
the ground to do their bit. Among the Milwaukee 
merchants besides Mr. Brouwer were Joseph Schu- 
macher, Harry Lucas, Henry Lemay, Otto Hansel and 
C. A. Helmsbacher. The manufacturers were repre- 
sented by Fred Mayer, H. P. Plass and H. G. Smith. 





A Bugaboo to Business 


HE fact that officials of the Federal Trade Com- 
mission are contemplating an appeal to Congress 
for an amendment to the various laws under which it 
operates, is of particular importance to retail merchants. 
For several years the Commission has been a bugaboo 
to American business and now it proposes to ask 
Congress to overcome adverse court decisions in order 
that it may develop the law of unfair competition. 
This proposal was peculiarly significant because of the 
agitation among radical congressmen for laws to curb 
the power of the United States Supreme Court. 

Agricultural interests have always been staunch 
champions of the Commission, presumably because the 
Commission has been a thorn in the side of business. 
The farm and labor blocs have been strengthened of 
late and undoubtedly will support legislation intended 
to increase the power of the Commission. The Federal 
Trade Commission is desirous that it be given authority 
to rule in advance as legislation to this effect has 
hitherto been defeated. 

It is a noteworthy fact that the Commission regards 
the decision of the Supreme Court in the Winsted 
Hosiery Co. case as its greatest success in dealing with 
unfair compétition. It will be recalled that the highest 
tribunal ruled as to the proper branding of fabrics. 
The Commission contends that their action in this case 
was of great benefit to the ultimate consumer as the 
court ruled that hosiery manufacturers must so label 
their products as to make plain to the uninformed 
public the actual constituents of the goods purchased. 
While the trade was aware of the mixture of goods, and 
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no intention was evident to mislead, it was held that the 
mixture of cotton and wool was not made plain to the 
ultimate purchaser. 

This Federal body has taken its appeal to the 
Supreme Court in the case of the Mennen Co. The 
case was recently decided against the Commission by 
the United States Court of Appeals for the second 
district. It was the contention of the Commission that 
the Mennen policy of refusing to sell to an association 
of retailers, notwithstanding the retailers were able and 
willing to purchase in the same quantities and under the 
same conditions as wholesalers, was a discrimination 
against the retailers who sought to buy co-operatively. 
The Commission's position that a manufacturer should 
sell to any purchaser who is able to meet the manu- 
facturer’s terms as to quantities purchased and price 
demanded without respect to whether the purchaser be 
an individual, a retailer, a wholesaler, or a jobber. 
The Court reversed the Commission’s order which said 
the Mennen Company could not refuse to sell to the 
co-operative-buying retailers. The judge ruled in 
effect that the Mennen Company or any other manu- 
facturer could stand upon the right of a manufacturer 
to refuse to sell, that the company could select its own 
customers, could sell or refuse to sell to whomsoever it 
pleased, and that the company was within its right in 
classifying its customers as wholesalers or retailers and 
selling to the wholesalers only if it so desired. It was 
further stated that it is not the character of the buying 
but the character of the selling which distinguishes a 
wholesaler from a retailer. 

The Commission has been in existence seven years, 
causing wide-spread annoyance and achieving little in 
constructive results. 





Great Increase in Exports of 
Shoes 


MERICAN shoe manufacturers’ foreign sales in- 
creased 14.9 in February over the January period. 
Figures compiled by the boot and shoe division, De- 
partment of Commerce, showed that the gain amounted 
to 40.5 per cent as compared with February of last 
year. 

Detailed figures show that there were 548,404 pairs 
of leather boots and shoes exported in February, con- 
sisting of 200,245 pairs of men’s, valued at $624,184; 
198,580 pairs of women’s, valued at $450,182 and 
149,579 pairs of children’s valued $176,702. Of the 
men’s shoes exported, 114,202 pairs went to Cuba; 
20,510 pairs to Mexico and 15,817 pairs to Canada. 
Of the women’s shoes exported, 65,738 pairs went to 
Cuba; 35,237 pairs to Canada; 18,813 pairs to New- 
foundland and Labrador; 16,070 pairs to Mexico and 
11,610 pairs to the United Kingdom. Of the exports 
of children’s shoes, Cuba received 124,740 pairs. 

The United States exported a greater quantity of all 
lines of manufactured leather goods during February, 
1923, than during the same month of last year. 
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M. A. Weiss of New York, 
Chairman of Women’s 
Styles Committee 

N.S. R. A. 
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Women’s Sport Shoes 


OMEN may reasonably be expected to wear 

a wide variety of sport shoes during the com- 

ing summer, in the opinion of M. A. Weiss, of 
Cammeyer. 

“It is difficult to draw a fine distinction between 
sport and street shoes for summer wear,” he said, “for 
the reason that all sport shoes are not worn strictly 
for sports. Neither are they all adaptable to sports 
in the strict sense of the word. Many of them are 
worn and designed for street wear as well. 

“We, of Cammeyer, believe that the sports shoe 
trend this summer will be chiefly along the line of 
strapped and sandal effects. Oxford styles are likely 
to be in less demand. There is likely to be a wide 
variety of style and an equally wide range of materials 
used, although there has been nothing presented in the 
range of materials that has not been used previously. 
Whites, either all white or in combination with colors, 
appear to be good. Fancy tipped patterns, vamp 
bands, many of them with perforations and cut-outs, 
will supply the novelty. 

To illustrate the sports trend as viewed by the house 
of Cammeyer, Mr. Weiss selected the eight: numbers 


shown in the picture from among their stock of ad- 
vance style models. ; 

Reading from left to right in the picture: 

1. A white buck oxford with cut-out saddle of red 
calf and tip of red calf. Shoe also comes with blue 
calf saddle and tip. 

2. White buck oxford, with gray calf quarter trim, 
collar, lace stay, vamp band and tip of gray calf. Also 
comes with patent trim. 

3. All Russian calf sandal effect with cut-out quar- 
ter. Also comes in white buck, all patent, and beige 
suede trimmed in Russian calf. 

4. Smoked horse strap model trimmed with Russian 
calf. 

5. White linen strapped model trimmed in red calf. 
Also comes in all white buck, all white calf, and white 
calf trimmed with red. 

6. Smoked horse sandal pattern with cut-out quarter 
and trimmed with tip and vamp band of Russian calf, 
with special perforations and pinking. 

7. All white buck sport oxford with leather sole and 
heel. 

8. Russia calf brogue with crepe rubber sole. 
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‘The Best Dressed Girl’’ 


HIS was the title given to Miss Letitia Marvin 
of William Filene’s Sons Co., by the judges, at 
the Spring Fashion Show of the Retail Millinery 
Association of America, at the Hotel Astor in New 
York. Of course, with all credit to the charm of Miss 
Marvin, this is an extravagant title in a land of well- 
dressed girls, but it is'a fact that the competitors were 


The Best Dressed Girl 
In America 


all beautiful, all were dressed in the cream of the new 
fashions, sparing neither expense nor effort, and one of 
the competing models was a famous New York beauty. 

Her costume was chosen, not so much to launch a 
mode, as to dress her type. 

“Miss Boston won,” said a reporter, “because she 
was fashion-right. The other exhibitors made the mis- 
take of showing show-pieces, of exploiting the beauty 
of the models, of forgetting about style. Miss Boston, 
and Miss Boston alone, was fashion-right. And Fash- 
ion’s first thought is not prettiness, nor even beauty, 
but something—at a Fashion Show, on Fifth Avenue, 
and everywhere—something worth more than both, 
that something called style.” 
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Men Are Taking to Knickerbockers 


And When ‘‘Topped Off” with Sport Shoes the 
Picture Is Complete 


Opinion of GEORGE N. GEUTING of Philadelphia , 
Chairman of the Men’s Style Committee of the N.S.R.A. 


into action, it becomes increasingly evident that 

in so far as ornamentation is concerned, men’s 
high grade dress shoes and men’s sport shoes are at the 
opposite ends of the style pole and are rapidly drifting 
farther apart. Whereas the severely plain patterns 
reign supreme in the former class, ornamentation runs 
riot in the latter. Also there is a variety in the sport 
shoe class not to be found in the dress shoe. 

This is the well considered opinion of George N. 
Geuting, of Philadelphia, chairman of the Men’s Style 
Committee of the National Shoe Retailers’ Association, 
and himself one of the leading shoe merchants of the 
country. 

“And the very obvious reason,” says Mr. Geuting, 
“is that men are taking to knickerbockers like ducks to 
water, and these become part of a well planned costume 
only when ‘topped off’ by a shoe which is dressed up.” 


A S summer somewhat hesitatingly prepares to go 


Wide Variety of Sport Shoes 


“This ornamentation,’ he continued, “may be 
expressed in terms of patterns or in contrasting leathers 
or in both. But it should be there and the merchant 
who expects to cash in on what I believe will be the 
biggest sports year in the history of the country, 
should have a considerable variety of effects in his 
sport shoe line up. 

“The question of lasts is an easy one to answer. The 
merchant can play no safer than to select from his line 
the best selling brogue last he has ever had and order 
his sports on the same last. There is no question about 
the popularity of the brogue last. There is no question 
about its fitting qualities. It’s the greatest thing in 
the world for sport footwear.” 


For Those Who “Wear” Golf 


Sport footwear really ought to mean shoes worn by 
sport participants, but as every shoe man knows, it 
means, in 99 cases out of every hundred, shoes worn 
by the gallery. Nevertheless, there is such a thing as a 
golf shoe—a real honest-to-goodness shoe made to be 
worn by real, honest-to-goodness golfers. _ In this 
connection Mr. Geuting points out that the expression 
“golf shoe” is a misnomer. “Not more than five per- 
cent. of the men who come into my store and ask for 
golf shoes have any idea of playing golf in them,” he 
said. 

“And of the men who do patronize our three 
stores and who do play golf, a large percentage are 


wearing and will continue to wear a pair of old, battered 
footwear ruins, which, because of their comfort, they 
have patched and re-patched, sewed and re-sewed, 
soled and re-soled, until you could offer, without any 
risk whatever, one million dollars to the man who can 
discover any of the material which went into the 
original shoe. 


Real Golf Shoes for Real Golfers 


“Nevertheless, we carry real golf shoes for real golfers. 
The metal studded soles are rapidly becoming a thing 
of the past because greens committees of country 
clubs all over the country have ruled against them. 
The rubber-nobbed types are coming in and getting 
stronger every year. We have to carry both stiff 
shanks and flexible shanks, because some men want 
one and some want the other. Our flexible shoe is 
built like a moccasin with the crepe rubber type of sole. 
There isn’t volume business to be had in golf shoes, 
but they should be stocked just the same.” 

Sport footwear, meaning shoes for everyone except 
those participating in sports, can be classified roughly 
as golf shoes and whites, and it is in these two classifica- 
tions, that the footwear designers this year have 
allowed their ideas to run fancy free. From the 
viewpoint of Mr. Geuting, the safest bet in the type 
described as a golf shoe will be a plain toe blucher with 
an instep saddle (sometimes referred to as an apron). 
This shoe may be in black or in tan. If in black, the 
apron should be of the same color, although contrast 
can be obtained by the use of grain leather for the 
shoes and smooth leather for the saddle, or vice versa. 
The same one-color, two-texture contrast may be had 
in tans or the saddle may be had in a leather of con- 
trasting color. A good combination is a shoe of a 
medium light tan with saddle of the cordovan shade. 


His Best Bet in White Shoes 


“In my white shoes,” says Mr. Geuting, “I figure that 
my best bet and the one on which I will do a large 
volume of business, is a white buck, plain soft toe 
oxford with a cordovan saddle. This is a mightly good 
bet, for three reasons: In the first place the cordovan 
saddle stiffens the buckskin and makes it better fitting 
and neater in appearance. In the second place, it is a 
good-looking color combination. And in the third 
place, the white preparations used in cleaning the 
buckskin, if splashed or dusted on to the cordovan 

(Continued on page 88) 
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REX INGRAM 
AGreat Outdoor Man 


LIGHTEN-UP 


MEN : AND BRIGHTEN-UP 


By ALFRED STEPHEN BRYAN 


America’s Recognized Authority 
Upon Men’s Dress 


that spirit which is too lazy to fight and too 
fat to run. In men’s dress there has been far 
too much conservatism. For years we have clung to 
the same old, lame old, tame old thing in patterns 
and colors, until we all looked as alike as many beads 
threaded upon a single string. For spring, the tendency 
is strongly toward lighter, brighter colors, such as the 
overplaids in suits and top coats and the high-color 
effects in shirts and cravats. Gray in tints from grave 
to gay is a conspicuous favorite. 
Among Englishmen, it is almost a proverb that 
every pebble upon the paths that girdle Buckingham 


(Uthat pire whi has been wittily defined as 


A leading actor 
in the movies 
proves'that Dress 
is important 




















Palace seems as though it had been separately picked, 
polished and placed. Such sleek precision is not the 
right notion of correct dress. On the other hand, 
neither is it smart to assume a rough-and-tumble air 
which hints of the roustabout, instead of the gentle- 
man. Smartness lies midway between these two view- 
points. The Man of Today does not, consciously or 
unconsciously, call attention to his dress, but to his 
good taste. He is not a clothes-horse. However, 
neither does he look as though his things were thrown 
on, instead of put on. The carelessness of many men, 
in the misbelief that carelessness constitutes a sort of 
sportsmanlike style, is to be deplored. 
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The Best Dressed 
Girl in America 
Takes a Friend 
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To Be Fashion-Right Means Many 
Pretty Shoes. 


By LETITIA MARVIN 
The Best Dressed Girl in America 


(Written expressly for the Boot and Shoe Recorder—Why not 


reproduce it in yeur local newspaper ?) 

RA THER like a black and white sport costume. 
| It is just far enough from the conventional to have 

that needed something which the smart outdoor 
suit requires. At first glance the effect is gray, and for 
this reason gray silk stockings and gray kid sport shoes, 
with a thin crepe sole, seem to complete the picture. 
If you prefer black and white shoes do not wear the 
ones with the deep black saddle strap with this particu- 
lar costume, as the effect would be all shoes and very 
little suiting. The real place to wear the black and 
white buck sport footwear is on the golf links, where 
the heavy crepe or straight rubber soles will ease up the 
walking just enough to be comfortable. On the city 


streets, 1 always prefer to wear shoes with leather soles, 
as the pavements do not absorb the jars which tire one 
out, as one of our leading advertisers would remark. 
Rubber heels are quite enough for city walking, but 
for dirt roads or grass, crepe or rubber makes an agree- 
able impression. 

Knit sport suits, black and white, brown and white, 
or gray, are always stylish. In Paris, where these 
costumes originated, strict attention to footwear is 
most necessary. Take a brown and white costume for 
instance. To really get the right effect all the way 
through, brown silk stockings, a brown suede shoe with 
brown straps and trimmings, and a one strap with two 
buttons, and a semi-military heel, should be worn. 

(Continued on page 88) 
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Shoes for Sport 


= NYWAY, what are sport shoes, or sport skirts, 
or sport hats, or sport hose, or any other sport 
wearing apparel?” 

That’s the question a merchant threw back at me 
when I asked him what was selling best in women’s 
sport shoes. And I couldn’t hand him the definition. 
Can you? 

The fact of the matter is that sport recreations and 
pastimes of an athletic nature have so strongly en- 
trenched themselves in the minds of red-blooded men 
and women of the whole country that styles of wearing 
apparel have had to bow to that influence. 


The Players and the Lookers-On 


The development of clothing and footwear in re- 
sponse to this demand has proceeded along two distinct 
lines.— 

First, outfits for the actual participants in the sports, 
which is properly designated as “Athletic” apparel 
and footwear. 

Second, apparel and footwear for the lookers-on, 
which comes under the general terminology of “Sport.” 


Special Athletic Shoes 


Each particular game of sport (with few exceptions) 
demands footwear of a particular type and peculiar 
construction. 

Baseball shoes, for instance, must be light, unlined, 
with metal spikes on sole and heel. 

Football shoes must be made of heavier material 
with cleats of leather or other similar material on soles 
and heels. 

Out-of-door running shoes are very light; no heel, 
and a sole extending back only to the shank, the sole 
being fitted with long, sharp spikes. , 

The indoor running shoe, like a basketball shoe, 
must be made with a bottom of rubber or other material 


that will not slip on a polished floor. 

For bowling, boxing, and many other athletic sports 
special footwear has been designed to meet the require- 
ments of the participants in the games. 

The participants in any one of these sports or games 
are relatively few as compared with the whole citizen- 


and Gallery 


What’s Correct for Both 
and How to Sell Them 


ship of any community. The demand for footwear for 
any one of these particular games is seasonal and there- 
fore most merchants in the larger cities have been con- 
tent to let the sporting houses have the business. 

Few merchants in smaller cities have cared to bother 
with this specialized business, with the result that the 
hardware stores, drug stores, or stationery stores have 
corralled what little has developed. 

Here and there is a shoe merchant who has seen the 
opportunity of “getting in” with red-blooded, peppy 
young men and women who participate in these games 
not only for the profit that comes directly from the sale 
of athletic footwear, but to supply that far greater 
volume of street and dress shoes that these people buy. 


How to Go After and Get the Business 


No man has a right to expect “something for no- 
thing”’; this old world is not built that way. 

If you want the athletic shoe business of your com- 
munity you can get it only by whole-heartedly sup- 
porting athletic activities. 

Football, basketball, track and gymnasium foot- 
wear is sold largely to college and high school students 
and to members of various clubs and associations. 

If you are sportsman enough to enjoy attending the 
contest and exhibition games and associating with the 

(Continued on page 86) 
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Your Buying Chart 


on 


Women’s Sport Shoes 


Gray—otter, sand, etc. 
Cut-outs, etc., white fabrics, 


High colored kid. 


Tan—Calf and combination with ooze 
White—F abric—calf—ooze 


Patent—Cut-outs 


Rubber, crepe, leather soles in solid and combination 
Colors—creased vamps 

White buck or canvas, heelless rubber soles 

Heavy solid grains, fibre or leather soles 


Rugged grains, 
Water tight 


To Get More Sport Interest in Your Store 


To attract the sport shoe buyer in small towns: have 
baseball scores on windows, big games inning by in- 
ning, get results newspaper office or radio. 

Have small bulletin of the town’s various sport ac- 
tivities on window. Import change daily. 

Show pictures of local and national celebrities in 
action. Get in on Rotary Club outings and the like. 
Loan appropriate shoes to men’s and women’s clothing 
shops for window display purposes. Small card telling 
where shoes may be bought. 


In Large Towns 


Have standing offer of pair of golf shoes free to those 
that make hole in one or for best score during a certain 
period or tournament. 

Show golf prizes of tournaments in show window, 
write high-grade letters to club members with few cuts 
and descriptions of shoes—make them short letters. 

Feature the comfort as well as style in advertising. 

Their thoughts can be adapted to other sports. 
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Are You Covered 


Summer 
and 
Fall 
Sport 
Shoes 





Golf Togs 


Tennis Footwear 


“Gallery” Sport 
Footgear 
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Autoing 
Tramping 
Tennis 


Yachting 


Canoeing 


Golf and Tennis 
very doggy 


Yachting 
Hunting-Fishing 
Baseball, Cricket 


Polo 
Soccer 


Radio 


Vacation 
Sports 


Rubber sole 
Leather sole 
Combination leather and solid colors 


Golf footgear if golf togs are worn. 
Tan and black wing tip and saddle effects 


Tan grains—fibre and crepe soles 
White ooze fabric rubber 


Tan calf and white 
ooze solid colors 


Tan oxfords rubber soles 


White ooze-black and tan 
grains—solids and combinations 


White ooze cordovan saddle 


Tan grains—heavy soles, made 
as damp proof as possible 


Regulation 
Standard 
Styles 


Slippers 
Moccasins 


Golf 
Autoing 
Tramping 
Yachting 
Hunting 
Fishing 


Tennis 
Baseball 
Basketball 
Canoeing 
Cricket 
Polo 
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The Recorder Ad-Visor Turns To Sporting Ideas As An 
Accelerating Force For Bigger Business 


Enter the market-place!—a throng of buyers. The 
search is on for new and fresh clothes. About so much 
business is to be done, and within a certain time. 

Everyone will “get his share” (a philosophically 
termed admission of regret at not having done more), 
or someone will get more 


Window Displays. 
Newspaper Advertising. 
Direct-by-Mail Advertising. 
Merchandising Stunts. 


Please keep in mind 








than ever. This last is 
the thing to be most con- 
cerned with. “Just your 
share” isn’t enough, 
never need be, while it 
is possible to appeal to 
imagination and enthu- 
siasm. First have “the 
goods”; there is no sub- 
stitute for that, but in 
addition bring some ele- 
ment into selling that 
does everything but ac- 
tually open pocketbooks. 

The ordinary mer- 
chant finds it only too 
easy to “talk quality.” 
The trouble is that the 
other fellow must wear 
the shoes to prove the 
presence of quality. 
Wouldn’t you like to be 
jolted out of your state 
of passiveness in which 
you fail to react to oft- 
repeated assertions about 
some things of which you 
know? 

The advertising that 


obligations whatever. 





A Fly Rod Free! 


A good-looking, limber bamboo fishing rod on 
display next Monday in our show window will 
be presented to the winner of a novel guessing 
contest. See this rod in our window next week— 
picture yourself using it on a balmy Spring after- 
noon when “they're biting good!” 


Step into our store and ask any one of us to tell 
you the terms of the contest. 
formed courteously, and you will be under no 


Watch for our window display next Monday! 


Blank Shoe Company 


that you will get maxi- 
mum results by concen- 
trating every gun of this 
battery of ideas on a 
common object. Let us 
see how a co-ordination 
of the four merchandis- 
ing elements given above 
may work for the mer- 
chant during the post- 
Easter season. 

We may properly be- 
gin by evolving a stunt 
that will lend itself to 
each of the three other 
means of publicity. 
There follows a sugges- 

. tion for a double-bar- 
reled prize stunt to be 
featured in a window 
display, each to run a 
week, with or without a 
week’s interval between 
the women’s and the 
men’s contests. 


A Men’s Window 


The central feature of 
the men’s window dis- 


play is a good-looking 


You will be in- 











makes the reader remem- 








ber the merchant; that 

turns the attention of the reader from himself, is trying 
to do the hardest thing possible, and that’s one reason 
why some advertising falls down. Advertising can’t do 
everything. There are things it will do just as certainly 
as water will run down hill. Those are the things that 
you must set it to do. After you’ve made your reader 
want your shoes, you may leave it to his intelligence to 
to find your name. The eye will usually hit the name 
about as quickly as it does the idea that makes the sale; 
the value is in coupling the two. 

1923—and every year thereafter—will reward the in- 
genuity of the shoe merchant. Let us outline briefly 
the means whereby you can establish your store firmly 
in the consciousness of the buying public . . . during 
the shoe merchants’ harvest when sales are plenty and 
competition vigorous. 


bamboo fishing pole that 
may be bought for about fifteen dollars. This is 
displayed against the back of the window in front of a 
dark hanging, and in the center of the window space 
from left to right. The hook on the end of the line is 
stuck into the back drop just above the top of a large 
glass bow] in which are several attractive goldfish. The 
floor of the window is covered with a dark green plain 
carpeting or other material. 

Hanging from the top of the window in a semi-circle 
are six American League baseballs, on which have been 
painted the numbers from one to six. The idea is this 
—that every man buying a pair of shoes during the 
week of the contest is given a card on which he writes 
the number of one of the baseballs, as well as his name 
and address. On the last day of the contest, all the 
cards of the men who picked a prearranged number— 
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say, for instance, number three—are put into a hat, 
and the son of the merchant or some well-known young- 
ster of the city draws one. ‘The owner of this card wins 
the fishing rod. The owners of the next six cards get a 
baseball apiece. : 


Exactly the same procedure is followed out with re- 
gard to the men’s mailing card and the newspaper ad- 
vertising as the women’s. 


Mailing Card 


A week before the contest starts, call in your printer 
and ask him to submit a proof of the text for a mailing 
card set up in two colors on a lightweight cardboard 
stock cut to 344 inches by 6 inches. 


In the last two issues of your newspaper preceding 
the week of the contest run a display advertisement 
that is about 9 inches deep across three columns, in 
which to announce the contest. If there are two news- 
papers in your city, run one ad in each paper, alter- 
nating the dates of insertion; for instance, in one paper 
on Friday and in the other on Saturday. Pick the paper 
with the largest circulation for the Saturday ad. A 
suggested layout for these ads and appropriate copy 
are given here, marked “Contest Ad.” The sketch is 
drawn in miniature in the correct proportion of 9 inches 
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Meeting Competition with Novel Methods 


on 3 columns. Notice that, with the exception of your 
signature at the bottom of the ad, there is no mention 
of shoes. 








A Fly Rod Free! 


Which Baseball Bears the 
Lucky Number ? 


A fine, sturdy Bamboo fishing rod 
will be displayed in our show win- 
dow, beginning next Monday. You 
may win it! Come to our store and 
ask us the terms of the contest. It 
will put you under no obligation 
whatever. May we have the pleas- 
ure of seeing you on Monday next, 
or any day thereafter ? 


BLANK SHOE COMPANY 




















Contest Ad 


This card is to be enclosed in a plain envelope and 
hand-addressed to every man on your mailing list. 
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PUTTING THE BROCADE 
INTO THE LEATHER 


A suede leather with a diamond 
— Produced by Cook 
rothers of Peabody, Mass. and 
sold by F. C. Donovan, South St., 
Boston. 


" April 14, 1923 


Some of the most conservative 
builders of style footwear are en- 
thusiastic over the effects which 
novelty leather affords, and some 
very beautiful and artistic samples 
are already being shown. 


Novelty Leathers Complete the Style Shoes 


Development in Design upon Leather the Latest 
Achievement of the Tanner 


T no time previously has so much thought and 
attention been given to leather as at present. 


The demand is for something new all of the time. 
The development of the novelty shoe business is a 
stimulus to the bringing out of leathers, which help 
to complete the expression of the type of novelty in 
footwear which is being presented to the public. 
Without such leathers, the effect of all the cutouts, 
shapes of lasts and designs of footwear would be 
practically nullified. Without the combinations of 
fancy finishes of leather, the new methods of bringing 
something beautiful out of a calfskin or a kidskin, 
aside from the one tone of staple as formerly known, 
the novelty shoe regime as we now know it would not 
only cease to exist, it could not have happened. Novelty 
leathers are essential to novelty shoes. 


First Came Grain—Then Design 


By this we do not mean to convey the impression 
that these leathers apply only to the production of 
certain fancy styles of footwear which are now being 
made, but by their use also in other types of footwear, 
principally sport shoes for men, women and children, 
and then again the heavy grain leather shoe for men 
and women. Some of these grain leathers are used 
extensively in the ordinary shoe for business wear; 
such as, the best grades of Shrewsbury Scotch grain, or 
the imported*Scotch grain, called “Zug,” and other 
imported heavy grains. These same leathers are used 
in the very best grades of golf shoes, and boots for 
hunting and hiking purposes. They are expensive, and 
range in price from 45 to 60c per foot, although the 
ordinary calf grain tanned in this country ranges from 
40 to 50c per foot. 


Sport Leathers the Favorites 


Formerly heavy grades of elk were used for water- 
proof and hunting boots, but within recent years the 
elk leathers have been greatly improved in tannage and 
finish, also in color, and are used in the highest grades 
of sporting boots and footwear, also in golf shoes, 
walking shoes for ladies, misses and the lighter grades 
in children’s play shoes and sandals. The elk leathers 
range in price from 26 to 46c per foot, according to the 
tannage and selection wanted. They are also made in 
more popular shades than formerly; shades of tan, gray 
and pearl are the most popular today. The softness of 
elk leather also recommends it for sport shoes. The 
genuine elk is very scarce and very high in price, and 
some of the best finishes of so-called elk today are made 
from the grain:side of cowhides, calfskins and kips. 


Running from these leathers into the lighter 
weight upper leathers, it is noted that the new 
types of leathers for women’s novelty shoes for 
spring and summer call for a considerable variety 
of colors, ranging from green, red, blue, copper, 
Paisley, Persian and fancy shades and variegated 
hues. Many of these are used in combinations 
with white kid, patent leather, suede calf in 
different colors, with vamps one color and trim- 
ming another, and constant changes with new 
samples weekly or almost daily for many of the 
high grade producers of shoes. The Paisley 
resembles the mottled or variegated hues like the 
old-fashioned shawls, with flower designs or other 
ornaments embossed into the leather. Embossed 
leather is being sampled with in women’s fancy 
footwear quite freely at this writing. 
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Moire Flowered Calf a 

novelty in black created 

byCarl “Send Co. 
ne. 





Seal is a leather finish 
good for trimmings or 
aprons.— Here u is 
from the actual animal. 
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A colored grain One of the firs! nov- 
leather with a high elty py ped 
gloss surface pro- Utella Calf—bvy 
duced by a japan. Albert Trostel ¢ 
By p A po ool Sons Co. 

Co., Boston. 


Every color eli apple ake to 
deep purp or sport a - 
lery ‘Iectsnear. By the Psd oe 


Real alligator as a leath- 

er for trummings—used 

in England extensively 

and now featured here. 

by Wm. Reichert § Co., 
Boston 


Design upon leather 

gives a real opportun- 

ity to the r men. 

Moire Flowered Schmidt 
Calf in gray. 





A turtle grain effect 
pressing side pab-odec 
a novelty craze. brings 
out new designs. 
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BOB ROBERTS 


The most loved salesman of leather 
—genial and wholehearted Bob—is 
back in the harness. 


Old Boreas with wintry blast forced 
him to stop work, go South for the 
winter—but now the call of style, 
leather and friends puts him back in 
the game, 100 per cent strong, selling 
Schmidt Leathers. 
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High Style Leather Cosls Money 


More kid is being cut into fancy footwear, especially 
white kid shoes, and white kid in combination with 
other leathers. The high price of the choicest kidskins, 
which range from 85c to $1.05, limits this type of foot- 
wear to the very highest grade shoes, but there is plenty 
of medium grade white and colored kid being used for 
the subsequent grades of footwear. 

Shoe manufacturers continue to use buck teathers in 
gray and white. Gray has been used largely in com- 
bination with patent leather this past winter and spring 
in making up shoes for spring and summer, and there 
has been much gray buck used for the entire shoe. 
This is usually a leather which ranges in price from 30 
to 46c, and is really a split cowhide or heavy calf buffed 
on one side. It is believed that these leathers, particu- 
larly in colors, are due for a long run, but they will be 
added to all the time with other designs,-colors and 


finishes which its tanners are busy all the time now in 
turning out. The new diemond suede calf, which is 
attracting considerable attention, and is perhaps only a 
forerunner of what we may expect in thistype of leather. 
The opinion has long been held that the consuming 
public have been too conservative in adhering to a 
plain black or tan shoe. It might not be seemly for 
men to go into the wearing of millinery footwear, 
although some classes of sportsmen may call for some 
decoration of their boots and sport shoes in the future. 
The fancy colors in leathers today, however, are 
designedly for fancy footwear for women, and we may 
look for further developments in this line. It should be 
said, however, that in men’s sport footwear there is not 
only an opportunity for many shades other than 
black and tan, but they are being used: such as, the 
gray elk boot, gray and pearl elk sporting boot, and 
other colors of elk as used in golf shoes. 
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Massachusetts Merchants Elect Officers 


Sam Dayis Scores a Knock-out in Two 
Hour Speech 


The annual meeting of the Massachusetts Retail 
Shoe Merchants’ Association held at the City Club, 
Boston, brought an attendance from all sections of the 
state. The presence of Sam Davis, field-secretary of the 
N. S. R. A., was a contributing factor in making it one 
of the best evening sessions in the history of the as- 
sociation. 

Mr. Davis jumped from Mississippi to Massachu- 
setts in a 42-hour leap to be available for the meeting 
and was there on time. In a two hour forum conducted 
by him, he touched on successful retailing in its many 
branches. Possibly the most pertinent subject out of 
his repertoire was “Buying.” 


Good Merchandising Advice 


He said: ‘““You make money on the goods you buy 
and lose money on the goods sold to you. No quantity 
price was ever made up on your turnover. Be strong 
enough to see enough. Keep a fresh stream of goods 
coming constantly into your store. If you know that 
your capacity on a certain shoe is a definite number for a 
period of three months, have the shipments come in 
every 30 days, because fresh goods are a pleasure to the 
clerk and move rapidly towards the customer.” 


A Broad National Slate 


A motion was passed favoring the election from each 
state of the candidate who will be put on the official 
ballot for the directorate of the N.S. R. A. This gives 
geographical representation, and delegates to the 
National Convention are given the widest slate to select 
from. 

The executive committee has been authorized to do 
all in its power to prevent the sale of merchandise to the 
public from factories, an abuse that has been growing of 
late. This competition has seriously affected merchants 
having stores in shoe manufacturing centers. 


Officers for 1923-1924 

The election which followed put the following of- 
ficers in charge, for the ensuing year: President W. W. 
Wilson; first Vice-Pres. D. F. Sullivan, Fall River; 
second Vice-Pres. T. S. Childs, Holyoke; Secy. Treas. 
Geo. O. Jones, Boston. 

Directors: Wm. C. Goodwin, Fitchburg; Ben C. 
Goulston, Boston; 1. B. Howe, Boston; C. L. Mahoney, 
Lawrence; H. F. NcNeil, Boston; I. H. Morse, Lowell; 
L. C. Haynes, Springfield; H. P. Shean, Worcester; F. W 
Small, Boston; Lee Baker, Brockton. 





New Concern in Brockton 


Eaton-Brewster Co. to Make Smart Men’s Styles 


Announcement has just been made of the entrance 
of the Eaton-Brewster Company of Brockton into the 
men’s shoe field. 


BOOT AND SHOE RECORDER 85 


Louis F. Eaton, president and treasurer, and Fred A. 
Brewster, the vice-president, are both widely known in 
the trade, and their partnership association at this 


time comes as lively news not only to the manufactur- 


ing end of the industry, but also to the retailers of the 
country. 

Mr. Eaton has until now had an active executive 
connection with the Charles A. Eaton Company of 
Brockton, and has figured strongly in the expansion of 
that concern for several years. 

Mr. Brewster enters the new partnership after three 
years as sales manager for the A. J. Bates Company of 
Webster, Mass., prior to which time he was general 
superintendent of the E. E. Winchell Company of 
Haverhill, Mass. 

Shortly after becoming connected with the Bates 
Company, Mr. Brewster aligned himself with those in 
the trade who set out to inject a radical reform and 
improvement of style in men’s shoes, and has been 
strongly identified with the successful expansion of this 
idea in the trade. 

The Eaton-Brewster Company will immediately 
commence manufacturing, and will specialize in metro- 
politan styles formen. Mr. Brewster and Mr. Eaton 
will personally direct the sales work. 





“FOX FOOTERY’’ ON FIRM 
FOUNDATION 


The business of Chas. K. Fox Inc. was established 
many years ago by the late C. K. Fox and has been 
since that time continuously identified with the 
production of women’s turn footwear of quality. 
Since the recent death of General Manager Lurad H. 
Downs, many unauthorized rumors have been cir- 
culated. In this connection the corporation has sent 
the following notice to its customers: 


April 4, 1923 
**To Our Customers: 

We beg to inform you with deep regret 
and sorrow of the death of our President and 
General Manager, Mr. Lurad H. Downs, who 
has been associated with us for more than 
twenty-five years. 

We shall continue the business as hereto- 
fore and desire to say that the death of Mr. 
Downs will in no way affect our financial 
standing or our ability to supply our cus- 
tomers with merchandise of the same high 
standard of quality.” 

Sincerely yours, 
CHARLES K. FOX INC. 
(Signed) Lamond H. Chick, Treas. 
Alonzo B. Walker, Vice-Pres. 
John H. Kelso, Asst. Gen. Mgr. 


*‘All salesmen representing Chas. K. Fox Inc. are 
out with samples in their respective territories call- 
ing on the trade as usual, and taking orders for im- 
mediate and future delivery,”’ says Sales Manager 
J. J. Berlin. 
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Features in Sport Shoes for Women 








Black calf with white 
ss on straps 
throat 


Shoes for Sport and Gallery 
(Continued from page 77) 
participants, then you have an asset upon which you 
can cash in. 

Many of such organizations are to a great extent 
supported by donations of one sort or another; they all 
do more or less advertising; score cards, programs, etc. 
Most colleges and many high schools have periodical 
publications and bulletins that have to be supported 
by advertising. 

Either “get into the game with both feet” in backing 
up the athletic activities of the community or else 
forget that there is any business coming to you. 

Just using advertising space in colleges and high 
school papers or taking space on the program will not 
get you the athletic shoe business, nor the dress and 
street shoe business of theparticipants. It takes loyalty, 
acquaintanceship and a sympathetic heart throb. You 
must be able to talk the language of the initiated. 

The faint-hearted, hesitant, timid merchant has little 
chance of success in this specialized field. He must 
know what is needed for each particular sport and have 
it on time. Play the game to win, or don’t play. 

Special mailing lists of people interested in various 
sports, games and pastimes are invaluable. If you 
haven't one already, better start compiling one now. 


Tan with stitched quarter 


All gray suede with tan 
and 


strip at underlays 


Black calf with white Tanwithdarktantrim All white with green 
3 rows stitching on lace 
stay and top strip. 


Gray suede with blue 
apron 


Gray suede with tan 
tips and tan scotch 
tongue 


Golf and Tennis Are Different 


Golf and tennis are in a different class. While tennis 
requires a particular kind of shoe, a rubber sole with 
no heel—that 90 out of 100 stores carry in greater or 
less variety, it is not so necessary to mingle the players. 
General advertising gets the business. 

Golf has become so popular with men and women of 
all ages and all classes that footwear for the game has 
become a big item in most stores. Few stores can afford 
to overlook golf shoes. 

A golf shoe must be comfortable—plenty of toe room 
and close fitting at instep and heel. It must be strong 
and sturdy and at the same time have flexibility. For- 
tunately for the shoe merchant footwear requirements 
for the golfer have changed quite materially within the 
past few years. 

The old type of golf shoe with long protruding spikes 
in the soles is rapidly passing out of use. Rubber soles of 
the “non-skid” variety have become more acceptable 
because they do not scratch and mar the club house 
floors. 

The new crepe rubber sole has not yet had a fair 
tryout, but it sure looks like a winner, not only for golf, 
but for other purposes as well. 

So rapidly has this new bottom material gained pub- 

5-14 4  -F F 
ae 
































April 14, 1923 


BOOT AND SHOE RECORDER 


Features in Sport Shoes for Men 














White vamp tan 
and quarter with white 
overlay rolled edge 


Tan ye and quarter 
with dark apron, tongue 
and rolled edge. 
lic favor, that few stocks are considered complete with- 
out. a few crepe soled shoes. 

There is a vast difference between a “sportsman” 
and a “sport”; there are both males and females in each 
class—and they all wear shoes. 

The sportsman plays the game, whether it be base- 
ball, football, golf, hunting, fishing, swimming. The 
sportsman is in the thick of the fight. The sport is on 
the bleachers or the beaches. 

Go to any resort hotel that has a golf course and you 
will find a lot of real golf bugs, but you will also find a 
lot of people, male and female dressed in knickers and 
golf shoes, who don’t know a driver from a niblick. 

Every beach hotel has a lot of guests who are “‘sand 
bathers’ —whose bathing suits never see water except 
in the family wash. 

By the way, there is a lot of difference between a 
“bathing slipper” and a “bath slipper.” They both 
have their place in a stock of footwear and each serves 
its particular purpose. 


The Wide Range of Sport Footwear 
Just as the “bathing slipper’’ belongs to the realm of 
the great out-of-doors, and the “bath slipper’’ is typical 


Black calf with weather 
welt between soles. Fancy 
throat stitch. 


Heavily stitched apron 

of Scotch grain on tan 

vamp and quarter, rolled 
edge at top. 


All white back with tan 
trim 


Light tan vamp and 

quarter with Scotch 

grain’ tongue running 
to vamp. 


Tan with dark tan un- 
derlay 


of in-door refinement, just so the term “sport shoes’’ has 
come to cover all that class of footwear that is typical 
of the great out-of-doors in contra-distinction to the 
types that are primarily intended for wear in the draw- 
ing-room or parlor or at the opera and which are gener- 
ally known as “dress” types. 


Sports and Sportsmen 


Sport shoes, sturdy fabrics, sunlight, trees, grass, 
singing birds and free air. Dress shoes bring thoughts 
of electric light, laces and flimsy fabrics, upholstered . 
furniture, soft carpets, singing girls, jazz orchestras and 
furnace heat. 

There are no particular patterns, fastenings, soles or 
heels; no particular leathers or materials that are neces- 
sary to make a shoe a “sport”’ shioe. It is all spirit (not 
spirits) or mental attitude; something that appeals to 
the instinct and taste of people that has popularized 
sports and games and the corresponding development 
of sport attire. Let’s say it is the Call of Nature and 
remember that all nature is harmonious. Let’s make 
the combinations of materials, patterns and colors har- 
monious and they then will sell readily and yield a 
profit. 


Black calf with dark Tan Scotch grain with 
tan apron. Brass eye- heavy Brass eyelets and 
lets. heavy perforating. 























Expect Prices to Work Up 


Indexes of Style, Color and Price at New York 
Merchants’ Meeting 


A small but enthusiastic number of retailers attended 
the regular monthly luncheon meeting of the Retail 
Shoe Dealers’ Association of New York at the Hotel 
Continental, Broadway and 4lst Street, on April 10. 
President Percy E. Hart presided at the meeting. 

Following some routine business including the elec- 
tion to membership of Murena Brothers, the meeting 
was thrown into an open forum for the discussion of 
current conditions and problems. The question of the 
colored kid vogue was taken up and sentiment of those 
present veered to a fairly early dropping of the style. 
It was pointed out that the demand for colored kids in a 
wide variety of patterns and heel heights was causing 
the loss of some sales, but it was agreed that it is better 
to lose sales on these numbers than to stock them 
heavily. John Slater, president of the National As- 
sociation who was present at the meeting declared that 
officials of the Museum of Natural History have 
advised the textile trades to go slow in making up 
Egyptian designs in textiles for midsummer or fall 
wear. In fact, the death of the Egyptian craze is pre- 
dicted for the middle of May in the opinion of these 
experts, according to Mr. Slater. 

The weather was blamed for comparative dullness in 
the local trade in the pre-Easter season, and it was 
brought out that after Easter, regardless of the weather, 
there is a usual quiet spell. The retailers present, how- 
ever, were optimistic concerning the outlook for good 
sales during the spring and summer, with employment 
at the peak and the public generally spending freely. 
One retailer, who conducts an establishment on the 
East Side, asserted that many of his customers among 
the working girls were buying a new pair of shoes every 
month. 





Style Conference April 24 


Committees of Merchants, Manufacturers, Tanners 
and Salesmen to Meet 


The Joint Styles Committee of merchants, tanners, 
manufacturers and traveling salesmen, is scheduled for 
April 24 at Hotel Astor. 

This is the official spring conference on style. Four 
times a year, representative committees of merchants, 
manufacturers, tanners and traveling salesmen, meet 
to prepare a style report for the industry. J. C. 
McKeon, as joint chairman with Harry C. McLaughlin, 
has arranged for a very thorough conference on style. 
Fashion authorities in women’s clothes, modistes and 
milliners have been invited. Their attendance will give 
the committee a general idea on advanced style. 

The deductions made from the morning session will 
be passed upon by the final styles committee and the 
report as issued will serve as a platform on style for 
the months of July, August and September. 
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Men Are Taking to Knickerbockers 
(Continued from page 74) 

saddle, can be easily washed off with a damp cloth 

without leaving a stain.” 

Around these two base types, may well be built a 
stock of quick selling, profitable sport styles for men. 
In the white class, Mr. Geuting believes, the ornamenta- 
tion should come with the saddle. Black and white 
combinations may be good in some parts of the country, 
he says, but he has few in stock or on order. The saddle 
itself may be ornamented. One white shoe in the 
Geuting stock has its cordovan saddle outlined with 
white stitching and a stitched panel follows the outline 
of the saddle about 3-8 of an inch from the edge. 


Gelling a Kick Out of It 


In the so-called golf shoes which, as pointed out 
before, derive their name from the fact that their 
wearers think a niblick is something you add raisins 
and yeast to in order to get a kick, there is a wide 
variety. Colors are black and tan. Leathers are 
grained or smooth. Patterns comprise our old friend, 
the conventional wing tip, placed half way between 
toe and throat or just barely covering the toe; vamp 
and quarter foxings of contrasting leathers or finishes 
of leather; triple wing tips, saddles, perforations, 
pinkings and the whole bag of tricks. 

_“The time has come,” says Mr. Geuting, “when we 
must give the men some variety to choose from in their 
sport footwear. What appeals to one does not appeal to 
the other. They are beginning to wear and to like the 
knickerbockers. I believe we are at the beginning of 
what may be described as the ‘knickerbocker era.’ 
That means that men are becoming clothes conscious. 
They are thinking more about their personal appear- 
ance. They are going to give some real thought to what 
they wear and why. It’s going to be a mighty good 
thing for us shoe folk.” , 





To Be Fashion-Right Means Many 
Pretty Shoes 
(Continued from page 76) 


For the city streets the sole should be of leather with a 
rubber or leather heel. On the golf links, the tennis 
court or yachting crepe or rubber soles and heels are 
quite the thing. 

There is another shoe which goes well with almost any 
costume, and that is the two toned suede in different. 
colors, having a body of solid color, and a toecap and 
saddle strap of a deeper shading. This looks particular- 
ly well with a laced front, yet a two strap with buttons 
or a one strap with a buckle sets well on the foot, and 
has all the lines necessary. 

Whites are in a class all by themselves. Take those 
lovely bucks, either plainfor with colored saddle straps. 
Built low, with a sortfof stream-line effect, they look 
well with any costume. 
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SPECIAL BARGAIN 


ARMY “MUNSON” BLUCHERS ELKO KNEE RUBBER BOOT 





STOCK NO. 700 


Men’s Army type Tan Bluchers, Rubber Heels, 
Goodyear Stitched. Soft, Pliable Stock, running 
oe Pers Fo packed ede 

“ ah paizs $0 the Guaranteed Gum Boot assorted sizes to the case. 
case, Width “E™......Pitee $275 per pair 6 to 9, 6 to 10,6 to II, 7 to 9, 7 to 10, 7 to II. 
Same shoe as above, Stock No. 701, in BOY'S To the jobbers in 25 case lots or over $2.25 
sizes | to 514 and 21% to 514 Price $2.25 per pair Smaller lots $2.50 packed 12 pairs to the case. 


STYLE No. R 14-BAL 


OFFICERS’ OXFORD “ No. R 15-OXFORD 


STOCK NO. 550 


Men’s Mahogany Blucher Officer Oxford, Rubber Heel, ~ 
d heel Tremendous demand for Boys’ Mahogany Bals and Oxfords; 
White Cork inlay all around sole and hee Goodyear Welt, Rubber Heel, French Last, Perforated Tip 
Stock No. 1231—Same as above in Officer Blucher Shoe, and Vamp. Sizes | to 514,214 to 514, and 3 to 514, Packed 
_ 


Price $2.75. Regular sizes, Packed 24 pairs to the case. 24 pairs to the case. Width ‘ 
Width “D”’ Price $2.40 for the Bals and $2.35 for the Oxfords. 


KALTER-CERF MERCANTILE CoO., Inc. 


591 BROADWAY, NEW YORK CITY 


IMMEDIATE DELIVERY SAMPLE CASES SENT ON REQUEST 
TERMS NET 30 DAYS, F. O. B. NEW YORK 
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THE NEW HIKING BOOT 
On Our BRYN MAWR Last 


The great call of ‘‘the out of 
doors” will soon cause a brisk 
demand for sport footwear. 


Send for information about our 
new numbers in sport oxfords. 


This quality line of BASS shoes 
for hard service and outdoor 
wear should be familiar to you, 
especially this season. 


IT IS A LINE THAT IS 
“BUSINESS BUILDING” 


Women’s 15 inch Beige Elk boot, Tip Toe Blucher, 
3-4 Bellows Tongue, Bryn Mawr last, Top Strap 
and Buckle, Gusset on one side, Single Sole, 
Goodyear Welt. 


G. H. BASS & CO, ss Wilton, Maine 


The Boot and Shoe Recorder will appreciate your mentioning the publication in replies te advertisements. 
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Fabric “Tut” Sandals 


Your wholesaler can 
take care of you on 
these popular num- 
| bers that will be in 
Duck “Tu” Sandal, = aie, demand for warm 
eo tog San weather wear.*.°. 


Leather Heel. 

















| Wholesalers i, Se, «ie 
_ Exclusively Be Ot be 


Leather Lined. 

















Largest Manufacturers 


of Fabric Footwear 


HIS great plant, with its seven acres’of floor space, 

has a daily capacity of 25,000 pairs of shoes. It 
is, without doubt, the largest factory in the world de- 
voted to the manufacture of fabric footwear. 


Beyond the physical equipment, however, stands the No. 1116. White Eve 
record of seventy years of shoemaking—of successful White Golf, Tame 38 
service to the shoe merchant. Twenty of these seventy oti. White“ Toors 
years have been devoted wholly to the production of Wel. Kid Lined. Good 


fabric shoes. 











Cushman- Hollis Company. 


BOSTON OFFICE FACTORIES AND 
177 LINCOLN ST. HOMEJOFFICE 
ALBANY BLDG. AUBURN, ME. 
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IN-STOCK 


At Once Delivery from 
BOSTON, NEW YORK, CHICAGO 
“Growing Queen”’ 
AELUSPAT OFF T.G.PCo Style 8615 , Price $3.85 


PATENT 1-STRAP, 2 BUTTONS- 
8-8 Leather Heel, Turn Sole 


A B Cc D 
3%-7 3-7 ° 24-7 2%-7 


The OOD SYLES— Good Fitters — 

E Good Values — with a good Name 
ver- on every pair! 

E hares in the’value’of the QUEEN 

Appreciated a 1972.sgsacsrat Se eee 

° blic confid ‘will, the brand that 

B ul ld ers Stands for all that is found in QUEEN QUALITY 


shoes — authentic style, exceptional value, uni- 
of versal service, “‘fit that never fails.” 


Concentration on QUEEN QUALITY shoes, 


Good Will ——— backed by complete merchandising co-operation, 
has produced business in volume that is reflected 


in the expansion and growth of thousands of 
its Agencies. 


THOMAS G. PLANT COMPANY 


Boston 20, Mass. 
NEW YORK: 125 Duane St. CHICAGO: 207 W. Monroe St. 
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Finished Footwear Reflects the ial 
Attitude of the Makers 


ence in shoe factories have I found the opera- 

ators, to a man, so willing to co-operate with 
me as they are at the present time. I don’t believe 
there is a grouch in the whole works.” So says the su- 
perintendent of one of Chicago’s shoe factories. 

“It has been necessary for some departments to work 
overtime almost every day for several months and the 
foremen have had no difficulty getting our people to 
put in the extra hours. Never before have we had as 
little trouble to get the various parts of the work done 
right, nor have I ever had as many helpful suggestions 
from the men on the machines. The spirit of doing 
things pervades the whole institution and the result 
is clearly apparent in the shoes we are turning out. 

“The reason is apparent. The men are making a 
living wage; they are busy and they are content. It 
is only within a comparatively short time that shoe 
workers have made as much money as workers in other 
crafts where equal skill and intelligence were necessary. 

“Just so long as this condition existed there was dis- 
content, unrest, sullenness and the product necessarily 
reflected that mental attitude in crooked stitching, 
poor lasting, rough edges and appearance generally. 

“Moreover the workers were easy prey for the walk- 
ing delegate and labor agitator. 

“So long as present conditions prevail there will be 
little complaint of poor shoemaking, and slighted finish 
on soles and edges.” 

Shoes never were more beautiful than they are today 
and workmanship has improved immeasurably. 

In the statement of this superintendent, made at a 
meeting of the Association of Shoe Factory Superin- 
tendents and Foremen no doubt, is the answer to the 
better appearance of footwear—and appearance is the 
element that sells shoes. Quality keeps them sold. 

Very seldom does a customer question the price asked 
and few sales are missed because the price is considered 
unreasonably high. Customers, both men and women, 
however, are paying more attention to the fit and 
appearance of the shoes they buy. No more does a 


_ N | EVER before in my twenty-five years’ experi- 


customer say,‘‘Well, they don’t fit very good, but guess 
it is the best I can do.”” Not on your life. The value of 
the shoe is measured by fit, by the way it “snugs up” 
to the foot without binding or cramping, and by its 
appearance, the gracefulness of its lines and its artistic 
design, as much as or more than the quality of the 
materials of which it is made. 

Quality is usually taken for granted. Some way the 
public seems to have learned that the sign post “Let 
the buyer beware”’ has rotted down and been buried in 
oblivion with the old “Jew store.” Business men have 
learned that he who would keep his name over the door 
must sacredly guard the interests of the customer who 
crosses the threshhold. 





Manufacturers and Merchants 
Co-operate 


A new idea to arouse interest in a style show was 
adopted by the retail merchants and shoe manufacturers 
of Red Wing, Minnesota, which could well be followed 
by other cities. The Red Wing Advertising Club 
fostered the idea, which was carried out by the Women’s 
Auxiliary of the American Legion. The merchants 
supplied the latest styles in spring and summer wearing 
apparel, and the attireof the models was completed by 
footwear from the merchants’ shelves in part and in 
part by the L. D. Stickles Shoe Company. 

The Stickles concern specializes on misses’, children’s 
and growing girls’ shoes. Within the past few seasons 
they have developed a special line of sport shoes and 
these were strongly in evidence on the runway. 

The affair was held in the city auditoriun, which is 
one of the finest play houses in that section of the 
country. The Auditorium was filled to capacity on 
paid admissions, the proceeds of the affair going 
entirely to the Women’s Auxiliary Memorial fund. 

The L. D. Stickles Company were very active in the 
arrangements, and will gladly supply the fundamental 
ideastomerchants in any section of the country who are 
interested in style show arrangements. 
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A Good Week’s Business 


More Interest in Sport Footwear as Sun Shines Warmer; 
Chicago Factories Working Overtime 


HERE wes no after-Easter slump of 

retail shoe business in Chicago 
stores. The week following the great 
religious holiday was better from point of 
volume in many stores than the week 
preceding the event. 

A surprising interest has been shown 
by customers of the better stores in 
bright colored kid footwear. In several 
of the State Street and Michigan Boule- 
vard stores, the volume of sales of red, 
green, canary, blue and other of the 
bright colors was limited only by incom- 
ing shipments from the factories. In one 
store, for instance, a hundred pairs of 
these “bright lights’’ were received in 
the morning and when the store closed 
at night, only eleven pairs remained on 
the shelf. 

This store reported that for the week 
sales of the various materials ran first 
black satin, second patent, third ooze in 
beige and gray, fourth bright colored kids. 

So far as the first three items are con- 
cerned this line up would hold good in 
practically every Chicago store catering 
to a clientele interested in style footwear. 
In the outlying stores fourth in point of 
sales would be black and brown kid and 
fifth Russia calf in plain and two-tone 
effects. 

Beautiful strap effects, turn soles and 
covered heels, are among the patterns 
most desired. There is considerable 
interest being displayed in the real low 
heels of the sandal type. In this type of 
footwear there is a wide range of patterns 
and a wide range of materials. 

The bright colored leathers that are 
having such a rage in dainty delicate 
patterns with high heels seem to be just 
as popular in the flapper, profusely cut 
out low-heeled sandal effects. 

With the sun shining warmer more 
interest has been manifest by women of 
the athletic type in sport footwear and 
especially in footwear designed par- 
ticularly for golf. 

Women golfers are buying crepe rubber 
soles to a limited extent, but so far Chicago 
women have hesitated to adopt crepe 
soles for street wear. 

Merchants have not hesitated to buy 
crepe soles in men’s footwear, but have 
gone carefully in their selection of women’s 
shoes fitted with these soles, because of the 
extremely heavy appearance which the 
sole gives to the shoe. 


Russia Calf Leads in 
Men’s Shoes 
As to materials in men’s shoes, Russia 
calf in cherry shades and medium shades 


of tan combined are producing from 65 
to 80 per cent of the entire volume of 
business. In some stores the reddish 
shades are far in the lead. This is espe- 
cially true of stores in the outlying dis- 
tricts, and stores catering to the medium 
class of trade. 

In the higher grade stores the medium 
shade of tan, or what is usually designated 
as Number 4, is probably the best in- 
dividual selling leather, while lighter 
shades are selling quite readily and the 
cherry shades trailing next. 

Black calf is selling more readily in the 
higher grade stores than it is in the stores 
of medium and lower grade. Black calf 
would probably line up about third in the 
average medium high-grade store. 

All stores are selling patent leather for 
men. Volume on this leather seems to be 
greatest in stores selling shoes at about 
$6.00 to $8.00. 

Black kid and brown kid are not recog- 
nized as young men’s dress up leathers, 
and the volume depends upon the clientele 
of the store. 

In lasts, the medium square French 
effect predominates in most stores. There 
seems to be a decided tendency toward 
a last on this order with a little narrower 
toe. Round toes of the custom type with 
a medium short forepart are proving good 
sellers to men of conservative taste in all 
grades of footwear. 

The plain toe, creased vamp, blucher 
oxford is rapidly gaining favor all along 
the line. Two-tone effects are being 
shown very extensively in this type of 
shoe in a wide range of color combinations. 


Shoe Factories Working 
Overtime 


Chicago shoe factories are not only 
busy, but are working overtime in order 
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to get merchandise shipped as booked. 
In some factories an extra shift has been 
made necessary, while in other factories 
and extra hour or two added to the work- 
ing day in some departments has been 
sufficient to take care of the business. 

The best of feeling exists between the 
operators and the manufacturers, and the 
result is showing up in better made and 
better finished Chicago shoes. 


F. Mayer ag Chicago 
Office 


The F. Mayer Boot & Shoe Company of 
Milwaukee have recently opened a sales 
office in Room 708 Security Building, 
corner of Madison and Wells Streets. 
Three salesmen make their headquarters 
in the new office. G. W. Dahlman, 
formerly with the Rice & Hutchins Com- 
pany in Iowa, will take care of the trade 
in the Loop, and look after the office. 
W. H. Wright, who until recently has 
been with the Scholl Manufacturing Co., 
will cover the North Side of the city. 
J. J. Scott, who for some time has covered 
the South Side for the concern will con- 
tinue to look after the interests of the 
merchants in that territory. 

Both the Martha Washington line of 
women’s shoes, and the Great Lakes line 
of men’s shoes will be sold by each of 
these salesmen. Each salesman will also 
carry the misses, and children’s shoes 
madeeby the Mayer concern. 


J. H. W. Whitcomb 
Visits Chicago 
J. H. W. Whitcomb of the Whitcomb 
Shoe Company of Haverhill, spent last 


week in Chicago looking after the interests 
of his concern in this market. Labor 


‘ difficulties which tied up the eastern fac- 


tories of this concern were settled some 
weeks ago so that shipments are being 
made out of the Chicago office on record 
time. 

Mr. Whitcomb expressed himself as 
being very much pleased with the outlook 
for business in Chicago and the Middle 
West. - 





MILWAUKEE 


Gray Shoes Are Selling Best 


Heavy Call Reported for Low-Heeled Models; Egyptian 
Sandal Sales Encouraging 


UEDE oxfords in various shades of 

gray are receiving the almost un- 
divided attention of Milwaukee shoppers. 
A smattering of black satins and brown 
oxfords added to the demand for suedes 
completes the spring business being done 
at this time. Merchants report a heavy 
call for low flat heels, a favorite at this 
time being the one inch, especially flat 


type. With the introduction of the King 
Tut sandals, the vogue of the low heel 
seems likely to become even more wide- 
spread than it is at present. 

Shoe merchants report early sales of 
the Egyptian sandals very encouraging. 
It is commonly held in Milwaukee that 
the vogue will sweep the city and crowd 
the orthodox sport business to the limit 
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for styles supremacy this summer. In a 
way. the sandal business is regarded by 
many merchants as a definite part of 
sport footwear selling and is embraced by 
that term when they speak of such 
business. Prices as usual vary with the 
different types of stores, but the range is 
from $6 to $12 for popular footwear of 
all kinds, including oxfords, novelties and 
sandals. 

Shoe Plants Active 


Shoe manufacturing concerns in all 
parts of Wisconsin, and especially in 
Milwaukee are doing a _ remarkable 
business at this time. Most of the plants 
are still operating at capacity and many 
are working overtime with extra shifts. 
The stimulus to manufacturing is shown 
in another way, by the increased capitaliz- 
ation recently noted in several shoe 
companies in the state. Plants manu- 
facturing men’s shoes, which up to date 
have been slow, are among the most 
active in the manufacturing field at the 
present time. 


Association Names Secretary 


Lawrence C. Whittet, Edgerton, Wis., 
long prominent in Wisconsin politics, has 
been named executive secretary of the 
Milwaukee Association of Commerce, 
succeeding Phil. Grau. The appointment 
of a man from outside Milwaukee, is in 
accordance with the recently expressed 
aim of the association to link up the city 
and the state more closely. The appoint- 
ment, which carries a salary of $10,000 
yearly, was made by ex-Governor Philipp 
of Wisconsin, now president of the 
association. 


Burlington May Get Factory 


Proposal of the Sunnyside Shoe Mfg. 
Co., of Milwaukee, Wis., to open a shoe 
factory in Burlington, Wis., is receiving 
favorable consideration from merchants 
of that city who have already pledged 
one-third of the sum necessary to secure 
the factory. Arrangements for the deal 
are in the hands of a committee of business 
men and H. J. Ludwig, manager of the 
shoe company. 


Change in Fond du Lac 
Company 


F. J. Rueping of Fond du Lac was 
elected vice-president and director of the 
Demountable Typewriter Co., of that 
city at a reorganization meeting of the 
former Rex Typewriter Co. Hereafter the 
newly reorganized firm will specialize in 
production of demountable typewriters. 
Mr. Rueping is president of the Fred 
Rueping Leather Co., of Fond du Lac. 


Kill Tax Payment Plan 


Two bills providing for semi-annual 
payment of taxes were killed in the 








Wisconsin senate without a record vote. 
The. measures were both designed to 
permit the taxpayer to pay his state taxes 
semi-annually, and were intended to 
relieve pressure of financial matters 
around the beginning of the year. The 
bills were hacked by the Milwaukee 
Retail Shoe Dealers’ Association. 


More Bills by Holly 


Assemblyman Anton Holly of Tisch 
Mills, Wis., creator of the widely known 
and caustically criticized “True Shoe” 
bill, 49A, has “‘perpetrated” several other 
bills, one or two of which are destined to 
meet with opposition from business 
interests. Mr. Holly is author of a bill 
which would tax every traveling man who 
used his automobile in performing his 
daily tasks, $75 a year. This, he asserts, 
would reimburse the state for wear and 
tear on the highways. Another creation 
of Mr. Holly’s would prohibit any com- 
pany from granting exclusive territory 
to any agent to sel] any merchandise in 
Wisconsin. Two other bills, one to 
educate all children to recognize at least 
a dozen common diseases and the other 
to place a tax on summer cottages of 
outside of Wisconsin residents, are pro- 


posed by Mr. Holly. 
Shoe Merchant Bankrupt 


A voluntary petition in bankruptcy 
filed in federal court in Milwaukee by 
Paul Lukacek, 1630 Walnut St., shows 
liabilities of $967 and assets of $875. The 
petition asserts than on March 9, 1923, 
the F. Mayer Boot and Shoe Co., of 
Milwaukee replevined stock to the amount 
of $400 and that this matter is still pend- 
ing in court. Exemptions of $400 are 
asked by the petitioner. 


Pioneer Hotel Reopens 


The old Curry Hotel in Ironwood, 
Michigan, known by practically every 
commercial traveler in the Northwest has 
reopened after being closed several 
months for alterations. The hotel is one 
of the old “‘stand-bys”’ of traveling men 
who will be glad to learn of its reopening. 


Community Center Opens 
Soon 


The $150,000 North avenue community 
center building at Thirty-Second Street 
and North Avenue, Milwaukee, will be 
open late in April or early in May, 
according to a late announcement. The 
new building will contain auditorium, 
cafeteria, bowling alleys, gymnasium and 
stores. 





Business Men Form Alliance 


A bureau to handle the collection of 
bills for practically every merchant and 
professional man in Manitowoc,  Wis., 
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has been formed and its operations 
commenced. The bureau will be known 
as the Manitowoc Merchants Information 
Bureau and it will handle collection of all 
accounts which are past due. 


Kinney Opens Store 


The new Kinney Shoe Store in Manito- 
woc, Wis., held its formal opening recently 
and drew a large crowd of shoppers. The 
usual opening day special, in this case a 
$4.98 shoe, sold. in large quantities, 
according to store officials. 


Improving Fond du Lac 
Store 


A special department for children in 
the shoe section of the Gruenheck Dry 
Goods Co. store at Fond du Lac, Wis., 
was one of many changes made recently 
when the entire store was remodeled and 
improvements made on every floor. The 
new children’s department is equipped 
with special seats which make it easier to 
try shoes on the youngsters. In the 
regular shoe department on the second 
floor, the company has added new fixtures 
and installed special cases for the display 
of footwear. ° 


Tomahawk Acquires Building 


J. McHenry of the Tomahawk Shoe Co., 
of Tomahawk, Wis., has acquired an 
option on the Budreau building in that 
city, and plans to use it as a welt depart- 
ment for the factory. 


Calls Buyer Analysis “Bunk’”’ 


Analyzing customers by means of 
phrenology and similiar “‘scientific’’ meth- 
ods was ridiculed by Prof. Paul W. Ivey, 
head of the marketing department of the 
University of Nebraska in an address 
before 700 leading manufacturers, whole- 
salers and retailers of Milwaukee. Dr. 
Ivey’s two lectures on _ salesmanship 
given thus far under auspices of the 
Association of Commerce, have attracted 
more practical business men than have 
ever attended previous lectures on the 
same subject. 


Stock Increase Proposed 


An amendment filed to the articles of 
incorporation of the James Shoe Mfg. 
Co., of Milwaukee, increases the stock of 
that concern to $150,000. 


‘Nunn-Bush Catalogue Out 


One of the neatest catalogues yet issued 
by the Nunn-Bush & Weldon Shoe Co., 
of Milwaukee made its appearance 
recently, and detailed the latest offerings 
of that company, to the men of the coun- 
try. Among the models shown were the 
Brogue and the Virginian, the former a 
sport shoe and the latter a golf model. 
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brochure also featured a_ short 
“ankle 


The 
exposition of the Nunn-Bush 
fashioned” method. 


Charles Degen Promoted 


Charles Degen, for many ‘years con- 
nected with the Sole Leather Department 
of the Pfister & Vogel Leather Company, 
Milwaukee, has been appointed to the 
managership of the department to succeed 
E. D. Kelley who died recently. 


To Concentrate on Martha 
Washingtons 


The F. Mayer Boot & Shoe Co. of 
Milwaukee announces a change in manu- 
facturing policy which should be interest- 
ing to the shoe trade. This organization 
will hereafter concentrate its entire efforts 
on the manufacture and distribution of 
Martha Washington shoes exclusively. 
It is declared that the production of the 
Martha Washington factory is being 
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largely increased by taking over the space 
formerly used for the making of Honorbilt 
and Dry Sox Shoes. The latter two brands 
will hereafter be manufactured by the 
Great Lakes Shoe Company, an organiza- 
tion which is owned and controlled by the 
F. Mayer Boot & Shoe Co. This fact has 
not heretofore been generally known. 

The statement of one of the officials of 
the F. Mayer Boot & Shoe Co. is as follows: 

“This plan of specialization has been 
adapted and is being put into effect in 
order that the entire Mayer organization 
may give to Martha Washington Shoes 
the time and the attention which their 
increased demand deserves. 

“The Great. Lakes Shoe Company is 
going to maintain every standard of 
quality that has been set by us in our 
more than forty years of shoe manufac- 
turing and the shoes made by them will 
carry the same popular trade mark names 
as the men’s shoes which formerly bore the 
Mayer name.” 





ST. LOUIS 


Easter Business Was Big 


Great Demand for Beige Shoes and Shortage of Merchandise 
Features of Heavy Buying 


HE pre-Easter business was all that 

was anticipated for it in the way of 
volume business. Throughout the entire 
six days, business has been unusually 
large culminating in what was reported in 
some stores as a record-breaking Saturday 
over the Easter Saturday of a year ago. 
The week’s business shared equally in the 
high-priced as well as the popular-priced 
stores. One of the ultra-smart establish- 
ments on Saturday offered a sight that is 
unusual in this type of store. When the 
Recorder correspondent called at this 
place every seat in the women’s depart- 
ment was occupied. For Saturday and 
for shoes that sell from $12.00 to $16.00 
this is an uncommon occurrence. This 
store reported gains for the week that 
were astounding, but to prove the facts the 
figures were offered for verification. The 
usual Easter Saturday was in evidence. 
It was a mad rush for shoes and all stores 
reported that sales were as big as it was 
possible to handle. The weather turned 
severely cold on Friday evening, which 
retarded the business somewhat on 
Saturday. Many retail shoe merchants 
commented on this fact that it was fortu- 
nate, in that it would not have been 
possible to handle any more customers 
than were fitted on Saturday. The 
women’s end of the business was not 
along in the sky-rocketing figures for the 
week. The men’s division enjoyed 
generous prosperity and Saturday found 
these department equally busy. At one 
or two stores where both lines are handled 


it was reported that the men’s business 
was better than the women’s. The 
children’s business was reported as 
tremendous. The children’s shoe depart- 
ment of a large department store stated 
that their business was three times more 
than they could handle. In checking up 
other stores that handle children’s shoes 
similar statements were made. 


Shortage of Merchandise Develops 


There is a shortage of merchandise in 
the wanted colors. This is not alone true 
in the retail shoe business, but manu- 
facturers as well report the same condition. 
Beige of “J” ooze is something that is as 
rare as an enforcement agent in old King 
Tut’s days. The pressure for this color 
continues unabated. There were a few 
merchants who were of the opinion that 
when the days narrowed down towards 
Easter other shoes would be forced on 
those desiring footwear. While this was 
true to some extent, it does not alter the 
fact that women want beige and beige it’s 
going to be. The down-town “shoe belt” 
has been cleaned out of this color. Some 
of the retail shoe merchants are having 
their grays dyed and from the appearances 
of those shown the operation is successful. 

There was a wild scramble throughout 
the week at all the local factories where an 
attempt was made to pick up jobs, but 
these raids were of no avail, as manufac- 
turers have been unable to make all 
deliveries on the shoes ordered... Some of 
the, women’s novelty manufacturers report 
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June 10th and 20th as deliyery dates. 

Grays sold well in spite of the demand 
for beige. From all indications very few 
pairs will be on the shelves by the middle 
of April. 

The cold weather Saturday had a very 
satisfying influence on the women buyers. 
Reports are that patent footwear was in 
good demand. Patents have been lying 
rather dormant during the rush for colors 
and this prestige was welcomed at this 
time by the retail shoe merchants. Oxfords 
were also reported as good. Some colors of 
red and blue have started to pop up in the 
windows and store cases. Most of the 
patterns were strap effects and the 
materials were kid. Some were trimmed 
with contrasting stitching. 


Scholl Holds School in St. 
Louis 


Dr. W. A. Hill of the Scholl Manu- 
facturing Company of Chicago, conducted 
a five night post-graduate course on how 
to properly fit and sell the company’s 
appliances. The courses were held at the 
Statler Hotel and retail shoe merchants 
throughout the city were invited to 
attend. Dr. Hill reported an attendance 
of about 60. The Shoe Mart had its 
representatives attend 100 per cent. Dr. 
Hill left for Kansas City after completing 
his work here, where he will conduct 
another _schcol. 


Robt. Huette a Proud Father 


There is much rejoicing in the Sixth 
Street store of the Huette Shoe Company 
and inquiry will reveal the cause for the 
jubilation. Robert Heutte, secretary of 
the company, is the proud father of a 
baby boy, who arrived on Friday, March 


‘30th. When asked the cognomen of the 


youngster the father modestly replied, 
“Bob, of course.” 


J. Smith Now with Stewart’s 


J. Smith has been made assistant 
manager of the shoe department of 
Stewart's, 413 North Sixth Street. Smith 
is not unknown in the shoe field having 
been connected with Brandt’s and later 
as assistant manager of the Wilson Avenue, 
Queen Quality Store in Chicago. Smith is 
one of the younger men in the field but has 
had his training under veterans in the 
retail shoe trade. 


Shoe Mart Enlarges 
Children’s Department 


The Shoe Mart which has recently 
moved into its new building at 711 
Washington Avenue has removed the 
merry-go-round which was installed for 
the entertainment of the children. The 
necessity of more space for the children’s 
department was the, reason given for the 
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change. Also a shining stand has been 
added as well in the new arrangement. 


Arthur Ebbs Elected Alder- 
man 


Arthur Ebbs of the Swope Shoe Com- 
pany has been elected alderman of the 3rd. 
ward, University City, a suburb,of St. 
Louis. Many St. Louis shoe men. are 
residents of that place. 

Brown Shoe Company Shows 
28 Per Cent Gain 


The Brown Shoe Company’s shipments 
to customers for the month of March 
totaled $2,697,000, a gain of $591,317 or 
28 per cent over March, 1922, shipments of 
$2,105,682. 

The company recently declared the 
regular dividend of 134 per cent on the 
preferred stock. Regarding the common 
dividends, about which there has been 
much talk lately, it is understood that the 
director's idea is to accumulate a surplus 
large enough so that the financial position 
of the company will not be affected by any 
considerable changes in the market 
conditions. A good deal was accomplished 
toward this end in the 1922 fiscal year, 
the statement of October 31st last showing 
surplus of $1,382,522 as against $459,689 
a year before. 


Manufacturers Find Busi- 
ness Good 


Statements given out by a number of 
St. Louis shoe manufacturers to one of the 
local newspapers investigating business 
prosperity indicate that conditions in the 
shoe manufacturing industry are unusually 
good. Two of the largest manufacturers 
have the following to say: 

Jackson Johnson, Chairman of the 
Board, International Shoe Co-—‘Our 
sales increase for the past three months 
was about 20 per cent over last year. 
There is an absence of speculative buying 
and buying is on a conservative basis. 
The raw material market would warrant 
a price advance, but we have been fighting 
against it. The northwest seems to be in 
poor condition. Apples did not prove a 
profitable crop and with potatoes selling 
as low as 15 cents a hundred pounds 
farming interests have suffered there. 

“General trade conditions are better 
than since 1919 in some regions, especially 
in the iron and steel manufacturing 
districts, there is a shortage of unskilled 
labor, the effect undoubtedly of the new 
immigration law.” : 

John A. Bush, President of Brown Shoe 
Company—“Our March shipments were 
$2,700,000 compared with $2,100,000 for 
March a year ago. For the past three 
months shipments were 20 to 25 per cent 
over a year ago.” 

C. P. Melton, Manager St. Louis 
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The above shows the completion of Brauer Bros. Shoe Company Factory St. Louis 


with additions. They were forced to enlarge their plant owi: 
mand for popular-priced novelty welt footwear which they 
s. This gives them an output of 1600 pairs 


manv facture of for the past several year: 
tom of the wholesale district and employs only 


daily. This factory is located in the 
the highest skil: 


to the tremendous de- 
we specialized in the 


shoemakers. 





quarter shows improvement in sales of 
80 per cent over last year. The mild 
winter hurt sales of rubber footwear, but 
it was more than offset by the demand 
for rubber clothing, rubber heels and 
industrial rubber goods. In some lines we 
are booked to the manufacturing limit 
for fall.” 


New R. J. & R. Advertising 
Manager 


P. E. Thurman has been appointed 
Advertising Manager for Roberts, John- 
son & Rand and has taken charge. Mr. 
Thurman has, for the past ten years, been 
associated with Roberts, Johnson & Rand 


in their Sales Department, more recently 
being assistant to Sales Manager T. W. 
Van Schoiak. Mr. Thurman’s wide 
acquaintance with the customers of his 
house fits him admirably for his new 


position. 


Doeumler with Portage Shoe 
Company 


E. G. Doeumler, who for the past five 
years, has been associated with Tober- 
Saifer, will represent the Portage Shoe Co., 
Portage, Wis., makers of Bison Brand 
Men’s and boys’ work and outing shoes, 


in the city of St. Louis. Prior to his. 
connection with Tober-Saifer, Mr. Doeum- 
ler was city salesman for Johansen Bros. 





CINCINNATI 


Factories Working at Capacity 


New Sample Lines Taken Out by Salesmen and Orders for 
Footwear Pour In 


HAT the Cincinnati shoe market has 

thrown off the last vestige of economic 
depression and of the labor strike which 
followed upon its heels, is evidenced by the 
fact that each of the factories here is 
straining its output capacity in order to 
fill the demand for Cincinnati-made foot- 
wear. The sales forces of virtually all of 
the local plants are now in their territories 
with new lines of samples. The: orders 


Branch, U. S$. Rubber Co— “Our first coming in froth all séctions 6f the country 


indicate that retail merchants generally 
are in a better condition than they were 
last year, and that the volume of Easter 
business was satisfactory, taking into 
consideration the nature of the weather in 
various sections of the country. 

The local manufacturers, therefore, are 
booking a large business for spring and 
summer, and they all are confident of a 
continued healthy demand for Cincinnati 
shoes. 








The optimism with which the leaders of 
this market look upon its future develop- 
ment is especially significant at this time. 
Markets like people often fall into states 
of lethargy, and run along from year to 
year resting on the laurels of earlier days. 

Cincinnati as a shoe manufacti ring 
center cannot be accused of having slipped, 
so to speak, yet it has not in recent years 
shown the decided developments that have 
taken place in other western shoe centers. 
On the other hand this center has gone 
ahead and unerringly made shoes of 
honest quality and fine workmanship. 

Recent changes in the control of some of 
the large organizations of this center, 
places more power in the hands of the 
younger leaders here. With it comes a 
renewed spirit of development and 
expansion, not only of the individual 
units, but of the Cincinnati shoe industry 
as a whole. 


Krohn-Fechheimer Men Get 
Together 


An outline to the traveling forces of 
Krohn-Fechheimer Co. of this year’s 
comprehensive plan of assisting the retail 
shoe merchants of the country in mer- 
chandising the “Red Cross” line featured 
the semi-annual sales convention of the 
Krohn-Fechheimer Company, held in 
Cincinnati on April 5, 6, and 7. 

Full details of the scope of an extensive 
national advertising campaign, which will 
embody the use of national magazines and 
direct mail service to the consumer, to be 
linked up with local newspaper advertising 
by “Red Cross” dealers, were impressively 
depicted in words and pictures to more 
than a score of the company’s traveling 
representatives, as well as the executives 
and department heads of the concern, at a 
banquet, held at the Hotel Gibson, which 
brought the sales conference to a close. 
Sales and Advertising Manager Edgar K. 
Woodrow, and Ralph H. Jones, advertis- 
ing specialist, described the various phases 
of the coming year’s merchandising pro- 
gram which, they said, promises for the 
merchant larger sales and a more frequent 
turnover than has ever been possible in 
the past. 

That 80 per cent of the women of the 
country prefer footwear of comfort, plus 
style, as against 20 per cent that lean 
toward “fad” shoes, wasshown through the 
medium of a national survey that was 
compiled exclusively for the Krohn- 
Fechheimer Company, and which was 
explained in its entirety to those in attend- 
ance at the banquet. 

John G. Holters, president of the 
United States Shoe Company, of which 
the Krohn-Fechheimer plant is a leading 
unit, spoke frankly and interestingly to 
the gathering, and assured the salesmen 
that the same high standard of mer- 
chandise would be produced by the “Red 
Cross” factory in the future as in the past, 
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and that no efforts would be spared to 
make the line an even more salable prop- 
Osition than has been its distinction in 
the past. Mr. Holters was warmly received 
by those present and earnestly assured of 
the fullest support of the executives and 
road representatives of the company. 
Irwin M. Krohn, 8. M. Fechheimer, 
Marcus Fechheimer, Marcus Rice and 
Ralph Jones were other speakers. Edgar 
K. Woodrow acted a3 toastmaster of the 
occasion, which was unanimously voted 
the most enthusiastic banquet held in the 
history of the time-honored organization. 


Mabley & Carew Banquet 


The employees of the Mabley & Carew 
Company, one of Cincinnati's largest 
department stores, were entertained by 
the management last Saturday night at a 
dinner dance held at the Gibson Hotel. 
It was in celebration of the company’s 
forty-sixth anniversary, and the program 
of the evening included music, stunts and 
reminiscences of the early days of the 
firms. Dr. Stanley M. Krebs, widely 


known as a speaker on psychology and 
inspirational topics, lectured on “Plans 
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and Push.” Bolton S. Armstrong, presi- 
dent of the company, acted as toastmaster. 
Charles Voller, manager of the shoe 
departments, was one of the members of 
the entertainment committee. Robert G. 
Carew, now vice-president of the company, 
is the only one connected with the store 
who has been with it during its entire 
existence. Seventeen others were named 
on the honor roll of service, credited with 
twenty-eight to forty-five years. The 
Mabley & Carew Co. has about 650 
employees. 


E. W. Hughes, Sr., Is Dead 


Members of the shoe trade will learn 
with sorrow of thedeathof Ed W. Hughes, 
Sr., vice-president of the Bettmann 
Dunlap Company, Cincinnati. Mr. 
Hughes passed away Friday, April 6 at 
noon. He was sixty-seven years of age; 
and had been connected with the Bett- 
mann Dunlap Co. for thirty-two years. 
He covered the territory of Kentucky, 
Tennessee and Alabama with the Dunlap 
line. Funeral services were held at the 
Hughes residence in Hyde Park on 
Monday. 





CLEVELAND 


Early April Weather Discouraging 


Cold Wave on First Day Followed by Rain 
for Five More 


HE weather during the first week of 

April continues to be in a conspiracy, 
apparently, to keep down trade in all 
retail lines. The first day of April was 
the coldest April 1 that this city has 
experienced in 50 years. On the five 
days succeeding that cold snap, it rained 
continuously during the regular business 
hours. During the month of March the 
weather was the coldest of any of the 
winter months. Some weather! the 
merchants say. 

But in spite of the advent of April with a 
temperature of 16 degrees above zero and 
a deluge of rain, trade has been good in 
the shoe stores, much better in fact than 
in the other lines. It can not be said that 
the trade as a whole has been as good this 
March and the first week of April as it 
was in the corresponding period a year 
ago, when the weather was much more 
propitious. 

But general economic conditions have 
improved April 1, 1923, over the same 
date a year ago. The bankers report 
larger savings accounts and deposits and 
during March the 100 factories that 
report to the labor relations committee of 
tbe Chamber of Commerce increased their 
number of workers 2.6 per cent. 

Merchants are confident they will later 
make up for the slow spell that struck 


this city coincident with winter weather 
in Spring. 

The stores of this city made the usual 
preparations for the biggest buying season 
of the year—Easter. Saturday before 


Easter has for a long time been probably 


the biggest day of the year for the mer- 
chants. But this year it was different. 
Imagine if one can, the stores all loaded up 
with new millinery, new suits, capes, 
hosiery and other finery that is associated 
with the Easter attire. Then think of 
what would happen to the merchants if 
the mercury in the thermometer should 
hover down to 15 to 20 degrees above 
zero for five days preceding Easter, and 
then on the Saturday before Easter 
suddenly slip down to 10 to 12 degrees 
above zero. Well that is just what 
happened in this city, and it was so cold 
that thousands of potential shoppers 
remained at home all day. 

The shoe merchants fared better than 
did those in other lines. 


Shoe Department Moved 


Workmen are busy on a task which, 
when completed, will mark an important 
change in the policy of the Taylor Co., 
with respect to their shoe department. 

This department has for many years 
been located in a mezzanine floor and it 
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SCHMIDTS GOLF GRAIN — 
tanned for comfort ~ a timely addition to the 
style element of men's and womens fine shoes 


— ~~ 


CARL E SCHMIDT & CO Inc 


ef 6f> DETROIT MICHIGAN ef «fo 
Tanners of the Schmidt Calf Leathers 
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DT CALF LEATHERS 
are produced in Smooth, Tine Box. 
€vic and Golf Grain for refinement 
and variety in Sport and Street Shoes 
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has been rather cramped for space, more 
so each year as the trade increased. 

But when the workmen complete their 
task of remodeling 40 feet of frontage on 
Euclid avenue and a space with a depth of 
80 feet, the shoe departmert of the Taylor 
Co., will be housed on a first floor in 
Euclid avenue and will stand on as good a 
foundation as any other store in the city. 

The 40 foot frontage that the shoe 
department is going into has been occupied 
by two merchants, whose leases expired 
and they have vacated. The property is 
in the Taylor building, but just across an 
arcade from the first floor of the general 
store. The new space when completed 
will be occupied solely with shoes. 


Wm. James with Davis 


William James, one of the best known 
men in Cleveland to the retail trade, has 
entered the shoe department of the W. B. 
Davis Co., in Euclid avenue, as assistant 
to Henry Calvey. 

He assumed his new position on March 
1, and with his customary energy and 
interest in his work set about to contri- 
bute his best toward the task of building 
up the department and improving service. 

James left the Stone Shoe Co., to go to 
the Davis Co. He had been with Stone’s 
continuously for more than 20 years. He 
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entered Stone’s employ on February 28, 
1893. He saw that store grow from a one 
room institution, to one of the largest 
in the middle west. Two floors were 
added to the downtown store while James 
was in its service, and two branch stores 
were opened in this city. 

James is of the old school of shoe sales- 
men, although still a comparatively young 
man in age. He works on the theory that 
the shoe store sells service as well as shoes. 
He was telling of a former Clevelander, 
now resident of Cuba, who came into the 
Davis company for a pair of shoes. He 
finally found a pair that suited the patron, 
and the latter said so. But James said 
that he felt he could do better. So he 
hunted around for awhile for another pair. 

The customer remonstrated that he was 
taking too much of James’ time. The 
latter replied that he was taking up the 
customer’s time. The customer said he 
was sorry that it took so long to get a pair 
that suited him; but added that “‘you’ve 
been so nice about it.” 

James finally produced another pair of 
shoes that fitted the feet. better than any he 
had tried on. The customer knew they 
did, and he left saying that he wouldn’t 
buy another pair of shoes anywhere until 
he saw James. The customer probably 
would have taken the first pair of shoes 
that he tried on, but James wasn’t satisfied 
with that service. 





DETROIT 


Good Eleventh Hour Easter Business 


Public Is Buying Better and Better Every Day—Everything 
Pretty Sells 


USINESS for Easter developed dur- 

ing the last week of March, some 
stores reporting very satisfactory business; 
others, that while business is better than 
earlier in the month, there was yet much 
to be desired. The manager of one women’s 
department said: “There'll be more 
spring business done after Easter than be- 
fore,’’ which of course is the proper way to 
look at it. 

The spring season has developed on the 
calendar only, the weather has been very 
much unlike what spring weather should 
be. This has held back purchases of 
dainty spring lines. 

In women’s lines the rapid coming into 
favor of gray should be recorded. In 
some stores there is about an equal de- 
mand for grays and fawns, and combina- 
tions with other leathers, with black satins 
plain and brocaded. At Fyfe’s, the high 
grade shoe department reports a peculiar 
state of affairs, a demand for nearly all 
styles and types, straps, single and cross, 
sandals and colonials, no particular line 
running very much more in favor than 
any other among the spring styles. Grays 


and fawns, and satins are leading. There 
is also an increased demand for turns, 
which run about 65 per cent of the season’s 
sales to date. 


Straps Are Popular 


“Colonials are dead,” reports another 
shoe merchant, “we are selling only straps, 
sandals and cut-out styles.’ Another re- 
ported a demand for black looming large 
in the sales, black with black suede trim- 
mings being thuch favored. At another 
store colonials with French medallion 
buckles are selling in goodly numbers, 
this being to high-class trade. 

There is a sprinkling of red and green 
shoes, and white with trimmings of these 
colors appearing in the spring window dis- 
plays, although there has been no demand 
developed for King “Tut” sandals to any 
extent. That they will be shown in the 
stocks in the near future is assured. 

At Fyfe’s there is a noticeable demand at 
the present time for lower heels, which is 
in line with the prediction of another 
large store manager made a few weeks ago. 

At the Cantilever Boot Shop, Stuart J. 
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Rackham, manager, pointed out an old 
style revived that is selling particularly 
well at present. This is a turn oxford 
with glove kid quarter and patent leather 
vamp with high circular lines at the side, 
known among merchants many years ago 
as the “Florentine.” 


Men’s Black Oxfords Lead 


Black oxfords are the leading men’s 
style in most stores. Roy Pingree of F. C. 
Pingree Sons, manufacturers of men’s 
shoes, states that during the latter weeks 
of March there was an unprecedented de- 
mand for black calf oxfords with creased- 
to-toe vamps. The French square toe 
lasts are also a favored style in men’s ox- 
fords. 

Among the novelties appearigg on the 
streets at the present time in the larger 
cities, New York, Chicago and Detroit, is 
a mottled calf, clouded and streaked in 
many colors, among which are prominently 
shown blue, lavender, orange, brown, tan, 
green, gray, and many others. The 
leather has the appearance of a “‘tied-and- 
died”’ silk drapery and has all the silky 
feel of the finest silk. “Persian” calf is 
probably the most appropriate name for 
the new colored leather which is being in- 
troduced to fill a demand for novelties— 
and it is the latest. It may be that Nicho- 
las J. Schorn, vice-president and general 
manager of the Carl E. Schmidt & Co., 
tanneries, was inspired by the recent un- 
earthing of King Tutankhamen, but he, 
Nicholas J. Schorn, not Tutankhamen, is 
responsible for this newest wrinkle in shoe 
leather. 

It may not be generally known that this 
Detroit tannery turns out a very large 
number of calf skins in a finished state for 
the use of shoe manufacturers, the number 
running close to the million mark each 
year. 

The first chrome tanned calf skin in the 
world was produced in this tannery by Mr. 
Schmidt in 1878, the first tan chrome 
leather twenty years later and the first 
chrome tanned white leather in 1907. 


Bird’s Men’s Department 
Remodeled 


The men’s shoe department at S. L. 
Bird & Sons, W. S. Dowler, manager, 
has been newly decorated and renovated. 
This department has a department within 
a department that is worthy of mention. 
Two weeks ago, in the Detroit letter, the 
introduction of the ‘Continental Six,” 
a new line upon which volume business is 


‘ to be built, was mentioned. Six dollars is 


to be the popular price of these shoes, 
indefinitely. Other lines are handled at 
from $8 to $12, and the Edwin Clapp 
shoe enters at the top price of $14 and up. 

To give the customer for the better 
grade of shoe a feeling of exclusiveness and 
better service, a row of display cases have 
been lined up dividing a convenient 
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corner from the main floor, for the sale of 
the Edwin Clapp shoes. Here the chairs 
are arranged in the informal and cosy 
manner of a den. A Turkish rug gives 
further tone to the department. 


Alstyne Is Hanan’s Manager 


Howard Van Alstyne, formerly with 
R. H. Fyfe & Co., has assumed the man- 
agership of the Hanan & Son store, 40 
West Adams Avenue, taking the place of 
H. J. Temple, formerly acting manager, 
who has allied himself with the McBryde 
Boot Shop, Woodward Avenue. 


Attractive Lisle Hosiery 


At Carringtons, Inc., manager Frank J. 
Casey is pnthusiastic over a line of im- 
ported English lisle hose for both men and 
women. The lines for the latter run in 
price from $3 to $5 per pair and come in 
novelty designs, stripes, plaids and 
checks predominating. 


A Window Display Service 

Richard T. Kann, formerly display 
manager of R. H. Fyfe & Co., has organ- 
ized a complete window display service, 
headquarters at 4408 Dix Avenue. He is 
also handling a line of fixtures and display 
accessories suitable for use in shoe store 
windows. 


National Leather and Shoe 
Finders Convention June 4-7 


The Executive Committee of the Nat- 
tional Leather and Shoe Finders’ Asso- 
ciation met in Detroit late in February 
and formally ratified the tentative ar- 
rangement which had been made with the 
Statler Hotel management to hold the 
1923 Convention at that place on June 4, 
5,6 and 7. The choice of dates and hotel 
were made upon the recommendation 
and with the full approval of the Detroit 
members of the Association, most of whom 
attended the joint meeting with the Execu- 
tive Committee at which these matters 
were decided. 

The Executive Committee of the Na- 
tional Association at this time, individu- 
ally and collectively, stated emphatically 
that it was their aim and desire to make 
the Detroit Convention a business con- 
vention above everything else. 


Success of Convention Assured 

The Detroit members, up to this time, 
had been marking time, awaiting this 
ratification, awaiting the word to go. 
They, therefore, promptly organized as 
a Convention Committee, elected officers, 
and appointed committees, with the result 
that everybody is working hard and, take 
Mr. Knapp’s word for it,—‘““The success 
of the Convention is assured.” 

The Executive Committee has under 
consideration some exceedingly important 
matters that will mature in time for pre- 
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sentation at the Convention. The pres- 
ence of every member of the leather and 
findings business was never more impor- 
tant than it will be this year. 

If our members about this time are 
wondering what their wives are going to 
do at all of these “business sessions,” let 
it be stated that plans are being made to 
keep the ladies as busy as they will care 
to be. They will be well entertained, as 
before, or the Detroit Committee would 
not say, “the success of the Convention is 
assured.”” Detroit offers means of enter- 
tainment that not all cities can boast of, 
so bring the wives and daughters and 
make a holiday of it. 


Convention Commitlees 


The following are the various Commit- 
tees appointed for the handling of the 
Convention: 
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General Executive Committee: Leo 
Nathan, Chairman; Sam Atkins, Walter 
Wendt. 


Finance: Walter Wendt, Chairman and 
Treasurer; Edwin Nebel. 


Transportation: Philip M.C. Armstrong, 
Chairman; James D. Donald, Geo. De 
Thomas. 

Publicity: Walter Wendt, Chairman; 
C. W. Loose, Barney Nathan. 

Reservation and Registration: C. W. 
Loose, Chairman; Harry Hartz, Lyle 
Leslie. 

Entertainment: Sam Atkins, Chairman; 
Benj. D. Burdick, Jos. R. Wessel, Harry 
Hartz, W. H. Politzer. 

Ladies’ Reception: Mrs. Sam. Atkins, 
Mrs. Leo. Nathan, Mrs. Walter Wendt, 
and wives and daughters of all members. 





SAN FRANCISCO 


Midsummer Weather Boosts Trade 


In Rainbow Colors Shoes and Hosiery Sell Well—The Most 
Daring Season in Decades, Says Max E. Sommer 


IDSUMMER weather, which pre- 

vaiJed in the week preceding East- 
er, gave a great boost to the sale of light 
footwear. All the shoe stores were very 
busy, and the hosiery departments re- 
ceived their full share of patronage. The 
rainbow array of colors, displayed in 
dresses, hats, scarfs, and handkerchiefs, 
led even conservative women to buy some- 
thing a little more smart and dashing than 
usual in the footwear line for their Easter 
outfits. All the shoe stores featured their 
pretty, dainty, and unusual styles, the 
merely utilitarian footwear being put into 
the background. Vivid colors, as well as 
softer-hued combinations, were very gen- 
erally shown. 


Novel Patterns Popular 


Speaking of Easter styles, in San Fran- 
cisco, Max E. Sommer of Sommer & Kauf- 
man said: “This is the most daring shoe 
season in decades. Patterns are the most 
novel and versatile in many seasons, and 
the colors, actually selling, are as varie- 
gated as Easter eggs. Red kid, blue, green, 
mountain haze, yellow, as well as the more 
somber hues, such as field mouse, elephant 
gray, Sahara brown, sand, fawn, and so 
forth, are appealing to a wide clientele. 


Straps and Lower Heels 


“Front strap patterns and criss-cross 
strap patterns seem to be the designs most 
favored by shoppers here, with heels vary- 
ing from the low spring heel and boxwood, 
to the two-and-a-quarter French heel, but 
the greatest demand seems to be centered 
on the fourteen-eighth, Spanish Louis, and 
the Boxwood. 


Sport Styles Favorites 


“The sport is the popular motif in the 
informal type of footwear; suedes, buck, 
and nubuck, trimmed with calf and kid are 
very popular, and the Elk series, with rub- 
ber soles and heels, is a great hit.’’ 

A very heavy demand for sport shoes 
was reported by John E. Stuard, manager 
of the Joseph Magnin Company’s shoe de- 
partment. Dress shoes in both solid colors 
and combinations were good sellers. Pat- 
ent leathers were fairly active. 


Style, Beauty and Fascination 


R. E. Burney, buyer for Rosenthal’s, 
Inc., recently back from the East, said 
that this season, shoppers are buying 


. everything that appeals to them as being 


pretty and becoming, from goods that look 
like relics of King Tut, to shoes that re- 
call the rainbow. “Shoes, this season, 
have style, beauty, and fascination,”’ he 
declared enthusiastically. “A buyer is 
tempted to overbuy. We must stop some- 
where, for if we purchase every good buy, 
it’s ‘good-bye’ to us.” Asked if the fore- 
going joke was original, Mr. Burney said 
it not only was all of that, but had come 
to him when he was fighting the tempta- 
tion to plunge too extravagantly in the 
season’s new footwear. 


New Store Opens Attrac- 
tively 
The new branch of the Philadelphia 
Shoe Company, Mission and 22d Streets, 
had a successful opening on March 19. It 
is about as attractive a shoe store as one 
can find in the Bay region, and is being 
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greeted with very solid patronage by resi- 
dents of the Mission district. There were 
35 men on the floor on the opening day, 
and they were all kept busy. The store 
has a 28-foot front, and 50 feet from the 
entrance it widens to a width of 40 feet. 
There are two front windows, each 8 feet 
in width by 28 feet in depth, the wide 
entrance giving occasion forshow windows. 
French window-mirror effects and hand- 
some dark brown plush, embossed with 
gold, finish the interior of the windows. 


Only the main floor was completed for 
the opening, men’s, women’s, and chil- 
dren’s departments being on that floor. 
The basement was opened on Easter Mon- 
day. Workmen are putting the finishing 
touches to the rest of the building. H. My- 
ers is the manager of the Mission branch 
of the Philadelphia Shoe Company. 


A New Walk-Over Store 


It is planned to open the new Walk- 
Over store, on Market Street, between 
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Ellis and Powell, on April 20. Work is now 
being rushed in the building. The store on 
Post Street, near Grant Avenue, will be 
transferred to the new Market Street lo- 
cation. Harold B. Cornwell, general mana- 
ger for San Francisco and Oakland, for the 
Walk-Over, will have his headquarters at 
the new store, 850-854 Market Street. 
Part of the stock at the Post Street store 
is being transferred to 850-854 Market 
Street, and closing-out sales have been 
held of part of the stock. 


Sommer & Kaufman Re- 
modeling 


Sommer & Kaufman are about to begin 
alterations on the building at Market and 
Ellis Streets which they bought about a 
year ago. At the time of writing, the 
actual plans had not been definitely settled 
but Max E. Sommer said that several im- 
portant innovations were contemplated, 
including the putting in of a new store 
front. The capacity of the store will also 
be increased. 





DENVER 


Shoe Merchants Busy with Spring Trade 


Pre-Easter Sales of Footwear Reported Good by Denver Shoe 
Stores—Outlook Ahead Bright 


ENVER retail shoe merchants re- 
port that the pre-Easter sale of 
footwear, especially women’s footwear, 
was very good this year andsay that it was 
better than for the same period last spring. 
Business, for the first three months of 
1923, was much better than in 1922, ac- 
cording to Denver shoe store proprietors. 
Business in other lines in the Denver dis- 
trict is also good. Manufacturing is on 
the increase with industrial plants of all 
kinds in Colorado continuing to add to 
their forces. The farm crop outlook con- 
tinues bright and metal mining continues 
to move ahead in the state. This is all 
serving to place money into circulation 
and retail shoe merchants are getting their 
share of it. 


New Spring Styles Discussed 

Denver retail shoe stores are at the 
present time calling attention to their new 
spring stocks. Lewis & Son has been 
featuring the “Tosca” pump. It is being 
offered in several combinations, namely— 
black satin with black suede trimming, 
black kid with black suede trimming, pearl 
gray suede with gray kid trimming, black 
suede with patent trimming, all-over 
squirrel gray suede, all-over cinnamon 
suede, bronze kid and white kid. The 
“Tosca” is being sold by Lewis & Son for 
$12.50 a pair. 

During the past week the Broadhurst- 
Young Shoe Company featured the 
Colonial pump with welt sole and covered 


Cuban heel in three styles—tan. Russia 
calf with brown suede; patent with gray 
suede, and black calf with gray suede. 
$10 was the selling price. 

The May Company has been advertis- 
ing extensively the Agnes strap pump at 
$8.50 a pair. The pump is made with 
turned sole and Cuban covered heel, and 
both styles—patent leather and black kid 
leather—are popular here. 

At Weaver’s store, a women’s exclusive 
shoe establishment, were featured pumps in 
black and gray suede. The firm says that 
gray and black suede is very popular this 
spring. 


« 


103 


Two Colorado Stores Quit 


During the past week two Colorado re- 
tail shoe stores passed into history—one in 
Denver and the other in Loveland. The 
G. & G. Shoe Store, at 538 Sixteenth 
Street, Denver, closed its doors last Satur- 
day evening after a closing out sale of 
several weeks. The firm sold the Regal 
shoes. The building that has been occu- 
pied by the firm is to be torn down to 
make room for the new retail shoe estab- 
lishment of the Fontius Shoe Company. 
which will be erected this year. The Love- 
land store that has quit business is the 
John B. Adams Shoe Company, which has 
been operating in Loveland for over a 
year. 


Brief News Notes 


Fred G. Steinke, of the Broadhurst- 
Young Shoe Company, this city, has been 
serving on a jury in the West Side court 
here for the past several weeks. 

J. C. Caldwell, of the P. & W. Shoe 
Company, of Trinidad, Colo, was a recent 
business visitor in Chicago. 

Last week, merchants in Canon City, 
Colo, staged a spring style show. Among 
the retail shoe firms taking part were the 
following: Frey & Collins and the Hardy- 
Stuart Shoe Company. 

J. A. Bittle, of the P. J. Smith Shoe 
Company, was a recent business visitor in 
southern Colorado cities. 

At the annual convention of the Moun- 
tain States Retail Clothers’ Association in 
this city, the Joseph P. Dunn Shoe and 
Rubber Company and the Lawrence Pur- 
cell Shoe Company maintained attractive 
booths in the Brown Palace Hotel, where 
the convention was held. 

The Denver Post, each Sunday for the 
past two weeks, has maintained a “Shop 
With Me” page with one firm in each line 
of business represented by an advertise- 
ment in the way of a story illustrated by a 
line drawing. The shoe firm represented 
is the Johnston Shoe Company, of which 
Robert Johnston is the head. 





SALT LAKE CITY 


Business Is Good 


Grays and Beige in Ooze Leathers Are Leading—Men Buying 
Brown Oxfords—Indications Are That White Season 
Will Start Early—Other Notes 


ITHOUT a single exception local 

shoe merchants report a fine 
business. We may safely say that shoes 
are leaving the shelves faster now than 
they have in months. This is true of 
both men’s and women’s footwear. The 
improvement is, of course, largely due to 
the weather becoming more springlike 
than it was when our last two letters 
were written, but even now the storms 


referred to have not entirely ceased. 
What business will be like when every 
shopper is convinced that winter has 
passed may be left to the individual 
imagination. As it is, one shoe merchant 
told the Boot and Shoe Recorder corres- 
pondent his store has made a gain of 105 
per cent over recent turnover, and this 
firm, too, has never at any time been 
regarded in the down-and-out class. 
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“But don’t quote these figures,” said the 
gentleman when handing out the informa- 
tion. “Some may find it hard to believe 
them.” The next few days should see an 
even greater volume of business. Not 
only will we have the great Mormon or 
Latter-day Saint general conference upon 
us once more, bringing its thousands from 
every section of the mountain states, and 
from Mexico and Canada, but four or five 
business and agricultural conventions and 
a big live stock show will be held at the 
same time. Of course, as was pointed out 
in these columns a year ago, the country 
folk do not spend so much money in their 
metropolis as they once did. Every little 
town in this vast New West of ours has 
its exclusive stores prominent among 
which are those selling footwear. Never- 
theless a lot of good business is bound to 
result from the gatherings referred to, 
for there are and always will be those 
who like to take home something smart 
from the “Big City.” 

One cannot help feeling as he makes a 
round of the local stores that a shoe 
merchant can possibly spend too much 
time and thought on the study of styles, 
especially those catering to the women’s 
high class trade exclusively. Some of the 
stores in this city seem to be following the 
newspapers in the matter of offering some- 
thing new. A real newspaper is always 
offering you something “different”? and 
so are the leading women’s stores here 
today. Some of the successful 
among them have a freshness and newness 
in the matter of styles that is delightful. 
Women will go into them as they would 
enter an exhibition—to feast on the works 
of art, and how can they resist buying 
something when they bave the money! 
But close observation of those stores that 
are doing so well with women’s smart shoes 
leads one to think style is not all the 
secret of their success. A great deal of 
it is due to elegant fittings and fixtures 
and artistic arrangement. 

Ask any vendor of women’s high grade 
shoes in this city what is selling best now 
and he will tell you gray and beige in 
ooze leathers, oxfords or straps, particu- 
larly straps, and almost any kind of heel 
for street wear. This does not, of course, 
mean that no other shoes are selling, for 
in these days shoe merchandising is 
almost like handling millinery, but it 
does seem, however, that just now one 
may safely speak of this or that being in 
the lead. How long this condition will 
remain no one knows. There are several 
predictions. ‘Cut-out oxfords and sandal 
effects generally are good sellers, black 
satins are good for dress wear, small 
tongues are selling fairly well and white 
kids are moving fast. Many think we 
shall have a big white season and that it 
will start early. Of course, the whites 
selling now are for weddings and other 
special functions, though no doubt not a 
few purchasers are intending to wear 


most 
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them in the summer. Last year some of 
the women could not get what they 
wanted in this line and are probably 
thinking it better to be on the safe side. 
There is no doubt sandals will prove a 
winner as the weather grows warmer. 





Men Buying Brown Oxfords 


Men are buying brown oxfords with a 
decided leaning to dark brown. Square 
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toes are preferred and the better grades 
are selling best. Business is excellent 
compared with what it has been. 


Christensen Opens Store 


The Christensen Boot Shop people 
announce the opening of a new store in 
the residential district, 9th East and Third 
South, to be exact. Their store on East 
Broadway was closed recently. 





DES MOINES 


Easter Business Good 


Cool Weather, However, Interferes with Large Volume of 
Business 


HE stores throughout the city report 
an excellent business Easter especially 
on the warm spring days. So far, however, 
we have had acold and unseasonable weath- 
er and there has been a noticeable ten- 
dency on the part of shoppers to postpone 
their buying until warmer weather sets in. 
The first of a series of sectional meetings 
to increase the membership of the Iowa 
State Retailers’ Association is being held 
April 10 in Ames. It is the purpose of the 
sectional meetings to get the shoe mer- 
chants within a radius of 40 miles to attend 
these conventions and explain to them the 
benefits to be derived from membership in 
the Iowa State Retailers’ Association. 
The merchants are urged to bring as many 
of their clerks as possible, as the subjects 
that are discussed are of real value to all 
men interested in the shoe business. Mr. 
T. Frank Jaques, president of the Iowa 
State Retailers’ Association, and Mr. Harry 
Jacobsen, vice-president of the I. S. R. A. 
will attend from Des Moines. Mr. Fred 
Hardy of Winterset and Mr. Ira L. Welch 
of Griswold are the other officers of the 
I. S. R. A. who will be in attendance at the 
Ames meeting; the former will give a talk 
on “The Value of Attending State Con- 
ventions.” 

Harry Jacobson will talk on ‘“Men’s 
Styles in Shoes” and W. H. Germes will 
speak on “Sudden Changes of Styles in 
Shoes.” 


Subway Shoe Company to 
Quit Business 


The Subway Shoe Company located at 
5th and Locust Streets, are now closing 


out their stock of men’s, women’s and 
children’s shoes preparatory to quitting 
business. This shoe company has been in 
business for many years in Des Moines. 
They were formerly located in their Sub- 
way Store in the Clapp Block at 5th and 
Walnut. 


Walk-Over Manager on Buy- 
ing Trip 

Mr. George F. Breck, local manager 
and proprietor of the Walk-Over Shoe 
Company left for Kansas City this week. 
He, with his three brothers, all owners of 
Walk-Over shoe stores in Muskegee, Okla., 
St. Joseph, Mo. and Omaha, Nebr., respec- 
tively,and several branch managers of their 
stores are conferring with representatives 
of the Walk-Over Company in regard to 
styles, advertising campaigns and buying. 

Mr. George Breck of Des Moines said, 
“We did a splendid Easter business this 
year, even though the weather was not 


: quite as good as it might be, We have had 


only a very few warm days throughout 
this whole spring so far. Our mail order 
business has been very good this season. 
Our strongest number in women’s footwear 
has been sport oxfords in two tones. Satin 
pumps have been selling extremely well 
and we have also done a good volume of 
business in fancy buckles, especially 
brilliants. We have done a good business 
in gray suedes. A rather unusual turn here 
and something that was entirely unex- 
pected has been the very strong demand 
for brown leather and suede pumps which 
was unlooked for and which has therefore 
been hard to satisfy.” 





‘LOS ANGELES 


New Baker Store Opened 


Reflector Ceiling Lights an Unusual Feature 


HAT is easily one of the most at- 
tractive shoe stores in the entire 
West was opened to the public on March 
19, when the C. H. Baker Company in- 


vaded the exclusive Seventh Street shop- 
ping district. Each of the C. H. Baker 
shoe stores, in accordance with the policies 
of the company, must be an improvement 
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over the last.one and this policy is followed 
out in this newest link in the chain of 11. 
While there is no suggestion of elaborate 
effects or lavish display, the general effect 
of the store is one of great beauty and com- 
fort. Many admiring comments were 
expressed by the throngs which came to 
view the store and a large volume of busi- 
ness was done on the opening day. 

The entrance is one of exceptional beau- 
ty, with a width of 35 feet, including the 
display windows. In the center of the en- 
trance is a built-in display window, and 
one enters the store by passing around 
this central window on either side. This 
gives a maximum amount of display space, 
which is utilized very effectively in the 
trims. The flooring of these windows is 
of golden oak, with a background of flemish 
oak, and the lighting arrangement is 
worthy of special mention. Cole reflectors 
in the ceiling sbed rays of light which leave 
no shadow and is as softly brilliant as day- 
light. The lighting of the store is effected 
by means of huge chandeliers. 

The store has a depth of 130 feet, and 
a row of display cases running down the 
center of the building is an added attrac- 
tion. The woodwork and furniture are of 
flemish oak, and the shelving is low enough 
to permit easy access ot the stock without 
the use of ladders. Elevators lead to the 
mezzanine, where the misses’ and children’s 
department is to be found. This is a very 
important department and is given con- 
siderable space. 

The first C. H. Baker shoe store was 
opened on Spring Street 25 years ago. At 
that time the volume of business was 
about $30,000. Today the eleven stores, 
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four in Los Angeles, three in-San Fran- 
cisco, three in Portland, and one in De- 
troit, do about $4,000,000 worth of busi- 
ness. The company is incorporated for 
$1,000,000, with C. H. Baker, founder, as 
president, R. A. Baker, vice-president, and 
K. S. McLennan secretary and treasurer. 
The policy of the company has always 


been progressive and they attribute their 5 


success to service and store environment, 
quite as much as value in merchandise, 
believing that personal contact is the great- 
est element in building up and maintaining 
the goodwill of the public. Every pros- 
pective customer is made welcome and a 
spirit of willing service pervades all de- 
partments. 

There have recently been added seven 
hosiery departments, to as many different 
stores, and it is expected within a short 
time to build up a half-million dollar vol- 
ume on hosiery, as this is proving one of 
their most valuable departments. 

The same general policy governs each of 
the 11 stores, the headquarters being the 
store at 6th and Broadway, Los Angeles. 
Mr. C. H. Baker personally superintends 
the buying of the immense stocks neces- 
sary. 
The C. H. Baker Company are making 
large investments in Los Angeles, in the 
way of building stores and taking long 
term leases. They recently acquired a 
lease on their Broadway store for 35 years 
and the one on Seventh Street for 25 years. 
They are continually making improve- 
ments in the various stores and during the 
last 12 months have remodeled the fronts 
of two of their Los Angeles stores at con- 
siderable cost. 





LOUISVILLE 


Easter Trade Was Excellent 


Retail Shoe Merchants Optimistic as to Conditions for a 
Good Business Season 


OUISVILLE shoe merchants did a 
“grand and glorious” Easter busi- 
ness, and as a result of a good March 
business, as well as a very fair business 
since the first of the year, it can be said 
that the local shoe trade is feeling happy 
over the situation. General conditions are 
excellent and the outlook is for good 
business through the season. Indications 
are that regular lines will continue moving 
quite well up to the opening of white shoes. 
Trade since Easter show conclusively 
that there is plenty of business left, 
despite the big Easter sales. 


All Women’s Styles Sell 


In women’s shoes, there is a demand for 
everything. Some houses report slow 
selling on Colonials, while others report 
good business. Other houses report that 
«ne straps are not so big, or that cut-out 


effects are not so good, and other houses 
are getting a big run on such styles. Black 
satin has been a big seller in one strap, 
both with Louis, Cuban and low sport 
heels. Tan and gray suede has been good. 
Patent leather oxfords have been very 
fair. Combinations of patent and suede 
have sold well. As a matter of fact, there 
has been nothing in the way of a stand- 
ardized demand, but black satin and solid 
color suede have been getting a very good 
demand. 


Colored Kid Sandals at $16.50 


Several of the local retail houses are now 
showing the new lines of one strap colored 
kid sandals, in such colors asred, green and 
blue, also purple, and others have stock 
ordered which will include combinations 
of these colors. White edged in a light 
tan is expected to be a good seller. One 
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house has ordered a quantity of solid 
white, figuring that they will sell in the 
white season even if they don’t take well 
right now. Some merchants are unde- 
cided about the reds, greens, blues, pur- 
ples, and even the edged stuff, but believe 
the edged stock will move all right. Byck 
Brothers are pricing such shoes at $16.50, 
but will have lower-priced stock in later 
on. Other houses are figuring on some 
stock of this character to sell at around 
$12 to $15. 
Modified Brogues for Men 

In men’s shoes modified brogues are 
getting a good call, both tan and black 
doing nicely. Several houses are showing 
patent, but not getting many calls. Tip- 
ress shoes with creased vamps are being 
shown in both men’s and women’s and are 
taking fairly well, although men for some 
reason do not care greatly for soft toed 
shoes without tips. 

In men’s shoes there are more black 
being sold than formerly, and quite a 
number of houses are showing patent, 
which is coming just a little better. Creased 
vamp models have not set the world on 
fire so far. 


Athletic Shoes Selling 


There has been a very fair demand for 
athletic shoes, including baseball and golf 
shoes. Golf promises to have an unusually 
big year, and a number of houses are show- 
ing high grade golf shoes, especially those 
equipped with crepe rubber soles which 
are at least getting a “try out’’ by the 
goers. 


New Shoe Department 


Another Fourth Avenue shoe depart- 
ment has been opened, this one being in 
the Bon Ton Cloak & Suit Shop, corner 
of Fourth and Liberty Streets. The shop 
is in one of the rapidly growing stores of 
Louisville, and has a very excellent loca- 
tion. The company has recently more 
than tripled its floor space and enlarged 
several departments. Some months ago, 
the company bought the lease of the Regal 
Shoe Co., at the time that company de- 
cided to withdraw from Louisville. 


Aiding Humanitarian Work 


A number of leading retail shoe mer- 
chants have arranged to give the use of 
their windows for one week starting April 
1, for displays to aid in the Near East Re- 
lief Work. Besten & Lengen, Walk-Over 
Shoe Shop, Rodes Rapier Co., Stewart 
Dry Goods Co., Crutcher & Starks, John 
C. Lewis Co., and H. P. Selman & Co., 
will assist in the work. 

The Market Street Merchants’ Asso- 
ciation has also arranged for a ‘‘Made in 
Louisville” display of merchandise for one 
week in May, when it will donate the use 
of its windows for exhibits of such mer- 
chandise. 
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WELTS IN STOCK 


Egyptian Sandal 
at $3.25 


(18 PAIR or CASE LOTS) 


No. 413—All Patent “Tut” Sandal, 

RE SPEEA SARL LEO EL RSE LEE 

No. 414—Same in Patent with Grey Collar............ 3.25 

No. 415—Smoked Elk “Tut” with Russia Calf ar 
3 


8-8 Rubber 
$3.25 


No. 416—White Elk “Tut” with Patent Leather 
i i et aR 3.50 


We have a patent leather Welt Oxford on same last at 
$2.85. Also a One-Strap at $2.90. 
Terms 5% -—Thirly days 


STERN BROS. SHOE CO. 
40-42 LINCOLN ST., BOSTON, MASS. 
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TriTo-alk 


Trade Mark Reg. 


In-Between Profits 


In-between creeping and walking, come ““Tri-To-Walk” 
shoes—soft as velvet, just stiff enough to support 
with a little arch for little feet. A big selling argument 
—a sure profit. 


Blucher Boot 


of First 008.60 
Quality Elk, on 
in All Popular — 

Shades. 

Pearl Chrome 
Sole. Terms 
Guaranteed 2% 10 
. 30 net. 
not to rip. 





Send for catalog of In Stock—Soft Soles, “*Tri-To-Walk” 
and Hard Soles 


LITTLE WITCH SHOE CO. 
(With which is lidated S Soft Sole Shoe Co.) 
144 WASHINGTON ST., SALEM, MASS. 
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ON OCEAN FRONT FIREPROOF 


The Breakers 


Atlantic City, N. J. 
American and European plans. 


Comfortable, airy bedrooms. Luxurious lobbies 
with spacious verandas and sun parlors overlook- 
ing the ocean. Hot and cold running sea water in 
all baths. Ideal for those seeking either rest or 
recreation. Afternoon musicales and teas, with 


evening concert feature. Dancing. 
New Golf Club Privileges Fireproof Garage 


JOEL HILLMAN, Proprietor 


| 
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mentioning 
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| High Grade Wooden Sole 






GILLIAM; 
NEVERSLIPS 


Will absolutely prevent slipping of 
Oxfords and Pumps at the heel. 2 
No other Neverslip is so easily 
adjusted. Simply moisten the 
gummed surface on the back and 
it adjusts itself. 

Colors are Black, Brown and White. 
Price $1.75 per dozen pair. $19.20 
per gross pair. 

If your jobber can’t supply you 
write us for a sample assortment of 

ree dozen. 


THE H. L. HYMES CO. 





Sole Owners and Manufacturers 
52 West 15th Street New York City 
a8 S==) 








Boots and Shoes 


Full Oil Grain 
Waterproof Leather, 
Sole Leather 
Counters. High-cut 
Buckle Shoes $2.25 
High-cut Boots $4.25 
Riemer’s Steel 

Rims for Sole 


A. H. RIEMER SHOE CO. 
MILWAUKEE, WIS., U.S.A. 

























the publication in replies to advertisements. 











April 14, 1923 








No. B816 $3.75 


\/ 





leather lined, 14-8 Louis heel. Widths B to 


““Vera’ 


heel. Widths Bto D. Code “‘Helen’ 


Bto D. Code “Clover’’. 


t 47 imitation turn, 15-8 Full Louis Heel. 
Ato D. Code “Sylvia” 
May | Delivery 





B805—White Satin Btocade ‘One Po b. Pump. 
>. be 


B800— White Satin One Strap, leather lined, 14-8 Louis 
ot .. $3.15 


B786—Black Satin Wide One Strap, 9-8 tes heel, 
rhinestone button, genuine turn, leather lined. Widths 
3.10 Satin and Canvas, from stock, which will make more money for 
B776—As above, except imitation turn. Code “Edna.” 
$2. 


B859 — Black Satin One Strap, suede collar and cut out 
Width 
$3.85 
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No. B774 $2.85 














No. B859 $3.15 
May 1 Delivery 
IN STOCK IN STYLE 
Fabric Footwear Specialists 

DESCRIPTIONS This is the Day of the Specialist. The Hannahsons Shoe Co. is a 
B774—Black Satin One Strap, brocade quarter, 9-8 specialist in the manufacture of Fashionable Fabric Footwear. 
heel, leather lined, imitation turn. Widths B to ID. =~ 2 ‘ P 2 
Code “Conny”..... $2.85 Equipped with twelve successful years of experience in making 
B582—White C Patent.T d One S 0 ‘ , . ; : : 
button, imitation turn, 9- Sheel. Widths B to D. Code fabric shoes—three big factories with a capacity of 10,000 pairs 
“Enid” $1.85 : — 
mndh— Black hedie Gee Biren, ette covilllll knatiie. a day, a wood heel factory, a box factory and complete printing 
brocad t t 16-8 full Le heel. . ° . ° . 
Widths A'to D. Code “Romona” ss ne on 93°95 plant, the Hannahsons Shoe Co. is making and distributing 
ee ee aa oe Guntes, aoe better shoes at lower prices. 


$3.25 
wear manufacturer. 


you than any line of women’ 








Send for the new April issue of 
HANNAHSONS NEWS— just out 


in Sook Bl PNNINPAUG RSX) 





Tho Sect end Shoe Receador will appreciate your mentioning the publication fm suplies 06. advertionsents. 


Specialization has made Hannahsons the leading fabric foot- 
Right now you can buy Hannahsons up-to-the-minute styles in 
HANNAHSONS SHOE CO. 


HAVERHILL, MASS. 


Manufacturers 
























No. B805 $3.25 





No. B786 $3.10 


s shoes in your store. 


N 
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“DRIVER” 
h burs, Rowe 


sted poke of extra, quailty 
ede in white of brown duck 
bide tricoming, doubhe f 
pened fabric 


wicket e¢petets. 
features ae 46 
Witt appeal te 

Made with ventilating €7 

“Tees” Insole 
‘ apr the cast 

Wiuthe 

e uF 

: MF 


Womens 


“ALL-SPORT- 


Companion shoe to Wag 


VERY shoe retailer 

in America has been 
mailed the new Keds cat- 
alog for 1923. If you have 
not received your copy, 
write the wholesale dis- 
tributor or United States 
Rubber Company branch 
from which you buy Keds. 
This summer is going to 
be the greatest of Keds 
years. The Keds maga- 
zine and newspaper adver- 
tising will create a larger 
demand for Keds. Prepare 
for the first warm weather 
now by placing an order 
for Keds. 











April 14, 1923 


BOOT AND SHOE RECORDER 


Now Is Buying Time for Basket Ball Shoes 


The Golf and Tennis Season Is Now On—Retail Shoe Merchants 
Are Selling Many Sport Shoes with Soles of All Rubber 
and of Rubber in Various Proportions 


on in full force (or will be soon) 
and retail shoe stores are display- 
ing and selling some very snappy numbers 
in shoes with crepe rubber soles, and with 
fibre soles. There are rubber sole special- 
ties in large number and of attractive 
appearance and approved success. The 
retail merchant can certainly find a wide 
range of styles to offer to his customers. 
But now that we are about to enter 
the summer season, when outdoor games 
are the most alluring, the retail shoe 
merchant must not forget that after the 
warm weather, come the cold and dis- 
agreeable days of the winter, when indoor 
games are the order of the day. 


i ie golf and tennis season is now 


A Shoe in Universal Demand 


Basket ball is one of the most attractive 
of winter indoor sports. It is a sport 
which each year is becoming more and 
more popular. Even the children in the 
grammar schools of the smallest country 
town have their basket ball teams. And 
there is scarcely a high school in any 
village the country over which does not 
boast of an up-to-date basket ball team 
the members of which want a special shoe 
just as much as do the members of the 
big city or professional teams. Mothers 
and fathers have become so accustomed 
now to buying footwear for their children 
to suit the particular occasion that a pair 
of basket ball shoes, which once upon a 
time were considered a “‘fad’”’ or a luxury 
for John or Sue, are now included as a 
matter of course in the school footwear 
wardrobe, because if John or Sue does 
not have basket ball shoes, the boy or 
girl across the way has them. All mer- 
chants know the psychology of this argu- 
ment. 

Sport “‘Staples’’ Good Bets 


The shoe stores which have these shoes 
on display and in stock when the cool days 
arrive are the ones which are the most 
likely to get the business. The country 
town shoe merchant should remember 
that his store, even though smaller than 
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that of his city neighbor, should be just 
as up-to-date as to kinds of stock carried 
as that of his city brother. It is true, 
he should not carry such a large stock, 
but it is always safe for him to carry 
sport staples, for in this classification 
should be listed basket ball shoes—and 
just as surely as there is a high school 
and high school children in a town, will 
the retail shoe merchant find a ready sale 
for basket ball shoes. 


A High Grade Composition 
Sole 


We have at various times “talked’’ in 
this rubber letter about the all rubber, 
or crepe rubber sole; we have treated to 
some extent fibre soles—or soles with 
some rubber therein. In this letter, we 
are going to mention a sole which contains 
the minimum percentage of pure rubber— 
or only enough to render it resilient and 
waterproof. We refer to the Larkide sole. 
This sole takes the first part of its name 
from the name of the man who invented 
it—namely Frederic V. Larkin, the 
President of the Larkide Co., with factory 
at Cambridge, Mass., and Boston office 
at 201 Devonshire Street. The sole takes 
the last part of its name from the fact 
that it appears and can be attached to the 
shoe just the same as a leather sole, with 
a smooth surface, which renders it non- 
slippable. It is a “smart’”’ appearing sole 
and is used for sport or business, or dress. 
It is a non-heating sole, its largest in- 
gredient being pure cotton fibre; it is 
firm-treading, comfortable, durable and 
flexible. As it is a waterproof sole, it is 
much used for yachting purposes. 


Larkide Sole Invented in Borneo 


These soles have been on the market 
for over two years, although Mr. Larkin 
has been working on this idea since 1912— 
and perfected it way back in the days 
when he was with the Malaysian Rubber 
Company at Sarawak, Borneo, East 
Indies. The Larkide Company was 
formed in February, 1921. Mr. Larkin 
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has experimented practically all of his 
life with rubber products and has made 
the rubber business and its products a 
very interesting study to all of those who 
may wish to hear him tell or write about 
rubber cultivation and various rubber 
processes. 

Said he recently, ““What is new today 
in the rubber business is old tomorrow. 
Processes which we thought were the acme 
of perfection five years ago are today 
thrown into the discard. It is really the 
automobile which has developed the 
rubber industry—and perhaps we might 
say that the war gave added impetus to 
scientific research in the rubber field. 


Rubber Situation Today 


“‘We here in the United States consume 
the greatest amount of rubber in the world 
and the price is going up all the time, on 
account of the fact that the British Gov- 
ernment puts a big tax on same, curtails 
production and keeps the costs up. In 
the old days, there were a great many 
small plantations, but now these smaller 
plantations are selling out to the larger 
ones and the larger ones are dominating 
the Far Eastern markets, and not only 
these, but the London and New York 
markets. The four great rubber markets 
of the world are: Colombo, Singapore, 
New York and London.” 


How Ribbed Smoked Sheet Is Made 


Ribbed smoked sheet is one of the high- 
est grades of rubber obtainable and it is 
ribbed smoked sheet that is used in the 
Larkide sole. Mr. Larkin explained that 
ribbed smoked sheet is obtained by smok- 
ing the coagulated latex in a “go down” 
or smoke house, much the same as a ham 
is smoked. He stated that from six to 
seven o’clock in the morning, the latex 
flows from the trees the most rapidly and 
it is then that the natives gather same. 
When they have collected a sufficient 
amount, it is coagulated with certain 
acids as it lies there; it is then beaten 
into sheet form; taken into the smoke 

(Continued on page 113) 
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A typical situation when March and April unite for wind and rain, and rubber sandals are the order of the day 
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LIN STOCK GREATEST TURN VALUES 
IN THE COUNTRY & & & 

Let Us Prove This Statement 

£ \. A Sample Order Will Convince You 
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— 
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OvVR reputation 


for making de- 
No. 5—Code “Raven” 
pendable footwear 1s Block sotin V ara :— 
Cut outs each side, 14-8 Spanish Hea 


No. 936—Code “Bunting” 


AA-C Price 


being maintained. 


We have anorganiza- 
tion at Lewiston, ex- 
perienced in making 








No oe “Do . 
ea ry Te shoes that fit and wear. 


ite. 943 ome shoe to 939 in patent . 933—Code “Chicadee”™ 


eather with grey ck Collar and 
a ap. Widths B,C + Price. . $3.50 Satin Vamp and Quarter, Black 


— — = 


Every order entrusted 
to our care will be 
promptly and proper- 
ly filled. 


No. 940 Code onder. On 
Leather Sanda wo ° ; 
po = on Quart or Five Small Cutout ute No. 934—Code “Eagle 
in Vamp, 8-8 Flapper Heel. Widths Black Satin Vamp and Quarter with 
AA-( Price $4.00 Patent Strap an Collar. 16-8 Full 
t 


TERMS: Louis “Heel. Widths 
2% 10 Days, Net 30 Days 


PRICE CHANGES: 


Prices Are Subject to Change 
Without Notice 


No. 932 Cote “How wk" aad ee wi ay Twe Buwse 
Pate at “Isabelle, Vamp, Gray Bu Strap, Nine 
Quar' rte Nin o Coteum, — mond — on _- 1 ane, th Satin 

tent our rows out on underla n. 
Seite ate on vena, 14-8 Cuban Full Louis heel. Widths A S 
Heel. Widths A, B,C. Price. . .$4.00 Price 


ELLIS, EDDY CO. Shoemakers LEWISTON, MAINE 
LEER ERE ERE ERE ER EERE REAR AEA EERE ERE 


The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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Comparative Leather and Hide Prices 
Upper Leather (Price Per Foot) 


Pre-War 

35 $1.40 
1.40 
1.30 


el ea ol sl do 
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eens 
webbseh zeassses 


Sekozkes & 


ee 


Be: bhbue vennhy 


_ 
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£ 
ae: BRRSSERRSKES RS 
aaseiakeuniaal 


: SbbRESS keebREE 
Secshess keskesuas 


1.40 


Sole Leather (Price Per Pound 


$0.32 @$0.33 $0.56 5 ° ee: 
oo @ . -92 -95 . . 
. . -98@ 1.05 -60 ’ 
ee ¢ 1.15@ 1.25 -70 ¢ 


Raw Hides and Skins (Price Per Pound) 


~ 
3 
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sass 
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Light native cows, for ss u 
Branded cows, for light sole 
No. | buffs, for heavy w 

a > 1 | Chicago meen 





Native steers, as used in sole leather, 
harness, etc. 


Heavy Texas steers, for sole leather 
leather. . 


(1913 Av.) 
a BE 
. 62 
50 
50 
1. $246 
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Leather Trade Continues Good 


Prices Are Steady and Tanners Are 


HE general activity in industrial 

conditions is not without its bene- 

ficial effects on the leather business. 
While trade is somewhat spotty still, the 
aggregate of business is larger. Buying 
conditions, particularly in upper leather, 
are different than formerly in that the 
demand is largely for immediate needs. 
Some leather plants are kept very busy 
shipping on back orders, and even if pres- 
ent sales are small, the monthly business 
is large enough to be quite satisfactory. 
There is, in fact, a better feeling and 
tanners are making some profit, which, if 
not large, is in pleasing contrast to the 
great deficits which were accumulating 
last year and the year before. 

So far as leather is concerned, the mat- 
ter of concessions is not considered, for 
tanners today would rather forego sales 
which would not show a profit. A feature 
of the business seems to be caution, which 
is a direct result of the sad experiences of 
two years ago, and neither tanners or shoe 
manufacturers are inclined to carry stock 
a great while. Both are anxious for quick 
turnover with a modest profit if necessary. 
There appears to be a greater degree of 


conservatism among tanners and large - 


users of leather than was formerly ob- 


Making No Concessions 


served when contracts were placed for 
far-off delivery. 


Sole Leather Active 


In the sole leather market there is no 
essential change in price, and while new 
business is quiet, sole cutters and shoe 
manufacturers are buying considerable 
quantities as they need the leather. Some 
of the larger concerns are making regular 
deliveries on orders placed some time ago. 
Heavy green hide in oak and union tan- 
nages is quoted as high as 34c, and medium 
30c to 3lc per pound. Heavy packer 
steer union backs, tannery run, are quoted 
at from 54c to 55c; cow backs 49c to 50c 
per pound. There is some improvement 
noted in the demand for chrome sole. 
This is bringing around 20c to 24c per 
foot, and the 8 to 10 iron dry and green 
hide sides are quoted at 40c to 42c. Both 
backs and bends are in fair request at un- 


changed prices. 
Upper Leather Market Quiet 


The upper leather situation is quieter, 
inasmuch as manufacturers are cleaning 
up their spring orders of shoes. There is 
a healthy tone to the upper leather de- 
mand, however, with a fair trading in calf 


leather. Prices of calf are still firm, with 
the top grades of standard tannages in 
colors bringing 48c per foot. The first 
three selections of calf are quoted at 45c, 
40c and 35c per foot. Lighter weights 
and medium grades range from 25c to 35c. 
Blacks are quoted at 2c to 3c lower per 
foot and even 5c on the cheaper tannages. 
The call for suede is not what it was a 
few weeks ago, but is expected to pick 
up from now on. The top selections of 
colored suede are quoted at from 50c to 
60c; medium and cheaper grades ranging 
from 30c to 45c. The new diamond suede 
is meeting with considerable interest. 


Some Grades of Side ‘Upper in Good Call 


Side leathers are wanted, according to 
the class of shoes on which the business is 
active. For example, there is still a good 
call for white and gray buck, prices rang- 
ing from 30c to 44c. This is mostly for 
the novelty shoes which are in demand 
for women’s wear. Shoe manufacturers 
who use heavy grades for working men’s 
shoes are taking fair quantities. Some of 
them are busier than others, although the 
heavy shoe business is on a fairly good 
basis today. Good selections of veal, kip, 
waterproof chrome grain and elk range . 
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Specialize—— 
then concentrate! 


Just imagine for a moment that you are going to have a 
pair of shoes made for your own wear. Would you go co 
some manufacturer who makes the entire line from Grandma 
to Wee Willie, or would you send your specifications to some 
manufacturer whose specialty is men’s shoes? You would 
go to the specialist. 


Why not apply the same line of reasoning to your store? 
Men will know that they are getting a becter buy if you 
tell them that your Men’s line is a line of specialists. That's 
what our line is, a specialty line of popular-priced Goodyear 
Welts for men and (as they are simply younger men) Boys. 


Specialize, then concentrate,—and let your Men’s and 
Boys’ specialty be the line “made every part Solid Leather.” 


12-pair is our smallest unit of manufacture. 


MADE everypart SOLID LEATHER 


COMPANY 4 


Specialty Manufacturers of 


MEN’S AND BOYS’ 
GOODYEAR WELT DRESS SHOES 


POPULARLY PRICED 


: 
; 


Nashville, Tennessee 


Our salesman will call without obligation on your 
part. Write or wire. 


eee SLUM LM MLM Min enniiniiiienmiiiiiel iii enti tii 


HOU OOOO 


New “RUNAWAY” Last 


No. 65 RUNAWAY, Last, Gun 

Metal Calf, fitted 2 plus 2 white 

with white zigzag center. Flat 

eyelets. Leather lined quarters, 

leather heel pad. Widths B, C, D. Price 
$3.50 less 4% 20 days. Can also be had in 
Patent leather, Hazel brown calf, Spanish 
red calf and mahogany calf with colored 
stitching desired. Or fitted to match. The 
mext open date of delivery for orders booked 
immediately May Ist. At once orders shipped 
by express as freight. 
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from 18c to 32c according to tannage and 
selection. The choice selections of full 
grain chrome colored sides are quoted up 
to 28c and 30c per foot. 


Better Demand for Patent 


There is an improved call for patent 
leather. The japanning and finishing 
plants are much easier since the better 
weather of the past ten days. Prices are 
virtually unchanged. The top selections 
of patent sides bring from 45c to 48c, and 
the best grades of patent kip 50c. Choice 
selections of patent kid are quoted at from 
60c to 70c and are in fair demand. Me- 
dium grades are quoted at 45c to 60c. 
Patent colt ranges from 55c to 60c for the 
top grades. The demand for patent leath- 
er is reported better in the East than in the 
West. 

Kid Business Improves 


Tanners of glazed kid report an im- 
proved business on medium and lower 
grades. There has been considerable kid 
sold at below replacement values in view 
of the difficulty of securing raw stock at 
prices commensurate to this market. The 
choicest skins are held at 90c to $1.00, and 
cheaper grades range downward according 
to quality. The lowest grades of kid 
bring anywhere from 6c to 20c per foot. 





Late Louisville Notes 


Storm Damages Glass Win- 
dows 


Louisville stores and stores in many 
cities of the State suffered severe plate 
glass damage, as well as damage to window 
display stocks in March winds. On March 
11, storms at Louisville wrecked a large 
number of windows, the house of Feltman 
& Curmie, at Fourth and Liberty Streets, 
having been the largest sufferers. 


Vogel Brothers Improving 
Product 


The Vogel Brothers Shoe Mfg. Co., 
manufacturers of women’s shoes, has ma- 
terially improved the quality of the shoes 
it manufactures. For the past six months 
the company has been producing welts as 
well as McKays. There are no turns made 
in Louisville, which boasts of three wom- 
en’s shoe factories. 


An Added Service to Cus- 
tomers 

Goldstein & Moseson, at Eleventh and 
Markets Streets, some blocks from the 
active retail district, are doing some special 
advertising, featuring the fact that this 
store has installed special service in the 
matter of sending out merchandise, to 
either the home or the office, thus en- 
abling the busy man to select his footwear, 
without taking the necessary time to go 
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to' the store. To responsible persons and 
those knowing their sizes, the company 
sends an assortment of footwear, making 
a second call for the merchandise not de- 
sired. 


A Style Show 


Several of the retail merchants took part 
in a four-day fashion review in connection 
with the Keith Theatre, March 21 to 24, 
showing complete outfits. Among these 
houses were the Louis Appel Co., Aron- 
son’s, Bon Ton Cloak & Suit Co., Abe C. 
Levi Co., Levy Brothers, J. Bacon & Sons, 
John C. Lewis Co., and Husch Brothers. 
Five of these houses handle shoes. There 
has not been a regular style show in Louis- 
ville this year, and the Market Street 
houses and popular priced houses have 
been anxious to diaplay their merchandise. 


Richard Stevens Is Dead 


Richard P. Stevens, of Stevens Brothers, 
43 years of age, died at his home 519 
West Hill street, on March 20. Mr. 
Stevens had been active in the manage- 
ment of a first class shoe repairing house 
at 305 West Broadway, and is reported to 
have been in the shoe manufacturing 
business some years ago. 


For Advertising Louisville, 
$50,000 


The Merchants & Manufacturers Asso- 
ciation, Louisville, is raising its annual 
fund of $50,000 for advertising Louisville 
in the South, through the sectional trade 
papers, newspapers, direct advertising, 
billboards, etc. 


Shoes at a Cent a Pair 


Shoes at a cent a pair may seem im- 
possible, but a local benefactor of the 
poor, who operates a store near the public 
market, selling things at cost and below 
for the benefit of the poor, offered a penny 
sale of children’s shoes on the Saturday 
before Easter. No one knows who “Uncle 
George” may be, other than that he is 
generally believed to be a local man. In 
his Easter sales, he offered apples at one 
cent, honey at a cent a pound, 25 cent 
notebooks at one cent; children’s combs 
at one cent, and the same price for chil- 
dren’s purses. Uncle George at his store at 
205 East Liberty Street frequently sells 
women’s shoes for 10 or 25 cents a pair. 
His work is for children and women. His 
weekly offerings always make interesting 
editorial copy for Louisville papers. 


Mrs. John H. Quast Is Dead 


Mrs. Minnie Billings Quast, 71 years 
of age, widow of the late John H. Quast. 
former president of the Quast Shoe Co., 
Louisville, recently died at her home here, 
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She is survived by a son, Carl F. Quast 
president of the Quast Shoe Co., three 
daughters and five grandchildren, in- 
cluding John Henry Quast, secretary- 
treasurer of the shoe company. The 
latter’s father, the late Frank Quast,was 
active head of the company, prior to his 
death some three years ago. 


Levy Appeals to Little Folks 


Levy Brothers, Louisville, followed last 
year’s policy of placing a man in a six foot 
rabbit skin, and staging a bunny rabbit 
performance in the children’s departnrent 
from 10 to 12 and from 2 to 5, daily during 
the week prior to Easter. All children 
were presented with a candy Easter egg, 
by Mr. Rabbit. 





Now Is Buying Time for 
Basket Ball Shoes 


(Continued from page 109) 


house and hung on racks for a certain 
amount of time until thoroughly smoked. 
The length of time for smoking depends 
upon the weather—in the rainy season 
it is a slower process than in the dry 
season. After the sheets are thoroughly 
smoked, they are taken down and baled 
just the same as papers are baled. It is 
then ready for shipment to this country. 





New Men’s Store Opened 


Des Moines, Ia—On February 1, last, 
the Harry Jacobson Shoe Company, a 
high-grade, exclusive men’s shoe store, 
opened its doors at the Hotel Chamber- 
lin, one of the leading hotels here. Mr. 
Jacobson, prior to going into business for 
himself, was manager for fifteen years of 
the Florsheim Shoe Store at this place; 
he then assumed the management of the 
Seymour Shoe Company, and was there 
for three years. 

Over the entrance to this store is sus- 
pended a big sign, on which is printed 
“The Home of Alden, Walker & Wilde 
Shoes, Fifty Years of Satisfaction.” Be- 
sides the exclusive agency in this city for 
Alden, Walker & Wilde shoes, Mr. New- 
comb also has the exclusive agency for 
the Stacy-Adams line. 

H. C. Newman, who covers Des Moines 
for Alden, Walker & Wilde, was instru- 
mental in causing Mr. Jacobson to open 
this store. Mr. Newman states that the 
Harry Jacobson Shoe Company intends 
to install a line of men’s hosiery. 





Felstiner in Enlarged Quarters 


Haverhill, Mass.—Charles Felstiner & 
Son, shoe wholesalers, have moved from 76 
Washington Street, to 88 Wingate Street, 
opposite the B. & M. Haverhill Railroad 
station, where they have larger quarters 
and are carrying a more complete stock. 
Harry W. Felstiner is store manager. 





BOOT AND SHOE RECORDER April 14, 1923 


The Correct 


DO 


all occasions 





Styles That Won’t 
Die Overnight 

Stock No. 478X—Black Satin Margaret, 14-8 

Louis heel, 38 last, dime toe. Widths AA-C. 


4 > 
hic ‘0, D y y r, r 
aes Cieaee, Seaver and Hewsaryper. You won’t have to worry Stock No. 752X—White Satin Dolly, 17-8 


Code “Dale.” Price 
: ig : > . . Louis heel, last, J - 
Stock No. 748X—White Satin Sally, 14-8 how to dispose of these Carried at ‘ow York, boo Proneioes ond How: 
Louis heel, 40 last, dime toe. Widths AA-C. buryport. Code “Foxtrot.” Price $5 30 
ee at — P< pong es: models. Stock No. 842X—Blacx Satin Dolly, 17-8 
port sas = ‘0. « a os - 
_ an Cade ® Hie.” Prive oe ss. 30 Louis heel, 45 last, nickel toe. Widths AA- _ od 
rn . ° Carried at Chicago, Kansas City and San 
I hey will sell out quickly Francisco. Code “Belmar.” Price at Chicago 
¢ ¢ and Kansas City..... $4.50 


and easily to the greater At San Francisco. 
proportion of your cus- 
tomers—the women who 
know that quiet elegance 
is far better style than 
sensational freakishness. 


Stock No. 841X—Black Satin Susan, fancy 
stitching, 14-8 Spanish Louis heel, 38 last, dime 
toe. Widths AA-C. Carried at Montgomery 
only. Code “Velour.” Price $4.75 

Stock No. 853X—Black Satin Susan, 14-8 
Sp anish Louis heel, 56 last, quarter toe. Widths 


AA-(. Carried at New York only. Code 
“Noda.” Price . o $4.50 Stock No. 583X—Black Satin Susan, 9-8 man- 


: ‘ h heel, 42 last, half dollar toe. Widths AA- 
Stock No. 855X—Black Satin Susan, 14-8 nis 
: uban heel, 41 last, qu arent toe. Widths AA Cc. _— “City "and SanF New York, Den- 
c arried at San Francisco only. Code ver, Kansas City and San Francisco. Code 
$4.50 Majestic.” Pricé . $4. 


NATHAN D. DODGE SHOE COMPANY 
Newburyport, Mass. 


IN-STOCK DEPARTMENTS 
Boston, Mass.—179 Lincoin St., 416 Albany 
Bidg. 

















New York, N. Y.—108-110 Duane St. 

San Francisco, Calif.—770 Mission St., 
Keil — 

Kansas cy. _ —Ninth and Main Sts.. 

215 13 Shek ley Bidg. 


a Ill.—19 So. Wells St., 310 Lee 
ldg. 


e... any * Ala.—105 Bibb St., Cotton 
Exchange Bidg. 

Sta Room 414-418 Mercantile Bidg. 
ts oom ~ ercantile 

Newb: t. Mass. . Stock No. 854X—Black Satin Susette, black 

Stock No. 794X—Du!! Calf Sally, perforated, juryport, Ho waaes, a ogy vue 42 be 

17-8 Louis heel, 45 last, nicxel toe. Widths a ollar toe. idths -C, -arried at 

AA-C. ‘Cunen at ew Wook cle. Code OTHER OFFICES San Francisco only. Code “Pussy.” Price, 

“Clover.” Price Philadelphia, Pa.—929 Chestnut St. _, & 


Stock No. 79444X—Same as No. 794X only al Stock No. 839X—Patent Susette, with black 
44 last, nickel toe, no perforations. Widths Seattle, Wash.—2716 Warren Ave. ooze band and saddle, 9-8 military heel, 42 last, 


AAA-C. Carried at Newburyport only. Code Pittsburgh, Pa.—Hotel Henry. half dollar toe. Widths A-C. Code “Stutter.” 
“Java.” Price $4.50 Indianapolis, Ind.—424 Saks Bidg. Carried at New York only. Price $6.00 


‘ 























The Beot and Shee Recorder will appreciate your mentioving the publication in replies to advertisements. 
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NEW YORK 


Retail Trade Improving 


Saturday Following Easter Better Than One Preceding It; 
Better Grades in Good Demand 


PRING business in the retail shoe 

field is developing steadily. The 
first week in April brought a decided im- 
provement in the weather and was re- 
flected in better sales. The Saturday pre- 
ceding Easter brought out a good volume 
of trade; also, it was reported, although 
weather conditions were rather unfavor- 
able, the Saturday following Easter 
brought even better sales totals, accord- 
ing to several retail merchants. 

Despite the improvement in trade, there 
are rumors that widespread sales are soon 
to be launched, especially by the retailers 
of the lower-grade merchandise, which has 
moved less briskly than the better quality 
and better priced merchandise. 


Better Footwear in Demand 


There is plenty of evidence that the 
bulk of the buying public is looking for 
better quality in footwear now. The ma- 
jority of medium-priced merchants have 
become convinced that the average wo- 
man is willing to pay from $10 to $12 for 
a pair of good shoes. At least, there are 
few complaints registered against prices 
falling within this range. In stores where 
several grades are handled, there is a no- 
ticeable trend toward the higher grades at 
present. 

Colored kids are the center of merchan- 
dising interest just now. On the whole, 
merchants here are not convinced that 
the colored kid vogue will pull through the 
spring season. One of the leading mer- 
chants, who has been a successful mer- 
chandiser of styled shoes, feels that the 
cream of the colored kid business has about 
been skimmed off, and he has stopped 
buying additional quantities. 

So far there has been little demand for 


the pastel shades in kid. Red is the lead- 
ing color, with some greens and blues be- 
ing called for. Red is seen on the streets 
more frequently than any of the other 
colored kid shades, with blue next. Col- 
ored sheepskin in cheaper shoes already 
have made their appearance here, and 
this, it is felt, will begin to cut into the 
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colored kid business as a_ high-grade 
proposition. 


Men’s Business Picking Up 

The men’s business is beginning to 
show more life. The pre-Easter business 
was disappointing, but the better weather 
of the past week has brought out a latent 
demand that has encouraged the mer- 
chants considerably. There is a notice- 
able trend toward more style in men’s 
shoes, and novelties are outselling staples 
at present, in the mid-town section at 
least. The trouser crease, plain-toe shoe 
is beginning to catch on with the public. 





ROCHESTER 


Spring Trade Starts with a Rush . 


Bright Colored Shoes in Demand by Women Who Want 
Novelty Footwear 


ITH real spring weather to en- 

courage buying, the retail shoe 
business took a decided spurt on Friday 
and Saturday of last week and local stores 
enjoyed a good business in shoes and hos- 
iery. Stores carrying women’s novelty 
footwear report that kid sandals in colors 
such as green, orchid, purple, crimson are 
much in demand and that the younger 
girls are all looking for this type of foot- 
wear. 


Editor to Address Shoe 
Dealers 


Don J. Burke, president of the Roches- 
ter Retail Shoe Dealers’ Association, has 
arranged for another evening meeting to 
be held at the Rochester Club on Tuesday, 
April 24. The speaker of the evening will 
be Arthur D. Anderson, Editor of the 
Boot and Shoe Recorder, who will speak on 
“How to Kill the Peddler and Bell Ringer 
and What Are the Latest Style Trends.”’ 

The Rochester shoe men cordially in- 











A Sandal in Beige Nubuck with cut-outs 
therein. An instock style by The Bleecker 
Shoe Co., Inc., New York City 








vite all merchants from this vicinity to 
hear Mr. Anderson and suggest that any 
men desiring to attend, advise Secretary 
Cosmo Dispenza, care of the Nettleton 
Shop. 


McCurdy’s Celebrate 22d 
Anniversary 


The week beginning Saturday, April 7, 
and ending Saturday, April 14, marks the 
twenty-second anniversary of the open- 
ing of McCurdy’s department store. The 
advertising featuring the opening brings 
out an interesting bit of Rochester history 
and shows how well the founders of 
McCurdy’s sensed the eastward trend of 
the shopping district and chose a location 
which seemed to be out of the shopping 
center of that time, but now is in the heart 
of the East Avenue and Main Street retail 
district which has become the retail 
shopping center of the city. 

Quoting from the advertisement: ‘Some 
22 years ago the doors swung open on a 
new retail business at Main and Elm 
Streets.” 

“It had been somewhat of a ‘hoo-do’ 
corner, so everyone told us.” 

“In the dim and distant busy part of 
Main Street, down between St. Paul and 
the Four Corners most of the retail busi- 
ness of the city was centered. 

“Out from the front windows of the new 

establishment shone the ‘Liberty Pole,’ a 
landmark for years, which had served to 
identify the location as one devoted largely 
to market purposes.” 
’ “Congregated against the curb-line, on 
East Avenue on Elm Street, on North and 
Franklin, and on Main Street, way out 
beyond where the Eastman Theater now is 
were busy rows of hucksters’ wagons, 
crowding each morning for room to sell 
their wares and cry for business.” 

“Such was the Rochester of 22 years 





Where to Buy 


Women’s Shoes 

















BLEECKER STYLES 


Are the last word in footwear 
for stylish women 








Boston Office 
207 Essex St. 





FASHION FOOTWEAR 


Women’s Fine Turns 


for 
favorable attention. 
pumps in the latest designs and finest 
TESSIER & BOWDOIN 
2 Washington St., Haverhill, Mass. 











E. A. & M. C. Witherell Co. 


Manufacturers 
Women’s Turns, 
Bootsand Slippers 


Fi 
Haverhill, Mass. 


Boston Office 
Rice Bidg. Reem 406 








Black Satin One-Straps, one or two 
buttons, made with 15-8 full Louis, 148 
Spanish full Louis or 9-8 Cuban heel. 
Samples charged at regular prices. Write 
for prices. 

ORIENTAL SLIPPER COMPANY, Inc. 


118 Phoenix Row HAVERHILL, MASS. 














J.W. BARNARD & SON 


Andover - - Mass. 
Makers of the 
CELEBRATED 
BARNARD 
COMFORT 
SHOE 

for Ladies 

IN STOCK 








FINE TURN NOVELTIES 


sr, “gui 
‘ootwear, 
increased service. 
Latest Models, All Leathers and Sati 


FELSTINER-O’CONNELL SHOE CO., INC. 
162 Winter St., Haverhill, Mass. 














STOCKBRIDGE SHOE COMPANY 
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ago, when we planted the seed of business 
that has since expanded to many times its 
original. Who is there who can look ahead 
and tell us what this historic spot will 
develop 22 years from now?” 


Marion to Make Duson Shoe 


The Dugan and Hudson Company, 
manufacturers of the patented “Duson’”’ 
Adjustable Arch shoe for women, have 
arranged with the Marion Shoe Company 
of Marion, Indiana for the manufacture of 
this shoe for men. 


Englishmen Visit Recorder 


Arthur F. Gotch, of Mobbs and Lewis, 
Ltd., last manufacturers of Kettering, 
England, visited the Rochester Recorder 
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office last week. Mr. Gotch is in America 
to study American manufacturing meth- 
ods, and plans to visit the leading shoe 
manufacturing and industrial centers. In 
addition to this work, Mr. Gotch will 
superintend the building of a lumber plant 
in New Brunswick which his firm has pur- 
chased for the manufacture of last blocks. 


Walk-Over Leases New Store 


H. J. Van Arsdale, manager of the local 
Walk-Over stores, has leased a store at 
320 East Main Street to which the present 
Walk-Over store featuring women’s foot- 
wear, will move on or about May 1. 

The new store will be attractively re- 
modelled and redecorated before the Walk- 
Over store takes possession and Mr. Van 
Arsdale states that he expects to have the 
finest shoe store in the city. 





BROCKTON 


March Shoe Shipments Show Gain 


Further Steady Increase Expected During Year; Brockton 
as a City, Also Shows Growth 


AST month the shoe shipments from 

Brockton factories totaled 70,178 
cases, a weekly average of 17,500 cases. 
This brings the total shoe shipments for 
the year thus far to 172,641 cases. Last 
year at the same time, the total shipments 
had been 154,816 cases. The Easter 
season has seen a larger number of cases 
shipped from Brockton than for many 
months. All indications point to a con- 
tinuation of this increase during the 
months to come. 

According to an official estimate from 
the Census Bureau of the Department of 
Commerce, Washington, Brockton by 
July next will have a population of 69,633. 
In 1920 the city’s population was 66,254. 
Brockton shows a steady and healthy 
growth. At the time the Boot and Shoe 
Recorder was established in 1882, Brockton 
had a population of 15,000. During the 
decade following, the growth was at the 
rate of prartically 1,000 a year. Since 
that time the increase has not been in 
that proportion, but normal from year to 
year. Brockton shoes have played an 
important part in Brockton’s growth and 
prosperity and have brought the city’s 
product into prominence in all parts of 
the world. That the city’s growth will 
continue is a foregone conclusion. That 
it will be in the 75,000 class during the 
next few years is practically assured. 
Brockton will continue to grow and its 
output of shoes will increase in proportion 
as for many years past. 


Edwin Clapp Factory 
Addition 

Occupying April Ist, 
addition to its plant in the neighboring 


the six-story 


town of East Weymouth, Mass., Edwin 
Clapp & Son, Inc. have one of the best 
constructed and modernly equipped fac- 
tory additions in the United States. 
North and east wings of the factory 
recently received additions, the former 
for a new cutting room and the latter for 
the upper leather and lining departments. 

The cutting room in the latest addition 
of the Clapp plant is finished overhead in 
gloss white. The side walls are in soft 
gray tint without gloss, thus eliminating 
glare. All benches are of steel frame con- 
struction with pine tops. All floors are 
maple. Lighting in general is through the 
center aisles and individual over the cut- 
ting boards. The latter fixtures are 
equipped with blue nitrogen lamps having 
shades arranged to keep direct light from 
the eyes of the cutters. 


Upper Leather and Pattern Departments 


An excellent system of handling patterns 
has been developed in the Clapp factory 
addition. The layout combines to make 
a clean, light cutting room. The upper 
leather stock room which is off the cutting 
room, is finished in the same tones as 
the main room. Unique sorting benches 
are of steel construction, topped with pine 
and surfaced with maple. A feature of 
the department is an arrangement of steel 
units for containing upper leather, each 
equipped with light steel doors as an 
added protection to the stock. The com- 
pleted additions to the Edwin Clapp 
factory represent the best in construction 
and equipment. These are typical of the 
high grade materials and methods of pro- 
duction which enter into the construc- 
tion of the Edwin Clapp shoe. 
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Walk-Over New Run Under 
Way 

No interruption was made this season 
at George E. Keith Co.’s plant between 
the finish of one run and the beginning 
of another. Daily schedules at the 
Walk-Over plant have been continuously 
maintained. Sales Manager Ernest A. 
Burrill, his assistant Harold W. Copeland, 
and Harry MacKinnon, are making a 
business tour for the purpose of calling 
on many Walk-Over customers, also 
attending several zone meetings. This 
latter is in accordance with the new selling 
plan recently adopted by George E. Keith 
Co., and is showing excellent results. 


Spring Stock Catalogs 
Going Forward 


Many merchants throughout the United 
States are receiving from Brockton shoe 
manufacturing concerns, copies of spring 
and summer catalogs illustrating and 
describing styles carried at the factory for 
immediate delivery. One of Brockton’s 
old established houses, C. A. Eaton Co., 
recently brought out their newest ia-stock 
catalog showing men’s and women’s welts 
for immediate shipment. The name 
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“Eaton Shoe Horn” which has been 
utilized in this connection for many years 
is continued as a title. An attractively 
colored front and back cover feature the 
Eaton Hunting Man. Stock shoes 
illustrated include men’s regular and 
blucher oxfords in black and colored 
leathers. Several new patterns are intro- 
duced, while the leathers represent well- 
known lines. Ten styles of men’s shoes 
are shown, featuring the sport oxford 
with natural crepe sole. In the women’s 
stock, three shoes are carried, all colored 
leathers. An especially attractive pattern 
is the blucher oxford of camel calf with 
creased vamp and crepe rubber sole. 
There is also a women’s lace oxford and a 
cubist oxford, both representing new 
patterns. 


Brockton Concern in New 
Salesroom 


The Dalton Co., Inc., have removed 
their Chicago sales rooms to the Republic 
building, 209 South State Street in that 
city. Messrs. E. B. Slocum and C. F. 
Barstow, well-known representatives of 
the Dalton line, are making their head- 
quarters at the new location and calling on 
the trade in Chicago and vicinity. 





BROOKLYN 
Post-Easter Business Fair 


Few Whites Ordered to Date, 


However; Other Orders 


Delayed Until After Style Show 


OST-Easter business as it has de- 
veloped in the Brooklyn factories is 
considered satisfactory. The volume of 
new business is coming along better than 
many of the manufacturers expected. 
There is still some complaint of the small 
orders on white shoes, but the producers 
in this section feel that this business will 
develop within the next month or two. It 
also is felt that a certain amount of order 
placing is being delayed until retail mer- 
chants have looked over the new samples 
that will be displayed at the Brooklyn 
Style Show at the Hotel Commodore in 
New York next month. 

In connection with the style show, 
plans are under way to restrict styles, as 
was done at the show last year. This is in 
the nature of style control, a subject that 
Brooklyn manufacturers are discussing 
constantly. While the majority of the 
manufacturers here consider the style 
game well worth playing, there is a strong 
movement to keep it within safe channels, 
and above all to keep styles from changing 
too quickly. Although nothing official 
has been given out by the style show com- 
mittee, it is learned that emphasis prob- 
ably will be laid on strapped models at the 
forthcoming style exhibit. 


Patent Coming Back 


Patent leather for mid-summer wear is 
coming back strongly, judging from orders 
that are coming in now. Patent leather ha’ 
been receding in use in Brooklyn during 
the last few months, but much to the sur- 
prise of many manufacturers, is now being 
called for in increasing quantities. In 
sandal effects, it has been in good demand 
with several manufacturers during the 
last week or two. 


Re-Orders Coming In On 
Colored Kids 


The volume of spot business in colored 
kid models is increasing sharply in some 
of the Brooklyn plants. One large manu- 
facturer reports as many as three re-orders 
for colored kid shoes from several of his 
customers. Many of these orders come 
from smaller towns throughout the coun- 
try. The orders are for rush delivery and 
are confined largely to reds, greens and 
blues. The pastel shades have not yet 
begun to move in large quantities. 

Opinion in Brooklyn concerning the 
probable life of the colored kid vogue is 
sharply divided. Some are predicting 
that it will pass out of ken by mid-sum- 
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WHITMAN, MASS. 











One Pair 
Sells 
Another 


T.D.Barry Co. 
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mer. Others predict that it will simmer 
down to a concentrated run on one color— 
red, most likely. Still others think that 
the primary colors, red, green and blue, 
will carry through to mid-summer, and 
then demand will shift to the softer shades, 
principally pastel colorings, shades that 
can be worn with the soft-colored mid- 
summer dresses. There is little doubt but 
that the colored kid business is cutting 
into the all whites to some extent. 


Shoe Prices Deemed Stable 


Prices on high-grade Brooklyn-made 
shoes are stable now, and promise to re- 
main at the current levels for some time to 
come. Despite some advances in leather, 
principally in kidskin, the Brooklyn pro- 
ducers are loath to increase their prices. 
Economies effected through bigger vol- 
ume have been large factors in keeping 
prices from moving upwards, according to 
one of the leading manufacturers here. 


Style Show Plans Matured 


Plans for the style show next month are 
maturing rapidly. Entertainment for the 
visiting buyers has been given more con- 


April 14, 1923 


sideration than heretofore, and Emil 
Strassburger, chairman of the publicity 
committee for the show, announced last 
week that a number of high-grade vaude- 
ville entertainers have been signed up. 
These’ performers will entertain between 
the intermissions in both the afternoon 
and evening shows. Three turns are 
scheduled for each intermission. 

The style show will include gowns, 
millinery and hosiery, as well as shoes. 
Oppenheim, Collins and Company will 
supply the costumes and millinery and the 
Propper Silk Hosiery Mills, Inc., will 
supply all the silk hosiery to be worn by 
the various models. 

Shoe Men in on Industrial 

Exhibit 

Several of the Brooklyn manufactur- 
ers took part in the Brooklyn Industrial 
Exhibit at the 23rd Regiment Armory, 
opened on April 7. The exhibit was held 
under the auspices of the Brooklyn Cham- 
ber of Commerce. Among the shoe people 
with booths at the exhibit, which included 
only Brooklyn-made products, were the 
Morse & Burt Company and the George 
W. Baker Shoe Company. Several hosiery 
mills also were represented at the exhibit. 
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White Shoes Much in Favor 


Liberal Ordering of Summer Novelties Is Expected—Trends 


YNN shoes are blossoming like 

flowers in a garden in the spring. 
New types continue to appear. One good 
style leads to another. There is no end 
to variety in women’s footwear, any more 
than there is an end to the variety of 
flowers which grow in a garden. 


White shoes loom up among leather. 
All white shoes are selling best, according 
to several sales managers. The white 
shoes of this season are mostly of leather. 
The white canvas oxford is not in the 


demand that it used to be, by any means. 


Some say that black satin shoes are taking 
the place of white canvas shoes, the same 
as silk stockings took the place of cotton 
stockings. 

Elk Freely Used 


Sport shoes have been so refined that 
it is at times difficult to distinguish 
between sport shoes and dressy street 
shoes. Elk leather, once plebian, has 
even crept into the aristocracy of the 
wood heel class of shoes, for it is used in 
fine welt shoes that have wood heels. 

Manufacturers are expecting quite a 
volume of business on novelties, on the 
theory that women spend money liberally 
for pretty shoes to wear in the summer 
time. 


for Fall Are Studied 


Designers are studying the trend of 
trade for fall. They have a notion that 
sport types will run late. Some talk there 
is of mannish types for women, and a 
few such shoes have already appeared 
in welt lines. Néw lasts show variations 
on present modelse One has rather a high 
side wall. Colonials are mentioned, but 
not many of them have appeared in Lynn 
lines. Some manufacturers continue to 
hope for a radical style change to boots, 
but, at the moment find nothing to 
bolster up their hopes, except that skirts 
are now so long that some of them drag 
over the ankles, a circumstance that may 
favor boots when sidewalks are wet with 
snow and rain. 


Shoes ““‘To Run Around In”’ 


Burdett Shoe Company is bringing out 
a line of shoes for youngsters to run 
around in, during school days and summer 
vacation days. They are welts, strongly 
bottomed, but flexible for the foot. Soles 
are of leather. Spring heels are of rubber. 
Soles may be easily renewed as lively 
youngsters pound them through. Vamps 
and quarters are of Lawrence's box calf, 
of medium brown shade, and saddles and 
back stays are of smoked elk. This upper 
stock is made for service. The toe is 
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roomy, and the tread is broad. The 
linings are of leather. The shoes are neat 
looking and are easy to keep clean. They 
are just the sort of an all around shoe 
that many parents will like to have their 
children wear during school days and 
summer vacation days. The Burdett Co. 
is putting them in stock. 


Some Harney Shoes 


P. J. Harney Shoe Company are adding 
to their production of fine elk shoes, in 
sport and street styles. An all pearl elk 
one strap is particularly attractive. Also, 
there are elk shoes with novelty trim- 
mings, of red, blue and other colors. 
Some of the elk shoes are made with wood 
heels. 

All white oxfords and pumps are selling 
well from the Harney factory. So are 
white trimmed shoes. Green trimmed 
shoes look quite smart, the trimmings 
being of light pattern, such as strap tips 
and saddles, and the shoes lacing with 
green laces to match the trimmings. 


Whites Preferred 


Novelties all the while seem to be the 
substance of the story at the Murphy, 
Gorman & Waterhouse factory. April 
orders showed a strong preference for all 
white shoes, yet the firm is making white 
shoes trimmed with red, green and other 
colors. 


New sport types are being put into the 
works, such as sport oxfords of white 
buck, white calf, tan elk, and gray elk. 
Some have crepe rubber or fibre soles. 

New satin shoes, of the pump style, are 
trimmed with soutache, chiefly in white 
and black, though red or green may be 
used, if desired. This narrow braid is 
stitched to the vamp, or quarter, in a 
desorative pattern. For instance, one 
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pattern shows a soutache collar on the 
vamp and quarter. 

Incidentally, Murphy, Gorman & 
Waterhouse find that satin shoes are selling 
the year round. 


All Are Common Plodders 


“Feet haven’t changed. Lasts and 
shoes have.”” So observed “Tom” Gar- 
diner on his 74th birthday last week. He 
was speaking of the changes he has seen 
in 50 years of last making. He built up 
the last making business of Thomas W. 
Gardiner & Sons. 

“We all are common plodders of the 
earth,”’ continued Mr. Gardiner, “and all 
have feet alike, albeit there are some 
slight racial differences. But, all over 
this country, feet are about the same. If 
I should journey from coast to coast, 
and measure feet of the first 100 women 
I met in the big cities where I stopped, 
the average size would be the same for 
each group of 100. 

“So you see feet are the same, the 
country over. But lasts have changed a 
lot, and so have shoes and their uses. I 
can remember when block lasts were 
common, even when “‘straight’’ lasts were 
used. Now we have the hinge last, which 
facilitates the making of the shoe, and 
lasts as graceful in shape as a swan as 
compared with the old-time lasts that were 
as graceful in shape as a duck. 

“*We all know how the coarse and clumsy 
shoes have given place to light and dainty 
footwear for women. Style is supreme 
in shoes. Whittling lasts has become an 
art. But we all should remember the 
basic fact that fit is the first essential.’’ 

“All are common plodders, as I said 
before, and the man who gives the best 
that is in him to making the plodding 
comfortable fulfills a useful mission in 
life, and should be a happy man.” 
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Retail Business Is ‘‘Humming”’ 


Good Weather Puts the Public Into a Buying Mood—Light 
Browns Selling Best—Then Grays—Then Blacks— 
Wholesale Business Brisk 


OSTON folks have really made up 

their minds that they need new 
footwear, and so men, women and 
children have been thronging the stores 
to buy. They are choosing the newest 
creations, for the most part. Novelty 
shoes have for so long been a part of the 
stock of Hub shoe stores that when 
another new pattern is presented, even 
if a bit ornate, it is accepted without any 
expression of surprise on the part of the 
consumer. Never were shoes so gay— 
Paisley effects, with gold and _ silver 
‘trimmings, in shoes and hosiery, match 
hats and costumes. Egyptian and rain- 


bow tints are everywhere. Buckles make 
the display more gay. 

The most popular shade is the beige, or 
French tan. Next in order is gray; then 
black. A call at the Thayer McNeil 
Temple Place Store, found James H. 
Creed, Manager of women’s shoes, second 
floor, very busy filling feminine demands. 
The following question asked Mr. Creed 
by a young woman customer is typical 
of the call at most of the stores: “I want 
something pretty in a light brown— 
suede I think—in not too high a heel.” 

As to heels, all heights are selling, with 
the medium heel and that with a slightly 
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heavier base, in about a 14-8 inch height 
the most popular. 

At the new Hurley Shoe Store, many 
light tan effects in men’s shoes are being 
sold, and in the women’s lines, the sandal 
effects in the combination last, Goodyear 
welts, yet almost as light as a turn, are 
very attractive and are moving well. 

Some of the men’s shoes noted in this 
and other stores have fancy back stays. 
There are many plain effects—in fact, 
there is a noticeable tendency to get away 
from the too fancy effects in men’s shoes, 
although the modified brogue pattern is 
popular. It is noted that many men’s 
shoes have edges beveled a little closer 
than those of last year. 


Repeat Orders at Wholesalers 


In harmony with the demand by the 
consumer on the retail shoe merchant 
comes the demand on the wholesaler. 
Business is perceptibly better than last 
month with the shoe jobbers, who reflect 
the prosperous condition, not only of local 
merchants, but of stores the country 
over, who send their buyers very fre- 
quently to the Boston market. So well 
have shoe stores disposed of various trial 
lots which they ordered prior to Easter 
that they are now in the market for more 
sandals, more oxfords, more one and two 
straps, and they have already begun to 
buy heavily on white kid shoes. The 
better grade of shoes is more in demand 
than the medium quality. Buyers do not 
quibble as to price on the high-grade shoes; 
it is only on the lower grades that they 
hesitate. 


Employment Situation 
Improved 


There is no lack of employment in 
Boston for anyone who really wishes to 
work. The State employment office re- 
ports an increased call for workers. The 
number of positions filled during March 
was 1389, which is 32 per cent more than 
in the previous month and 11 per cent 
more than were filled in March a year ago, 
or 1389 in March, 1923, as compared with 
1248 in 1922, 1020 in 1921, 1597 in 1920 
and 1140 in 1919. There have been a 
number of calls for boot and shoe workers, 
but very few applicants have appeared 
at the State Employment office; the rubber 
industry is in urgent need of calender 
men, but the labor market does not seem 
to offer any applicants. 


Gillett-Upton Have Clever 
Trims 

Gillett-Upton, Inc., the principals of 
which, R. A. Gillett, President, and R. L. 
Upton, Manager, came to 162 Tremont 
Street very quietly on January 2, taking 
over the old Carman Shoe Store, have 
been making themselves popular through 
their clever trims. Mr. Gillett travels 
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for the N. D. Dodge Shoe Company, and 
is a well-known woman’s shoe style 
authority, and Mr. Upton was formerly 
assistant shoe buyer at the R. H. White 
store. 

With the last day of January, they 
found themselves with very little dead 
wood and with the first of March, their 
“get-away’’ was complete—so that now, 
with all new merchandise and new mer- 
chandising methods, they are making 
rapid strides along the road to success. 

One of the big things accomplished 
was a higher price per pair basis. The old 
price at this store seldom ran above $7.50; 
the price now is from $7.50 to $12.00 and 
$14.00. When Mr. Upton introduced the 


R. A. GILLETT 
President of Gillett- Upton, Inc. 


$14 price, he hesitated a little, but to his 
surprise sold out the $14.00 shoes at once 
and has arranged -for more to sell at the 
same price. 


An Artistic Window 


Another big achievement was the 
brightening up of store windows and 
interior. A very lovely window was 
recently arranged. This window had a 
“‘different’’ atmosphere from the ordinary; 
the color motif was gray and orchid, the 
shoes and hosiery were gray. The flowers 
employed were orchids; the draperies 
harmonized with the flowers and footwear, 
a touch of gold being added to brighten 
the effect. The window was well balanced 
and presented a pleasing ensemble. 


Interior in Walnut 


The interior has been entirely re- 
furnished. The floor and panels are in 
walnut, with medallions on the panels. 
The store carpet is in blue and gray; the 
cartons are gray and have an artistic 
shield design in black and gold on which 
the letters G and U appear. 
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With Large Plaited Buckles 


Among the new styles which Mr. 
Upton has recently selected for this store 
are patents trimmed with grays; a beige 
and gold, with unique plaited buckle, 
outlined in gold; also a bright red with 
plaited buckle; both these models carried 
a Spanish 15-8 heel. It was observed that 
all of the shoes have slightly broader heel 
bases. Mr. Upton states that although 
gray has been a good seller, brown suede 
has taken the lead, with a medium shade 
of tan running well as a favorite. He 
states that patents are still holding the 
popular taste, as do also black satins in 
cut-out effects and suede trimmings. Low 
heels of 9-8 inches in height are in good 
call. A big white season is anticipated at 
this store. 

The management intends to work for 
a family trade and repeat customers. A 
staple as well as a style line is carried. 


“Jack” Davis in Town 

“Jack’’ Davis, men’s buyer for G. W. 
Kinney Company; also a director in that 
company, was in town last week. He was 
introduced to the Recorder woman in the 
sales office of the George A. Learned Shoe 
Company, 135 Lincoln Street, and had 
just run in to place another order with 
Stanley Wass. “Jack’’ related that 18 
years ago, when he first became affiliated 
with the G. R. Kinney Company, this 
chain group had only 13 stores—that they 
now have 130 stores and he says it is one 
of the largest chain shoe stores in the 
world, selling everything in shoes, hosiery 
and findings for men, women and children, 
with a big warehouse at Harrisburg, Pa., 
where are located their headquarters. 

While Mr. “Jack”” Davis was making 
quick calls on the Boston shoe trade look- 
ing for men’s lines, ““Harry’’ Wood, who 
buys women’s shoes for the G. R. Kinney 
Company, was scouting around in another 
direction. 


Traffic Council Perfect 
Organization 


A meeting of the recently formed 
Traffic Council of the New England Shoe 
and Leather Association was held at the 
rooms of the Association, on April 5, for 
the purpose of perfecting the organization. 
There were about 25 present, including 
most of the leading traffic men connected 
with member-concerns in the Association. 

Secretary Thomas F. Anderson pre- 
sided and made a brief statement in the 
course of which he said that the Associa- 
tion is keenly aware of the paramount 
importance to the New England shoe 
and leather industry of good transporta- 
tion service, and that this is the reason 
it has organized the new Traffic Council, 
so that the allied industries throughout 
the New England scetion- may be in con- 
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stant touch on this vital matter and in 
readiness to act as a unit when emergencies 
arise. 

Mr. Anderson said that it is generally 
believed that the next year or two, on 
account of the general improvement in 
business, will bring a great test to the 
railroad and steamship lines, and that 
anything that can be done by trade 
organizations to co-operate with them 
should be undertaken. He said that 
there will be frequent meetings and con- 
ferences of the Council to discuss both 
regional and National transportation 
problems affecting shippers of leather 
footwear and kindred products. 

On recommendation of the Nominating 
Committee, Messrs. F. B. Small, Charles 
B. Baldwin and Frank B. Turner, Carlton 
D. Blades, Traffic Manager of the Geo. 
E. Keith Company, Brockton, was elected 
Chairman of the Council, and the follow- 
ing sub-committees were chosen: 

Shoe Trade—Messrs. F. B. Small, of 
W. L. Douglas Shoe .Co., Brockton, 
Mass., B. J. Rounds, Cushman-Hollis 

o., Auburn, Me., and R. C. Johnson, 
Haverhill Chamber of Commerce, Haver- 
hill, Mass. 

Leather Trade—Messrs. Frank B. 
Turner, of National Leather Co., Boston, 
George W. Newman, of Winslow Bros. & 
Smith Co., Boston, and C. L. Garritt, of 
the United States Leather Co., Boston. 


Accessory Trades—Messrs. Charles C. 
Hoyt of Farnsworth, Hoyt Co., Boston, 
C. B. Baldwin, United Shoe Machinery 
Corporation, Boston, and Hugh Miller, 
United States Rubber Company, Boston. 

These committees will be supplemented 
by others later. 


List of Members 


F. B. Small, W. L. Douglas Shoe Co., 
Brockton; C. B. Baldwin, United Shoe 
Machinery Corp., Boston, Mass.; Hugh 
Miller, U. S. Rubber Co., Boston, Mass.; 
Carlton D. Blades, Geo. E. Keith Co., 
Brockton, Mass.; R. C. Johnson, Traffic 
Manager, Haverhill, Mass. Chamber of 
Commerce; Harry Sellars, Smith & Dove 
Mfg. Co., Andover, Mass.; C. D. Farns- 
worth, Farnsworth, Hoyt Co., Boston; 
H. S. Gardner, Hurley Shoe Company, 
Rockland, Mass.; Geo. L. Lewis, Emerson 
Shoe Company, Rockland, Mass.; Flet- 
cher L. Barrows, Leonard & Barrows, 
Middleboro, Mass.; Benjamin Balser, Al. 
A. Rosenbush & Co., Boston; B. J. 
Rounds, Cushman-Hollis Co., Auburn, 
Maine; W. H. Gilday, Chas. A. Eaton 
Co., Brockton, Kenneth A. Faunce, 
Commonwealth Shoe & Leather Co., 
Whitman, Mass.; F. W. Anderson, Beggs 
& Cobb, Inc., Boston; P. M. Nangle, 
Helburn, Thompson Co., Salem, Mass.; 
H. S. Lohnes, Bristol Patent Leather Co., 
Boston; Bradford A. Marvill, M. A. Pack- 
ard Co., Brockton, Mass.; F. H. Downer, 
Kistler, Lesh & Co., Inc., Boston, Mass.; 


Where to Buy 








ee 





AShoe forBoys 
. That Wears 


Marston & Tapley Ce. 











SOLD BY 

FRANK C. FOWLER | 
239 Gray Street 
Arlington, Mass. 











Where to Buy 


Engraving and Printing 











ABELS 


ASK FOR SAMPLES rican 
We CO cale 
TOLMAN PRINT. INC. 


Por: 7. eRocKron, mass. 4 


= 

orfjoe 
TANS 
yn P r tf 

ana S7Tipl most of 








ATLANTIC PRINTING CO. 
Shoe Printers 
Tear out this ad and mail for details of 
™ the Boot Priti Shoe — 
201 South Street, Boston, Mass. 
Telephone Beach 4960-4961 











De signers& Oriyi nators 
oT 


ADVERTISING IDEAS 





| UNIVERSITY & 
ECTROTYPE FOUNDRY 
paare 


rey MAKERS OF 








Where to Buy 
Wanted Styles 


fn Extra Editorial Service to 

*”* readers, free for the ask- 

oe with authentic information on 
current problems. 




















Where to Buy 


Standard Shoe Materials 




















largest Manufacturers 
in the World of 


Surpass Blach Glazed Kid 
Ai Surpass LEATHER © 






































The One 
Waterproof 
Leather That 
Takes and Re- 
tains a Polish. 
CREESE & COOK CO. 
Tanneries at Danverspert 95 South St , Boston, Mass 














COATED GEM DUCK 
ADHESIVE BACKING CLOTH 


Rubber and Leather 
Dry Feot Welting 
Sheet Rubber Soling 
@ B. F. CHAMBERLIN 
Boston 


Formerly Wa pole Shoe Supply Co. 





ELDITE 
ILLER 


THOMPSON-FIELD COMPANY. INC. 


PAAKERS OF HIGH GRADE SHOE SPECIALTIES 
1064 MONTELLO STREET 


BROCK TON.MASS. _Ay 


Colored. 
Chrome i 
Sides 


Regas & Cobb, Inc., Boston, Mass 

















i W GUDBOL, Pres. 
W G. DONALD, Vice- 
F E. JONES, Treas. 


F, E. JONES CO. 


‘ocorss MAT KID 


95 South Street, Boston 














DO YOU KNOW? 


that you can buy it—or 
sell it—through the 
“Where to Buy”’columns. 
This feature in its quick 
service is a time saver in 
meeting immediate needs. 
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R. P. Laselle, R. P. Hazzard Co., Gard- 
iner, Maine; J. L. Devaney, Armour Lea- 
ther Co., Boston; N. D. Nixon, S. L. Agoos 
Tanning Co., Boston; Fred A. Cromwell, 
Thayer, Foss Company, Boston; W. S. 
Gregson, W. K. Chandler, Inc., Boston; 
D. M. Cosgrove, Lucius Beebe & Sons, 
Boston; Chester C. Smith, Besse, Osborn 
& Odell, Inc., Boston; John M. Mea, 
Pfister & Vogel Co., Boston; Harry P. 
Lowell, A. H. Berry Shoe Co., Portland, 
Me.; F. L. Hawes, Thomas, Lake & 












Whiton, Inc., Boston ; Frank B. Turner, 
National Leather Co., Boston; H. A. 
Hood Traffic Manager, Chamber of Com- 
merce, Brockton; E. L. Dow, F. M. Hoyt 
Shoe Co., Manchester, N. H.; Elliott 
Veazie, The Stetson Shoe Company, 
South Weymouth, Mass.; B. H. Davis, 
Thomas G. Plant Co., Boston; E. J. 
Gaughran, Regal Shoe Co., Whitman, 
Mass.; J. J. Cummings, New Hampshire 
Manufacturers’ Association, Manchester, 
N. H. 
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Brilliant Colors in Favor 


Manufacturers Recognize Universal Demand for Bright 
Leathers; Chanticleer Red Appears to Lead 


AVERHILL concerns identified with 
the production of women’s novelty 
footwear are thoroughly convinced that 
bright colors will be the vogue in this 
class of goods during the next few months. 
Easter parades as reported in metropoli- 


Red, green, blue and other shades are be- 
ing artfully utilized in combinations with 
white, gray and black. Chanticleer red, a 
bright color corresponding to the rooster’s 
comb, is a leading feature of these fanciful 
patterns. Jade green is another brilliant 
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slipper ornament trade. 


The above are excellent likenesses of two veteran members of the 
After many years under separate organizations they 
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Haverhill 


have merged, and, as Dalrymple-Dudley Co. will cater to the shoe manufacturing, 
wholesale and retail trade. 





tan newspapers show women’s footwear 
representing all the colors of the rainbow. 
Not only this, but the harmonizing of 
these colors through combinations and 
pattern variety marked practically a new 
era of designers’ ingenuity. Haverhill 
manufacturers are fully alive to this situ- 
ation, and are working out their new pat- 
terns to conform with these requirements. 





leather, while Belgium blue, although not 
as bright as the two mentioned, is effec- 
tively utilized in the new patterns. Straps 
and cut-outs, which are features of pres- 
ent-day styles, are varied by local design 
to an extent hitherto unknown. In other 
words, Haverhill manufacturers are at the 
front as regards novelty designs and the 
working out of styles which will have 
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quick selling and profit making possibil- 
ities for merchants. 


Haverhill Concern Sues New 
York House 


Emery & Marshall Company of Haver- 
hill has instituted suit against Lazarus 
Fried & Sons, Inc., New York, for unpaid 
balance on goods returned. This action is 
to come up in the Supreme Court and 
should be brought to trial next month. 
The New York concern, early this year, 
ordered from Emery & Marshall Company 
various styles of women’s novelty shoes, 
aggregating upwards of $22,000. Later, 
Lazarus Fried & Sons, Inc., claimed the 
shoes were not good merchandise, and be- 
fore payment of any of the bills, brought 
suit against Emery & Marshall for $7,000 
as damages for alleged defects in the mer- 
chandise. They obtained a warrant of at- 
tachment. 

After obtaining the warrant, the New 
York concern mailed a check to Emery & 
Marshall Company, ‘deducting the dis- 
count and an additional $7,000 for the 
same claim for which the attachment had 
been made. The check, with such deduc- 
tions, was tendered in full payment. On 
behalf of Emery & Marshall, the manufac- 
turer’s counsel moved to vacate the war- 
rant of attachment, and after exhibiting 
in court the check so tendered, returned 
it to Lazarus Fried & Sons, Inc. Judge 
Mallon of the Supreme Court vacated the 
warrant of attachment, holding that at 
the time the warrant for $7,000 was ob- 
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tained, the Fried concern was indebted in 
the sum of $22,000 to Emery & Marshall 
Company, and was therefore not entitled 
to the warrant. The suit by the Haverhill 
concern followed. 


Spain Honors Haverhill Shoe 
Man 


A cable dispatch from Madrid, Spain, 
states that Joachim D. Rickard of Rick- 
ard Shoe Company of Haverhill has been 
unanimously nominated for corresponding 
member of the Royal Spanish Academy. 
Mr. Rickard, who is the eldest son of Mr. 
and Mrs. E. W. Rickard and a member of 
the Rickard Shoe Company, was the 
American to obtain the right to practise 
before the Spanish bar. He is twenty- 
nine years old, a graduate of Harvard 
University, class of 1915. Later he went 
to Washington, where he became special 
assistant to the secretary-general of the 
second Pan-American conference. Dur- 
ing the World War he was in charge of the 
office of the war trade board’s export 
department at Washington. Later, he 
became a special assistant in the depart- 
ment of state, and was given an appoint- 
ment as special representative of the state 
department to Spain. He served in Ma- 
drid as representative of the United States 
on the war trade board. Mr. Rickard is 
actively associated in the conduct of the 
shoe business of the Rickard Shoe Com- 
pany of Haverhill, and is a leading figure 
in the New England shoe manufacturing 
industry. 





BUFFALO 


Post-Easter Trade Is Good 


Unexpected Development Is Renewed Interest in Patent 
Leather; Satins Holding Their Own 


ETURN of more seasonable weather 

during the week of April 2, gave 
impetus to the spring buying movement, 
which was poorer during Easter week 
than has been the case in several years. 

One unusual feature which aptly 
illustrates the fickle-mindedness of the 
women shoppers, is the sudden interest 
being displayed in patent leather foot- 
wear. This sudden demand for a type of 
shoes which was considered by the aver- 
age retail merchant as de trop this season, 
has proved surprising. Some of the more 
foresighted dealers ordered extensively 
of this footwear and are saying, “I told 
you so.” 

Satins continue to hold their own while 
the various novelties are enjoying a 
satisfactory sale in the downtown estab- 
lishments. In the latter category suedes 
and beige pumps are finding favor with the 
dressy women. 


All of the department stores are ad- 
vertising spring sales of popular footwear 
at reduced prices, somewhat earlier than 
usual. This indicates that their pre- 
Easter business was not up to normal 
and they must clear their shelves of spring 
stuff before the white merchandise arrives. 

Dealers generally retain their optimism 
that there is good business in sight for 
the balance of the spring and summer. 
They base their outlook on the satis- 
factory industrial situation and the fact 
that money is easier than it was this time 
a year ago. 

This port is preparing feverishly for 
the opening of navigation and the various 
lines report larger advance bookings of 
excursion parties to this city. 


New Store Opened in Buffalo 


Edward E. and Morray M. Cohen, the 
former identified for several years with 











Where to Bu y 


Shoe Ornaments 














SASS ANERS 


FRESH FROM KING TUT’S TOM. 
In line with ome style tend 
encies toward designs Egyptian, 
we are showing a remarkable 
array of Egyptian ornaments 
Deliveries can be made immedi 
ately. 
EDW. E. KAHN CO. 

293 Adams St., Brook.yn N, Y. 
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291 ADAMS STREET 
BROOKLYN, N.Y. 
ONE OF OUR SPECIALS 
TO OUR TRADE 
25 A PAIR COMPLETED 








“Just Enough Better Te Be Thoroughly Worth Whi” 


BONGIOVANNI BROS. 
Largest Rhinestone Buckle 


Manufacturers in America 
High Class Buckles at Popular Prices 
2927 3RD AVENUE NEW YORK CITY 


















BEADED 
BUCKLES 
AND 


PARISIAN BEADING WORKS 
1628 Arch Street, PHILADELPHIA. 








— ~~ 
ite mark of 


600d shoe buckles 
ever since l9U05 


L. ALTERSON &' CO. “aq 
PHONE f rZROY Ob0¢ 


1Oo2 W 54% St 


New Yorh City A 





D. W. COULTAS CO. 


Manufacturers 


Rhinestone Buckles 
BIG DEMAND 
Write for Samples 


PROVIDENCE - - - R.I. 











Especially tor 
Shoe Manufacturers 
For good covered 
Buckles and Leather 
Bows writetothe 
Vanity Novelty Works 
1261 Atlantic Ave. 
Brooklyn, N. Y. 








Information for Shoe Merchants 

“Where to Buy” constitutes a source of 
knowledge so that he who runs through these 
pages may learn. 
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Shoe Store Supplies 
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Service Complete Copy to Mailing 
F. S. ROOT COMPANY 
Boston, - Mase, Multigraphing 
WHEN TO EMPLOY US—When you want 

a action as regards multigraphing, 


ies grand the jailing. of 7 Sales Letters 


teed Tel. 3172 Hay. 

















Samuel H. Michaels, have opened a 
retail shoe store at 94 Seneca Street, under 
the name of Edward’s shoe store. Only 
men’s and boys’ shoes are carried, the 
store featuring the Endicott-Johnson and 
Beacon lines as well as moderate-priced 
hose for men. Patricular attention is 
being paid by the owners of the new store 
to the correct fitting of the footwear they 
sell, their principal aim being service. 


Firm Dissolves Partnership 


The retail shoe firm of Travers & 
Schroeder, 1362 Fillmore Avenue, has 
dissolved partnership and is now known 
as Travers & Giess. Charles Schroeder 
has become manager of the Kenmore 
branch store of Clarence I. Lanish, the 
Black Rock shoe merchant. 


Membership Drive Renewed 


The membership drive of the Buffalo 
Retail Shoe Dealers’ Association, which 
made good progress until pre-Easter 
business became brisk, has been renewed 
and will continue throughout the present 
month to be concluded with a dinner, 
probably in the Iroquois hotel, when the 
new members will be afforded an oppor- 
tunity to become acquainted with the 
older members of the organization. 
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Sedalia, Mo—The New Leslie-Jones Bootery opened its doors to the public February 1, 
1923. Men's, women’s and children’s shoes are carried. The predominating color of this 
slore’s interior is a soft gray. The floor is attractively tiled in light gray and white—gray 
cartons—stock within easy reach of salespeople—well lighted. An ottractive glass front 
with door in center and good show windows make this new store a most inviting one io the 


public. 


The President of the Leslie-Jones Boolery is O. E. Leslie, formerly manager of one of 
Quinn Bros. shoe stores in Sedalia. Secretary-Treasurer Jones was also formerly connected 
with Quinn Bros. They have the exclusive agency in Sedalia for the Edwin Clapp ¢ Son 


and Alden, Walker ¢ Wilde men’s lines. 





The Term ‘‘Cashmere’”’ 
Defined 


The Federal Trade Commission 
Sits in Judgment 


Washington—Advertising methods of 
manufacturers which lead the public to 
believe that they can save the profits of 
the middlemen by direct purchase, are 
under investigation again by the Federal 
Trade Commission. ; 

The Commission has issued a complaint 
against the Broadway Knitting Co. 
and the Murray Knitting Co. of Salt Lake 
City, Utah, charging that they are “en- 
gaged in selling knit goods and cause the 
general public to believe that by purchas- 
ing their merchandise the profits of the 
middleman are eliminated from the cost 
to the ultimate consumer, when such is 
not the case.” 

It is claimed by the Commission that 
the firms advertised and represented that 
they owned or controlled manufacturing 
plants, when such is not a fact. The 
respondents have been given 30 days in 
which to make an answer. 

The Commission is also issuing an 
order to cease and desist against George 
E. Boyden & Son, of Providence, Rhode 
Island, a manufacturer of hosiery. The 
investigation conducted by the Federal 


body, “developed the fact, that the 
respondent sold and shipped hosiery which 
was made of cotton and wool in varying 
proportions, which he labeled and branded 
‘cashmere,’ without any other word or 
words to indicate the character, kind or 
grade of material or materials entering 
into the manufacture of such hosiery.””! 
According to the Commission, the 
word “cashmere” “without other descrip- 
tive words when applied to hosiery is 
understood by the general public to mean 
hosiery made entirely of a high grade 
pure wool. The Commission has ordered 
the concern to cease the use of the word 
cashmere in connection with the sale of 
hosiery unless such hosiery is actually 
composed of a high grade of pure wool. 





New Shoe Stores 


Leslie-Jones Bootery, Sedalia, Mo. 

Edward’s Shoe Store, 94 Seneca Street, 
Buffalo, N. Y. 

Mrs. Minnie Joseph, 379 A Harrison 
Ave., Boston. 

Harry Jacobson Shoe Co., Hotel Cham- 
berlin, Des Moines, Ia. 


Meyer & Abbott, shoe department in 
the high-grade store of Clarke & Co., 
Main and Adams Streets, Peoria, Illinois. 
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A r i Tl es 


“Care at Kvery Step Is Exercased in Making 
‘Dalton’ Shoes.” 


Stock No. 518 Stock No. 528 


PREMIER LAST BROADCAST LAST 
Ruby Red Oxford. Wingfoot Heel. Six Rows Vamping. Imported 112 Light Brown Cubist Oxford 


NO. 418 . a 
S Sol Ww H A 
As above in Black Ivory Calf. ane Sate cngiens Steet “=. 


The Dalton Company, Inc. 
Makers of Fine Shoes for Men and Women 
BROCKTON, MASS. | 
NEW YORK CHICAGO 


BOSTON 
183 Essex Street 651 Marbridge Bldg. 209 South State Street 
1618 Republic Bldg. 
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You Are Interested In 
Egyptian Sandals 


a 
Vaicnest 


Here are 
Three Styles that 
Appeal to You 


“TUT” and “GYP’’ 
Sandals 


IN STOCK 


. ‘ Stock No. B727 Price $4.60 
Steck No. 5736 Price 94.50 Patent “*Tut™ Sandal—Light Welt 


ey or Begone aera he elt f I —,. P Material is Soft, Pliable Patent Kips 
Cut from Light Soft Patent Kips or Light Close Fudge ‘dge, 8-8 ee 
French Braided and Stitched with Silk — nase ‘Special Wide Flat Toe Sandal Last 
Light Close Edge 9-8 R L Heel Shipment 25 Last Widths AA to C 
54 Last Widths AA to C Stock No. B843 Price $4.75 
Same as above, excep tBeige Elk 


Terms: 3% 10—Net 30 Days 
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| 
A SHOE LACE THAT OUTWEARS 
BY MONTHS ORDINARY LACES 


STAYS TIED ANO NEVER LOOKS) 
SHABBY. 


| 












































The Aristocrat of Shoe Laces 


should be offered not only in your finding case but in the shoes you sell. 


So many manufacturers are now using Cordo-Hyde laces you should 
have no difficulty in buying shoes Cordo-Hyde equipped. 


Specify them on your orders. 


For Samples or Information, address 


LACE DIVISTON 


O. A. MILLER TREEING MACHINE CO. 
BROCKTON, MASSACHUSETTS 





The Boot and Shoe Kecorder will appreciate your mentioning the publicativn in replies te advertisements. 
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@ SHO TRAVELER ® 


(This Department is conducted by Helen M, Haney, Associale Editor) 


N.S. T. A. President Defends the Trade 


Frank J. Weber Ably Refutes the Misstatements of “‘The HotelyWorld’s’’ 
Attack on Allied Industries 


YE National Shoe Travelers’ As- 

sociation and its officers are ever 

keenly alive to the best interests, 
not only of the boys on the road, but of 
the houses which they represent. Just 
now, it is President Frank J. Weber about 
whom we hear in his splendid defence of 
the lower hotel rates resolution passed by 
the N. S. T. A. in convention assembled 
at Chicago last January, and his able 
refutation of the scurrilous misstatement 
of the editor of the Hotel World, 

The agitation on the part of the boys 
for lower hotel rates was immediately 
noted with alarm by the Hotel World and 
in its issue of January 20, 1923, under 
heading of “Editorial Comment,” by Henry 
J. Bohn, the World launched forth with an 
unwarranted outburst against the shoe 
trade entitled “‘Camouflage and Hotel 
Rates.” 

A Return and “Telling Shot” 

No sooner had this volley of spite been 
printed than President Weber began to 
prepare for a telling return shot. The let- 
ter written by President Weber to Henry 
J. Bohn, editor of the Hotel World, is 
reproduced herewith. The reply which 
President Weber has made to Editor Bohn 
is a well prepared, forceful statement and 
is typical of the high-grade type of man, 
who heads the splendid and invincible 
army of the National Shoe Retailers’ 
Association. May it continue to grow in 
strength and numbers! 


Hotel World’s Attack on Trade 


“The Shoe Salesmen’s Association has 
held a meeting in Chicago, and to our 
astonishment has demanded lower hotel 
rates! All business or nearly all, during and 
since the war has been more or less charge- 
able with profiteering, but in a few lines 
“holduping’”’ might be a more correctly 
descriptive term. Why, even The Hotel 
World raised its subscription rates from 
$3 to $4 in 1918, a raise of 25 per cent, 
after the bare cost of production, counting 
no overhead, had gone from less than $3 
to $9.12 per subscription. (And every 


publisher who has not raised his rate is 
simply putting the entire load on his 
advertising patrons). 

But if there has been one industry 
more than any other, outside of moon- 
shining and bootlegging, which has been 


FRANK J. WEBER 


President of the National Shoe Travelers’ As- 
sociation. The N.S. T. A. has a good captain 
and the allied shoe industries interests an able 
defender. He travels for Weber Bros. Shoe Co. 


and still is profiteering, it is the footwear 
business. Just how the thing has been 
managed we do not know, and we may 
assume that all the “robbers” along the 
route from the hide men to the retailer 
have added their profiteering per cent 
and shared in the “loot.’”” We who buy 
boots know what we did and do pay for 
footwear; we do know that raw hides were 
piled up in our stock yards high as a hay- 
stack, a drug on the market at any price. 
And yet footwear went up and up in cost 
to consumer, not double, not treble, but 
quadruple; $3 shoes went to $12 and $12 
shoes went to $24. Right today women’s 
shoes and slippers with fifty cents worth 
of raw material in them, run from some- 
thing like $8 to $20 per pair. 


bites. 


Editor Bohn Continues to Rave 


“These are the people who are petition- 
ing for lower hotel rates! Heaven save 
the mark—and not the German mark 
either! The editor bought his footwear 
for nearly 30 years from one store at Van 
Buren and Dearborn, but when he bought 
a pair of $4 shoes for $12, plus government 
tax, “marked down from $18,” he made 
one resolution he has so far kept—never to 
pay out another dollar in this store. Oh, 
yes, tear out the walls, put in plate glass 
fronts, mahogany and glass shelves, and 
put highly finished, beribboned footgear 
in most tempting display and the: public 
The Lord doesn’t protect feet. 
And these shoe people ask for lower hotel 
rates. Whew!” 


President Weber to the Rescue 


“Cincinnati, Ohio, March 16, 1923. 
Henry J. Bohn, Editor, 
Hotel World, Chicago, Ill. 

I have before me a copy of your paper 
of the issue of Saturday, January 20, 1923. 
Your “Editorial Comment’’ was pre- 
sumably written by yourself as it bears 
your attest, so we will assume that you 
are responsible, even though it may have 
been written by a subordinate. 

Under the heading of “Camouflage and 
Hotel Rates,’’ you state ““The Shoe Sales- 
men’s Association held a meeting in 
Chicago, and to our astonishment de- 
manded lower hotel rates.” The further 
statements and accusations made by you 
in the article are reprehensible and if 
these statements were left unchallenged, 
we of the shoe business would be derelict 
in our duty to the defense of our industry. 


Amazed at Tangled Verbiage 


“One gasps in amazement after reading 
the article and the pernicious statements 
made. That these could have emanated 
from the mind of one who has the mental 
capacity to issue a paper, is almost un- 
believable. It is also, unthinkable that the 
editor of a paper would write such an 
article without first making some inves- 
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For speedy, om action-- 
the new 


Repco Shoe 
Stretcher 


GHOE stretching is a little art in itself. 
The: Repco Shoe Stretcher is designed 
scientifically and stretches shoes easily, 
quickly and without injuring them. 


The Repco Shoe Stretcher contains no 
springs, arrows or other troublesome parts. 


The blocks—shapely and carefully finished 





Repco Shoe Stretchers 
are made in nine sizes— 


No. 000 down to No. 6. 


Each stretcher is packed 
in an individual carton. 
Corn and bunion plates 
come with each stretcher 











—are made of fully seasoned maple and 
held together at the back by a strong steel 
hinge. The toggle-jointed mechanism is 
controlled by a square-threaded screw of 
large pitch. 


For up-to-date shoe stretching use the new 
Repco Shoe Stretcher. 


For Sale by Shoe Findings Jobbers. 


_ UNIT ED SHOE MACHINERY CORPORATION, Boston 


San Francisco Branch, 859 Mission Street 


J. K. KRIEG, 39 Warren Street, New York 
UNITED SHOE REPAIRING MACHINE COMPANY, Boston 


Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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HEBER G. VAUGHAN 


Of East Las Vegas, N. M., represents Hannah- 
sons in New Mezico, Arizona and El Paso, 
‘eras 





tigation. You have made statements 
that have neither foundation nor fact. 


**T will not here try to discuss your com- 
ments as to the prices of footwear during 
the war period, or at the present time, but 
if you will take the time and make an 
honest investigation of the shoe business 
from the hide-man to the retail shoe dealer, 
you will find that you have perverted the 
facts in the case. 


Demands Apology to Merchant 


“The writer does not know the dealer 
you mention at Van Buren and Dear- 
born Streets, but by your own statement 
I think that by due investigation you owe 
the dealer in question an apology, as you 
do him gross injustice to make such 
flagrant statements. 

**Theshoe business as well as every other 
kind of retail business shows a decided 
decline in prices since the peak of the war 
prices. From personal experience, I can 
testify that hotels generally, in this coun- 
try, for the most part, are demanding the 
same rates today, as those operated in 
1919 and 1920. The writer has made it a 
point to learn from hotel employees that 
their wages in almost every case have been 
reduced since that period, but these reso- 
lutions haven’t been reflected in lower 
rates that anyone can notice. 

“It is not my purpose to argue the hotel 
question at this time, as that is not the 
point at issue, but felt it my duty to my 
fellow shoemen, whether they be travelers, 
retailers, wholesalers or manufacturers, to 
refute the charges you have so unwar- 
rantedly and maliciously made. 

“Tl amcalling thistothe attention of our 
National Secretary so that the allied in- 


MEET HERBERT C. GROENEWOLD 


Salesmanager of the Wobst Shoe Company, 
Milwaukee, Wis. Mr. Groenewold took over the 
duties of his office with this concern on March 
26, bringing to the Wobst Shoe Company a wide 
knowledge of the retail. shoe man’s problems 
-— difficulties gained during his five years’ 

rience as a field ‘yw =~ of the K. 

Kelly Sales System in Minnea 3 Minn. 
During his connection with the Kelly Sales Sys- 
tem, Mr. Groenewold organized ao "directed the 
activities of 400 salesmen with that concern. 
He brings to the shoe industry a new knowledge 
of what the retail merchant thinks and does, and 
why and how he does it. His experience in con- 
tact with retail merchants all over the country 
should be a valuable asset to the Wobst Shoe 
Company and shouid bring to the trade as a 
whole new thoughts and actions that will promote 

better contact with the merchant. 





dustries of the shoe business can be ad- 
vised of this scurrilous article.’ 


W. D. LEVER, Jr. 
Who travels Georgia and Florida for the Lunn § 


Sweet Company 





Lever with Lunn & Sweet 


W. G. Lever, Jr., is traveling Georgia 
and Florida for the Lunn & Sweet Shoe 
Company of Auburn, Me., this season for 
the first time. 

Mr. Lever has had experience in the 
retail business, and has been vice-presi- 
dent of the Southeastern Retailers’ Asso- 
ciation. He was formerly with J. K. Orr 
& Co., of Atlanta, Ga., and saw service 
during the war. 








L. A. HUNT 


out in his new Studebaker Sedan to 

eg York state for the Emerson Shoe 

This is Mr. Hunt's 45th season 

with the Mnstean line in the same territory. Mr. 
Carley, his assistant, is at the wheel. Mr. Hunt 
has two sels of 225 samples stored in the rear 
seat of his car. Mr. Hunt “pulled off” a unique 
and rapid fire selling stunt on this 45th seasonal 


trip of his. Starting. time from the Emerson 
hoe Company's factory was Easter Sunday, 

April 1. al 6.30 A.M. He arrived at Yonkers, 
. Y. at 5.30 Sunday night, ushered his cus- 

tomer into a sample room, wrote him for a $1,000 
order and alied it to the factory, so it arrived 

y ot * und the next (or Monday) morning, 
pri 
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GOODRICH STOCK SHOES READY NOW 


{ 

| We have stocked a few cases of each 
KI of these shoes for 24 pair delivery, 

in widths AA-C and sizes 3 to 8. 

Less than three pairs, 25c extra. 

{ First come---first served. 


No. 122— ay } ad Be ge 
= in vamp, 8-8 oat | round 
$4.75 net 


=, No. 123—White Ejiderbuck “Bat,” 


No. 121—Patent “Bat,” 8-8 wood same as above with triangular cut-out 
heel, round toe............ $4.75 net and perforations........... $5.00 net 


HAZEN B. GOODRICH & CO., HAVERHILL, MASs. 
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a 














(a) 


| Sport Shoes of the Highest Grade 


THE MOST ATTRACTIVE 





IN STOCK SHOES YOU EVER SAW 
NO W Men’s and Ladies’ Rajah 





Soled Oxfords 
Hh Men’s No. 200... $6.15 


Gallun’s No. 4 Norwegian Plain Toe Oxford, Scot Last. Sizes: B 
7-11, C & D 610 


Ladies’ No. 100 . . $5.50 


Willow Calf Plain Toe Oxford, Puritan Last. Sizes: A 4-7% 
B&C 3%7. 
Less than 12 pair orders, extra 
charge 35 cents per pair. 








The Preston B. Keith Shoe Co. 


Makers of Keith's Konqueror Shoes for Men and Women 


Brockton, Mass. Campello Station 
Boston Office, 207 Essex Street 
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Cc. H. SHOOP 


Who covers Ohio and West Pennsylvania for 
Creel, Mauldlin § Chambers, Inc. 








Utz & Dunn Sales Conference 


Salesmen representing the Utz & Dunn 
Company of Rochester, New York, gath- 
ered at the factory during the week of 
March 26, for a semi-annual sales con- 
ference. 

Styles, patterns, 
conditions were discussed by the various 
members of the Utz & Dunn organization 


lasts and business 


G. W. HEWITT 


Who covers Illinois for Creel, 
Chambers, Inc. 


Mauldin ¢ 





K. C. VAN WERT 
Who covers Iowa and Nebraska for Creel, 
Mauldin § Chambers, Inc 














and considerable time was given to out- 
lining plans for the merchandising of the 
new Utz & Dunn “Heel Hugger” shoe. 
Merleau Smith, sales manager of the 
Utz & Dunn Company, explained the 
features of the “Heel Hugger” shoe, such 
as special lasts and patterns, special heel 
anchor at the top of heel, cupped heel seat, 
and by means of a model, demonstrated 
the purpose of each of the features and 








This is the way the Utz § Dunn salesmen were insiructed as to the merits of the ** Heel Hugger” 


shoe. The men in this 


roup are Lester Rapp, Advertising Manager, 


erleau Smith, Sales 


Manager, William H. Dunn and Henry J. Utz. 








how it served its purpose in actual 
wearing. 

The following members of the Utz & 
Dunn Company sales force attended the 
conference and are now putting across 
“Heel Huggers” in the following terri- 
tories leaving the factory shortly after 
Easter. 


Salesmen’s Roster 


Charles K. Wheeler, Texas and Okla- 
homa; Marvin Wheeler, Louisiana and 
Arkansas; Louis Tiger, Rocky Mountain 
States; C. H. Kennett, South Dakota and 
Wisconsin; Henry P. Utz, Pennsylvania; 
Frank W. Rice, New York; M. W. Crosby, 
Michigan; F. M. Johnson, Iowa; Sam 
Beeson, Kansas and Nebraska; A. B. 
DeVille, Northern Ohio, Indiana and the 
City of Chicago; R. F. Montgomery, 
Ohio and Western Pennsylvania; J. H. 
Voorvoort, Ill. 


Walter Witherspoon 
Pneumonia Victim 


Walter Witherspoon who has for many 
years represented J. W. Carter & Co., 
in the state of Tennessee was stricken 
with pneumonia at Knoxville, Tennessee, 
on March 12 and died six days later. His 
funeral took place at Gallatin, his home 
city. 

Mr. Witherspoon was widely and 
favorably known in the South. He was 
one of the leaders of the Carter sales 
force. He was forty-one years old and 
leaves a wife and one child. 


The Shoe Store that cannot hold its 
old customers will eventually cease to 
get New Customers—Korrect Shape 
News. 
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Lacing Hooks 






[T is interesting to 

know that the 
finest English boot- 
makers are advo- 
cating more than 
ever the use of shoe 
lacing hooks fo 
men’s footweamy = 





For Quality Shoes 


DVERTISEMENTS such as the above, appearing in Life, 
Vanity Fair and The Saturday Evening Post, are 
rersistently and forcefully telling to two and a half million men 
the practical style, the common-sense value and the everyday 
conver.ience of shoe lacing hooks on their footwear. 










Why not specify on your next order, “All lace shoes to be 
equipped with shoe lacing hooks,”’ and cash in on the demand ? 


Tubular Rivet & Stud Company 


BOSTON MASSACHUSETTS 









The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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Cc. B. GRIFFITH 
President Boston Shoe Associates 


Boston Shoe Associates Hold 
38th Annual Banquet 


One of the oldest organizations in the 
shoe and leather industry is the Boston 
Shoe Associates. This organization dates 
back to January 28, 1886, its membership 
being composed of men who sell the whole- 
sale shoe trade of this country, and in 
fact, this continent. At the time when the 
Associates organized, almost all lines of 
shoes were sold to wholesalers, the selling 
of shoes to retail merchants direct from 
the factory being in its infancy. 

This venerable organization, old in 
years, but young in spirit, held its annual 
dinner on Wednesday night, April 4, at 
the pleasing quarters of the Boston 
Athletic Association Club House. This 
joyous occasion will probably not be sur- 
passed, in point of dinner and good fellow- 
ship, until the organization holds its next 
annual. The members of this organiza- 
tion are all men who are known, and have 
been well-known among the wholesale 
shoe trade of this country for many years. 
The aggregate of business which they do 
approximates almost $2,500,000 annually. 


Officers Elected 
At the meeting, which preceded the 
dinner, officers were elected for the en- 
suing year as follows: President, C. B. 
Griffith; vice-president, Oscar Whicher; 
Treasurer, Charles W. Morrill; secretary, 
Robert Mills. 


B. S. A. Membership 100 per cent in 
National 
T. A. Delany, Secretary of the N. S. 
T. A. was a guest at the dinner and by 
invitation gave a talk about what the 


ROBERT MILLS 
Secretary Boston Shoe Associates 


National had accomplished for the shoe 
travelers on interchangeable mileage, 
repeal of the brokerage tax, the elimina- 
tion of certain charges in income tax, 
meals, baggage, et cetera. 

At the conclusion of Mr. Delany’s 
forceful address it was voted that the 
entire membership of the Boston Shoe 
Associates would join the ranks of the 
National Shoe Travelers’ Association. 
Membership in the Boston Shoe Associates 
is limited to 100 and almost 100 men 
respond to its roll call. 

The Boston Shoe Associates are to take 
an active part in the coming convention 
of the N. S. T. A., to be held in Boston, 
January 7-9, 1924. Charles W. Morrill 
is the very active head of the legislative 
committee of the N.S. T. A. 


High-Class Entertainment 


After the annual meeting the members 
and their guests adjourned to attend the 
banquet, which was served in the gym- 
nasium of the Athletic Club, about two 
hundred being present. There was no 
formal speaking, although past presidents 
of the association—Elisha James, Freder- 
ick R. Hill, John T. Hollis, and others— 
made impromptu speeches. The enter- 
tainment consisted principally of music 
by H. W. Lowe’s Orchestra, which en- 
livened the occasion with music ranging 
from classical to “jazz.” The principal 
features of the entertainment were singing 
and dancing by stars from the vaudeville 
stage. This talent was of the highest 
class, and the entertainment was all that 
could have been desired. 

Following these artists, a troupe of Ha- 
waiian dancers, accompanied by their own 


133 








CHA RLES W. MORRILL 
Treasurer Boston Shoe Associates 


orchestra, gave further entertainment, 
which completed a program that did much 
credit to Elisha James, who arranged for 
and managed it. He was assisted by 
John T. Hollis and Mortimer H. Richard- 
son, the other members of the entertain- 
ment committee. The dinner committee, 
to whom thanks were extended, was com- 
posed of Chauncy W. Dodge, Dudley B. 
Seaver, and Edward J. Rafter. ° 

When the Boston Shoe Associates was 
organized, the membership was limited to 
fifty, but it has since been increased to one 
hundred. A notable feature of its member- 
ship is that many sons of the older mem- 
bers have, within recent years, joined the 
organization. 


Charles J. Stedfast Travels 
for C. M. Brett 


Charles J. Stedfast, known as “‘Charlie”’ 
Stedfast to his trade and his brother shoe 
travelers at 82 Lincoln Street and vicinity, 
travels all the large cities of the South and 
West for C. M. Brett Company. Mr. 
Stedfast is a young man who chose the 
shoe business for a career after hearing a 
talk by one of his former teachers at Har- 
vard College. 

“Charlie” has represented the C. M, 
Brett Company for four years, or ever 
since the war, where he served in the 
aviation corps. He joined the service from 
the sales force of Isaac Prouty Company, 
which house he represented for about six 
years, or from the time he came out of 
Harvard College. He entered the House 
of Prouty as anoffice boy and learned every 
department of shoe manufacturing and 
selling. Mr. Stedfast reported that Lusi- 
ness is good on his line of men’s work shoes 
and boys,’ youths’ and little gents’ staples. 
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YOUR CUSTOMERS WOULD NOT THINK OF THROWING THEIR 
CLOTHING DOWN IN A HEAP— 

Neither would they think of leaving their shoes without shoe trees each time they 

took them off, if they were made to realize the results of such neglect. 

Miller Shoe Trees add to the life, appearance and comfort of shoes. You know it— 

why not tell your customers. It is beneficial to them and profitable to you. 

Catalog and information for the asking 
Shoe Tree Division 


O. A. MILLER TREEING MACHINE CO.,  :: Brockton, Massachusetts 





Ln. MPO AL ALL. LPL. LD AD 
mms eS CUT 


eBest Shoe Jor The Least Money | 
“Il A NEW EFFECT 
IN WHITE FOR 


Three to Four - Weeks’ Delivery 


Here is a novel creation styled to make 
Spring sales brisk. Good shoemaking, 
dependable leathers, style individuality 
are all contained in this snappy number. 











White Cabretta Fancy Slashed Two-Button , : 
Strap. Green Overlay, Strap and Collar. Read over the description, then let us 
Green Silk Stitched. 39 Last. 15-8 Baby A ‘ 

French Heel. White Kid Lined. Flexible Sin- know your needs immediately. 


ee «iil, oR. Hl. MITCHELL Co. 
M - C N° Ka Y S FACTORY BOSTON OFFICE 


Lynn, Mass. 72 Lincoln Street 
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Popular Sellers In Stock 
Ready To Ship 
EVANGELINE 


(Reg. U. S. Patent Off.) 





Stock No. 4997 Stock No. 4970 


Coffee Elk Blucher Oxford, 93 (Sport) Brown Kid Oxford, Neolin Fibr> Studded 
Last,. Ceylon Crepe Rubber Sole and Sole, 93 (Sport) Last, Widths B, C & D. 
Heel. Widths A to D. Price $3.90 

Price $4.25 ’ 


CRUMBS OF COMFORT 


(Reg. U. S. Patent Off.) 


OU eM eL OLLI LOLOL OLLI Lerner itr 


Send for Complete 
Catalog of Stock 





Shoes 
Stock No. 4442 
Black Kid Oxford, Imitation Stitched Stock No. 3606 
Tip, Rubber Heel, 68 Last. Kid Oxford, Kid Tip, Rubber Heel, 76 
Price $2.50 Last, Turn. 


Pri 50 
No. 4444—Same style, Brown Kid ~ 
Price $2.75 


A. H. BERRY SHOE CO. 


PORTLAND, MAINE 
BOSTON SALESROOM  :: 186 LINCOLN STREET :: (4th Floor) 


eee MMMM Mel Mmnen Mn iiiienmilinimirelliiiieliimneniniireniiiniienmiinnineniiniielnn inition in iit 


SOOO NOU 


PTS UUM O eMC UUM UO LLL be LU LL LLL bbb bbb eat h oabhLhet LLL L Ld 
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makes shoes look new 


EPCO is a liquid enamel which 
restores that much desired new- 
ness to sole edges and to heels. 


Your customers prefer Repco to any 
other brand of enamel because Repco 
is easily applied without danger of soiling 
hands or clothes. 


Repco contains no varnish, shellac or 
other gummy substance —- but materials 
that protect the leather and prolong its 
life. And, best of all, Repco clings 
firmly and evenly to the surface. It does 
not rub off. 


Repco is made in every stylish color 
~- white, ivory, light gray, dark gray, 
champagne and Havana brown. 


SHOE RECORDER April 14, 1923 


ae 
DRAMA. 





a 


4 















EDGE 
ENAMEL 





























For sale by Shoe Findings Jobbers 
Better order some Repco today 


UNITED SHOE MACHINERY CORPORATION 
Boston, Mass. 


San Fi i B Ih, 859 Mission St. 





J. K. KRIEG COMPANY, New York, N. Y. 


UNITED SHOE REPAIRING MACHINERY CO 
Boston, Mass. 


The Boot and Shee Recorder will appreciate your mentioning the publication in replies te advertisements. 
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Popular Styles that Sell 


Every Engel shoe is up-to-the-minute in 
design, color and choice of leathers. Care is 
exercised to use nothing but approved patterns, 
lasts and materials. 








Engel footwear sells easily, and brings repeat 
sales to the merchant who features it. 


Two of our popular models 
are here illustrated. Each 
is a buy well worth your 
consideration. 


Gray Buck One Strap, Patent Vamp. Perforated Collar, Strap 
and Vamp. Imitation Wing Tip and Medallion. 8-8 Heel, Light flexible one strap McKay, 17-8 Louis Wood Heel. 


Rubber Top Lift. New Walking Shape. 


ENGEL SHOE CoO. 
210 BROADWAY EVERETT, MASS. 


George H. Levirs, Boston Office, 117 Lincoln Street 











GREELEY 
BOUDOIRS 


All money makers and 
trade builders for mer- 
chants. Quality our 
watchword. Write for 
samples and prices. 








Artificial Flowering Plants and Trees, with 
Pots, Complete, from 10c Up 


Made in Black and 
lored Kid. 36 pair 


jots only. . 
Our Illustrated Catalogue No. 32 with illustrations in colors of Art- 
ificial Flowers, Plants, Vines, Trees, etc., Mailed Free for the Asking. 
A. W. GREELEY .*. Haverhill, Mass. FRANK NETSCHERT, INC. 


61 Barclay St. New York, N. Y. 














ASK YOURSELF THESE QUESTIONS! 


PROVED BY If t th i f advertisi ults, ask 
you want the maximum of advertising results, ask your- 
MEDICAL MEN self these questions when selecting mediums: 
What is the evidence of READER INTEREST? 
Is the paper essential to its field? 
Is reader interest proven by voluntary paid sub- 


‘ scriptions? 
Make your stock Are the paid subscriptions audited by the Audit Bu- 
pn a shoes reau of Circulation? 
our today. (Twelve Thousand “Boot and Shoe Recorder’ 
Brockton 2133 paid subscribers are audited by the Audit 
for immediate action. Bureau of Circulation.) 
BURKLEY Is the character of the paper verified by the Asso- 
SHOE CO ciated Business Papers, Inc.? 
° (The character of the “Boot and Shoe Recorder” 
1156 No. Main St. is verified by the Associated Business Papers, 


1 Retails $2, $3. Brockton, Mass. 


Inc., of which it is a member publication.) 

















The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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Changes in Business 


Current Events in Failures, Suspensions and Activities in the 
Shoe and Leather Trade 


FAILURES 

Boston.—Lipman & Schlesinger (30 South Street), 

wholesale shoes, reported anes ol into bank- 
rugtey: Reported receiver appointed 

. H, Sample & Co., shoes, etc., reported peti- 

tioned into bankruptcy. 

Andover, Mass.—Abe & Lewis, shoes, etc., reported 

petitioned into Dentonstey. 

Northampton, Mass.—Albert W. Stone, shoes, etc., 

reported a oy into bankruptcy. 

» Osborne 


Pe abody. = ., tanners, re- 
ported a se neral extension. 
Gadsden, Ala + = Keller, shoes, etc., reported 


titioned into bankruptcy. 

Selma, A: Ala.—Young Shoe Co., wholesale shoes, re- 
ported offering to compromise at 20 per cent. 

El Centro, Cal.—Imperiat Valley Shoe Co., shoes 
reported petitioned into ey ay A 

Chicago, i —Dave W. ~ Hy wk wholesale 
- reported assigned to A Thomson. 

ha, ine. (J. H. Roberts es. 63 Randolph 

a shoes, reported petitioned into bank- 


ru 
= Kurnick (3208 W. 26th Street), shoes, 
ete., ted assi > 
Detroit, ich.—C., Ww. Dixon, shoes, etc., reported 


petitioned into —— a 
Minneapolis, Mina don (121 Nicollet 
Avenue), shoes, etc., reported petitioned into 


bankruptc 
Glen toon, wo Y.—Harry apa shoes, reported 
petitioned into bankrupt 
New York City.  “Berlow ! Shoe Co., Inc., wholesale 
——" — of creditors called. —_ 
compromise a per cen 
me Sokal & & Son (324 Canal — leather, 
titioned into bankrupt 
Brockiya, oy —Frank Marino (83 Park Avenue), 
shoes, etc., reported itioned into bankruptcy. 
Roger S. Davis (1613 East New York Avenue), 
shoe mapetactuses, reported offering to compro- 
mise at 30 
Cleveland, Ohio i Rosenthal (10511 Su 
Avenue), aheee, reported petitioned into 4 
ru 
Harriaburs, Pa.—Kuhn, Pavord, Wilkes Shoe Co., 
Shoe manufacturers, reported offering to com- 
promise at 22 per cent. 
Mahoningtown, Pa.—Tony Ruffalo (24 N. Liberty 
Street), shoes, oapestedl petitioned into bank- 


ruptcy. 

Giaw, Sen. J. E. Mow . Co., shoes, etc., re- 
port titioned into bankruptcy. 

Ogden, Utah. —Tom Morby Shoe yp shoes, re- 
port ering to compromise at per cent. 

Burlington, Vt.—Wheeler Shoe Co., — 1 reported 
offering to compromise at 40 per cen 

Racine, Wis.—Jane Edelson (Quality Boot 
—~ 2 > shoes, reported a into bank- 


Danville, ae —Emick Shoe Co., shoes, 4 W. Em- 


ted petitioned into bankrup 
Mileas Foe ee, Wis.—Paul Lukacek 830. “Walnut 
Street), shoes, etc., reported petitioned into 
bankruptcy. 
CHANGES 
Boston.—Austin Shoe Co., shoes, recently com- 
menced business and incorporated. 
Burns-Fecht-Bicknell Co., leather, increased 
authorized capital to $60,000. 
Malcolm Bullivant Co., leather, incorporated 
with authorized capital of $50,000. 
Post-McVey, Inc., heel manufacturers, incor- 
porated with authorized capital of $10,000. 


Dean Chase Co., shoe manufacturers’ goods, 
reduced authorized ital to $400,000 
Brockton, Mass.— lane Leather Co., sole 


leather, succeeded Field Co. 
Amesbury, Mass. ed by Thon ood Heel Co., heel 
manufacturers, C. Dak gy retires. 
Haverhill, Mass. —Broadwalk Shoe Co., shoe man- 
ufacturors, sold out. 
Colonial Shoe Co. of Haverhill, Inc., shoe 





manufacturers, recently 
here, and incorporated "with authorized capital 
of $100,000. 

Lynn, Mass.—Porter & oem Shoe Co., shoe 
manufacturers, sold ou 

Stanley & Evans, Seether Mr. Evans retires. 

New Bedford, Mass.—Zelda Novin (wife of Morse 
David Novin), Bellville Shoe Store, shoes, filed 
married woman's certificate. 

Newburyport, Mass.—Harry M. Husk & Co., wo- 
men’s shoe manufacturers, recently commenced 
business ‘ 

North Birmi: m, Ala.—L. O. Wier, shoes, etc., 
reported will discontinue. 

Los Angeles, Cal.—A. L. Karnofsky, shoes, etc., 

ling or sold out. 
n Binofsky (2417 4% Central Avenue), shoes, 


as by Max [oe 
ma ny (327 W P Seventh Street), shoes, 


a selling or sold out 
win C. — shoes, succeeded by the 
Ligieahge 


etc., 


Ferguson C 
An .f- ¥ D 8. Angeles Street), shoes, 


Lindsay, Cal.—Edward B. Caldwell, shoes, on. 
succeeded by B. C. Archer. 

Pasadena, Cal. a. M. Ritse her, shoes, succeeded 
by John McC —- 

Wilmington, Del.— Topkis Sons, shoes, etc. 
succeeded by Gluck Bros. & Gross. 

Fort Pierce, Fla.—Anthony Bros., shoes, etc., suc- 
ceeded by H. J. Waters 

Jacksonville, Fla.—Oak ‘* Peters, shoes, succeeded 
by John Peters. 

-~ = —Lea, Bailey & Adams, shoes, suc- 

Lea Clothing Store. 
Chae i —Abraham Holtzman Se ph Irving 
ym 1 shoes, re) wrted sold out. 

, i-. Shoe Co. (913 Roosevelt Road), 
shoe manufacturers, incorporated authorized 
capital increased to $50. 

New York Theatrical "Shoe Co., a incor- 
porated with authorized capital of $3, 

J.J. Jensen (5621 W. Lake Street), am suc- 
ceeded by William James Wedlock. 

—— & Dzieman = 19S. Ashland Avenue), 

, succeeded by M. D. Garner. 
Kincaid, “th —Harr Orenstein, shoes, etc., suc- 
ied b y Harry Summers. 
Evansville, Ind.—William Scherffius, shoes, etc. 
will retire 
Rockville City, I a.—Wilson-Johnson Co., shoes, 
etc., ed sold out. 
Lewiston, Me.—Barnard-Callahan Shoe Co., shoes, 
incorporated with authorized capital of $10, 000. 
a. Md.—Camden Department Store (204 
. Camden Street), shoes, etc., reported sold 


Saint Joep, Mo Jim, Blais Shoe, Corp. shure 
incorpora with aut a ol 

Hattiesburg, Miss.—The a en etc., suc- 

ceeded by A. Stein. 

Webb City, Mo. o_o & Kamisar, shoes, 

etc., succeeded by H. Kamisar. 

Fergus Falls, Minn. —Bender Clothing Co., shoes, 
etc., succeeded by William F. Tank. 

St. Louis, Mo.—W. T. Moore Shoe Co., (1900-1912 
Pine Street), manufacturers of shess, incorpo- 
rated with authorized capital of $100,000. 

New York Pn na Vogel (494 9th Avenue), 
oY o Snaenpesaten with authorized capital of 

20 

A. F. Military Store, shoes, incorporated 
with authorized capital of $3,000. 

Parlante, shoes, incorporated with author- 
ized capital of $10,000. 

Stephenson Millar Leather Co., manu- 
7 sturers, incorporated with authorized capital 

of $25,000. 

New “York City.—Max M. Bernstein, shoe manu- 

TI incorporated with a capital of 


Leventhal Shoe Co., shoe =e in- 
corporated with authorized capital 
‘lillie Wasserstrom (1055 Souhem "Boulevard, 
shoes, succeeded by Wasserstrom & Sons. 
G. F. Zeller’s Sons, manufacturers of ‘ 
incorporated with authorized capital of $1,100,000. 
Jersey City, N. J.—L. & T. Shoe Store, shoes, suc- 
ceeded by Paul Caruso. 
Riverhead, N. Y.—'l. A. Haynes, shoes, etc., suc- 
ceeded by po Ba +e 
Rochester, N. Y.— L. Shoe Co., shoes, in- 
ated vith FAA capital of $25,000. 
Marshall, N. C.—Morris & Morris, shoes, etc., suc- 
ceeded by G. L. McKinney. 
Brooklyn, N. Y.—Boro Park Bootery (5121 New 
Utrecht Avenue), shoes, discontinued. 
_Frant & Tauben (1461 Broadway), shoes, 
discontinued. 
Morris J. Solomon (585 F 4 - Street), shoes 
succeeded by Peter Shoe Co., Inc. 
Zweier & Grossman, Inc., shoe manufactur- 
= incorporated with authorized capital of 


$30,000. 
Union Hill, N. J.—Joseph Gulkis (261 Bergenline 
a ama shoes, removed to West New York, 


Marietta, Hie —Alden & Liadatey, shoes, etc., 
succeeded by Alden-Rapley Co 

East Youngstown, Ohio. —Kaufman Bros. (Short 
Street), shoes, etc., dissolved age 

Cincinnati, Ohio—United States Shoe Co » shoe 
manufacturers, recently 
a consolidation of The Holters Co., The Krohn- 
Fechheimer Co., The Val Duttenhofer Sons Co. 
The Robert Wise Co., and The Scheiffele 


Shoe Mfg., Co. 
Oklahoma C ity, Okla.—Evans Shoe Co,, shoes, in- 
corporated with authorized capital of $5,000. 
Wilkesbarre, Pa.—Stanley Skrynski (801 ie Wash- 
— <a Street) shoes, succeeded by A. K. Skry- 
nski 
Dubois, Pa.—Brown’s Boot Shop p Seeepe- 
rated with authorized capital ee estes 
Gallitzin, Pa.—W. J. Storm, shoes, etc., succeeded 
by Kirby Miller. 
Tarentum, Pa.—The i Sefton Co., shoes, etc., 
succeeded by P enh . Girt 
Cross Hill, 8. C.—J. 
ceeded by Si 





Rasor, shoes, etc., suc- 
* Si 
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Runge, Tex.—Wolff Bros., shoes, etc., succeeded 
by August F. S, 
og Soe, Tex. Tex. Morris T. Kaplan old ont 
treet etc., report 
El Paso, Tex. Shelby. Shoe Shoe Co., wholesale 
succeeded by Trac "Shoe Co. 
Memphis, Tenn.—Meyer Safferstone, shoes, etc., 
succeeded b ack nd 
ur ert, shoes, etc., di 
solved part dby Henry Kundert, 


South Wayne, Wis.—C. C. Campbell, shoes, etc., 


reported out. 
Cabri, Sask.—The Cabri Shoe Store, shoes, suc- 
ceeded by Winograd. 
Regina, Sask. — The F Fair, shoes, etc., succeeded by 
Kovsky & Bazerman. 








Louisville Briefs 


Louisville newspapers learned for the 
first time on April 3, that Endicott-John- 
son interests were planning to close the 
local store, and that the Child’s restaurant 
interests were planning to take over the 
lease. The shoe trade has known of that 
deal for several months. 

The Feltman & Curme Company in- 
terests, have recently leased the second 
floor of their building at Fourth and Lib- 
erty Streets, to John A. Cree, who will 
operate a cafeteria. 

Levy Brothers is featuring the fact that 
it has an X-ray machine. The company 
in a recent ad said: “‘See how your feet are 
fitted: your shoes will last longer when 
fitted right.” 

Husch Brothers on April 6, offered a 
special Saturday sale of 600 pairs of gray 
suede sport straps and oxfords, at a price 
of $3.85. Two featured models had patent 
tips and patent trimmings, with low heels 
and rubber top heel lifts. 





WANTED TO PURCHASE 








DO YOU CONTEMPLATE 


Retiring or going out of business? We will 
pay value for eos our entire or surplus stock of 
shoes. Leases ha a short term torun taken 
over. Established 25 years. 


FECHTER-OLENICK ecanras 
COBRPORATI 
650 Broadway, New York of 0095 Spring 








THE NEW YORK EXPORT 
PURCHASING CORPORATION 
596 BROADWAY, NEW YORK, N. Y. 
WILL(\ SLOW SELLERS FOR 
BUY ENTIRE * stocks” CASH 














spondence 1890. 
es MAX Long —_ SM 
Lispenard iow 
We also purchase hats, 
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LINE WANTED MISCELLANEOUS MISCELLANEOUS 
Every Shoe Store Needs 
Manufacturers canal 
. *“MANCHESTER”’ 
Attention (Trade Mark Reg. U. 8. Pat. Off.) 


Two salesmen, now employed, desir- 
ous of making new connections would 
entertain instock line of popular priced 
shoes. Strong following, best accounts, 
New Jersey and Greater New York, 
covering trade in automobile. Best 
references. Drawing accounts second- 
ary to merit of house and line. Ad- 
dress, K-739, care Boot and Shoe Re- 
corder, 127 Duane St., New York. 

















FACTORY WANTED 








Factory Wanted 


On Lease 
About 50,000 Square Feet 
Good Light 
Modern Construction 


In any Good Shoe Town in 
New England 


Address:Lynn P. O. Box 180 














WANTED TO PURCHASE 








We bu 


quick and pay highest cash price 
for retail and w 


stocks of shoes or 
| ~ — Suaty no ohject. 
‘or 30 years our specialty. 
Bank and mercantile reference. 


BROOKLYN PURCHASING STRDICATE 


FRANK WALKER, Proprie 
610 Broadway, Brooklyn 
Phone 



































Stagg 1757 
MISCELLANEOUS 
a ee 
EEN gO Doseeness 








To provide adequate 

storage facilities for shelf 

stock — to make it accessible 

and convement for clerks and 
stock men to handle with absolute 
safety to imsure quick service for 


i], 

Y wholesale or retail trade—install one 
{// o more MYERS NOISELESS 
-/ CUSHION a ae LAD. 

Deep steps, length 
hand grips, rubber tires, overhead track system, 
™ construction throughout, eliminate vibration 
and noise and produce a ladder of ample 
strength for safety, convenience and efficiency. 
One style only — neat of design attracti 
finished — any height — easily 
installed — meets most 
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FAMOUS GLASS 
FIXTURES 


Shown in Catalog 18 


Wood Fixtures 
Catalog No. 14 


Metal Fixtures 
Catalog No. 20 


Window Valances 
In Stock—Ask for Samples 


Window Rugs and Plush 
Write for Samples 


The Hecht Fixture Co. 
Medinah Bldg., Wells and Jackson, 


NEW YORK SHOW ROOM 
| 70 West 36th Street 








Chicago 
Just East of Broadway 











Milbradt Rolling 
Step Ladders 


are made in a great many 
styles to suit all kinds 
of stores and shelving. 
They will enable you to 
get along with less help, 
save the wear and tear 


our store. poet sub- 
Jeet to approval and sat- 

isfaction guaranteed. 
Write for our latest cata- 
log showing 18 styles of 
ladders as well as other 
store fixtures. 


Milbradt 
Manufacturing Co. 


2416 No. 10th Street 
ST. LOUIS, MO. 








SHOE STORE 
CHAIRS 
SETTEES 






WINDOW DISPLAY FIXTURES 
The OSCAR QNKEN CO. 


CURVED JAW CUTTING 


NIPPERS 


The only nipper 
made which is just 
the right shape to cut 
out tacks on the in- 
side of shoes. 


““Manchester”’ 
Trade Mark Reg. U. 8. 
Pat. Of. 


nippers are made of 
high-grade tool steel, 
nickel plated with a 
curved jaw that en- 
ables you to cut the 
tacks close to the in- 
“si d specif 

e sure and s y 

Genuine 

“MANCHESTER” 


curved jaw when or- 


ering. 
Write us direct if 
your dealer cannot 





supply you. 
Price, $4.00 
Frank W. Whitcher Co. 
Patentees and Manufacturers 
Boston, Mass. ia’ Wrist 











1181 4th St. CINCINNATI, OHIO 











WANTED TO PURCHASE 








CASH PAID 


for entire shoe stocks or surplus stocks of 
shoes or other merchandise. Any quan- 
tity. Prompt attention given. 


KIRSCH-BLACHER CO., Inc. 
293 Church St., New York, N.Y. 
Phone 0679 











The Most Popular 
Size Stick 


“VARNUM” 


Trade Mark 


Made in Three Styles, 
No. 1, 2, 3 


With Standard Measures, 
English, French, 


American 
Price No. 3 
$1.50 Each 


“Varnum”’ Size Sticks 
are made of Extra 
Quality Maple Wood, 
with Nickel Plated 
Trimmings. Makes an attrac- 
tive fixture for the store, also 
along wearing and useful one 
as weil. 


Write Us Direct if Your Dealer 
Cannot Supply You 







Frank W. Whitcher Co. 


Manufacturers 


[BOSTON, MASS. 
BRANCH, CHICAGO, ILL. 











140 


BOOT AND SHOE RECORDER 





April 14, 1923 





issue: 

Space 1 tim 

lin.. . $5.00 $4.00 $3.50 
2 in . .10.00 8.00 7.00 
3 in. . 15.00 12.00 10.50 
| “See 20.00 16.00 14.00 





Recorder rates for space less than one-eighth page per 


e 7 times 13 times 26 times 52 times 


CLASSIFIED AND OPPORTUNITIES DEPARTMENT 


ITIONS WANTED—Four cents per word for each insertion. 
Minimum amount 
“Want” advertisements, seven cents per word for each insertion. 


Minimum amount 


$3.00 $2.50 
6.00 5.00 


12.00 10.00 


Payment in advance is required, except when regular advertisers, as amounts are too small to open accounts 


desi ies forwarded direct to their address, each 
9.00 7.50 - T- —b counted te Go edvertionment end paid fer accordingly. 


, seventy-five outs. For other 


, $1.25. Ads under this heading will be 
Th, -t + > When 
this office, twelve words 

When advertisers 














SALESMEN WANTED 


SALESMEN WANTED 


SALESMEN WANTED 





(PPORTUNITY for reliable salesman to con- 
nect with a Pennsylvania manufacturer of an 
attractive priced line of childrens’ turn shoes. No 
objection to non-conflicting line. Wisconsin, Min- 
nesota, Dakotas, Indiana, Western Ohio and 
Michigan. Liberal commission. Give full details 
and reference in first letter in order to receive 
consideration. Address D-911, care Boot and 
Shoe Recorder, 207 South St., Boston, Mass. 





W ANTED—Salesman to sell wholesale trade, 
men’s popular priced welts. M. F. Kelley 
Shoe Co., Stoughton, Mass. 


SAL LESMAN WANTED—To carry as a side line, 

a well selling line of infants’ turns and high- 
grade McKays, and child’s McKays and mock- 
welts. Straight 5 per cent commission; state ter- 
ritory covered and lines carried. Address K-738, 
care Boot and Shoe Recorder, 127 Duane 5t,. 

New York. 








V ’ANTED—A salesman having established trade 

in Texas to sell on-commission basis, our line 
of stitchdown shoes, sandals, novelties and also 
soft sole felt and leather slippers. No objection to 
non-conflicting line. Only real salesmen need 
apply. References -_ details required. Address 
= -735, care Boot and Shoe Recorder, 127 Duane 

, New York. 





LARGE wholesale house, operating an exten- 
sive chain of family shoe stores and depart- 
ments, has an opening for two energetic and ag- 
gressive young —_ who are seeking a real healthy 
opportunity. Applicants must have good broad 
experience and know how to intelligently mer- 
chandise shoes intensively on a quic ck turn-over 
basis and be resourceful because our plan of opera- 
tion is flexible and not stereoty None but 
hustlers need apply. References required; state 
age and experience and give full particulars in first 
letter. Applications treated in strictest confidence. 
Address B. 912, care Boot and Shoe Recorder, 207 
South St., Boston, Mass. 





WANTED—Hard mee y | consistent opeee rs to 
sell a popular priced line worthy of represen- 
tation of the best road men in America. High-grade 
Me Kays, in children’s, misses’, growing girls, and 
women’s, also the finest felt shoes manufactured. 
Some splendid territories open. Strictly commis- 
sion basis. In writing give age, lines sold, amount 
of sales, references and enclose late photograph. 
Address H. C. Growenwold, Director of Sales, 
Wobst Shoe Company, Milwaukee, Wis. 


GALESMAN with established clientele in South 
or middle West and Coast, to carry line of 
ae made ladies’ high- grade turns. Good 

unity for man desirous of changing. Write 
fal particulars in first letter. Ad K-730, care 
Boot and Shoe Recorder, 127 Duane St., New York. 








1. GEORGIA—FLORIDA 
2. MISSISSIPPI—ALABAMA 


in the above respective territories. 





ALESMEN WANTED —Shoe salesmen to carry 
as side line on commission basis best medium- 
potend line of spats, gz shoes, woolskin slippers, 
leather and canvas leggi We invite replies 
from all parts of the Unit States. Tell us what 
territory you cover and send references in first 
letter. We pay liberal commissions and our 
are priced to sell. Apply The Brown Warner Mfg. 
Co., Franklin, Ohio. 





WANTED—High-powered only to sell 


salesmen 
a line worthy of representation of big uci 
road men. Fifteen styles of men’s i 
dress welts to retail at $5.00, with al style and 


pays any well-posted retail buyer could ask for. 
ddition to these popular-priced dress shoes, 15 
styles of men’s unlined welts, medium weight 4 
retanned and elk leathers, with workmanship lik 
dress shoes. Entire line has been 

Every style built on new ideas of the 
Complete line carried on Floor B to E. Strictly 
6 per cent commission basis. Some wonderful ter- 
ritories open. Don't epply unless you are a big 
protecn- ~ tnedew & Metcalf Company, Milwau- 








- EXCELLENT OPPORTUNITY 

FOR PRODUCTIVE SALESMAN 
THE LINE = "site temas 
THE TERRITORY = eo." 
THE MAN WE WANT =28722 sci 


Address D-886, care Boot and Shoe Secnstin’ 
207 South St., Boston, Mass. 


Ohio, where the line has met with 


lor the position. 





Shoe Salesmen Wanted 


Four Territories as follows: 


3. KENTUCKY 
4. MOUNTAIN STATES 


to represent 


THE SIMPLEX SHOE MFG. CO. MILWAUKEE, WIS. 


We want men who have made records, who can produce, who have real 
ability, good character, and can earn big money. If you are a red-blooded, 
two-fisted go-getter, if you can sell shoes on a big scale, if you want to 
build up for yourself a paying and lasting business on a line of children’s 
shoes that lead in health, comfort, quality and style features—then write 
to the Simplex Shoe Mfg. Co., Milwaukee, Wisconsin, and arrange for a per- 
sonal interview at Milwaukee. We will give preference to salesmen living 





WANTED salesman with established trade to 
sell on commission for Iowa; prefer man who 
lives in Des Moines or that state. Groves & Rood, 
Chicago, Ill. 


GALESMEN to carry manufact 
misses’ and growing girls’ welts. A few Makes. 
numbers also. Made in + and carried 
in stock. Ample cumesipere Bate. “State references 


— territories: I 

Iowa, tucky, “Missisippi, ew York Loa 
Ohio. Address D. care Boot and Shoe Re- 
corder, 207 South St. mt ~4 Mass. 
ey WANTED—To nae S a ent 


tg Ballet Howdy snd St ow: are daly’ Shue He. 


=. 207 South St., 


WAN = — y= to sell our 

special li <= Ce ey Brace women’s 
welt shoes in territory: Baltimore and 
vicinity, New York City City, Boston, Colorado and far 
vs tented" lasta lasts, scientifically con- 
rey - corrective feature with style, 
Patteras'up to, date. Both rigid and flexible arch 
construction. Twelve ’ re in line. The Cahill 
Shoe Co., Cincinnati, 

















WANTED 


High-grade salesman, with estab- 
lished trade, for State of Illinois 
(Chicago excluded). None need apply 
who have not established business in 
Illinois. 

Also a high-grade salesman for the 
states of Virginia, oruent, © New Jer- 
sey, Washington, D. C., and about 
twenty towns in Pennsylvania. 

We are well established in both ter- 
ritories. Applicant must be up and 
coming every minute. 

THE JULIAN & KOKENGE CO. 

Cincinnati, Ohio 
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SALESMEN WANTED 


SALESMEN WANTED 





VSS manufacturer of quality work and 
mening shoes would like to get in communi- 
cotton ae Li ~ salesmen who have on. 
in the States of Louisiana an 
ar, Must have confidence ou | a 
wn a 7, to travel on ao 7 Pate cent = 
Address D-908, care 
pe 189 W. Madison St., Chicago, Ill. 
Wore toamer ons taekewiene. gg -~ + 
men to carry our etain 
ers, White Way Shoe Cleaner and “other items as a 
side line. Liberal commission. State ‘er SR to 
are now covering. E.T. Gilbert Mfg. Co 
ter, New York. 


Two Shoe Side Lines 


Salesmen selling men’s shoes who 
have established trade and consent of 
employers will be interested in this 
proposition. 

Line consists of two welt work shoes 
that are decidedly different from any- 
thing else on the market. 

Write now, naming line you are now 
selling, boundary of territory and 
length of service with present employ- 
er. 








Following territories are open: 

Missouri, Kentucky, Tennessee 
Pennsylvania, Mississippi, Georgia, 
North Carolina, South Carolina, Okla- 
homa, Southern Texas, New England 
States. 


GREAT LAKES SHOE COMPANY 


290 East Water St., 
Milwaukee, Wis. 








Big City Salesman 
Wanted 


By large manufacturer of me- 
dium grade, women’s novelty 
shoes, constructed particularly 
to interest quantity buyers. He 
must be favorably known to 
chain store, department store 
and large retail buyers, and have 
a well-defined sense of style. A 
big and permanent job for the 
right man. Write giving full 
particulars. All replies treated 
confidentially. Box D-909, care 
Boot and Shoe Recorder, 207 
South St., Boston, Mass. 





ator 4 for the State of Wiscon- 
to sell our line of growing girls’, misses 
children's and infants’ McKay and turn reewed 
shoes. Can be sold with — non-conflicting lines 
on commission. Apply with reference to H. S. 


Albright & Co., Inc., Orwigsburg, Pa 


ALESMEN—Side line 25 commission, no 
shoe wat will stock it. 


Diana Manufactur- 





ing Co., Uniontown, Pa. 





The Hurd & FitzGerald Shoe Co. 
UTICA, N. Y. 


Desires the services of a first-class 
for Roch . New York and 
nearby territory. In your first letter 
give age, experience, territory traveled 
and amount of sales and shipments for 
last two years. Address, D-910, care Boot 
and Shoe Recorder, 207 South St., 
Boston, Mass. 

















POSITION WANTED 


POSITION WANTED—Young shoe man now 
employed, desires to make a change. Seven 
years in the game. Well acquainted with the trade. 
Address, D-913, Boot and Shoe Recorder, 207 
South St., Boston, Mass. 


RETAIL shoe man, married, 26 years of age, 

window dresser, ic man, desires con- 

nection with high-class concern. Highest references. 

New York State preferred. Will accept position 

anywhere if terms are satisfactory. Address, K-737, 

a and Shoe Recorder, 127 Duane St., New 
or 


A YOUNG man who has the initiative ability 
and training to get results, desires a position as 
assistant manager in a large, ‘high-grade “— de- 
peri unquestionable references. Address, 

914, a and Shoe Recorder, 207 South 














GHOE buyer and manager of 14 years’ experience, 
now “ything pertain is open for ition, capable of 


pertaini e ience, alsc 
"5-015, care Boot and Shoe 
4 Sor South St., Boston, Mass. 


POSITION wanted by an aggressive married 
man; age 32 years; now manager up-to-date 
Chicago shoe store, having sixteen years’ shoe ex- 
perience, six years retail and ten py shoemaking, 
and foreman in shoe factory. ill consider any 
proposition pa paying f fair salary. Can furnish best 
references. D-916, care Boot and Shoe 
Recorder, 189 West Madison St., Chicago, Ill. 


S valu BUYER, now employed and doi Ln 
volume of business, desires to make c' % 
nderstands all lines of shoes. Acquainted owith 
inarket A real producer, and capable of an so 
nsibility. Address D-897, care oe and 
Hecestien, 207 South St., Boston, Mass. 


a 











SUPERINTENDENT WANTED 


ANTED—A omeitentens. Capable execu- 
tive with knowledge and experience in manu- 
facturing Pweg x of stitchdown shoes and felt 
ive full details. Exceptional opportunity 











Opportunity 


Excellent opportunity is of- 
fered to salesmen in various 
parts of the country to carry 
specialty side line of three or 
four Goodyear welt work shoes. 
Splendid value. Easy to handle. 
Write giving full particulars as 
to territory. Indiana Shoe Cor- 
poration, Marion, Ind. 











for right man. Address K-736, care Boot and Shoe 
Recorder, 127 Duane St., New York. 





FOR SALE 


ERE’S a real o; unity for someone that 
aun to go into business. Store for sale, good 
lished business, good clean stock, good 
my We handle shoes and ons furnishings. 
Want to retire from business. For information 
write to Wilmington, Ill., Box 151. 








Geop paying. shoe store. Established 35 years. 


location in New York Cit Lease to 
suit. For information inquire ctropolitan Slipper 
Co., 134 W. Broadway, New York Ci 





oat have eight pe hy Rochester Faber 
pico all in good ws snwill <- for $50 a- 
G. Herrick Shoe 


all in a cain « 
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FOR AT ONCE DELIVERY AT $3.2 





Our attractive line of 
women’s Goodyear 
welts which we are 
making to order in 
Kid, Elk and Fabric 
oxfords, sandals and 
straps, retail $5 to $8. 
Four to six weeks 
deliveries. Salesmen 
are showing our new 
styles. 


Write to factory for 


No. 31207—-Women’'s patent leather one-straj ret. representative to call. vee 33049—Women fp mahegeny tan calf welt exteed. 


13-8 heel rubber top lift. Medium wide toe. 
with ae de elk inlay. In stock. Waithe B ood Stub wing tip. 1-8 rubber Ee No. 114 medium 
Price elking In D 


25. Order shipped same da wide wa ast. stock. D. 3-8. Price $3.25. 
= - 7 Order shipped same day received. 






received. 





OTHER SEASONABLE MODELS 


We also have women’s grey buck Gun Metal apron and tip one strap, 
7-8 rubber top heel, and grey buck blucher oxford Gun Metal apron, 
tip and fox, 7-8 rubber top heel. 






HAVERLILL,MASS. 
Arr aa 
BOSTON OFFICE: : 143 LINCOLN STREET 
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Eyelet Equipped 
Shoes are Uni- 
versal Favorites 


Visible eyelets have grown 
to be a significant footwear 
detail to the buying public. 
National advertising is edu- 
cating the discriminating con- 
sumer to look for these eye- 
lets as an indication of the 
quality and modernity of 
the shoe. 


The practical style value of 
visible eyelets imparts to all 
shoes on which they appear 
the guarantee that the shoes 
were ‘built for the wearer’s 
convenience. 


Visible eyelets add a definite 
sales value to the shoes you 
sell} 


UNITED FAST COLOR 
EYELET COMPANY 


Boston, Massachusetts 





The Boot and Shee Recorder will appreciate your mentioning the publication in replies to advertisements. 
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EVERY DISPLAY, OF FOX FOOTERY IS A 
SERENADE INVITING YOUR CUSTOMERS 
TO LOOK THEIR BEST. 









FOX?PRESENTS PUMPS, SLIPPERS AND 
OXFORDS IN RADIANT COLORS OR 
SMART, FORMAL BLACK. 











Charles K. Fox, Inc. 
Haverhill, Mass., U.S.A. 


B : 54 Li Im St. New York: Marbridge Bldg. 
Broadway and 34th St., Room 632. Chicago: Great 
Northern Building 
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That Extra Pair Sale! 


These oxfords have become exceedingly popular without 
the CLICO SOLES — and the CLICO SOLES have become 
exceedingly popular without the oxfords. So we have 
combined them and now have one of the most popular 


Sport Oxfords 


ON THE AMERICAN MARKET 


DELIVERY— FOUR WEEKS 


gra, gre. 


No. 22556—Pearl Elk Brogue Oxford, Clico No. 90561—Smoked Vamp Beige Ouierter, Strap 
Sole and Heel. Sizes 244-8. A-D....... $4.75 and Collar, Clico Sole and Heel. Sizes ete 
A- 


Modified English Last 
Modified English Last 


Stock Department 


THE JUVENILE SHOE CORPORATION 


OF AMERICA 


nm, °° MISSOURI 


Manufacturers of KEWPIE TWINS Footwear 























The Boot and Shoe R d jiate your mentioning the publication in replies to advertisements. 
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In Stock 


BC and D 5 toll 


5138) | 
Black Calf \ 
M 1038), “a 
Mahogany Calf Se 


Solid Leather Construction 
In Stock Catalog on Request 


Rohn Shoe Mfg. Co. ~ ~ S 


‘414 Fourth Street + + Milwaukee, Wis. . Ravana nanan j 
Chicago Distributing Branch — 303 W. Monroe Street af 


The Beot and Shee BR der will appreciate your mentioning the publication in replies te advertisements. 
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(ornell Turn Footwear 


Creates an irresistible 
sales appeal. 


<1 


When in New York during 
the Brooklyn Style Show see 
this exclusive line at our Fac- 
tory Show Rooms, or have 
our representative call on you. 
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Their distinctiveness compels 
us to show our patterns in 


No Trade Magazines. 
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(Cornell Shoe Company 


Designers and Manufacturers 
61-67 Navy Street, Brooklyn, KN, Y. 
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“Best at the Price” 
Radio Last 





STRAIGHT 
IN STOCK TALK 


The indisputable value in 
“Best at the Price” shoes is 
too well known in the trade 
to need explanation. 





Their quality, style and work- 


No. 349—Patent Leather Oxford. Full ry: \peerses \% Wing- manship are models of their 
foot Heel. Radio Last. B,C and D; 5 tol 4.50 kind 


Beals-Pratt shoes are in a 
class of their own—quality, 
price and attractiveness con- 
sidered. The enthusiasm of 
B-P dealers is growing daily 
because of service backing 


B-P shoes. 





Order now, or send for de- 
tailed description of the en- 
tire line. 





No. 348—Ruby Calf Out od. Full Grain Counter. % Wingfoot 
Heel. Radio Last. B,C and D; 5 toll $3.85 


Beals-Pratt Shoe Mfg. Company 


MILWAUKEE WISCONSIN 




















The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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olored Kid and 
pringtime Slippers 


In Stock 


The Mildew, No. 56, white Texelect 
cloth sandal, turn sole, Spanish 
Saree 
No. 57, white Texelect cloth sandal 
turn sole, covered Cuban heel . $6.50 
No. 58, black satin sandal, turn sole, 
covered Cuban heel . . . $7.50 


Colored Kids 

No. 61,red kid sandal,turn sole, Span- 
ROSE... 3: « «-» w= ot See 
No. 64, red kid sandal, turn sole, cov- 
ered Cuban heel . . . - $9.00 
No. 65, green kid sandal, turn sole, 
covered Cuban heel . $9.00 
No. 70, champagne kid sandal, turn 
sole, covered Cuban heel . $9.00 
No. 74, grey kid sandal, bead edge 
welt sole, covered Cuban heel . $9.00 
No. 68, blue kid sandal, turn sole 
covered Cuban heel ... . $9.00 
The Lournay, No. 67, green kid sandal, 
turn sole, Spanish heel . . $9.00 
No. 69, grey kid sandal, turn sole, 
Spanish heel ~- «<te eo ee 
No. 66, blue kid sandal, turn sole, 
Spanish heel . ...°<*. . $9.00 
No. 71, camel kid (Lt. Field Mouse) 
sandal, turn sole, Spanish heel. $9.00 
No. 1098, patent leather front strap 
cut out sandal, turn sole, Spanish 
DM ois & 2 1 4 « ee ee 
The Priscilla, No. 1095, patent leather 
cross strap sandal, light welt imitation 
turn sole, celluloid Cuban heel $8.25 
The Pacer, No. 26, genuine white buck, 
imitation bregue tip and heel foxing, 
white ivory sole and heel . $7.50 
The Myra, No. 55, white kid cross strap, 
turn sole, Spanish heel, noeetlle 
priced cts ce « 
The Corine, No. 54, black satin double 
cross strap, turn sole, Spanish 
heel te, es $8.00 
The Lenore, No. 28, black satin, turn 

The Pacer sole, LXV heel . . . . . $6.7 
No. 29, black satin, with baby Louis 
OE ns 6a hk Aue 3 6 


I. MILLER & SONS 


ee lee ee 3 a OS ee ee A NS 


ONE CARLTON AVENUE 
BROOKLYN, NEW YORK 


Vo i. D)- a0) oo 
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THE SATURDAY EVENING POST April 28, 1923 
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BURSON HOSE| | 
Needle-Moulded to Fit 











Ee 





Tue accompanying picture reproduces a Burson stock- 
ing in the “Shadow Rub” style to better accentuate the 
knit-in fashioning 





Starting at the toe you will notice how rows of knit- 
ting are added to widen as the needles work away from 
the starting point. Note, too, that this Burson method 
eliminates the necessity of a seam across the toe to closet. 


Then at the side of the heel the gussets turn the round- 
ing corner, just as a column of soldiers does, slowing up 
the needles at the inner end and gradually increasing 
the knitting, needle by needle, to the outer end. This 
knits to form the accurately rounded Burson heel. 

The ankle 1s knitted narrow to fit snugly and firmly without 
wrinkles, and as nature's contour gradually enlarges up to the calf, 
so do Burson Hose Needles are again added to knit m more 
fabric and thereby shape the leg The “Shadow Ribs” with thew 
smart converging lines emphasize this fashioning very plamly 

Burson Hose are most accurately shaped by the man:zpulation 
of knitting needles just as they would be used m hand knitting 
except that the workmanship 1s, of course, much finer 

Every quality of Burson Hose, regardless of price, made 
by this patented Burson process. 





Burson KnittinG CoMPANyY 
ROCKFORD, ILLINOIS 


Thas ticket (in red) on 
ee URSON 


FASHIONED HOSE 


Made in Cotton, Lisle, Mercenzed & Silk 
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= IN STOCK STYLES = 


All Orders For These Three Styles Will 
Be Shipped Same Day As Received 
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We have seen to or 3 7 These shoes will 
it that these . a gy create considera- 
shoes have the a oN ble good will for 
desired lightness ‘ . <a + J >» you and your 
of appearance —— store, because 
with the qualities — they represent 
of durability that : satisfaction- 


‘ Net 30 D: aaa 
will please your Women’s White Delhi Calf Camp Oxford, Per- giving merchan- 
fora Elk Trim, , Tourn t’ Last, 
customers. Wints Rubber Washboard Soles ond Spring Heel 
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Women’s White Wyclo Cloth 6-Eyelet Oxf 
Welt, Berk Last, Imitation Tip, Collar 


Lace Sta a? Leather Sol ith White 
Welti ic ink Wood Conmol Cuber tion. 
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UTZ & DUNN CO. 
ROCHESTER « NEW YORK 


DENVER OFFICE NEW YORK OFFICE , 
218 Charles Bldg., Denver, Colo. Bush Terminal Sales Building on Bex: es, 
TIGER & McNUTT 130-182 West 42d St., Room 1521 709 Forrester hn Angeles, 
Representatives S. A. McOMBER, Representative ‘ Representative 
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BEACON 
SHOES 


Every Shoe Retailer will find in BEACON SHOES three out- 
standing features. These are: FITTING quality, WEARING 
quality and STYLE. These are three of the most important 
requirements of any line of shoes in order to make progress year 
after year, to render proper service to the retailer and to give 
satisfaction to the consumer. 


No. R5070 Price $3.60 
Trump Last 
Gun Metal Oxford 
C, 611 D, 5-11 


IN STOCK 


No. R5069 
Companion Shoe 
in Morocco Calf 

same price 


Write for our latest cata- 
log illustrating the many 
other styles carried in 
stock for immediate 
delivery. 


F. M. HOYT SHOE COMPANY 


MANCHESTER NEW HAMPSHIRE 
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and our best 
advertisements are 
written unknowingly 


by our customers 
NICHOLS & GREEN 


FOOTWEAR 
MASON CITY, IOWA. 


Freeman Shoe Co. 
Beloit, Wis. 


Gentlemen: 
We acknowledge receipt of your favor of recent date 
together with the credit memo. of 5c. the pair on 


the recent shipment. 
We are pleased to note thal the increase in volume 


has enabled you to do this, and we offer our con- 
gratulations in your success. 

The shoes we have had from you have been very 
satisfactory, both in the service and fitting, and we 
are waiting for Mr. Phinn to arrive to strengthen 
up our line. 

Yours very truly, 
Nichols & Green. 
By H. L. Green. 


The N.S.R.A, 
Blue Ribbon Style 
Style 35 Mahogany 
Style 350 Gun Metal 

Widths A to D 


$3.40 


FREEMAN SHOE MFG. CO. 














BELOIT, WIS. 
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tt tt tt: 4-44-44 


TURNS IN STOCK 


SHIPMENTS MADE UPON RECEIPT OF ORDER 


“PROOF OF THE PUDDING” 


OUR turns are selling big- 

ger than ever. Some of 
our customers have re-ordered 
a half dozen times in the last 
six weeks. This proves the 
selling strength of our line. 


Fett tt tte tte te ted ee 


IN sTOCK 
Price $3.90 
— 


tr 
No. aE ary covered b OP: Sizes 24-8: 
wi 
BC. 


IN STOCK REGARDING PRICES 
INCREASED PRODUCTION Price $3.75 All prices are based on orders of not 


We have increased pen - are - than 12- pair -_ oe pairs at 
able now to take care of rade better No 816—Patent Chrome two-button one conte per pay eaten oe ee quate 
than ever. strap. Imt. Fr. cord silk gros grain binding. os . — Terms 2% 10 days. 

Leather quarter and sock lining. Vents in ays. 

quarter. Solid leather grain counter. High- 

grade soles, 8-8 military celluloid covered 

wood heels. Ocean pearl buttons. B-C, 214-8, 


++ + -t-+-t-$-4- 4-4 


IN STOCK 
Price $3.75 
IN 
IN STOCK No. 823—Patent Chrome one strap. Spanish Pies on 
Price $3.75 Junior Louis full breasted celluloid covered No. 21 -75 
—_ heel. B-C heel. Imt. Fr. cord binding. Leather quarter Kid. T White Washable 
216—Same as 213 with apper and sock lining. Solid leather grain counter. leather ccunter @p. Fine sole, Solid 
No. rene sole. Ocean Pearl buttcns. Sizes lining. Fylj Junie . Spanish quarter and ook 
‘ . utt Ish coy, 
No. 713—Like 823 in black kid. Full breasted ons. Imt. Fr. bound, BCS _ 
Spanish Junior J ouis covered heel. Sizes ‘ 
24-8, BC. Pric 75 


KARELIS SHOE Co. 
HAVERHILL, MASS. 
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528—Child’s Brown Side Bal Oxford with Oak Sole and 

Flexible Insole, Vamp Lined, Hard Toe, Spring 

Sizes 8% to ll. D Width Only. 1 75 
. 


527—Infant’s Sizes 5 to 8. D Width Only. 
Price . 1 55 


$2.05 


Heel. 


529—Misses’ Sizes 11 4 to 2. 
ber Heel. D Width Only. Pr 
All Runs Made, Plain Toe. 


1198—Child’s Patent Leather Barefoot Sandal with 
at ug a> Ce ae Ri Insole, i 

5 1zes to . ° 
Price - ; * $1.8 


1199—Misses’ 111% to 2. D Width Only. 
Price 


$2.10 


198—Child’s Chocolate Elk Barefoot Sandal, 
fo ee a wink bes Insole, Spring 
eel. to ° i e 

~~ Rpts * $1.40 


ee Sizes 5 to 8. E Width Only. $ 1 .20 


+ pees 4 Sizes 114 to 2. E Width Only. $ 1.60 


ww 
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SHOES 


FOR 


TEN DAYS 


DELIVERY 
Ooo 


The shoes shown here 
are just a few of the 
many new styles and 
patterns of Simplex 
Children’s Shoes. Send 
for our new In Stock 
Booklet showing the 
season's snappiest 
numbers in footwear 
for boys and girls. 


OOO 
Simplex Health shoes 


should be looked upon 
as the Standard in foot-’ 


wear for children. 


The Simplex Last is 
the ‘‘Nature-Shape”’ 
Last; it follows the 
lines and contour of 
the human foot insur- 
ing the Child’s Health 
and Comfort. 


SIMPLEX SHOE MFG. CO. 


MILWAUKEE, WIS. 


Dunham Bros. Co., Brattleboro, Vt. 


New England Distributors 





1568—Child’s Tan Ivory Sport Oxford Blucher, Smoked 
Elk Collar Chrome Retanned Sole, Flexible Insole, Spri 
Heel, Soft Toe, Sizes 8% to 11. D Width 2 2 

i e 


$2.00 


1567—Infant’s Sizes 5% to 8. D Width 
Only. Price 
$2.55 


1569—Misses’ Sizes 11% to 2. D Width 
Only. Price 


rowing Girl’s Grecian Sandal. 
A and Si Full Lea 
Buttons, Oak Box Toe, Rubber Heel. 
Sizes 214 to 7. Band C Widths. Price... 


7469—Misses’ Sizes 1114 to 2. D Widths 
Only. Price 


$2.90 


7468 
D Width Only. Price 


: a ) 7 
(MiLwavaro ITN. Ze ¥Ty) 
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Our Salesmen are on the road show- 
ing a line of shoes that will make 


your mouth water. 


Every season we think our samples 
are the best we have ever made. 
This season we know that we have 
surpassed anything we ever produced. 


Buy them when the salesman calls. 
We make no return trips nor call backs. 


“The Snappiest Line of Welt Shoes in America” 


The JULIAN & KOKENGE Co., Cincinnati, 0. 


° fo ot Saver Shoes 


Foot Insurance fer the Yuture 


appreeiate your mentioning the publication in replies te advertisements. 
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Rueping’s Kin-Kin Sides 


Smoked Fawn Scarlet 
Pearl Indian Red Brown 
White Rose Gray 
Cerise Olive 
Green Sandalwood 
i Blue Erin 
Nubian Brown Lavender Safian 
Orange Copper Red Eucalyptus 
MongolianBrown Mulberry Moss 


Rueping’s Buck Sides 


White Mist Colonial Brown 
Smoked Pigeon Grey Otter Brown 
Nude Lead Grey Beaver Brown 
Sand Mouse Grey Mandalay 
Salmon Mole Grey Congo 
Taupe Dark Otter Nigger Brown 
Beige Deer Hazel 
Aluminum Grey Bamboo Ormond 
Tobacco Brown 


Rueping’s Rue-Suede Calf 


White Salmon Otter Brown 

Black Mandalay 
Hindu 
Kangaroo Grey 
Nigger Brown 
Sand Brown 
Mignon 
Comet 
Bitter Sweet 
Zinnia Red 
Killarney 





Color cards cheerfully furnished 
on request. 
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EN STOCK 
No. 799 


Madison Last, ~Be ys om, L .~ 


tan piping a 
toe, one-half Teht leather - wy = in 


toe, Calf quarter lining, permanent 
crease up vamp, sloop edge. . . $5.85 


The CERTIFIED Shoe 


is for the man who uses good taste and discrimination in 
dress. It has all the elements of style, wear and comfort that 
most men could ask—and the price is considerably more 
moderate than most men would expect to pay for such a shoe. 
That you will make no mistake in featuring the CERTIFIED 
Shoe by name is evidenced by more than a quarter century 
of unvarying high quality. 


Twenty-two styles In Stock. Write for catalog 


STONEFIELD-EVANS SHOE CO. 


ROCKFORD ILLINOIS 


No. 741 
P. & V. Black Velour Calf, plain toe, 4% ae 
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NO. 701 
IN STOCK - AA to D 


$6.00 
Gun Metal Calf. Hand Turn. Suede Calf Collar and Strap. 





| TUVAUINNHHII | ; 
| MAUL | 
> 


No. 702 


IN STOCK - AA to D 
$5.00 


Same as above in White Fabric with White Kid Collar and Strap. 


. 
ant enna nnonasnnan nanasssnanasnnenntfiaa rr eee a a 
‘ 1] HHT TTT 





Ask for our Spring Catalogue of New La France Styles 





Williams, Clark & Company 


| 
| 

i 

| 

| 

| 

| 

| 

| 
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H 
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| 
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The Password to Style 


y p t ] a N=". the Coming Season 
TUT! TUT! e 


These new “Egyptian” ornaments for 
straps and sandals lead in the fashion 
parade. 


Made of beautiful filigreed green gold 
metal with meshed fringe. Tinted in 
red, green, or blue to give the true 
“Egyptian”’ effect. 


Full of Originality and Pep! They are 
a sure-fire Hit! Send for your assort- 


No. 212 
. P 
Per Doz. Pairs, $12.00 2> = Pp Ben. Bate, Ot 


No. 210 Per Doz. Pairs, $15.00 


RHINESTONE. 
CUT STEEL BUCKLES 
BEADED ORNAMENTS 

FANETTES 
RHINESTONE TIPS 
PUMPETTES 


*“*We have a ‘KLASSIC’ ornament 


39 
Per Doz. Paigs, $9.00 for every shoe 


ABE MANHEIMER & COMPANY 


The House of Novelties 
FOURTEENTH STREET AT LOCUST 


Per Doz. Pairs. $9.00 
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A sport pattern that is is one o 
our best aell lexs. 

Foxing made >, W nite + 
wit vor Calf cut out 


Qa rters and Straps. A 


welt made ge mn last 
ann Carr back ag 
Crep e FEY APS, snd el. 
Not §. im sto ut can be 
made on order for ah, 
within six weeks. 


Price e?5.65, 37 30 das Ss. 


* 


Bes 


- ~ Se pee ap lls 
MOORE- AAFED’ 
‘MHOE ’MFG°CO* 


Y , NEW YORK OFFICE 545-547: 7549 rane. Bu BLOG. BWAY AT 34 UST Lihan O.Titys 
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No. 426 
Ruby red smooth calf bal 
oxford, long fold tip, kid 
quarter lining, Yale last. 
A stylish shoe that appeals 
to conservative dressers. 


$4.90 
30 Days Delivery 


Tee 








THER UE suo 


TF EFI PLAS) <s 








has a wide range of appeal. It meets the style require- 
ments of most men, from the young chap at college to 
the staid business man. The materials and work- 
manship that go into it produce fitting and wearing 
qualities far beyond the ordinary. The values offered 
are paramount. 
Write for agency proposition and 
portfolio of dealer helps. 


THE GODING 
SHOE COMPANY 


833-855 W. Chicago Ave., CHICAGO 


No. 240 
Rueping’s M o hawk 
Smooth black Calf, Nor- 
wegian grain saddle, fold 
tip with cord, Wingfoot 
rubber heel, kid quarter 
lining, Derby last 

$4.90 


30 Days Delivery 
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“Miss Out-of-Doors’W clcomes 


STARBUK 


in 


Harmonizing Colors 


The call for STARBUK in colors is far ahead of any past season. 
Thinking retailers and manufacturers have discovered that 
STARBUK enables them to sell fashions’ latest shades in 


smartest models at reasonable prices. 


Following -Are Our Most 
Popular (Colors for Whole Shoes 


or (om binations 


(olor 22 BAMBOO ania Poet. th 
(olor 20 BEIGE sec a 
(olor 33 BOBOLINK Maiacnssincabinesy 
(olor 43 HAZEL ng omg 


TOLMAN, DOW & CO., Inc. 


174 Lincoln Street, Boston, Mass. 


ROCHESTER, N. Y CINCINNATI, OHIO GREATER N. Y. ST. LOUIS, MO. 
Mr. Charles L. Kirk Mohr-Holters Sales Co. New Castle Leather Co. T. M. Fitzgerald g Co 
22 Andrew St. 202 E. 7th St. 100 Gold St. 1602 Locust St. 














GENERAL REPRESENTATIVES FOR CONTINENTAL EUROPE—NEW CASTLE LEATHER CO.—HEADQUARTERS AT PARIS, FRANCE. 
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“Lo-Price” 
Salesmen showing sam- 
ples. 


Merchants buying liberally. 
Women crazy about 
L & A shoes. 


We are building a big ad- 
dition to take care of in- 
creasing trade. 


Still we cannot see every 
buyer who wants the line 
—late buyers must be 
passed up. 


Write or wire if you want 
our shoes—we make no 
return trips. 


THe LAPE & ADLER; Company 


COLUMBUS  -:- OHIO 
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“‘Lo-Price” 


There must be a good 
reason for the almost in- 
stantaneous success of this 
company. 


Merchants who buy 
L & A shoes know that 
reason. It’s the shoes. 


It's the Style—very high. 
It’s the Price —very low. 
It’s the Quality—very fine. 


Get this line and make 
some money. 


Te LAPE & ADLER> Company 


COLUMBUS -i- OHIO 
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752—Dark Tan 
Veal, No.95 Blucher 
Oxford 




































































Immediate 
Delivery on this 
Slipper 








No. 304 


Misses’ Patent Leather Two Button Instep Stra ap 
Sli ipper, Single Sole, McKay. Cand D. Sizes 11% 
to 2 seseeue on .$1.90 
Children's YT" eee 1.70 
'nfants’, 5 ja hy a by 
Growing Gi 2%to8 -- 2.28 















































W b The service and appearance of 
obst WEBER Union Made SHOES 


j e are bound to bring the customers 
aders back for their future footwear 


| needs. 








for 
. Weber value is traditional... 
Quick 


TO RETAIL AT 
No. 436 
irls’ Patent Leather One Strap, Grey Sales $5.00 --- $8.00 


ik Sable with we withene Toe Tip. No.5 
ant. C and D. 9-8 Rubber Heel. 2% to 


Wome n's No. St Last. AA to E. is tebe and New Office, H. Harris 
Heel. 2% to8 $3.20 1328 Broadway 


ween 11% to 2. Toe Room Last. C and 
Re-sales — Building 














Infants’ 5 to 8. Toe Room Last. cat 
Also ‘made with Mat Calf at same prices. 


| = . A : Li i 


VEL, * | 


No. 640 
No. 431 s Patent oy! Mat Calf, F it W itt 
Growing Girls’ Patent Leather Grey Saddle Theos E No. 37 Last. i: I Wii }! 



























































Elk One No. 5 Last, C&D. AA to E, ioe bebe Heel, » ores 
ib iW 


9-8 Ri thber "“Hieel, aie $2.86 | x 
» ii Ti i id * 


eels : . 
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Growing Gists', No. ey 5 ast, C and 


13-8 Rubber Heel, 214-8 2.80 24-8... 2.80 


Also made with Mat Calf Strap at 
game price. | i {ll i 


WOBST SHOE COMPANY | I 














411-415 VLIET ST. . MILWAUKEE 
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of Sales— 


in search 
ofaDealer/ 


TO think that hundreds of people 
every month will write, ‘““My dealer 
doesn’t carry Goodyear Gold Seal rub- 
ber footwear. Where can I buy the 
super-quality kind you advertise!” 


And some dealers still think that the 

ublic won’t pay a few cents more for 
hi her quality! Here’s proof that they 
will. The public is refusing lower- 
priced substitutes — and going out of 
their way to get the genuine Good- 
year Gold Seal brand. 


Shall we place you on the list of live 
dealers to whom we refer these in- 
quiries? Hadn’t you better write — 
now—for the Gold Seal proposition? 


‘ ~/ = 
" 


Coodyear Rubber Co. - UW 0 L D C F A | | = 
New York City i. 4 Q “ 5 | 





, sé ™~ 
LLL aT . 


PLA PLEO EA 


RUBBER CO. 


General offices: 787-89 Broadway, New Yerk 


BRANCHES: 


Milwaukee, Wis.. 380-2 East Water St. St. lan Mo., 1103 Weshingson Ave. 


Se. Paul, Minn., 371-7 Sibley Se. . Po 
Kansas City, Mo., 807 Baltimore Ave. San 


, Ore., 61-7 Fourth 
cisco, Cal., 539: Mission St. 
Founded 1853 
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Four Sales 
Features 


that mean year-round turnover on slippers 


You can sell CosyToes slippers during every season in the year. Many dealers 
are doing it by means of the simple displays we furnish and their own consist- 
ent suggestions to customers. 


These four selling features help you do it: 
These high quality slippers hold their shape. 
They are tailored to fit properly. 


They offer a wide range of advanced styles. 
Your customers can suit their taste in color. 


In short, your customers find complete satisfaction in CosyToes Slippers, so 
they wear them the year round and buy them the year round. 


Order now and keep your stock complete. We will gladly forward samples and 
prices at your request, if our representative has not already called. 


Style No. 409-1 








SALES HINTS NGO. 3 


Place a pair of CosyToes with display cord 
inserted in heel on each bench or directly 
in front of each chair in your store. When 
your customer sits down CosyToes attracts 
the eye. Unconsciously the thought of 
slippers suggests itself. Then a selling sug- 
gestion helps complete the sale. 




















Style No. 
_ 1446 


Cosy Ioes 


The Restful Slipper 
STANDARD FELT COMPANY 


West Alhambra, California 


New York Chicago San Francisco 
115 E. 23rd Street 404 S. Wells Street 693 Mission Street 





Cosyfelts -- Cosysatins — Cosybrocades — Cosyleathers 
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Take a pan of warm water, add a little salt, 
a pinch of soda and a-dash of acetic acid, 


let it soak. 

This test is easy compared to what the 
counter has to undergo in a shoe worn by 
the person with “perspiry”’ feet. 

The built-up counter, made of scraps and 
glue, will get soggy, limp and probably 
separate. 

The MOUSAM Counter is not going to en- 
joy soaking, but it will stand the test, hold- 
ing shape and stiffness. 


“| Mousum Gone 


-keep the Shoe in Shape - 





ROGERS 


FIBRE CO. 
121 Beach St. 


BOSTON 
MASS. 
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Potwear became stylish 











ROBERT H. FOERDERER, Inc. 
PHILADELPHIA 


‘Seiang Agere LUCIUS BEEBE @ SONS. Bence 
ee ee 


More than ever 
STYLE is the 
keynote of shoe 
buying. 





wd iam (celdalan 

combines ALL 

ditaelerverst rele ray 
of VICI kid 
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with the coming of VICI kid/ 


TYLE is the keynote of the current Vici kid 
message to the public, now appearing regularly 
in The Saturday Evening Post and The Literary Digest. 


The millions of readers of these magazines are told 
what Vici kid means to them in shoe style. 


Shoe STYLE today is a combination of: 


— Fashion’s dictates in color 
— Individuality in design 
— Perfect fitting 





In shoes of Vici kid every dream of the style artist 
becomes reality. Brilliant in color and finish, pliant 
to every design, flexible to the perfect fitting of every 
foot—Vici kid is the leather for shoes of STYLE. 


The advertising of Vici kid is telling Luyers of shoes, 
as never before, how Vici kid has been responsible 
for countless refinements of fashion found in shoes 


today. It is reminding all who have bought shoes of 
Vici kid in the past that shoes of Vici kid are still the 
leaders in style, beauty, refinement, ease and distinc- 
tiveness. It is telling all buyers of shoes to “buy shoes 
of Vici kid” because “no other leather combines all 
the advantages of Vici kid.” 


Vici kid advertising is planned to sell shoes of Vici 
kid for the retailer and increase orders of Vici kid 
numbers for the manufacturer. It will. It does. 


ROBERT H. FOERDERER, Inc. 
PHILADELPHIA 
Selling agencies in all parts of the world 


VICI kid 


fhe Boot and shoe Recorder will appreciate your mentioning the publication in replies te advertisements. 
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The art of Ancient Egypt and Modern Amer- 
ica blended in the most remarkable design yet- 


produced in a shoe fabric. The pyramid effect so 
largely used in Egyptian art, woven in shimmer- 
ing silk on a‘ strong, serviceable background. 
Makes a most striking and beautiful pump, either 
entire or with satin quarter. Made in black, beige, 


dark brown, and grey.- Specify Pyraae Silk in 


your Spring and Summer lines. 
. f Samples Gladly Furnished 


: _ FARNSWORTH HOYT COMPANY _ < e 


e ks . BOSTON: pe seer Hen 


April 21, 1923 
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2G, Shoes You Orde 


= aE Aye the Shoes You Gof’ ea 


Ss eS) 





For Immediate Delivery 


Luxor Sandal In Beige Ooze (alf 


( Kid Collar and Underlay, showing through 
Slashes on Vamp and Quarter. On our new Pedes- 
trian Last, which features a broad tread, high arch and 
wide heel seat. Goodyear Welt. 8-8 Leather heel. The 
same shoe is duplicated with Field Mouse Collar and 
Underlay. Both shoes are carried In Stock by 


C. E. Wethey Shoe Co., Inc. 


78 Reade Street New York City 


F D.J.HARNEY SHOE C0.! 


LYNN i dite MASS. 
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makes shoes look new 


EPCO is a liquid enamel which 
restores that much desired new- 
ness to sole edges and to heels. 


Your customers prefer Repco to any 
other brand of enamel because Repco 
is easily applied without danger of soiling 
hands or clothes. 


Repco contains no varnish, shellac or 
other gummy substance —- but materials 
that protect the leather and prolong its 
life. And, best of all, Repco clings 
firmly and evenly to the surface. It does 
not‘rub off. 


Repco is made in every stylish color 
~- white, ivory, light gray, dark gray, 
champagne and Havana brown. 


























For sale by Shee Findings Jobbers 
Better order some Repco today 


UNITED SHOE MACHINERY CORPORATION 
Boston, Mass. 


San Franeisco Branch, 859 Mission St. 
J. K. KRIEG COMPANY, New York, N. Y. 


UNITED SHOE REPAIRING MACHINERY CO 
Bosten, Mass. 


The Boot and Shee Recorder will appreciate your mentioning the publicction in replies to advertisements. 
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Individuality at Moderate Price 


The Newest Sport Shoes and Sandal &ffects 
- Moderately Priced - 


Welts and Mc Kays 


Days spent in “shopping around”’ often cause delays 
and lost sales. 


Wise buyers come direct to us, knowing that our line 
always summarizes the very newest style tendencies. 


DONN D. SARGENT Co. 


SALEM, MASSACHUSETTS 


BOSTON OFFICE FACTORIES 
195 ESSEX STREET 407 BRIDGE STREET 
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Our salesmen are sending in an unusually large number of ad- 
vance orders which require early shipping dates. If you need 
your slippers earlier than August or September shipment, we 
urge you to let us know at once as we will soon be sold up for the 
earlier dates. 
Remember, due to the elimination of all jobbers, we now have 
only one stock—the one at the factory. This stock is to serve the 
year round dealer when sizing up; we cannot fill Fall orders from 
it. 
Don’t be caught as many were last year with not enough Daniel 
Green Comfys. 

Quality always wins! 


Daniel Green Felt Shoe Company 
Dolgeville, New York 


New York Sales Office Chicago Sales Office Boston Sales Office 
116 East 13th St. 189 West Madison St. 10 High Street 


Daniel Green) 
=== /Comfy/: 


CE) 


Daniel Green 


Comfy 
slippers 
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‘‘My boss is strong for Whitte- 
more Polish because he says 
customers only become con- 
sumers when they are sold a 
good thing.”’ : 


IF MacMaster 


INFANT'S AND CHILDREN’S 
FOOTWEAR 


Turn Shoes - - In Stock 
ORDER NOW 


Has 


No. B 2536 
Whi, Moccasin «with 


The store that features Whitte- 
more shoe polish has a strong | 
lever for business. Every shoe 
polish necessary for a complete 
stock is obtainable in this one 
line. If you have Whittemore 
shoe polish to offer your trade you 
are selling that which satisfies. 


f= > + => -&> © So So Bo So Be 0 Sem oo B= ofee 


Our new Stick Suede Leather Cleaner. All 
colors. Attractively put. up and priced to pay 
good profit to dealers. 


Whittemore es 


Polishes 
ARE SUPERIOR 


A letter received by one of our 
customers proves what we have 
always claimed—‘‘Whittemore’s 
shoe polishes are superior and 
are preferred.” Our customer 
received the following in his mail 
one day. “Enclosed find money 
order for which please send me 
four bottles of Bostonian Cream, 
three brown, one black. Please No. B 147 

don’t send any other kind. I Patent Leather Instep 
never used any isnt as good as White Kid Apron, 
the Bostonian Cream 


The polish that makes a hit with every- 


ti Bart rad colored tid and cl ; Write for New Illustrated Catalog 


$9.00 a ‘Dozen Pairs 





© SD 0 9 > 0 Be 0 So 0 SD 0 Se Bo > 0 = of 








Send for Catalog and Price List 
WHITTEMORE BROS.| jj! J -J - Mac MASTER 
CAMBRIDGE MASS. ROCHESTER ,N-Y. 

When your jobber can’t supply you, write us 





i — 














GD « > o > « SDee S): 2° CaS CSS C3 oe at-as 
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JUDGE IT BY ITS USERS 


New Castle Permanentizes the Customers 
It Makes 


Customer: 


“I’ve had all kinds of trouble with my shoes fading 
and changing in color.” 


Salesman: 


“These shoes will be.a pleasant surprise to you, 
madam. 


“They’re made of New Castle Havana Brown 
Kid. The color goes right through the skin from 
back to front. The original color will remain 
indefinitely.” 


New Castle Leather Company 
New York 











The Boot and Shoe Recorder will appreciate your mentioning the publication in replies te advertisements. 














BOOT AND SHOE RECORDER April 21, 1923 


Something Different 


Shoe Craftsmanship 


In Unity Footwear, quality leathers 

in combination are shown at their 

“ge best. Approved colors and original 

BUTTON, designs draw women customers to 
is the model by Unity. 


Very exclusive pattern in 
all combinations. low and 
high heels » F P 
colorec You can build a profitable business 
on Unity styles, can make selling the 


real pleasure it ought to be. 


‘nity J oe (O., 


ACIFIC eSTe, 


Brookl: Lyn,N.. Ye 














ee | LIQUID OR CAKE 


; Liquid Blanco is new and it has big possibilities for the coming white 
a meme A season. It has the prestige of the Blanco name and an effectiveness 
cloth shoes. cricket. in use that cannot be excelled! 
pads, sun helmets. 


yo omen The old, dependable cake dressing for white shoes can still be had, of 
course. Also khaki and web colored. 


dries a perkect | 
white which The SCREW TOP COVER means 








DOES NOT RUB OFF. ; 
safety from leakage. It will appeal 
to the traveler. 











LAING-HARRAR & CHAMBERLIN 


Sole Agents for the U.S. A. 
PHILADELPHIA - ~ PENNSYLVANIA 
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FRANKLIN 


WOOLEN HOSIERY 


HE fascinating variety in 
T Franklin Women’s Wool Ho- 

siery is as strong a sales- 
making factor as its evident qual- 
ity and attractiveness. In all, 
Franklin W ool Hosiery for women 
is the choice line for volume 
business. 





The Complete Franklin Line 


Women’s stockings and men’s half 
hose in Wool and _ Silk-and-Wool; 
seamless and full fashioned; in solid 
colors, fancy and heather mixtures, 
with and without clocks. 


Men's Wool and Silk-and-Wool Golf Hose 
Boys’ and Girls’ Wool Golf Hose 
Children’s Wool Hose in black and heathers. 


Leading Wholesalers Sell Franklin 


SULLOWAY MILLS 


Franklin, New Hampshire 
E. M. Townsend & Co. Sole Agents 
345 Broadway, New York 
Boston Philadelphia Chicago 
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Styled Right 
Made Right 
ma Priced Right aieinaiiins 


“The Hit of the Day” “Another Live One”’ 
950—Patent Leather.... . $8 951 Mocha Nubuck, Nut Calf Trim. . .$3.95 
950X —Pearl Elk (Blue Stitching) v “ 951X —Gray Nubuck, Black Calf Trim.. 3.95 
950L —White Calf \ “Wire Your 951L —All Patent, Cut-out in Vamp and 7 


In Stock for Immediate Delivery 


(B and C Widths Only) Orders 951H —White Calf, Red Kid Trim 
. 951Z —White Calf, Green Kid Trim..... 
Other Widths: Three Weeks Delivery ” 

Also made in Smoked Sport Elk $3.9 Today Case Lots of 36 prs. to a style, 20c§per pr. less. 
Gray Calf.. $4.35 Beige Nubuck 3.95 Delivery: 3 to 4 Weeks 
Green Kid.... 4.50 Blue Kid 4.50 
Red Kid. 
Case Lots of 36 prs. to a style 20c per pair less. 


LE-HY SHOE MFG. CORP. 


ROCHESTER, NEW YORK 


_———— <8 
Oooo Oe eee ee 


The Makers of ‘Pals,’ Quality Goodyear Welts, for Grown-Ups, Growing- Ups and Little Folks 


OOOO ee ee ee ee ee 








——————<——<—— << a 


OOOO ee ee a 


_——-—88e ee ee ee ee 























Mabe Le 
NN » Va vat \ 


liz rw 


Gardiner’s 


OUMMNOMNE 


No. 201— KID OXFORD. gray leather quarter Greater Value than _ Ne, 402—KID STOCK TIP OXFORD, 12-8 


and sock lining, 12-8 rubber rubber heel 


A to E, 08.00 ever before————— 


100% Leather Counters 

100% First Quality Rub- 
ber Heels 

100% Best Sole Leather 

100% Kid 

Our Factory is 100% Busy 

Gardiner’s are the Best 


No. 2012—KID SANDAL, opera toe, 12-8 Hand-Turned Comfort No, 209—KID SANDAL medium round. toe, 
rubber heel. B, @, D and E...........$2.10 Shoes in their class. 12-8 rubber heel. B, C, 


H. K. GARDNER COMPANY 


PITTSFIELD, NEW HAMPSHIRE 
Boston Sample Room 134 Lincoln Street 


HNNNOACDUNANNOEUOLEDUUNNNNEEALUOUCDICAEOOOUOEDDIEDUUONIEEEEEROCSEEEIOUEEBUUON0000UTEEERC UNEEEIONOUOUCDIEERONIUUL IIE 0 1USSERTESEEIC SEEBIOOEOOSUOE SONUOUUIINESICDUCEEEEEELUUSIC UNITE 
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An Expressive Leather 


ACE CALF, “the expressive 
leather,” has an inimitable glow 
to its coloring, and “‘a Mellow as 
Moonlight feel,’ that clothes the 
shoe made from it in a quality 
atmosphere. 


J. S. BARNET & SONS, Inc. 


Tanneries Salesrooms, 75 South: s 
LYNN, MASS., U.S. A. BOSTON, MASS., U.S. A. 


CABLE ADDRESS ‘*TENRAB” 
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atin~ That dded “/P uclt of Beauly 


JATINS rich in hue” sang 

Chaucer, father of English 

} poetry, in the fourteenth 

century. Since that day, 

" charmingly clad women 

have considered satin footwear as the 
added touch of beauty. 


In every court of every land the 
whisper of satin has mingled with 
the whisper of intrigue and love. 


Yet satin, despite its royal pedigree, 


has always had but one virtue— 
lustrous beauty. 


By a radical departure in produc- 
tion methods and materials, Cedar 
Cliff made satin durable— wearable 
— practical for the real service which 
women expect of satin footwear to- 
day. 


Slippers of Cedar Cliff Satin will sell 
—to the merchant and to the public. 


Ve CEDAR CLIFF 
SILIC COMPANY 


251.-255 


FOURTH ANVE. 


NEW YORI 
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The old saying, “There is nothing like 
leather,” is as true today as it ever 
was and will remain true for all 
time to come. 


Substitutes for leather come and go, 
but makers of quality shoes adhere 
firmly to the material which the test- 
of time has proved and proved again 
to be beyond all successful imitation. 


The United States Leather Company 


New York Chicago Cincinnati St. Louis Richmond 


The United States Leather Co. of Mass. 


Boston 
SELLING AGENTS =. 
McADOO & ALLEN A. J. & J. R. COOK 
Philadelphia San Francisco 


The Beot and Shoe Recorder will appreciate your mentioning the publication in replies te advertisements. 
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The Solution Is on Your Desk 


There’s a United Last factory, or 
branch, expertly equipped to solve 
that last improvement problem 
that is bothering you—within easy 
reach of your factory or your store. 


Use the telephone on your desk— 
call us in, and watch us get busy. 


Consultation with us is the first 
step toward perfecting your lasts. 


United Last 
Company 


HEADQUARTERS 
Boston, Mass. 


Ten 


‘Factories Show}Rooms 


| 


Brockton Boston 
212 Essex Street 


CINCINNATI 

Lynn 803 Syracuse Street 
Cuicaco Sr. Louis 
New York Adv. Bldg., Room 303 
RocHESTER Cuicaco 
Wells Bldg.,}Room 406 

PHILADELPHIA 
AuBURN 331 Arch Street 
St. Louis MILWAUKEE 
MILWAUKEE 10 Metropolitan Bldg. 


NEWARK 


HAVERHILL 





BOOT AND SHOE RECORDER April 21, 1923 











Prepare for Spring 
and Summer Profits 


If you are planning to put away your felts 
until next fall you are missing a neat source 
of profits. A new demand is sure to come 
with spring that will last throughout the 
summer. 


Feature Dolgeville Felt Footwear now in 
window and store displays—replace your 
missing styles and sizes with a new stock 
and continue your winter profits. In han- 
dling Dolgeville Felt Footwear you are 
identifying your store with the Brand that 
has for years been a standard—a year- 
round brand that sells in spring and sum- 
mer as well as winter. 





“DOLGEVILLE FELT SHOE COMPANY 
Dolgeville, New York 
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“KEEPS THE FOOT WELL” 


PiPAPA 


Nature plans that the Civilization demands The Arch Preserver 
foot rest on heel, ball that heel and arch be Shoe satisfies both Na- 
and outside arch. raised, ture and Civilization. 


“More Than Just a Pair of Shoes” 


*‘When I sell Arch Preserver Shoes,”’ writes one of our dealers, “I am 
selling more than just a pair of shoes. I am delivering to that customer 
many months of perfect foot happiness. I am selling a pair of shoes 
that not only will keep her feet healthy and comfortable, but also 
smartly groomed.” 
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This dealer understands the superiority of the Arch Preserver Shoe; 
he knows why it is building business for him; he knows why it is 
worthy of his best efforts. He is more than a mere retailer of shoes; 
he is delivering a valuable service to the women of his community ! 


The Arch Preserver Shoe really does combine healthfulness and smart 
style. It really does delight every wearer properly fitted. It is the 
kind of shoe you should be offering—the only shoe that will enable you 
to secure the greatest return from your time and money invested in 
your business. 


When you get acquainted with the Arch Preserver Shoe, its concealed, 
built-in arch bridge and other exclusive features, then you realize that 
it can not be successfully imitated. 


The Selby Shoe Company, Portsmouth, Ohio 


Sole Makers of the Arch Preserver 
Shoe for Women and Misses 
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The Shoe That (hanged the Ideas of a Nation 
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Polar Kloth 


The White Shoe Cloth Par Excellence 
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Invisible Value 


All white shoe cloths look more or less alike. Whether made from 
short or long staple cotton, two-ply or three-ply, the inferior fabric, 
to a casual observer, will appear to be of about equal value 


POLAR KLOT 


is made from long-staple imported cotton, spun intoa three-ply fine 
count yarn, and woven into an extremely fine-faced fabric of great 
strength, to produce a shoe of Beauty and Long Wearing Qualities. 
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Five Y 
of constantly increasing business have proved the wisdom of 
Quality waren end Price Afterward 


Thomas, Lake & Whiton, Inc. 


179 South Street, Buston, Mass. 


Selling Agents 


G. FREEMAN CO 


ere ee ear oe er aera 


sdb dodorsd ddd db dRadr Dadri had ardisdhda Ad Mada ddan 











IS 


Http a hc tg 


CINCINNATI 


Ay ye yim Nyy a nn pay 


A TALE Be 


¥ 
044 


ryan gm Ay ey Ma 
| Ailachatna aaa. dh_nhiadedacdemAamhenacedaacrs 


‘Y 





April 21, 1923 BOOT AND SHOE RECORDER 














ool &S > eur &S 
WORKERS UNION , WORKERS UNION 
union ataMe : | union Yoram 


Factory Factory 



































The Stamp Will Help You--- 
Just Ask for It 


Not only city and industrial workers but those engaged 
in agriculture as well, are today affiliated with the 
A. F. of L. 


And the A. F. of L. with every resource at its command 
sustains and endorses the stamp of the Boot and Shoe 
Workers’ Union. Think of the mighty buying force of 
this organization committed to looking and trained to 
look for the Union Stamp. 


>. 


OOOO ICI oc} 


Locally you can surely attract many additional custom- 
ers by buying and featuring shoes bearing this stamp. 
Moreover you can do this at no additional expense or 
loss of prestige, for the finest shoes and highest values in 
the country are produced by the manufacturers who 
carry the stamp. 


Boot and Shoe Workers’ Union 


Affiliated with the American Federation of Labor 


—— = oo 








——— a a 


246 Summer Street -- -- Boston, Mass. 








Collis Lovely - - Gen. Pres. 


T &S Chas. L. Baine, Gen. Sec’y-Treas. 
WORKERS UNION | 


UNIO ‘AM 


Factory 
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New High Colors 


are now available in 


WEILDA 


Don’t Say Suede—Say “WEILDA” 








Bright colors are the 
favored ones---espe- 
cially for combinations 
in sport shoes. 


They are ready for you 
in the favorite fashion 
leather--WEILDA CALF. 








‘‘Lawrence Leathers 
are 
Reliable Leathers”’ 
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— | Red - Green | 
Blue - Orchid 


CALF 








You will see nothing so 
beautiful in colored 
leather as these new 


WEILDA. shades. 


And the velvety softness 
of the leather completes 
an attraction that few 
women can resist. 








A. C. LAWRENCE LEATHER CO. 


210 SOUTH STREET, BOSTON, MASS. 


Philadelphia Gloversville Rochester 
St. Louis 
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IT IS A CONVENIENCE 


FOR THE RETAIL MERCHANT HAVING 
A BUYING PUBLIC INTERESTED IN 
HIGHEST GRADE FOOTWEAR, TO BE 
ABLE TO SECURE IMMEDIATELY BAN- 
ISTER QUALITY FOOTWEAR IN SUCH 
DIVERSE STYLES AS THOSE SHOWN 
HERE. 


OUR IMMEDIATE SERVICE DEPART- eran Gn. Gee ane on wen 
MENT HAS IN STOCK NOT ONLY THE ee 
NUMBERS SHOWN BUT A _ CONSIDER- 

ABLE VARIETY OF MOST FREQUENTLY Look for the name 
WANTED STYLES IN MEN’S HIGH AND 

LOW CUT SHOES. 


A SERIES OF LEAFLETS SHOWING 
THEM, WILL BE SENT ON REQUEST. 


“PARK 


| STYLE NO.1701 §LaA- uality Shoes far 


J sr“ JAMES A. BANISTER CO. = Gr end Homen 


| STYLeE NO 1801 La- 


| nome soot s.rce 370-386 ORANGE ST. 


CHROMOK 


SIDE LEATHER 


“Chromok” makes better medium priced shoes 
because it is specially made for just this grade 


W. D. Byron & Sons Leather Co. 


Williamsport, Md. o o = Boston, Mass. 


Aleo Makers of 
Famous Oak Tanned Flexible Inner Soles, Flexible Sides and Bends 


HONVOVEOOUUAYANONNQOQ0G00000UTOOUUUUUAOAOOOOOOOOOHOOOOUUOOOOOAOAAOGOODAUY 
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On the head of the rivet which locks the 
shank to the insole, and which is flush 
with the insole, you will find this trade 
mark. Look for the trade mark. It is 
your protection. 
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“In-Built” Comfort 
and Protection 


From the viewpoint of shoe specialists, 
shoes built with Crawford Arch Sup- 
ports are scientifically correct. From 
the viewpoint of your customers, they 
are unusually desirable because they 
correct fallen arches in a pleasant, natu- 
ral way. 


The Crawford Arch Supporting Shank 
is built right into the shoe—fitted be- 
tween the insole and outsole and locked 
to the insole. It is part of the shoe— 
in-built support and comfort that give 
ease to the foot and preserve the shape of 
the shoe, assuring lasting fit and comfort. 


Show your customers shoes with 
Crawford Arch Supporting 


Shanks. They ail 














United Shoe Machinery Corporation 


Boston, Mass. 
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oEN 
C.H.ALDEN CQ 


U.s.& 


An Alden Style 


that can be 
delivered promptly 


Made in 
Gallun’s No. 4, 
also Black, 
Ato D 





ONCENTRATION of our 
efforts has enabled us to offer 
that which the times and the trade 
require. 


ooo 908 8 





—best quality of Stock with our Standard of 
Workmanship, at prices lower than could 
have been accomplished in any other way. 


ooo°9o8 8 


We are also able to give quick deliveries on 
certain lines. But this is not in any way an 
in-stock proposition. 


C. H. ALDEN CO. 


FACTORY BOSTON OFFICE 
ABINGTON, MASS. 10 HIGH ST. 
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POPULAR STYLES 


To Retail at $5 and $6 


Ml 





) 


Good practical styles—perfect fitting lasts and patterns—good 
shoemaking! ‘That’s the story behind this well known line. 





Model ‘shown in design is 
our Russian Calf Oxford 
on 127 last —a neat, square 
toe effect. 











A 





: No. 529—Barnet’s Sunset Calf Oxford—Van Ruba 
No. 514 - Black Eric Calf Blucher Oxford. 124 Last . 
8-8 Rubber Heel, Permanent Crease Up Vamp. noe and Back Stay, 124 Last, 8-8 Rubber 


HNN 


JOHNSON BROS. SHOE MFG. CO. 


HALLOWELL MAINE 








Co uM 


LEANNA 
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The 


New Book 
Price $6€).00 


Postage 15 cents 
Extra 


By 
Herman W. Marshall, M.D. 


A practical and practic- 
ing physician who has 
specialized in the study 
and cure of foot troubles. 






Facts about feet are told in a brief 
comprehensive way in a series of illus- 
trated chapters; and with as few technical 
terms as accuracy allows. Following in 
Part Two, are applications of these fore- 
going facts and principles in actual ex- 
periments, that were made in wearing 
different types of shoes. 


Point of view of many orthopedic sur- 
geons and shoemen are presented in their 
answers to an exhaustive questionnaire 
that was. sent out, and which clearly 
shows important features that can be 
generally agreed upon, as well as numer- 
ous minor points of difference. 





In some chapters the writer has stated 
his own interpretations and conclusions 
regarding’facts and data with which he is 
dealing. 


Numerous illustrations have been care- 
fully selected; and the complete book of 
150 pages assembles in a unique manner 
much interesting information relating to 
feet and shoes. The book is intended 
particularly for those who actually fit 
shoes, but -it may be read profitably by 
discriminating customers as well as by all 
persons interested in the shoe trade. It 
should be at hand in every progressive 
shoe store. 


The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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For Retail Merchants—— 
For Manufacturers— 
For the Doctors. 





TABLE OF CONTENTS 


A Series of Short Non-Technical Descriptions of Fundamental Medical 
Ideas About Shoes and Feet 
I—Introduction 
II—A few features of foot development 
I11I—Certain details of bone growth 
1V—Bunions 
V—Enlargements about great toes 
VI—Policeman’s heel 
VII—Foot tendons and tendon troubles 


VilI—Sesamoid bones 
I1X—Hammer toes 
X—Circulation and circulatory troubles of feet 
XI—Nerves of the feet 
XII—Muscles that move the feet—General Arrangements 
X1II—Muscles that move the feet—Minute structure of muscles 
XIV—Muscles that move the feet—Muscle physiology 
XV—Ligaments, Joints, Bones 
XVI—Flexible shoes, stiff shoes, arch supports 
XVII—Front parts of feet and of shoes—Aboriginal feet 
XVIII—Foot Proportions and Shoe proportions 
XIX—Influence of foot posture on symptoms in Backs, Hips and Knees 
XX—Personal experiments in wearing orthopedic shoes with interpretations 
of results, and with other comments 
XXI—Personal experiments in shoe wearing 
XXII—X-ray appearances of the foot within different shoes 
XXIII—Various conclusions and additional comments 
XX1IV—Ideas formulated by orthopedic and retail shoe merchants 
XXV—Discussion of questionnaire 


Published and Sold by 


Boot and Shoe Recorder 
BOSTON 
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“Foot Knowledge,’’ as 
first published serially in 
the Boot and Shoe Recor- 
der, aroused intense in- 
terest and deep apprecia- 
tion all over the country. 
Hundreds of merchants 
and manufacturers have 
assured the publishers this 
book is unique and inval- 
uable in the _ simple, 
straightforward manner 
in which it presents a 
highly technical subject 
and for the many sugges- 
tions it contains which 
enable its readers to sell 
more shoes right. 

Every shoe salesman 
should own and use a copy. 











COUPON 


For Your Convenience 


Boot and Shoe Recorder: 
Please send me (_+) copies of 
Foot Knowledge, price $2.00 a 
copy. (Books will be sent ex- 
press collect, or add 15c extra 
per copy to cover postage.) 


PN os ss ceneltast ta wane Medd awe 
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You want your shoes to 
express your own care- 
fully thought out ideas 
for correct design and 
craftsmanship. Now you 
can follow this idea 
through even to the rub- 
ber heels you put on 
them. 

We are prepared to make 
rubber heels for you ac- 
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Tailored to Your Shoes 


cording toyourownspeci- 
fications. We can put 
your name and trade- 
mark on every pair. 


Prompt shipments as- 
sured. 


Write us your require- 
ments and we will ex- 
plain our proposition in 
detail. 


THE REPUBLIC RUBBER COMPANY 


Youngstown, Ohio 








REPUBLIC RUBBER HEELS 


Heels Tailored to Your Shoes 

























SEND FOR CATALOG AND 
DEALER’S DISCOUNT 


W. C. Russell Moccasin Co. 


Berlin Wisconsin 





Four Layers of Leather 
BETWEEN FOOT AND GROUND IN 


Russell’s Ike Walton 


The beautiful workmanship 
-- extreme light weight and 
staunchness appeal to out- 
of-door folks of the most 
discriminating taste 
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“Faithful to the Last” 


“Faithful to the Last” 


O the character of an article, many 
things may enter. Pride of craft—of 
product—of institution; the will of man 
to produce a thing of excellence, of which 
it may be said, “He has Wrought Well.” 


Into a shoe, good in itself, it has been 
the one t t of craftsmen here, to 
inject with the goodness, the style and 
the character, the very spirit and aim 
that guided us to imprint beneath the 
Num@@h name the legend — “Faithful to 
the Last.” 











Nunri-Bush & Weldon Shoe Company 


MILWAUKEE, WISCONSIN 





HE Nunn-Bush line includes a 
shoe for every occasion. 


Smart styles every one of them; 
styles thatare right. Good thru and 
thru. Very best materials, highest 
standards in workmanship. 


Multiply your ‘‘ Turn-over” by 
ordering these new styles immedi- 
ately. 


Then you can be sure nocompetitor 
will have any advantage over you in 
Men’s shoe offerings. 





The Camp of 


No. 2134—Rosy Red B 

d 
Bal Oxford Gable Edge and Pion 
Seat,R.H. A-D $5.20 


"THE tops of all Nunn-Bush Oxfords 
are fashioned to a permanent snug 
fit at the ankle. 


By a special process, the leather is drawn 
down over the back of the last, conform 
ing to the shape of the ankle. 


This feature enhances the natural style 
and beauty of these exceptional shoes— 
and it saves socks, 


It is only natural that in shoes with the 
Nunn-Bush reputation this shapelines 
should be found. 





The Jsarne 


h Calf Bal 
922—Black Smoot 
psa Gable Edge and Heel Seat, 
R.H. A-D $5.45 





Ankle-Fashioned 


The Jslarne 


HE Marne is the newest model 
to be added to the Nunn-Bush 
Line. 


Start the ‘‘Battle” on Spring Sales 
with the Marne. It’s a winner. 


This attractive model has features 
characteristic only of shoemaking of 
the best grades. 


The Marn 


No, 29292 —N . 
Bal Oxford, Gane Smooth Calf 


Seat, R. H A-D Poy and Heel 





99 


©@o-opera tion 


HE Nunn-Bush sales plan 
includesa variety of Dealers’ 
Helps. 


To dealers who will permit us 
to work with them, we extend 
our complete services. Write 
for details. 


\f Bal Ox- 


a 
—Brown Aztec C Tip an 


No. 178 k Apron, 
ford, Smoked Fy 65 75 


Merchandising Plan 


HE Nunn-Bush Merchan- 
dising Plan will turn your 
stock more times and enable 
you to do business on less capi- No. 2176—Bro 
tal than you ever believed could ~ rsp: Pieced padi om 
be done. Write for complete Ovord Sole. B-E $4.35 0" 
details. 


The Virginian 
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Style 331 
Beige Ooze Calf 
Russia Calf Trimmed 
14-8 Spanish Heel 
Price $4.75 


Flexible Sewed 
Widths A-D 


Style 332 


Patent Leather “Alberta” 
Red Kid Trimmed 
Flexible Sewed. 13-8 Cuban Heel. 
Widths A-D Price $4.50 
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Quick Sales and Volume Business 


IN STOCK NUMBERS 


ae snap and style built into Creighton shoes make 
them quickly salable. The newest thing in novelties that 
style tendencies dictate is quickly put on lasts that fit and 
patterns that please. | 


The popular prices and extensive “in stock” service make 
possible a volume business and that rapid turnover which 
produces real profits. 


Send for full information about Creighton service and the 
complete stock styles carried on the floor. 


Style 445 
Beige Ooze “Babbitt” Sandal. Russia Calf Trimmed. 
Goodyear Welt. 8-8 Wingfoot Heel. 
Widths A-D 


Price $5.25 


A. M. CREIGHTON 


LYNN, MASS. 


FOLLOW THE 


Gi 


Make this modern factory the source of your shoe supply 
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The “TEN FOOTERS” | 


The forerunners of the modern factory were small shacks usually 10’ x 10’ 
which the more progressive shoemakers built in the seventeen hundreds. 
Here worked three or four men, each somewhat of a specialist in some 
part of shoemaking. 


The “Ten Footer’ was a transition from the itinerant shoemaker period 
to that of the organized shop. 


Rice & Hutchins shoes are products not only of specialized workmanship, they 
are products of specialized factories. Just as it is true that a man doing one 
kind of work can do it better than if he did several jobs, so it is true that 
factories can produce better footwear at better prices if they specialize on one 


grade of product. 


The Rice & Hutchins organization “employ’’ nine factories to specialize in 
making better footwear for the purses of consumers. That is why thousands of 
retailers all over the United States find it more profitable to sell Rice'& Hutchins 


footwear to millions of people. 


RICE & HUTCHINS 


BOSTON INCORPORATED U.S. A. 


Y 




















No. 7 of @ series 
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One False Note in Prosperity 


All Apparel Commands a Good Price and Profit While Shoes and 
Leather Keep to 1914 Levels 


E have come to a time when we need to cor- 

\ \ rectly interpret the business cycle. Are we 
facing a continuance of the upward swing or 

have we reached the peak? The remarkable thing about 
this period of prosperity is that it should have come so 
quickly after the depth of depression two years ago. 

In spite of the fact that we have no large foreign 
markets, business generally is active and wages are in- 
creasing. The time is so short following the depression 
that most merchants and manufacturers are proceeding 
with great caution. There is nothing in the way of 
speculation in footwear. All the elements of safety in 
business prevail and yet we seem to be having a burst of 
prosperity that will continue for months to come. 

Some of the factors favorable to a continuance of this 
prosperity are given by Barron’s in a survey of the 
nation’s finance. 

Easier money and firming up of the bond market, particularly 
Liberty bonds. 

Announcement that since January 1, 1922, the railroads bad 
authorized expenditures on equipment and improvements aggre- 
gating $1,540,000,000. 

Record consumption of gasoline. 

American Woolen Co. operating every machine for first time 
in history. 

Car loadings again break records for the season. 

British government may buy $80,000,000 Liberty bonds. 

Large contracts by Standard Oil Company of New Jersey for 
purchase of crude oil and gasoline. 

Indications that United States Steel net for first quarter may 
exceed previous quarter by over $10,000,000. 

Optimistic statements on business and finance by members of 
the Cabinet, including Mellon, Hoover and Davis. 

Likelihood of further income tax reductions. 

Westinghouse Electric receiving business at rate of more than 
$200,000,000 annually. General Electric’s new orders at rate of 
more than $300,000,000 a year. 

Chain store and mail order business showing continued in- 
crease. 

Record shipments by American Brass Company even exceed- 
ing war-period business. 


A strong sugar situation. Consumption larger than ever. 


American Locomotive earning at rate of between $40 and $50 
a share annually on its common. 

Indications that scores of corporations propose increased dis- 
bursements to shareholders before end of the year. 

‘Record-breaking iron production. 

Unusuaily strong position of reserve banks in face of increase 
in industrial operations to almost 100 percent basis over last year. 

Automobile production at new high record. 

Favorable railroad earnings and indications that facilities of 
railroads will be taxed to utmost capacity the rest of the year at 


least. 
Continued demand for investment securities and ready ab- 


sorption of new securities. 

Favorable position of industry from standpoint of inventories. 
Compared with two years ago, inventories of leading corporations 
show an average shrinkage of more than 50 per cent. This in- 
dicates a huge reserve buying power. 

New high record in crude oil production. 

Labor fully employed at high wages, which means great sur- 
plus for investment in real estate, securities, etc. 

Sharp contraction in brokers’ loans last few weeks. 

Heavy increase in savings bank deposits. 

Proposed large industrial consolidations. 

Disappearance of strikes. 

There is one false note in the whole scheme and that 
is that in leather and in footwear, prices are down to a 
1914 base, taking the industry by and large. This 
timidity on prices comes through lack of confidence of 
the merchant in himself more than in public disapproval 
of shoe prices. 

With more style value being put into shoes, is there 
any rhyme or reason for a starvation scale of profits at 
retail, manufacture and tanning? 

The public should be taught a proper appreciation of 
pretty shoes. It is paying the price for clothing, gar- 
ments and every other article of wearing apparel but 
when it comes to shoes, the niggardly policy prevails. 
It is with the feeling of cobblers instead of the feeling of 
merchants that goods are priced, for it is the general 
sentiment of the trade that makes price levels, instead 
of the individual courage of a few merchants who give 
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an appreciative section of the public a mighty fine shoe 
at a profit-price. 

The trade is responsible for the uneasy situation on 
certain style footwear. For example on grays, why is it 
that many merchants cancel and reject right after 
Easter, feeling that the public will not take grays any 
more? There is no reason why gray footwear should 
not be salable right through the Summer. It is a 
beautiful shade and material and it is certainly in har- 
mony with costuming of the day. 

Then when it comes to high colors, red, green, blue 
etc.—as an experiment the trade should keep public 
appreciation high. There is no reason why these 
fancy colored shoes should be given away. They 
should command a real profit and price in stores 
throughout the country for “many weeks to come.” 

The trouble is that cheap imitations spoil the style 
and in a short time, the feminine public becomes aware 
of the fact that good styles are being imitated in sheep 
skins and the result is that it kills the style completely. 

All these pointers indicate that the shoe trade itself 
is responsible for its own lack of profit-making. The 
times are favorable for the selling of better footwear at 
better prices. Do everything that you can to straighten 
up the backbone of the timid merchant who feels that 
cheap prices are the only things that will get trade. 
Why should shoes be at the very bottom of the list of 
wearing apparel? Learn to ask the proper price for 
style and take a real profit because with millinery goods, 
the losses through style changes and sizes is greater 
than in any ether line of business. 





Avoid Misfits of Legislation 


T is known by merchant and manufacturer that 
there is established a “board of arbitration,” part 
dealers and part manufacturers, to take up cases of 


disagreements. It is to the interest of all honest 
dealers that fraud be punished. It is to their interest 
that the swindlers who make unjust claims be drawn 
out of the business. Such a board, composed of men of 
high standing can be depended upon for a fair report. 
If the dealer’s claim had any merit, the case could be 
adjusted accordingly. If it was a mere “hold-up” 
then their report ought to be entered against that 
fellow’s credit standing in good, strong terms—and 
other manufacturers should regard this report, and 
not rush in, as too often happens, and offer to sell him 
goods freely. 

If retail dealers of the square kind stand together to 
repudiate the fellow who makes unjust claims, then 
the manufacturers ought to stand together, on their 
part, and refuse to sell to a swindler. Asit isnow, when 
the question comes up of cutting off a customer who 
fires back goods without just cause, here is what you 
hear, in the discussion in the manufacturer’s office: 
“Well, if we do refuse to sell him, our competitor will 
jump right in and do it,” This ought not to be so. 
The manufacturers should remember that this is a 
two-edged proposition. They should in good faith 
regard the interests of their branch of the store trade by 
closing down the gates of credit a bit on a make of 
knowingly and wilfully unjust claims. Otherwise, 
what is ever going to check a swindler of this type? 
If he can go blithely on swinging round the circle, 
“soaking”’ first one manufacturer and then another, he 
will flourish a long time, for it will take a long time to 
get round—there are more than 1,300 manufacturers in 
the United States. 

In those cases in which there was an honest difference 
of opinion as to the average quality of an invoice, it 
would be a much shorter route to real justice to submit 
the case to an impartial board of shoe men rather than 
to a court of law. A judge is a proverbial “misfit” 
when a technical point in trade is brought before him. 
And litigation is an expensive luxury. 
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Boot and Shoe Recorder CREED 


Getting More Shoes Sold Right: not only “‘more™ but “‘right;"’ sold for the right purpose, to 
the right wearer, in the right fitting, for the right price, at the right profit. This is the great 
problem of the retail shoe merchants. The chief purpose of the Boot and Shoe Recorder is 
to help solve it; for this is the basic problem upon which depends the progress of the 
entire allied industries relating to shoes and leather; their production and distribution. 
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Merchants Freed from Payment of 
Taxes on Book Profits 74 


Government ruling ends long controversy 
between tax collectors and tax payers. 


Styles Straight from Paris 
Five pages of shoes bought in Paris shop and 
illustrative of the influence on American foot- 
wear of the French capital. 


Not Distinctive at 98 Cents a Pair 


In which our hosiery expert describes some of 
commoner errors into which merchants 
fall in operating their hoseiry departments. 
Important Role is Played by Sizes in 
Selling Hosiery 82 
Sizes just as important as in shoes—when 
is a sizelnine not a nine. 
Is There Danger in Sudden Style 
Changes? 


Retail merchant writes from the viewpoint of 
the small towner. 


Have you Turned in Your Profit and Loss 
8 


Statement Yet? 


Harvard Bureau of Business Research Issues 
Another Call for Data Needed for the Indus- 
try 











Squeezing Out the Juice 


When we receive letters like the following from 
merchants, we know this publication is squarely on 
the right track. A large western retail merchant 
writes: 

“Your article on Page 36 (‘Is Your Store Organized 
for Style?’ March 3) was the best we ever read. Per- 
haps because it portrayed our own institution. 

“It has been worth many dollars to us and has 
succeeded in moving several lines, which otherwise 
were not moving for no other reason than we were not 
sold on them. 

“We held a solid meeting of our employees on this 
article and every one of them confessed they had the 
wrong attitude and the management as well, found 
themselves to be ‘not sold on many styles.’ 

“Believe me, every style that enters our stock room 
is a ‘real one’ because they are sold on them before 
they arrive.” 


gig 
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Merchants Freed from Payment of Taxes 
on Book Profits 


Treasury Department Issues New Ruling on Long 
Disputed Point 


HIS ruling is a boon to all retail shoe merchants 
as it relieves them of paying taxes on “unrealized 
income” or book profits. The decision marks the 
end of a long and difficult fight by retailers before the 
Treasury Department, for the recognition of this prin- 
ciple. 
Because of the effect on the retail shoe trade the full 
text of the commissioner’s order to collectors of internal 
revenue and agents is published here: 


The Decision in Full 


officers. Purchase records should show the firm name, 
date of invoice, invoice cost, and retail sales price. A 
permanent record should also be kept of the accumula- 
tion of all department purchases, mark-downs, sales, 
stock, etc. 

“Under the retail method the goods in the inventory 
are ordinarily priced at the selling prices, and the total 
retail value of the goods is reduced to approximate cost 
by deducting the percentage which represents the 
difference between the retail selling value and the pur- 

chase price. In order to 





compute this percentage pro- 


“Attention is invited to 
the provisions of Treasury 
Decision 3296, amending Ar- 
ticle 1588 of Regulations 45, 
and to Article 1588, Regula- 
tions 62, dealing with the 
‘retail method’ of pricing in- 
ventories. 

“Numerous inquiries have 
been made with respect to 
the scope of the article and 
accordingly this mimeograph 
is issued with a view to ex- 
plaining some of the ques- 
tions most frequently arising. 

“Article 1588 provides that 
any retail merchant may 
employ the ‘retail method’ of 
pricing inventories provided 
that the use of such method 
is designated upon the re- 
turn, that accurate accounts 


Wisconsin Pure Shoe Bill Is Dead 

Madison, Wis., April 17—The Holly Shoe Tag 
Bill’met final death after one hour’s hard fight 
in the Senate, Monday morning. Senator 
Oscar H. Morris of Milwaukee led the fight 
against the bill. He was well aided by Senator 
Titus, chairman of the Senate Committee on 
State affairs, before which committee the 
public hearing was held last week. Senators 
Huber and Lange, also members of the Com- 
mittee on State affairs, aided Senator Morris 
in the fight. 

The opposition was led by Senator Cashman 
of Manitowoc County who severely rapped the 
shoe men. Senator Morris resented the state- 
ment that the shoe men were dishonest. 

Senator Morris is manager of the Better 
Business Bureau of Milwaukee and all through 
the session of the Wisconsin Legislature he 
has taken a definite stand against the numer- 
ous bills that have been introduced seeking 
drastic legislative regulation of business. 

This ends the matter as far as this session 
of the legislature is concerned. 











perly goods should be re- 
corded by departments at 
two prices; (a) invoice price 
plus transportation, and (b) 
original retail price. The 
total purchase mark-up for 
the accounting period is the 
difference between— 

Cost: Inventory at the 
beginning of the 
period 

Purchases at cost 
Transportation 
and 

Retail: Inventory at sales 

_ price 
Purchase at sales 
price. 

“This total mark-up, 

divided by the total retail 
value, will give the percent- 


are kept, and that such 

method is consistently adhered to. If a taxpayer 
elects the change from the ‘cost’ or ‘cost or market’ 
basis to the ‘retail method,’ such method will not 
be recognized unless it has been regularly followed 
and records properly kept throughout the entire ac- 
counting period for which return is made. 

“The ‘retail method’ is essentially a cost method of 
valuing inventories, but the rule is not inflexible. On 
a constant or rising market, it is approximately a ‘cost’ 
method, but on a falling market it may result in a re- 
duction to ‘cost or market, whichever is lower.’ 

“The provisions of the regulation providing that 
accurate records must be kept, contemplates that 
certain records shall be kept by departments in per- 
manent form for the inspection of internal revenue 


age of purchase mark-up. 
Under no circumstances should arbitrary standard per- 
centages of purchase mark-up be used; but such per- 
centage must be the mark-up. percentage computed as 
accurately as possible from the department records of 
the accounting period for which the return is made. 
“The article also provides that, in computing the 
percentage above mentioned, proper adjustment should 
be made for all mark-ups and mark-downs. This 
means mark-ups and mark-downs with respect to 
original retail price. It contemplates that it is proper 
to add in computing the percentage as a part of the 
original retail sales price the actual increase in such 
price which has been brought about by market con- 
ditions and by incorrect pricing when the goods were 
(Continued on page 81) 
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If a Style Idea Is Good 


Accept It and Keep It Pure in Outline 
and Design 


sort of a freakish pattern created in America 

credited to them as being Parisian. As a result, 
Paris patterns are considered responsible for all the 
shoe freaks perpetrated the past two years. 

Almost universally the shoes made by the better 
concerns of Paris have intrinsic beauty in them. The 
shoes that the Recorder has been featuring through its 
Paris office have been styles of merit and good taste. 
The fact that they are custom made shoes, permitsof 
many little extra treatments that would 
be impossible in footwear made in a 
factory in case lots. 


ie designers of shoes in Paris have had every 


Harmony of Gown and Shoes 


Considerable opposition has been ex- 
pressed of late on so-called Paris de- 
signe and occasionally the argument is 
presented “‘let’s forget Paris and have 
America design its own shoes.” The 
theory “‘listens” good, but it is a trifle 
narrow. When gowns and hats, jewelry 
and coats are universally fashioned ' 
after models to be created in Paris, is it not natural to 


expect footwear to be created without reference to the 


gowns and costumes? 
Interpretation for the Public 


The closer the shoe industry can work to the har- 
monious costaming of women, the better will be the 
styles of the future. There is no question but what 
Paris designe in both clothes and footwear are used 
simply as models. Translations are made and then 
interpreted style becomes available for American 
costumes. 

Primarily an Artist 


The Paris designer is primarily an artist and creates 
wearing apparel at a price that only the wealthy can 
purchase. For example, this collection of shoes as 
purchased by the United Shoe Machinery Company 





FRENCH AMERICAN 


The new French heel in contrast to the Louis heel of American fi 


through the Paris office of the Boot and Shoe Recorder 
has within it intrinsic style points valuable to the shoe 
trade as ideas. 

Beauty of line and design, appropriateness of color 
and trim is a large part of the harmony developed by 
the Parisian shoe maker for a most exacting feminine 
clientele. 


Not Freakish but Original 


We have tried to interpret new points in shoe- 
making that this collection reveals. 
It serves as a lesson in good taste 
in footwear and if studied carefully, 
will do much to eliminate freakishness 
and bring the trade around to a realiz- 
ation that simplicity in design gives 
the most beautiful effects in footwear. 


American Shoes Becoming Popular 
Abroad 


So many merchants and manufac- 
turers have taken trips to Paris to 
observe first hand the creation of fine 
footwear patterns that we can make the statement 
without fear of contradiction that new and pretty 
shoes now being made in America can find a market 
place any where on the face of the globe where pretty 
footwear is appreciated. It may be a fine art in the 
creation of fine footwear for custom trade, but it is a 
much more exacting art to interpret and re-create 
shoes for thousands of women to appreciate. It is 
this gift of taking an idea and making it into a foot- 
wear form that will be worn by millions of women who 
have an opportunity to buy them at popular prices, 
that makes the American shoe manufacturer pre- 
eminent for service. It is this bringing of Paris and 
the shoe merchants of the United States closer together 
with a portrayal of new styles like these that serves the 
proper purpose of making more people appreciative of 
good shoes, good design and good taste. 


Actual standing area of the new 
French heel in contrast to Louis 
heel common to good shoes over 


here. 





FRENCH AMERICAN 


Note how the covering is _ 


‘ootwear. 
pulled in at the breast giving a narrow effect—when actually the heel has quite an area to take the larger 
heel lift as pictured above. 
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This pattern would drive the 

stitching room mad. The entire 

slipper is a blue kid with ver- 

lay of circles stitched in white. 
tyle by Costa of Paris. 
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It was for the purpose of developing good taste that we are 

privileged to show these shoes through the courtesy of the 

United Shoe Machinery Company. Beauty of line and 

design, appropriateness of color and trim is a large part of 

the harmony loped by the Parisian shoe maker for a most 
exacting feminine clientele. 


Remember these are in the main 
custom creations, and as such 
harmonize with gowns in color 
and design. 


Recorder Style Letter from Paris 


By L. HUBBARD 
Chief of European Department, Rue des Italiens, Paris 


ARIS for the last two weeks has been busy 

launching the new spring styles. Buyers from the 

world over have been present at the dressmakers 
openings and though prices are higher and customs 
higher still, the new models have gone off like hot cakes. 
At Jean Patou’s for instance, which is one of the newer 
houses, the sales have been fairly phenominal and 
the salons of the house have been crowded morning 
and afternoon with buyers eager for the earliest pos- 
sible deliveries on the newest possible gowns. 

With regard to the styles themselves, the silhouette 
remains practically the same, the waist low, the hips 
slim. ‘Tier effects, panellings, plaitings of all kinds, 
box, knife and flutings, tucking, notably wide tucks 
or bias bands run horizontally around the figure, cir- 
cular inserts and circular apron tunics, all are contin- 
ued, 


High Points on Style 


Skirts generally for street wear are from six to eight 
inches off the ground. Some houses, notably Chanel, 
Doeuillet and Jenny, feature skirts three to four inches 
above the ankle, but the majority endorse the longer 
skirts. 


Premet shows all models with skirts cut circular 
across the front and with straight flat back. Drecoll 
shows all skirts with a circular fullness at either side 
of the back, ‘with plain flat front, while Lanvin in 
several models suggests the old-fashioned barrel skirt, 
full through the upper half and pulled in at the hem. 

Skirts for house wear generally cover the ankle; 
many are of irregular length. 


The Vogue of Colors 


Brown and tan in every conceivable shade and green 
stand out as the big color notes for spring, with navy 
blue. Black is endorsed to some extent, but always in 
combination with a brilliant color such as scarlet and 
emerald green, or again combined with brilliant multi- 
colored striped silk, braid, ribbon or embroidery. 
In other words, a season of colors, brilliant crude colors, 
is promised, in plain and in figured effects in silk or in 
wool fabrics. 

For sport, white and deep cream are emphasized. 
Lanvin even shows cream colored suits in heavy wool 
cheviots embroidered in tan or in multi-color for street 
wear. 
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We have tried to interpret the new points 
in shoe making that this collection re- 
veals. It serves as a lesson in good taste 
in footwear and if studied carefully, will 
do much to eliminate freakishness and 
bring the trade around to a realization 
that simplicity in design gives the most 
beautiful effects in footwear. 
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Patent leather pump - a square 


French toe effect. 


nderneath 


the buckle is a broad two-inch 
band of goring to hold the Egyptian 
buckle and to give adjustment. 
Style by Bally of Switzerland. 


Suede coats and kid coats embroidered, fur trimmed 
or stencilled are among the other important features 
to be noted. 

Sports— Universally Popular 


All of the dressmakers without exception have 
shown sport models with brilliant colored kid or suede 
jackets in short straight box styles, worn over plaited 
crepe dresses, or with plaited wool fabric skirts. 
Premet shows suede coats in old rose and in tan. One 
of Drecoll’s most successful models was an emerald 
green glazed kid box jacket embroidered in metal and 
trimmed with monkey fur. A yellow kid jacket from 
this house was also popular and this was embroidered 
in black. 

Two-piece suede suits have also been featured to 
some extent, although preference in general has been 
given to short separate coats in kid or suede. 

In-so-far as shoes themselves are concerned, there 
is very little change to report. 


What Mannequins Wear 


At Madame Renee’s all the mannequins wore a 
new brown three strap kid slipper from Greco. The 
straps of beige kid fastened under a rosette of brown 
and of the beige kid. The heel was of the beige kid and 
the slipper was incrusted across the toe and vertically 
on the quarter with narrow straps of beige. 

Premet’s mannequins wore brown satin slippers with 
butterfly bows of plaited brown satin. 

Strap effects are still the great vogue here. Many 
fancy tongue styles are shown by the boot makers, but 
are seldom seen worn by the fashionable women. 


Two color and two leather combinations are en- 
dorsed, notably suede and glazed kid. 

Metal bead embroideries are featured both on patent 
leather ‘walking pumps and on fancy white suede 
slippers. 

Metal brocades and black or brown satin, with strass 
embroideries are still endorsed for evening wear in 
sandal or in plain opera slipper styles. 





Sign-Post of Prosperity 


Washington—Review of general business and finan- 
cial conditions throughout the several Federal Reserve 
districts through the month of March shows that the 
retail distribution of goods continued at high level dur- 
ing February. Sales of both wholesale and retail con- 
cerns reporting to the Federal Reserve Banks were well 
above those of a year ago, but the increase was relatively 
more pronounced in the wholesale trade. Mail order 
and chain store business was almost as large in Feb- 
ruary as in January despite the shorter month, and 
sales of 5 and 10 cent stores were actually larger than in 
January. Continued act of business is indicated by the 
maintenance of a high rate of industrial production in- 
creases in freight traffic and employment. 

The market rates on commercial paper advanced 
further to a range of 5 to 514 per cent and the rate on 
bankers’ acceptances remained steady at about 4 per 
cent. The Bureau of Labor Statistics index of whole- 
sale prices advanced slightly during February. Prices 
of metals, building materials, and clothing increased, 
while prices of fuels and farm products declined. 
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A"longue pump with an extremely ag Rag Pap Hef pz Ryd he 
high heel suitable for the Latin Rens? he rich b 

foot. trimmings and heel in pat- trimming and the rich brown 
ao g ~” vamp and heel. Note particularly 


ent leather with the vamp in Vl . 4 
nigger brown suede. The orna- 7 the pretty ae a Se 


ment at me me y is prota Ge Fen fashion "”A little band of 
width of the band of patent leather. — ; : : 
Shoe by] Hellstern & Sons, Paris. ; = snake skin at the heel for greater 
novelty. A —_ by Perugia of 

aris 


For originality in shoe designing, the Frenchman It is an error to accuse a French artist as being 
has many advantages for he gets a first insight responsible for many .of the style nightmares 


into design in costume as well as the trend of termed “Parisian designs’’ that are to be seen 
color. over here. 


Ot — 
nm ‘igh tei 
- a 


ae a 


A light lavender kid panel in a 
patent leather oxford for fall. 
Note that the lacing is reversed 
and the bow comes at the bottom. 
The silk ribbon is in a darker 
shade of violet and the assumplion 
is that the hose may be of a violet 
color. Style by Capriolo of Paris 


A brown satin in the quarter and 
front strap with patent leather 
vamp, heel and trimmings. A 
fine job of stitching, tcularly 
in the little bow which comes over 
the waist of the foot, twin button 
fastened. Note the covering of 
the heel. Style byGreco of Paris. 
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A tlack suede slipper with a 
broad band fastened by two 
silver etched buckles. The 
a Sh odin bockles ond be 
Here is where the French i Be; under the steel buckles and 
designer took a while kid aN Ay | - it known, that the latest thing 
slipper and decorated it with \ . yy | i ? in Paris is concealment of 
light green and while irrides- } H 1 goring under straps eliminat- 
cent beads. The four bands i H Je! hla ng both button and_ buckle. 
over the instep are of beading IN. . Style by Hellstern § Sons, 
over a very heavy while goring. H ' J Paris 

Style by Greco of Paris. 


An appreciation of fine Parisian footwear carries with it an acceptance of a proper price — 
something America might well learn from the French. 


A high oxford type button fas- Note in diagram below the heel 
lened with a remarkably fine * area achieved by this new heel 
stitched scroll effect on the front. sited construction being used by the 
It would be somewhat difficult to wee shoe makers of Paris 

have this done in a modern shoe 

faclory. 





To give adjustment in the shoe pictured above, a 
broad band of goring is hidden beneath the fla 
which we have analyzed in the sketch on the left. 
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Not Distinctive at 90c. Per Pair 


With Clever Selection of Exclusive Designs, Weaves and Colors, the Little 
Shoe Store Can Compete with the Entire Field 


By BENJAMIN OGDEN WILKINS 


ITH the great increase in the number of men 
\ \ wearing low shoes all year round, comes the 
quest among them for socks with that worth- 
while appearance. And as for women, heaven knows 
how thay can spend the money they do for hose. Many 
a girl earning twenty dollars a week, or fifty per cent 
more or less—it seems to make no difference—stops in 
on a Saturday afternoon and spends what is likely her 
entire week’s wages on half a dozen pairs of hose. Of 
course they don’t do that every week; but when a girl 
sets out to buy stockings today, she goes the limit. 
The opportunity to sell hose of all good grades, to men 
and women, was never greater. 
“But I don’t want to forget my tip—gleaned from 
friends selling hosiery in many of the smaller cities and 
towns—as to how they can get exclusive stuff. 


Selling Five-Dollar Gold Pieces 


“First, though, let me tell a story, which is a fact. 
You all know about the college professor who knew 
human nature so well that he bet a student that the 
young fellow couldn’t stand on Brooklyn Bridge and sell 
half a dozen five-dollar gold pieces in one day at a dollar 
each. The student tried it, and of course he didn’t sell 
one. People did not believe his wares were what he rep- 
resented them to be. The gold pieces did not attract 
them as bargains, for, being offered at so low a figure, 
they must be imitations and worth much less than the 
dollar asked. 

“Now, it is probable that had the student offered the 
same gold pieces at six to ten dollars each, he would 
have had some purchasers even if he had not given any 
reason for the strange sale. People would have thought 
the coins were rare, and hence especially desirable. 
In other words, if the passersby had thought: ‘There is 
something which everybody wants but of which there 
are not enough to go around,’ andif he had offered 
them ata price which some could afford to pay just to 
have the satisfaction of that ‘exclusive’ feeling, some 
would undoubtedly have bought. 

“And so it recently happened with a friend of mine 
who was about to open a store in an up-state town. 

“This woman, an experienced hosiery buyer, came to 
New York, secured a fine product in women’s hose at a 
price which would allow her a good profit if sold at 
ninety-eight cents, and which was an exclusive line in 
her town. 

“Sounds like sure-fire stuff, doesn’t it? 
proved a bitter disappointment. 


Well, it 


“She put a good display of the stuff in her window for 
the opening day; but, though there was considerable 
business, no one wanted what was a darn good value in 
women’s hose at ninety-eight cents. 


Value Was There—but Not Wanted 


“‘For a week this display was kept in the window, but 
there were no sales. Accordingly, this stock was re- 
turned to the boxes and put on the shelves, while the 
woman wondered what was wrong with them. 

“About a month later the performance was repeated, 
stock displayed, and then put away in disgust. 

“Within a week or two after that, her daughter asked 
her to move that contrary stock and get if off the shelves 
for cash. ‘But,’ said the Mother, ‘I’ve already offered 
them twice in big display at ninety-eight cents, and no 
one wants them. They’re mighty good value and I hate 
to mark them down. Compared to prices asked else- 
where for merchandise as good as these, even if not in 
the same designs and colors, mine are bargains without 
equal. I simply can’t mark them lower.’ 

“The girl was an observing miss—maybe she had 
taken a high school course in sociology or political econ- 
omy or something else that helped her; or maybe she 
was a shrewd observer of human nature—but, anyway, 
she had the right idea. 

“* ‘Just let me sel] them my way, will you, Mother? 
I'll give you ninety-eight cents a pair all right for all 
I sell.’ : 

Putting the Store on the Map 


“This won the mother’s consent: some designs not 
previously displayed were put in the window ai two 
dollars and fifty cents per pair—and the whole stock sold 
with a rush. 

“Profiteering? Not a bit of it! 

“People want exclusive styles, and they’re willing to 
pay to gratify that desire. But, no matter how good 
that women’s hose was, if was nol exclusive at ninety- 
eight cents the pair. Every woman and girl in town knew 
that, if she wore those stockings offered at the low price, 
every other grown female in town would know where 
she got them and how much she paid for them. But at 
the higher price, (even though she didn’t know they 
were the same value), they were worth more because 
she thought nol everyone could-and- would buy them, 
and she was glad to have them noticed on her and 
identified for the same reason she shunned them before, 
i. e. everyone would know where she got them and how 
much she paid for them. And she was proud of it! 
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Another version of the 
largest and smallest 











“It may seem strange, but that’s the way it works 
out. 

“Now, the small-town store must secure its,exclusive 
designs, weaves, and colors.: This can be done in either 
of two ways. First, the buyer can take all of one kind 
from a manufacturer or jobber who has the size stock to 
fit the requirements. Second, he can pay a premium 
and secure himself against duplicate stock being sold in 
the same town or vicinity. The larger stores can usually 
adopt the former method and take an entire factory 
output, but the smaller ones must often fall back on the 
latter arrangement. 

“In either case, it is always worth the time and money 
necessary to secure exclusive styles. It’s simply a matter 
of adjusting the price; for human beings each have a 
craving to be just a little different—and usually just a 
little better—than the men, women, or families with 
whom they come in contact. 

“The hosiery buyers for city stores constantly find 
themselves up against it by securing something they 
think is unique, and then finding the same thing in a 
store on the next block and at a different price. And 
the deuce of it is, they seem always to copy or to try to 
duplicate what is selling well in a rival store. This not 
only hurts the other fellow, but knocks their own price 
down. If they'd only try to get something different, 
they’d be a whole lot better off; for there’s a lot of 
people looking for something different, and that simply 
means something the other fellow hasn’t got. 

“The retailer who offers something different needn’t 
spend money on newspaper advertising—just show the 
stuff in the windows, in the show cases, on the counters— 
and then hurry to oil the motor on the cash register, 
‘cause it’s going to spin.’ ”’ 





Merchants Freed from Payment of Taxes 
on Book Profits 


(Continued from page 74) 


put into stock. For the convenience of the examining 
officer, a special form should be provided in which com- 
plete information by items of the increase from the 
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These shoes made by the 
Union Shoe Co., Brock- 
ton, Mass.- 











original retail should be shown and reference, if possible, 
made to the original invoice and entry, and the reason 
for the increase freely explained. Entry of such in- 
creased retail properly belongs in department purchase 
books, although it may be set up as a separate item in 
the accumulated records of the department. The 
same forms that are used to record such price increases 
should not be used for mark-downs and in no instance 
will a store be allowed to include as retail increases a 
mark-up which has been taken as a correction or can- 
cellation of a mark-down; such mark-up must be re- 
garded and treated in all cases as opposite to mark- 
downs. 


Recognizing Mark-downs 


“With respect to mark-downs, these will be recog- 
nized where the procedure is proper and consistent. 
The procedure with regard to mark-downs will be 
deemed proper if in any fiscal year or period of that 
year the goods so marked down are in proportion to 
current sales, to stock on hand, to mark-downs of cor- 
responding months of the preceding year, or if evidence 
can be submitted as to market changes which have 
forced a reduction in retail prices to bring about a parity 
with the selling price of the same goods which have 
been purchased at a reduced cost. Arbitrary mark- 
downs made-to provide for depreciation and obsoles- 
cence of goods in inventory will not be recognized. 
Mark-downs made for this purpose will be allowed only 
by actual offering of the goods to the public at such 
reduced prices.” 


Unfair ‘‘Store Fronts” 


Washington—Legal tests as to the ruling of the Fed- 
eral Trade Commission that the printing of store fronts 
and the use of signs similar to that of a competitor are 
unfair business practices, will be made in the hearing on 
the complaint against two Washington firms. 

While the complaint relates to confectionery stores 
it will have a general effect upon the retail trade. The 
Commission alleges that the practices are a confusion 
to the public and unfair to the competitor. 
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An Important Role Is Played by Sizes in the 
Selling of Hosiery 


Why Charts Showing Hosiery Sizes Which Correspond with Shoe 
Sizes Are Frequently Misleading 


embodies suggestions in its advertising re- 

cently ran a list of shoe and hosiery sizes for 
the information of salespeople. The list is as follows: 
“Size | shoe takes a size 8 stocking; size 2 and 3 shoe 
takes a size 84% stocking; size 4 shoe takes a size 9 
stocking; size 5 shoe takes a size 94% stocking; size 6 
shoe takes a size 10 stocking; size 7 shoe takes a size 
101% stocking.”” The advertisement stated further 
that “‘any stocking will give better wear if this schedule 
is followed.” 

This information is quite unimpeachable as far as it 
goes. But unfortunately the problem of buying and 
selling the right sizes is not so easily solved. Every 
shoe merchant. knows—and indeed every ,woman 
knows—that any given shoe size is subject to wide 
variations. Some time ago the present writer went 
shopping with his fiancee to get a pair of oxfords. She 
had to visit a number of stores before she could get the 
style she wanted. In each store the salesman measured 
her foot very carefully and in each store he gave a dif- 
ferent size as the right one for her. Furthermore, she 
found that while a 4A fitted her perfectly in one store, 
the same size was much too large in another. 


O= of the New York hosiery firms which often 


This Is News to Most Shoe Men 


The same confusion exists in hosiery sizes—in fact, 
more so if anything. There is no established standard 
of sizes in the hosiery industry. Different manufac- 
turers measure differently for size. Besides no machine 
will knit every stocking in a lot to the same size. Sev- 
eral stockings in a lot knit to size 9, for instance, may 
come out 834, 914 or even 94. And since hosiery is 
sold by half sizes the in-between sizes do not fit in any 
classification. They are adjusted by a process known 
as boarding, which consists of stretching the stocking 
over a foot-shaped board, but as these boards vary in 
thickness, a size 9 on one may not correspond to a size 9 
on the other. 

But this is only part of the trouble. The average 
woman has a very definite idea about the size of hosiery 
she wears, and it is a pretty delicate job to suggest a 
different size to her, especially a larger size, since she 
is apt to be vain about the size of her feet. If it is 
suggested to her that she ought to wear a 9 instead of 
an 84, she will probably reply tartly that she always 
wears an 8144. And that settles that. Then again the 
proper size for her depends a good deal on whether her 
leg is thick or thin, and on whether the hose is long or 


short in proportion to the size of her leg. Given two 
women with the same size foot, the one with a thin 
leg should have a closer fitting size than the one with a 
plump leg. But the relative thickness or thinness of a 
customer's leg is a dangerous topic for a salesperson 
to approach. 

Importance of Correct Length 


There is no doubt about the fact that a proper fit 
will increase the wear of the hose, and according as 
sizes become more widely, standardized in both the 
shoe and hosiery industry, it will be increasingly easy 
to educate the consumer up to an appreciation of these 
things. In the meantime, however, it seems imprac- 
ticable to sell the consumer hosiery sizes to correspond 
with shoe sizes, and it would be unwise for a merchant 
to be guided in his hosiery purchases by the proportion 
of shoe sizes he sells. For instance, if his shoe sales 
average 25 per cent sizes 2 and 3, 40 per cent size 4, 
and 20 per cent size 5—to make a random estimate— 
he would probably go wide of the mark if he bought 
25 per cent of his hosiery in sizes 844, 40 per cent in 
size 9, and 20 per cent in size 914. As a matter of fact, 
most women who wear shoes in sizes 3 to 5 inclusive 
will wear size 9 in hosiery—and this means the majority 
of all women. Comparatively few women wear smaller 
than 814 or larger than 9144. The buyer will not go far 
wrong on his sizes if he is guided accordingly. 





Program Announced for Tanners’ 
Council Meeting 


Prominent men who will address the tanners’ con- 
vention at the Biltmore Hotel, New York, May 3 and 
4, include B. M. Anderson of the Chase National Bank, 
New York; Dr. Frederick C. Hicks, president of the 
University of Cincinnati; Hon. William M. Steuart, 
director of the U. S. Bureau of the Census, and H. 
Parker Willis, editor of the New York Journal of Com- 
merce. Will Rogers, the celebrated humorist, has also 
accepted an invitation to address the meeting on cur- 
rent topics. 

An entire forenoon will be given over to the discus- 
sion of technical matters, including the recent studies 
of the Research Laboratory, University of Cincinnati, 
with respect to hide curing and beam-house practice. 

Publicity and arbitration of business controversies 
are other questions that will be discussed by leading 
authorities. 
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Is There Danger in Sudden Style Changes? 


Smaller Merchants Feel That Something Must Be Done to Bring 
More Stability into the Game 


BY WM. H. GERNES 
Proprietor of Ames Bootery, Ames, Iowa 


27, I noted an article calling attention to the fact 
that the majority of retail shoe merchants through- 
out the country are no longer looking upon these sudden 
style changes in women’s footwear with any degree of 
satisfaction. 
lt is getting to be a very serious problem and in my 
opinion a curse to the shoe business. If this present 
speed of change in style continues it is bound to spell 
business suicide to a great many of the smaller shoe 
merchants. Mr. Nebe made a true remark when he 
stated that fully 75 per cent of our business today is 
done on 25 per cent of our stock. 


| N the Boot and Shoe Recorder under date of January 


Volume Sales Don't Necessarily Mean Net Profit 


We all seem to kid ourselves, thinking that we are 
making lots of money in the women’s department be- 
cause of the number of pairs we perhaps sell, but let us 
look at that from a little different angle and then sum 
up our net profits. Suppose your competitor from 
across the street would come to you with a proposition 
like this: 

“I'd like to sell you all the women’s shoes I have in 
my store because | have just bought 
an entire new stock of women’s shoes 
to replenish same and would therefore 
like to dispose of my entire present 
stock.” 

Gentlemen, not one of you would 
offer more than 25c on the dollar for 
this man’s stock, and still he is just as 
good a merchant and style picker as 
you are and his stock is in just as 
good condition as yours, so you may 
rest assured that if you made this 
same proposition to others you could 
expect the same result. 


How Much to Charge Off 
for Left-overs 


So I would say if you want to be 
honest with yourself at the time of in- 
ventory, book a loss right through all 
your women’s style shoes of 75 per 
cent and if you have any of them 
left one year hence do not invoice 
them at all for they have grown to be 
a liability instead of an asset. Now 


shoes is 
sum up your net profits and you 


Marilyn Miller says gray for dressand in is 


all the 
by I. Miller & Sons, Brooklyn. 


will realize the air castles you have been building. 

Today there is no style shoe good longer than 30 
days because a new one is being created every hour, 
and a great many of them are dead 30 days before you 
receive them. Do you know one big reason for this? 
Delayed shipments. 

How many of the smaller shoe merchants are 
constantly disappointed by receiving their goods from 
four to six weeks later than specified? Here is one 
good reason (and don’t think that 1 am going to 
criticize the manufacturer for you, for we would do 
precisely the same thing if we had the opportunity and 
we'd be fit for a sanitarium if we didn’t). 

The salesman after covering his territory has sold 
up to capacity for a specified delivery and just about 
that time the real big buyer from the big city goes to 
the market to place his orders. He is always the last 
man to place orders for style shoes and always has 
them made up immediately. He has an order to place 
with your manufacturer for $25,000 to $50,000 on one 
consideration, namely, that he must have these shoes 
in 30 days. 

The Big Buyer Has the Bulge 
His credit is the very best and the 
manufacturer, not being insane, ac- 
cepts his order but this is what 


happens. 
} The manufacturer then is com- 
pelled to go to his files and take out 
about 25 to 50 orders received from 
the smaller merchants and set the 
delivery date back from four to six 
weeks, fully realizing that his chances 
for making his delivery stick with 
the smaller merchants is about 100 
percent in his favor. The result is 
that the big buyer gets his style 
shoes right on time and at your 
expense, for he now gets a better 
profit and quicker turnover because 
his shoes are the newest style and 
when they reach you they are not. 
Who isto blame for these sudden 
style changes is immaterial. The 
fact is this condition does exist and 
what we should be chiefly interested 


some method to curb it. 
year. These shoes 
(Continued on page 85) 
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Why Not Copy the House-to-Houser? 


An Effective Way of Combatting One of the Present-Day 
Forms of Competition 


By HARRY D. HAMILTON 


canvasser is scorned by the housewife. Formerly 

house-to-house work was done by old men and 
women to eke out a scanty living. Now large up-to- 
date merchandising firms have entered the field with 
good sound merchandise and trained canvassers. 

How about this fellow who works your town with no 
investment except a sample case, flivver or a railroad 
ticket and who calls on your customers? You are 
waiting to have customers call on you. You wait for 
them to walk into your store while the little house-to- 
houser goes and gets them. His prices are no lower 
than yours for he makes a good profit. He has learned 
the story on three or four shoes or hosiery numbers 
and no one in your town knows the firm he represents. 
He sells them shoes and hosiery you could sell—no 
better—perhaps worse—but he sells them while you 
are WAITING. 


Direct Contact a Good Point 


He cleans up as he goes and you only clean up as they 
come—into your store. You have an investment of 
store stock and clerks. He has no investment. He 
knows the shoe business only by the “sign language” 
but he knows where the money is and tells his story 
direct to the housewife who spends seventy per cent 
of all the income in this country. 

You own a shoe store. Probably have one or more 
clerks. You have a stock of well known brands, buy a 
few carefully picked novelties—advertise in your local 
papers; run semi-annual clearance sales at special 
mark down prices; clean up some of the dead ones; 
carry over a lot of junk; and buy carefully for the next 
season. 

Your mornings are slow and easy going. You, the 
boss, are busy with the accounts; your clerks are busy— 
killing time—straightening out stock, dusting, keeping 
occupied—but that’s all. 

Occasionally from 8.30 to noon they wait on a 
customer. The quiet mornings are nothing unusual 
in a shoe store. You will always have them and you 
are used to them. They do not bother you much for 
you know business will pick up around Easter or 
Labor Day and you are all set for it when it comes. 


‘Te day has passed when the house-to-house 


The Merchant Wailts—Why? 


Now how about it? Isn't it true? You in these busy 
days are waiting for what—why either the rush at noon 
or three o’clock or the thaw or the snow storm or the 


Easter trade or Saturday afternoons; waiting for your 
trade to walk into your honest to goodness establish- 
ment and say. “Guess I'll have a pair of shoes.” 

You know all this. It is nothing new to you and you 
are now saying ““What can we do?” The answer is 
“Beat them at their own game.” 


Copy from Your Competitor 


Stop waiting for customers. Start going after them 
and say “Here’s a pair of shoes you should buy.” 
Keep your salesmen busy selling—not dusting or 
clearing—why not—you perhaps have two clerks; 
let’s say John and Jim. Let John out one day and Jim 
the next. Out where? 

Why out in the great outdoors where the money is. 
Give them some samples and size sticks. Start that 
house-to-house business yourself. Your clerks not 
only know shoes but know the people. You are 
established: more confidence will be had in your repre- 
sentatives because you are known than in the stranger 
whom no one knows. . 


Maybe You Have a Car 


How about that flivver? You have, or someone in 
your outfit has one. Keep that busy too. Why not 
use it? Start operations at home or near home first— 
gradually enlarge. 

Get a specialty—a good specialty and push it hard. 
Make a drive on men’s work shoes or boys’ play shoes 
or soft soles or stockings or some black satins or white 
oxfords—some King Tut Timely Trotters and last, 
but not least, rubbers. Rubbers are only thought of 
the last minute. Usually the first minute it snows. 
Get your orders for them and send them to your 
customers the first day it snows. : 

Call on the garages, factories and mills in your 
section; show them appropriate footwear—they all 
know you. 

Use your own labels and prices, the same as you use 
at the store. Get a deposit on each pair. Nearby have 
the salesmen who sold the shoes deliver them. Farther 
away send them parcel post C.0.D., minus the deposit. 
Call once a month or oftener; keep a list of prospects; 
go at it right—not slip shod. 


Building an Outside Trade 


It’s true, that flivver upkeep costs something but 
it’s less than clerk and stock upkeep. Your flivver and 
parcel post expenses will be additional to your store 
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Sandals are stylish. The great effort 
of the day is to try to put triangles 
into sandals and here we have a 
successful pattern called the T UT. 











expenses but your sales will be additional to your store 
sales. One hundred shoes sold are better than one 
hundred on the shelf waiting. 

About this time you are ready to say “Well, if 1 do all 
this my trade won’t come to the store at all.”’” Oh, yes 
they will, for strange as it may seem, John and Jim, 
your clerks, aren’t going to sell everybody they call on. 
The spoken word is the best advertising medium. We 
hear better than we read and remember what we hear. 

You are advertising as well as selling your own shoes 
with your own men. Those who have listened to the 
spoken virtues of your shoes as spouted from the 
mouths of your salesmen will say when they need shoes 
—*Guess I'll go down to Mr. So and So’s and get those 
shoes Jim showed me last week.” 

Your customer is ready now and knows where to go. 


Mailing List Is Vitally Important 


Keep a mailing list; register each customer’s size. 
Leave a copy of each order with full details with each 
customer. Figure about twenty per cent deposit for 
each sale; have a separate account of the sales showing 
the profit of each transaction so as to be able to know 
just what has been done. Charge against this account 
flivver upkeep and parcel post only. You cannot 
charge the salaries of your clerks unless they eventually 
devote all their time to this—the Direct Contact 
Department. Formerly they devoted half their time 
to selling and now they devote all their time to pro- 
ducing, and because they sell more they also earn more. 

Direct selling is to be done during quiet seasons, dull 
days and slack hours, and you have a lot of them. You 
may keep your clerks on this all the time and have 
some other clerks do the straightening out at the store. 
Perhaps you have only one clerk—all right—you go 
out yourself and be your own direct contact depart- 
ment. 

Hitting Them Where They Live 


Build a defence so that these out-of-town firms will 
stay out of town and let you have what is yours. 

Your direct contact department will nip many a 
mail order in the bud and instead of “sending away” 
for shoes, they will buy at home from a man who has 
invested more than a cancelled postage stamp in their 
town. 
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It is made in combinations of fabric 

and leather, trimmed in a two-tone 

effect by Pedigo-Weber Shoe Com- 
pany, St. Louis, Mo. 











Printed matter—of course you will need some—any 
man with half the argument you have would use 
barrels of it. Remember these few essentials of direct 
contact. 

1—Quality 

2—One Price 

3—Clean Cut Methods 
4—Specialty 
5—Persistence 

Try it; keep your force selling all the time. You and 
your clerks will all work harder if you can earn more. 
Your semi-annual clearance sales will be smaller and 
smaller for your clearance will come at regular prices 
through your direct contact department. 





Reorganization of C. K. Fox Inc. 


On April 14th a meeting of directors of the C. K. 
Fox Inc., a Massachusetts corporation, was held in 
Haverhill, Mass. The following officers were elected 
under plan of reorganization: 

Alonzo. B. Walker, president; John H. Kelso, vice- 
president; Lamont H. Chick, treasurer; Miss Beatrice 
Morse, assistant treasurer; J. J. Berlin, director and 
general salesmanager; Otis J. Carlton (executor and 
trustee of the will of the late L. H. Downs), director; 
Charles Howard, director and clerk. 

The Haverhill Wood Heel Co., has reorganized with 
the following officers: Clyde R. Saunders, president 
and general manager; John H. Kelso, vice-president, 
Lamont H. Chick, treasurer; Miss Beatrice Morse, 
assistant treasurer. 

Otherwise than the foregoing changes in officers, the 
affairs in both these corporations will be conducted as 
heretofore. 





Is There Danger in Sudden 

Style Changes? 

(Continued from page 83) 
1 am not in favor of going back to the old plan of 
only two. style changes yearly but am convinced 
that if styles in every manufacturer’s line could be 
guaranteed to be a safe bet for 90 days after delivery, 
everybody connected with the shoe industry would be 
better satisfied. 
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What You Should Know in Order to 
Design Shoes 


How the Present-Day Egyptian Sandal Was Worked Out Explained, Among 
Other Things, by Pattern Makers 


and designing was given by L. Caywood Clem, 
of the Dunbar Pattern Co., Brockton and 
Boston, at a recent session of the New England Shoe 
and Leather Association’s Continuation Class. In the 
course of his address Mr. Clem outlined the functions 
and responsibilities of the designer and illustrated his 
remarks with some of the penciled and finished draw- 
ings used in this work. 
“Designing,” said Mr. Clem, “is one of the most 
important features in connection with 
the production of shoes. Manu- 
facturers are continually asking the 
designers what is likely to sell most 
freely several months hence, and it is 
up to the designer to catch the trend 
of what is in the air and develop 
styles that will be popular in the 
future. He cannot afford to send out 
many ‘flivvers.’ 


\ MOST interesting talk on shoe pattern making 


Working Weeks Ahead 


“The manufacturer can obtain 
plenty of leather and even money, 
but if he is making women’s footwear, 
the overshadowing question with him 
is what designs will sell best next 
season. Ever since the peak of the 
1923 Easter trade was reached there 
has been a perceptible lull with re- 
spectto future styles, and no one 
knows what will sell even a month or so from now. 
The manufacturer cannot depend on his salesmen, for 
100 salesmen are likely to bring in 100 different views 
of what the public is going to want in the way of foot- 
wear.” 

In referring to the current Egyptian style fad, Mr. 
Clem said that the manufacturers soon found that this 
really comes down to a simple piece of leather and some 
raw hide, so they had to use the Egyptian sandal idea 
merely as a base and build up around it something 
attractive and salable. It is perfectly easy to draw 
pretty designs, but the manufacturer always has to 
keep within certain limits of costs. Most lines are 
definitely established on a certain basis of cost and 
selling-price. 

The Value of Colors 


“You can put all possible accessories on a Ford car, 


L. CAYWOOD CLEM 
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but it still remains a Ford,” said Mr. Clem. ‘The 
designer has to be careful to blend colors properly and 
not make them clash. There has been more latitude 
in this respect in the Egyptian styles than is customary”’ 
The speaker displayed a rough penciled sketch of a 
certain design which he said had been the real nucleus 
of the subsequent sale of 1800 cases of women’s shoes 
afterwards sold by a certain Lynn concern. 
Mr. Clem explained the differences between current 
American and French women’s shoes by means of 
samples of each and showed that the 
bottoming of women’s shoes in Amer- 
ican factories is better than that 
of French manufacturers, the soles 
being much more flexible. 


The Effect of Women’s Gowns 


In response to questions he stated 
that New England and the East are 
absolutely holding their own as a 
shoe style center, this being proved 
by the fact that every train from the 
West brings someone to study our 
styles. , 

Women’s gowns dictate color ef- 
fects in shoes to some extent, but 
hosiery colors follow those of shoes. 
Because of the importance of style 
requirement the stitching room of the 
average women’s shoe factory is 

' the hardest department in which to 
keep a complement of skilled help. 

In closing the speaker stated that in his opinion the 
opportunities for shoe designers never were better 
than today. 





Free Shoe Horns 


A shoe merchant is supplying a small shoe horn with 
every pair of oxfords that he sells tochildren, and is 
insisting that children use them. He had a lot of 
trouble with complaints that counters were not stand- 
ing the wear. He found that counters were broken 
down by children who tried to step into their oxfords. 
After he began to supply shoe horns with oxfords, the 
complaints about counters ceased. He gives the horns, 
believing it better to stand the expense of them than to 
hear complaints about the wear of the counters in his 
shoes. 
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Have You Turned in Your Profit and Loss 
Statement Yet? 


This is information sought for the good of the industry by 
the Bureau of Business Research of Harvard University 











PROFIT AND LOSS STATEMENT 
For Year Ending Dec. 31, 1922 





Gross Sales 
Returns and Allowances 


Net Sales . 

Net Inventory of Merchandise at Begi inning of Year 
Purchases of Merchandise at Billed aoe ae 
Inward Freight, Express, and Castage . 


Gross Cost of Merchandise Handled 
Cash Discounts Taken . 


Net Cost of Merchandise Handled ‘ 
Net Inventory of Merchandise at End of Year 
Cost of pocomantine | Sold . ° 
Gross Margin ; 


Wages of Salesforce (including PM's) . 
Advertising . 
Boxes, Wrappings, and Other Selling ‘ 
Total Selling . 


Delivery 





+ he gement, and Office Salaries 
deny ao rry Postage, and Other Management 


Total Buying and Management 


Rent .. 

Heat, Light, and Power. 

Taxes ( xception on Buildings and Incomes) 
cies (Except on Buildings) ‘ 
Repairs of Store Equipment ‘ 
Depreciation of Store Equipment . 

Interest on Capital—Borrowed ° 

Interest on Capital—Owned 


Total Interest 
Total Fixed Charges and Upkeep . 


Miscellaneou: f 
Losses from Bad Debts 


Total Expense 


Net Loss 

acpeiring (Net Profit or Loss) . 
evenue (Net 

wand and Rentals Earned 


Total Net Gain or Loss ° 
Provision for Federal and State ‘Income Taxes : 
Dividends, Sharings or Withdrawals : 


Surplus or Deficit for the Year 





FINANCIAL STATEMENT 


ASSETS LIABILITIES 
CURRENT 

Notes Payable . 

Accounts Payable 

Accrued Items . 


CURRENT 
Cash on Hand and in Bank 
Notes Receivable (Customers) . 
Accounts Receivable (Customers) 
Net Inventory of Merchandise* 
United States Securities . 


our aese £ Equ 
et Inventory 0! 
Net Inventory of erect 


Real 


OTHER LIABILITIES 
Real Estate Mortgage Notes 


*Th should be the same as that given for Net Inventory 
of i din d Year on the other side of this sheet. 
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Send Congratulations to Cincinnati 


Edgar K. Woodrow to Be Ad-Manager of 
Consolidation 


Edgar K. Woodrow, former sales and advertising 
manager of the Krohn-Fechheimer Company, will now 
extend his activities as advertising manager of the 
United States Shoe Company, of Cincinnati. 

This concern is a combination of the Krohn-Fech- 
heimer Company, the 
Holters Company, 
Robert Wise Company, 
Val Duttenhofer Sons 
Company and the 
Scheiffele Shoe Manu- 
facturing Company as 
well as the F. E. Reeser 
Shoe Manufacturing 
Company. All of these 
are Cincinnati concerns 
with the exception of 
the F. E. Reeser Shoe 
Manufacturing Com- 
pany which is a Louisville, Ky. company. 

He will bring to this new combine the knowledge 
and ability gained through the highly successful mer- 
chandising and advertising of the Red Cross shoe, a 
Krohn-Fechheimer product. To the original Red Cross 
line will now be added a children’s and growing girls’, 
manufactured by the Scheiffele Shoe Manufacturing 
Company, a branch of the United States Shoe Com- 
pany under the new merger. 

His appointment ought to prove a wise one if the 
enviable place now occupied by the Red Cross publicity, 
and due in great measure to his efforts, is any criterion 
on which to judge future successes. 
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Safe Shoe Buying 
Secretary Hoover Makes Study of Industry 


Washington—Secretary of Commerce Hoover has 
announced that he had made inquiries into several 
industries, including the boot and shoe industry, to 
ascertain if there is any present-day speculation, such 
as preceded the period of liquidation and unemploy- 
ment later in 1920 and lasting throughout the following 
year, but that he had found none. Mr. Hoover said 
that one strong indication precedent to such a depres- 
sion is the practice of consumers of placing duplicate 
orders which result in large inventories that have to be 
liquidated when the period of deflation sets in. 

Contrary to such a situation at present, it was found, 
Mr. Hoover said, that buying is confined to legitimate 
requirements. There are no accumulation of stocks of 
boots and shoes and other products in the hands of 
middlemen, he pointed out. Instead, the supplies are 
passing directly into the channels of trade and are being 
used. It is evident from this and related signs that the 
business and financial interests are exercising caution 
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against excessive buying, over extension of credits and 
abrupt rises in prices. 

The optimistic view placed on business and financial 
conditions by Mr. Hoover was coincidently expressed 
by governors of the Federal Reserve Banks, which 
held their regular executive spring meeting in Wash- 
ington last week. The governors were represented as 
being pleased with the larger demands for credit to 
finance pending and future operations, looked upon as 
an altogether reliable barometer of trade reflecting 
increased production. The basic industries, it was 
especially noted, are operating at capacity, and at the 
same time limiting orders to actual requirements. 
While the price trend is upward, it is apparently the 
view of the governors that it is proceeding moderately 
and consistently with the law of supply and demand. 
There also was said to be an absence of an effort to 
boost prices to high levels after the limit of productive 
capacity has been reached. A movement to permit a 
sharp rise after such a point had been attained, it was 
pointed out, invariably indicates a period of inflation 
and inasmuch as such a tendency is lacking, a sense of 
security over the continued healthy financial and busi- 
ness conditions is felt. While some industries are begin- 
ning to complain of a labor shortage, it was stated that a 
survey has led to the conviction that there is no acute 
shortage and labor seems to be performing efficiently 
as a general thing. The full employment of labor 
obviously is one explanation for the great purchasing 
power of the country and its ability to absorb produc- 
tion and prevent accumulation of stocks. 


New Beebe Memorial Library is Dedi- 


cated 

The Beebe Memorial Library, a gift of the Beebe 
family to the town of Wakefield, Mass., was dedicated 
last Saturday, April 14. The Beebes have been mer- 
chants in Boston for nearly a century, and have been 
in the leather trade for more than 50 years. Their store 
on South Street is a landmark. 

Lucius Beebe, founder of the mercantile career of the 
Beebe family, was the son of a Connecticut lawyer. At 
the age of 15 he started out to make his career, for his 
family had met with financial reverses. By the time he 
was 24, he had established himself in Boston as a mer- 
chant. He dealt chiefly in cotton at that time. He be- 
came a resident of Wakefield, and a leader in the 
affairs of the town. He gave so liberally to the town 
library that citizens called it the Beebe Library. The 
growth of the town required a larger library building. 
So the Beebe family gave the handsome building which 
was dedicated last Saturday. 

The leather trade commonly credits the Beebe 
leather house with being an active factor in the revolu- 
tion of the tanning of upper leather from the vegetable 
to the mineral process, for the Beebes gave their moral 
and financial support to Robert Foerderer of Phila- 
delphia, when he was struggling to chrome tan kid 
leather. 
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IN STOCK > IN STOCK 





MADE everybart. | MADE: everypart | 
“SOLID LEATHER SOLID LEATHER | 








DO YKmM OOo 


No. 272 


Stock No. 270, Denver Last, Men’s Tan Side Bal. Oxford, Stock No. 272, Admiral Last, Men’s Tan Side Blu. Oxford, 
MADE EVERYPART SOLID LEATHER, width D, packed MADE EVERYPART SOLID LEATHER, width D, packed 

in sealed cases. Regular runs 6/10, 7/9, 6/11. Price, in sealed cases. Regular runs 6/10, 7/9, 6/11, 7/11, Price, 
$2.60, less 4% 20 days. $2.60, less 4% 20 days. 








Stock No. 100, same as above in high shoe, $2.85. Stock No. 102, same as above in high shoe, $2.85. 
We Ship by “Carter Express”? at Freight Rate. Carter Pays the Difference 


Below we give the exact size packed in each of the regular runs that are now on the floor in sealed cases. The sealed cases cannot 
be opened. All orders are filled in the rotation in which they are received. Order by ‘‘Carter Express.” 











(The same assortment of sizes are also packed 24 pairs sealed cases) 
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Specialty Manufacturers of 
MEN’S AND BOYS’ 
GOODYEAR WELT DRESS SHOES POPULARLY PRICED 
Nashville, Tennessee 
Our salesman will call without obligation on your part with complete line. Write or wire. 
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High Grade Welt Footwear for Women 


IN STOCK NOW 


Stock Style 350 
Patent Tut Sandal, Sally Last. 8-8 Heel 
AA- 
Price $5.00 
Stock Style 352 
Same Style in White Nubuck 
Price $5.25 


AA-D 


Stock Style 623 
Patent Leather Two-Strap Pump, Goodyear Welt 
Phyllis Last. 14-8 Heel. AA- 
ice 
Stock Style 624 
Same as above in Surpass Black Kid 
Price $5.25 * 


Stock Style 520 


Surpass Black Kid Oxford, Lucille Last, 12-8 Heel, 
D 


Rubber Top Lift 
Price $5.25 
Stock Style 530 
Same in Brown Russia Calf 
Price $5.00 
Stock Style 510 
Same in Patent Leather 


Price $5.00 


On our Egyptian Tut San- 
dals the straps can be worn 
around the ankles or under 
the shank. 


We are sold up on Tut 
Sandals for April and can- 
not promise deliveries be- 
fore May I. 


Stock Style 302 
Black Calf Oxford, Tailor Stitched, Sally Last. 
8-8 Heel, Rubber Top Lift 


Price $5.00 


No. 301—Same in Victoria Brown Calf 
ice $5 


Stock Style 120 
Sunset Brown Calf Sport Oxford, Clico Crepe Rub- 
ber Sole. Spring Heel. Francis Last. AA-D 
Price $5.85 





IF YOU WANT GOODS 
MADE UP FOR YOU ON 
EXCLUSIVE PATTERNS, 
DON’T FAIL TO SEE OUR 
SALESMEN. 











We Use Only Combination Lasts and 
Can Assure You of Perfect Fitting Shoes 


Stock No. 351 
Coffee Elk ““Tut™ Sandal, Sally Last. 88 Heel 
AA-D 


Price $5.00 


Stock Style 621 
Patent One-Strap Pump, Phyllis Last, 14-8 Heel 
AA-D 


Price $5.00 


No. 622—Same in Black Surpass Kid 
Price $5.00 


Stock Style 642 


Burk’s Black Kid One-Strap Pump, Egg Ball 
Shank, Phyllis Last, 14-8 Heel 
AAA-D 


Price $6.00 
Stock Style 643 
Same in New Castle Brown Kid 
Price $6.50 


CROOKER & MORSE, Inc., Bridgewater,’ Mass. 


Boston Sample Room, 183 Essex Street, Room 501 





7 ae The Beot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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Heels for the 
‘® Whole Family 


NN 
lh mT] 


‘‘Greater and wider use of rubber heels this year than ever before’’ 
the prediction of Jesse Adler, expert on the style committee of the National Shoe 
Retailers’ Association. 

‘‘I would recommend rubber heels on everything but brogues and 
then rubber heels on some brogues.”’ 









































Good rubber heels well designed are unques- There is an Armstrong Circle A Heel for every 
tionably now a real asset to a pair of shoes. shoe, in each size and style. 





To convince yourself on the superior merits of 
the Armstrong Circle A Heel, send for a trial pair 
for your own shoes. Please outline your heel on 
a post card and state color. 


Because the Armstrong Circle A Heel has a 
design that contributes style to a shoe, because 
the Armstrong Circle A Heel combines comfort, 
elasticity and wear to a degree not found in any ~ 


other heel, why not specify it for your complete ARMSTRONG CORK COMPANY 


. . Shoe Products Division 
> . ? 
range of shoes in all styles and SIZes! LANCASTER = - PA. 





Armstrong 
a Heels 


The Boot and Shee Recorder will appreciate your mentioning the publication in replies to advertisements. 
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The Boot and Shee Recorder will appreciate your mentioning the publication in replies to advertisements. 
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Ohird Annual 
a Féle 
0 
Methoes of Trade 
of Greater New York, 
ley B29 hes t(vening 


mmodore 
Grand Ball Room 


Staged b 
Jed Waaphurn aul 


J6 Beautiful cNodels 


Gowns and Millinery 
by Oppenheim-Collins Co. 
Hosiery by Propper Silk Hosiery Mills 


cAn Gudravaganza in Setting ~ 
CA revelation of m craftmanship 
uv mo shoemaking 
Anm-O=am- hS 
LIST OF EXHIBITING MEMBERS 
BROOKLYN BOARD OF TRADE 


J. Albert & Son, Inc. Julius Grossman, Inc. 
Julius Altschul, Inc. William Henne & Co., Inc. 
Algier Shoe Mfg. Co., Inc. R. H. Hoskins Co. 
American Shoe Co. Horn Shoe Mfg. Corp. 
Geo. W. Baker Shoe Co., Inc. Kozak & McLoughlin, Inc. 
Baker-Chandler Co., Inc. John J. Lattemann Shoe Mfg. 
J. & T. Cousins, Inc. Co., Inc. 
John Cramer & Son I. Miller & Sons, Inc. 
Degen-Lipp, Inc. Morse & Burt Co., Inc. 
Fred A. Eyre & Co., Inc. Perfect Shoe Mfg. Co. 
Andrew Geller Pincus & Tobias, Inc. 
A. Garside & Sons, Inc. Dr. A. Posner Shoes, Inc. 
Griffin-White Shoe Co., Inc. Strassburger-Stiles, Inc. 

S. Weil & Co., Inc. 
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Lazarus Fried & Sons, Inc. 


Established 1879 [ 
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ques LAZARUS FRIED & SONS seem 
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No. 4722 Bay z —s 
Patent G. W. Lattice, open work - j : A 
Amt» » —_ = “ No. 3395—Patent McKay, cutout in strap 
M wo it rh > “> ; re “4 and collar, D wide. 
Growing Gile’ 214 to? 378 2 oe i. Child’s 844 toll... $2.25 
jrowing Girls’ 2% to 7. 3.73 a Ee Misses’ 11 tg to 2 ‘3 250 
Also same as above ir ua me te by Growing Girls’ 2% to7...... 2.85 

Nubuck, at same prices : - 

Also same as above in McKays, ; 2 Growing Girls’ both English and 
Patent Child’s $2.10; Misses’ a 4 ss ) Square Lasts. 


$2.35; Grow Girls $2.75 
map or No. 3399—Also same as above in White 


Also same as above in McKays, ; 
White Nubuck Child’s $2.10; Nubuck, at same prices. 
Misses’ $2.35; Growing Girls $2.75. Patent Leather Shoes In Stock 


White Nubuck In Stock After May Ist. 
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We have in stock many 
other snappy styles both 


opular “= ad'tiace™™* I 18-120 Duane St. 
Pre s a'siccurinpaices,  IVew York, N. Y. 


some of our discontinued 
lines. 


nappy 
tyles 
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Save Money 
ON THREAD 


$5.00 to $10.00 on each 
case of thread you buy 
counts. 


ae “ES 
its. not t 
=—— > this benefit at 
. 7 purchases 
uJ : ah q to the Meyer 
we oe Me e peed 
5 . . . kind of thread 
TRAVELING : = fae tee sewing Da 
. pose. Qur line for the 


ee shoe trade has for yeare 
EAST? , ae 
° JOHN C. MEYER THREAD CO., Lowell, Mass., U. S. A. 


| yA Boston is your destination, mark 
the baggage and book yourself ‘“‘at 


the ESSEX.” Here you will find the G R E E L E Y 


satisfaction in service which you seek. 


We suggest wiring for reservations. BOUDO I R S 


RATES ARE LOWER 














Made on a round or 

The Essex Hotel Co. pointed toe last, in 
J. J. MeCarthy, Pres. T. A. McCarthy, Treas, best fashion, and sold 
at prices which attract 
trade. Send for sam- 


ntsc : 
=” ples and prices. 


0 G ton 155 If Your Jobber Cannot Supply You, Write Us. 
a A.W. GREELEY .°. Haverhill, Mass. 


The Beet and Shoe Recorder will appreciate your mentioning the publication in replies te advertisements. 
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IN STOCK 


Imported hand braided Bast Slippers, 
for bath, beach and camp. (Bast is a very 
tough fibre from the inner bark of a tree.) 


No. 904 
Ladies’, 3 to 8. .60c 
No. 903 
Men’s, 6 to 11. .65c 


Minimum quantity, 36 
airs perrun. No samples. 
tisfaction guaranteed 


129 Duane Street Golo Slipper Company NEW YORK 











RR CE Om wa 


HUB GORE || <> 


“THE CLIMAX” 


HUB 


Various Widths and Colors ' 
attern 95. Beige suede, patent leather 
. . tip. vy cast 16-8 se re ce, blue 
Cotton-Mercerized and Silk oe pny yg Y- -t 
vailing shades. 
ed The style value—not to speak of the excellent Brooklyn 


shoemaking, apparent in our footwear, is the result of 
tremendous hard work and application of skilled shoe- 


SEND FOR SAMPLES making. 


Our product has made our reputation and this same 
product will build business for you—high-grade, profitable 
business. 


NOT CARRIED IN STOCK. 
EVERLASTI K In . . THREE TO FOUR WEEKS’ DELIVERY. 
? SAMPLES OF THIS AND OTHER MODELS OF OUR 
Webster and Spencer Aves., Chelsea, Mass. LINE SUBMITTED ON REQUEST. 


1107 Broadway, New York City Factory and Sales Rooms 
351-353 Jay St. Brooklyn, N. Y. 





Show Your Trade “The Great White Way” 
It Spells More Sales and Bigger Profits 


A convenient and attractive little pad-like 
cleaner with an invisible compartment con- 
taining a cleaning powder which we manu- 
facture under our own formula. The pad 
rolls up and fastens in convenient size to 
carry in pocket or hand bag. The easiest and 
simplest device for clea Din white footwear. 
Packed in Neat Display Boxes. 
Price $2.00 per dozen. 


Write for Sample. - 
Ico 
E. T. GILBERT MFG. CO. 228-236 South Ave., Rochester, N. Y. 














The Hoot and Shee Recorder will appreciate your mentioning the publication In replies to advertisements. 
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At-Once Delivery from 
CERNE REOM. TERE, BOSTON—NEW YORK—CHICAGO 


Style 2004 
CHIPPENDALE BROWN KID LACE 
“Combination” OXFORD 
13-8 Rubber Top Heel 
Welt Sole, Combination No. 1 Toe 
AA 414-8; A 4-8; B 3-8; C 214-8 
. 9 D 214-8; E 414-8 
America’s Price $4.80 
Style 2208 The Same in 
BLACK KID WHOLE QUARTER 
“Combination” LACE OXFORD 


Best Known Brand— Price $4.40 


ITH the saving in time and effort, the 

L di N readier OE the trade-drawing power 

Th e of QUEEN QUALITY shoes, you have MER- 
e ea ing am CHANDISE THAT WORKS WITH THE MER- 
CHANDISER—the kind that business needs 


In Women’s Shoes sateiiall 


More and more merchants are turning to the good name that 
adds to their own a power amongst consumers built up 
through more than a quarter-century of growth in favor 
founded on assured style, unfailing fit, exceptional value, and 
national distribution. 


Concentration on QUEEN QUALITY is the means of 
satisfying the demand for every authentic style and type of 
shoe, and profiting proportionately to their greater service. 


THOMAS G. PLANT COMPANY 


Boston 20, Mass. 
NEW YORK: 125 Duane St. CHICAGO: 207 W. Monroe St. 











The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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What Is Patriotism? 


principle that men who serve in legislative halls 

and in other governmental elective offices should 
be actuated by patriotism and loyalty and not be tempt- 
ed by the salary or compensation attached to the posi- 
tion. It was the belief of the founders of the govern- 
ment that men of superintelligence and high moral 
character would be attracted to these positions while 
men actuated by mere mercenary motives would shun 
them. 

Whether or not the foundation principle was right, 
or rather is right today, is a question that is open to 
debate. Certainly no honest, intelligent man would be 
tempted by the compensation allowed to members of 
either branch of the average state legislature. In most 
states members of the lower house receive $500 or $600, 
and members of the upper house receive slightly more 
for each regular session, and no extra compensation if 
extra sessions are called. There was a time when these 
sessions lasted only a few weeks, but of late years they 
last five or six months. 

The members of the legislative bodies are allowed 
transportation expense (or mileage) but once each way 
from their home to the capital city during the session. 

The state expects its lawmakers to dress and live at 
least as well as the average citizen; but how can they 
do it unless they are receiving compensation from a 
source other than the state? How can any man live in 
any city remote from his home for five or six months on 
a salary of $500? 

It just cannot be done, that’s all there is to it; and 
men who are making, amending and repealing the laws 
under which you live and do business are, in many in- 
stances, wearing cheap, poorly made, misshapen cloth- 
ing, shoes and haberdashery, that you would not per- 
mit your employees to wear, living in cheap rooming 
houses and eating at low-grade restaurants. 

True it is that “Clothes do not make the man”; but 
it is just as true that a man’s attire is an index to his 
character. It is also true that a man’s thinking is influ- 
enced more or less by his environment. As Daddy 
Sloan used to say, ““The man who boards at a ten-cent 


Ts IS government of ours was founded upon the 


restaurant and eats ten-cent meals, thinks ten-cent 
thoughts.” 

Is it any. wonder that public utilities and other busi- 
ness concerns who have large investments in a state 
find it advisable to keep a lobbyist constantly on the 


job while the legislature is in session? These lobbyists 


with rare exception are not maintained for the purpose 
of bribing or corrupting legislators, but to exert an in- 
fluence on legislation that relates to the operation of 
the business represented by the lobbyist. 

Almost every state and national association of manu- 
facturers or merchants has its legislative committee. 
It is the function of such a committee to form itself 
into a lobby to present its side of any argument before 
a legislative committee. The committee of your asso- 
ciation has to deal with the men who are elected by 
you and the other voters of your state. 


State legislators, with occasional exceptions, are hon- 
est, sincere men. In many instances they. are far be- 
yond the average in intelligence, but in many more 
instances the reverse is apparently the case. 

Fortunately, the more intelligent act as a balance 
wheel and so exert their influence that thousands of 
laws that are useless or detrimental to the best interests 
of the puplic at large are killed in process of enactment, 
but unfortunately they cannot consign all such legisla- 
tion to the death chamber. 

A member of the assembly in Wisconsin recently 
took a great deal of pride in saying that, so far during 
the present session of the legislature, he had introduced 
nine bills, all of which had passed the assembly and 
then had to admit that not one of them had passed the 
senate. This man will go back to his constituents and 
ask for re-election on his accomplishment of getting all 
his bills through the assembly. 

He had not analyzed the bills or their effect on the 
citizenship of the state had they been enacted into law, 
but had introduced them simply because somebody 
had wanted them put into the hopper. 

Mr. Holly, the author of the famous Shoe Tag Bill, 


has introduced seventeen such bills during the present 
(Continued on page 99) 





BOOT AND SHOE RECORDER 


ae 


April 21, 192. 


There's a wide variety not only in ornament and buckle design but in material and color as well 


Shoe Ornaments in Keeping with the Times 


day garment designing, and the same influence 
is strongly exerted in feminine footwear. 
Buckles of cut steel have ever had a place in the 


(are ENTATION plays a big part in present- 


wardrobe of well-dressed women. For several years 
back, buckles and ornaments set with rhinestones have 
been popular decorations for footwear designed for eve- 
ning wear. 

Buckles of hammered silver, gold and copper have 
for many years been considered as appropriate for shoe 
ornamentation. 

But now comes a new era. With the popularity of 
Paisley patterns and other multi-colored designs in 
dress goods, ornaments for footwear showing corre- 
sponding colors have leaped into popularity. 


Egyptian Influence Important 


Ancient Egyptian art has exerted a tremendous in- 
fluence not only on designs of present-day footwear, 
but upon the buckles and ornaments with which foot- 
wear is being decorated. 

The high-grade shoe stores of Chicago are all show- 
ing a wide variety of shoe ornaments which reflect both 
ancient and modern ideas of art. The designs shown 
here were selected from a half dozen Chicago Loop 
stores and represent the newest creations of shoe orna- 
ment designers. These are only a few of the many 
ready sellers in these various stores. 


The buyer of buckles and ornaments, like the buyer 
of shoes, has a wide variety from which to select, and 
is likely to be fortunate or unfortunate in his selection, 
dependent upon his ability to read the minds of his 
clientele. 

One Man’s Meat Another's Poison 


A buckle or an Ornament that would prove a ready 
seller in one store might be a rank failure in another. 
There is no one particular design or material upon 
which the merchant can put his finger and say to him- 
self, “This is it!’ Anything is good if you have faith 
in it and believe it is good, and nothing is good with- 
out that faith. That’s the buckle business as it is 
today. 

Some of the popular sellers are large in design and 
intended more or less to cover the instep, while others, 
just as popular, are small in design and intended for 
decoration at the vamp, or still others are designed as 
slides worn on the instep or to cover the button on the 
side of the shoe. 


Buckles and Shoes Should Harmonize 


The great point to be observed is to select an orna- 
ment that will harmonize with the type of shoe on which 
it is worn and will also harmonize with the color of the 
shoe as well as with the garment of the wearer. Some 
of the buckles and ornaments shown are difficult to 
describe even when they are placed in plain sight. 
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No. 1 shown in the cut is a bright metal, with little 
squares of white enamel. 

Nos. 2 and 17 are made of material resembling cel- 
luloid set with bright red stones that shine like so many 
tiny electric bulbs. 

Nos. 3, 24 and 25 are of black hard rubber, with 
hand-carved Egyptian designs done in white. 

No. 4 is of ivory, the center design being carved and 
done in black enamel. 

No. 5 is a replica of an Egyptian shield of brass, 
enameled in green, red, and blue. 

No. 6 is cut steel and steel beads. 

No. 7, black velvet, trimmed with cut steel. 

No. 8 is of jet. 

No. 9 is.a metal shield design done in black and white 
enamel. 

No. 10 is cut steel with black jet center. 

No. 11 is of hammered silver. 

No. 12 is a metal button covering done in black and 
white enamel. 

No. 13 is a button covering set with rhinestones. 

No. 14 is of a black celluloid like material. 

No. 16 is of similar material, set with pearl, while No. 
27 is of the same material, the bars being made of silver. 
These designs are being used quite extensively on white 
kid and fabric Colonials. 

No. 15 is a beautiful rhinestone design. 

No. 18 is one of a great variety of tassels used to 
decorate the ends of shoe laces. 


No. 19 is a button covering set with multi-colored 


stones. 

No. 20 is a stamped metal. 

No. 21 is a new cut steel design. 

No. 22 is a combination of cut steel and sardonyx. 

No. 23 is of black pleated satin ribbon, surmounted 
by a tiny cut steel ornament. 

No. 26 is.of bronze in Egyptian design, with a cameo 
mounting. 

No. 28 is of Japanese art in shades of blue done on 
wood. 

The buckle department can be made profitable only 
through rapid merchandising and quick turnover. The 
mark-up is long, but styles change rapidly and profit 
cannot be counted until the merchandise is sold. 

The man who is bold and has good taste can reap a 
harvest in buckles and shoe ornaments, but it is a poor 
game for the faint-hearted. 


What Is Patriotism? 
(Continued from page 97) 

session. In all, over a thousand bills have been intro- 
duced into the Wisconsin legislature since the present 
legislation was convened. What is true in Wisconsin 
is true in every state in the Union. The legislatures 
are flooded with a multiplicity of proposed laws, the 
great majority of which are proposed, not because they 
would benefit the public at large, but to get a few votes 
for an assemblyman or senator. 
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The world is apt to judge a whole community by 
one or two individuals who make a lot of noise or come 
conspicuously into the limelight. Robert LaFollett 
hails from Wisconsin, and has gained nation-wide no- 
toriety because of the policies he has advocated. Victor 
Berger, through his fight for a seat in the national sen- 
ate, has led the world to believe that Wisconsin is a 


-hotbed of radicalism. 


Neither of these gentlemen represents the type of 
men who are behind the great manufacturing and mer- 
chandising institutions of the Badger State. Few 


-people question Mr. LaFollett’s honesty or even his 


sincerity—that’s why he exerts such a tremendous in- 
fluence; but the most honest and sincere man may be 
mistaken; and that is what the great majority of the 
business men of Wisconsin think of their fighting 
senator 

The shoe manufacturers of Wisconsin have gained a 
reputation for making good honest footwear, and the 
shoe merchants of the state rank as high in morality, 
intelligence and business ability as the merchants of 
any other section of the country. 

Wisconsin business men have done just what busi- 
ness men the country over have done—they have been 
content to let “‘the organization” pick the candidates 
for state, county and municipal offices. They have 
hired men to represent them in legislative halls without 
knowing them personally, or even by reputation. Fur- 
thermore, like business men the country over, they 
have thought they were keeping down the rate of taxa- 
tion by paying lower salaries to these men. 

Would it not cost the taxpayers less money in the 
end, and would not the interests of the public at large 
be better safeguarded if high-powered, efficient, broad- 
minded men were sent to the state and national legis- 
latures, even if the salaries were doubled, trebled or 
quadrupled? Should not men be selected who are less 
interested in more laws and more interested in better 
laws? 

The patriotic American resents being “regulated”; 
he pays homage to God alone as his only king or lord: 
but he recognizes obedience to all rightful authority. 


New Diamond Store 


Max Diamond, veteran Milwaukee shoe merchant, 
who operates stores in Milwaukee, Fond du Lac, and 
Racine, is opening another Milwaukee store at 833 
Third Street. The new Diamond store, like its pre- 
decessors, will retail footwear below the $6 price level, 
with the exception of such shoes as orthopedic and 
similar kinds, which naturally are not sold on a single 
price basis. The new store is located about one block 
from the center of a large outlying retail district and 
is in one of the best merchandising districts of the 
city. One of Mr. Diamond's sons will probably be in 
charge of the new store, although definite plans 
regarding the managerial end have not yet been 
made. 
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CHICAGO 


Retail Shoe Business Fair 


Factories Operating Full; Wholesale Business Not 
Overly Brisk 


ETAIL shoe business in Chicago and 
vicinity is not what might be called 
real good and still it might be worse. 
Loop stores on an average are just about 
keeping pace with last year’s records on 
pairs sold. A few stores that seem to be 
better guessers than the average show 
increases over last year’s record, while 
other stores are not quite up to the mark 
set for the first half of April of last year. 
One reason for this condition in the 
opinion of one prominent State Street 
merchant is that Easter is behind us, 
while last year it was just ahead. 

In the outlying districts and in the 
smaller cities surrounding the great 
western metropolis conditions are just 
about the same. In each community 
there are one or two stores that are going 
ahead. There are some stores that are 
falling behind, but on an average, pairs 
disposed of are just about on a parallel 
with last year’s records. Weather for 
the most part has been cold and cloudy. 
Even when the sun shines there is a chill 
in the air, which is not conducive to brisk 
active business. 


Financial Conditions Good 


One of the most hopeful signs of present 
day business is that people have cash or 
substantial credit sufficient for their 
purchases. They are not shopping around 
to find something cheap, but are buying 
as occasion demands. This is especially 
true in men’s stores and in men’s depart- 
ments of family shoe stores. The shortage 
of business is very apparently not due to 
lack of money so much as lack of need. 

What men are buying varies consider- 
ably in different stores in close proximity 
to each other. One store on State Street 
that does an immense men’s business 
finds men inquiring more and more for 
the medium and lighter shades of tan. 
Number 3 Russia has been a big seller 
in this store, and the business on these 
lighter shades is constantly increasing. 
The medium shade of tan and the reddish 
shades are selling readily, but the drift is 
toward the lighter colors. 

With another concern that operates 
several men’s stores selling about the 
same grade of merchandise, the darker 
shades continue the best sellers, and only 
a small percentage of business is being 
done on the lighter shades. 


Patent Leather Getting Stronger 


In all stores patent leather is growing 
stronger day by day as men kick off boots 
and go into oxfords. One of the best 
sellers in patent leather oxfords is a plain 


toe blucher with a medium round toe 
and broad flat heel. Plain toes with 
circular vamp, usually termed dress 
oxfords, are also selling quite readily, and 
merchants are of the belief that when 
midsummer arrives this type of footwear 
will cut heavily into white buck, and 
white fabric oxford business. 

Black oxfords in both plain and boarded 
leathers have been good sellers, but with 
the tendency toward lighter tans, leads 
the merchants to believe that black 
leathers will not go strong during the hot 
weather season, excepting in patent 
leathers and the usual business on black 
kid. 

Crepe Soles “Just Fair” 

One of the best sellers in men’s shoes of 
the better grade is plain toed crimp vamp 
blucher in the medium shade of tan. In 
this type of footwear, leather soles have 
the big call. Some merchants anticipated 
that the crepe sole would be the big seller 
and bought accordingly. So far, however, 
crepe soles have not cut any big flurry, but 
are selling in a moderate way. It is 
expected that when the ground dries up, 
and golf gets into full swing that crepe 
soles will sell more readily. 


Satin Leads in Women’s 
Shoes 


To say that there is not much change in 
the way materials are selling in women’s 
stores is true, but should not be interpreted 
to mean that there is nothing new in the 
way of style development, because there is 
something new every minute. 

Satin remains in the lead, while patent 
leather is a close second. In these two 
materials new designs are appearing in 
the windows every time the sun rises. 
Generally speaking, strap effects are the 
best sellers, but there is such a wide 
variety of strap designs that no particular 
pattern can be called the one best. 

There isa dearth of beige ooze, both in 
high heels and low heels in turn soles and 
welt soles. Many of the merchants 
believe it is too late tore-buy ooze leathers, 
while others are still placing orders if 
delivery can be insured before May 15th. 

In the more staple footwear for women, 
some Russia calf oxfords are selling and 
some black smooth leathers, but the bulk 
of this business is on black and brown 
kid in welt sole oxfords with heels from 
10-8 to 12-8. 


A New Leather Development 


F. E. Foster & Company sprung a 
surprise last week by showing what they 
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call “Rouge Calf.” This leather produced 
by a large middle western tannery was 
made to Foster’s specifications so far as 
color and finish are concerned. It is of a 
reddish shade, but entirely different from 
the cherry reds which have been on the 
market for many months. Rouge de- 
scribes the color about as well as any word 
that could have been chosen. It is a soft 
mellow tannage of Russia calf and you 
seem to see the color all the way through, 
not just on the surface. 

The shoes are shown in half a score of 
styles. Gore fronts surmounted by several 
different ornaments; two eyelet ties, strap 
effects and lace oxfords. Heels vary all 
the way from 10-8 to 16-8. They also vary 
from the heavy block type to the light 
airy Louis design. 

Mr. Burgstabler, buyer of the women’s 
shoes for Foster’s, developed the new 
color to meet the demand for a particular 
shade that would harmonize with Paisley 
colors that are so popular in women’s 
dresses. 


O’Connor & Goldberg Open 
New Store 


O’Connor & Goldberg recently closed a 
lease on a large and desirable room just 
south of 63rd Street on Halsted. The new 
store will be opened about September Ist, 
and will feature both men’s and women’s 
shoes. , 


Special Shoe Ornament Buyer 


Miss S. K. White, who has been the 
official model for O’Connor & Goldberg 
has taken on the additional burden of 
assuming charge of the buying and 
management of the buckle departments 
in the six O-G stores selling women’s shoes. 


Factories Busy 


Chicago Shoe factories are working to 
capacity for the most part on immediate 
delivery orders. The men’s factories have 
business enough in sight to keep them 


busy for many weeks to come. Orders 
from traveling men on the road are split 
about 50-50 between immediate delivery 
bookings and shipments for early fall. 


Wholesalers Fairly Busy 


Wholesale houses are fairly busy filling 
in the gaps caused by Easter business in 
retail stores. Quite a demand has sprung 
up for the low heeled Sally type of sandals 
in patent leather and in colors and for 
immediate shipment, and Chicago whole- 
sale houses who specialize on this type of 
footwear are busy meeting that demarfil. 
The demand for staple merchandise in 
both men’s and women’s shoes is about on 
a parallel with the business of last year at 
this time. 
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ST. LOUIS 


Reaction Follows Easter Boom 


Even Good Weather on a Saturday Doesn’t Help Much; Shoe 
Stocks Low as Result of Holiday Buying 


URING the past six days, following 
the avalanche of business experienc- 
ed during the previous week, there has 
been a decided slowing up throughout the 
trade. Monday and Tuesday following 
Easter were practically without activity, 
while the two days during the middle of 
the week showed a slight tendency to- 
ward business betterment. Some re- 
action was anticipated following the peak 
business done during the week before 
Easter but no slump of the character that 
has prevailed, was expected. Retail shoe 
merchants throughout the district do not 
understand this condition and have not 
found any logical reason for it. 
Saturday, one of the most ideal shopping 
days, was the worst in point of sales when 
compared with other Saturdays. All 
stores suffered alike as well as the various 
departments. Even the children’s busi- 
ness which has been reported as more than 
good collapsed. 
Grays About Cleaned Up 


Some merchants expressed themselves 
as being satisfied with the let-up due to 
the shortage of shoes. It is a proven fact 
that walk-outs throughout the week have 
been many due to a shortage of sizes, 
patterns and colors. Gray has apparently 
sold well. This is attributed to the fact 
that during the past week there has been 
“oodles” of customers rushing from one 
store to another demanding this color 
footwear. One thing is definite so far as 
can be ascertained. There will be very 
few pairs of gray shoes carried over. The 
clean-up has been thorough in every 
respect and there will be no re-orders on 
this color. 

What has been said about gray is also 
true about beige. Some few pairs have 
been secured and for these there has been 
a good demand. Just what the future for 
this color will be is problematical. The 
time consumed in reordering will practic- 
ally eliminate an opportunity of pushing 
this color when it arrives, so most of the 
retail shoe merchants who are playing 
this color at all, are confining it to sandal 
effects. 

Black Satin Still Good 

Black satin remains good and after the 
flurry of color retains its place in the style 
realm. If there was one thing impressive 
in the Easter Parade it was the abundance 
of black satin. Observed from several 
vantage points black satin out-numbered 
colors by a wide margin. Tan calf and 
kid oxfords also have sold well, but these 
types are so staple that little concern is 
paid to them in the daily sales. 


Egyptian sandals have made their 
debut during the past week. The in- 
fluence of old King “‘Tut’”’ is seen in most 
windows of retail shoe merchants. Colors 
of the wildest hues seem to predominate. 
The reds, greens, blues and shades of 
beige all have been introduced in various 
patterns. For the most part the patterns 
are cut down to the shank, with just 
enough vamp to keep the toe from 
protruding. Trick straps of all sorts are 
seen, but manufacturers seemed to have 
standardized on the front strap running 
from the vamp to the ankle or in-step 
strap. There is a sparse demand for this 
type of footwear at present. But later 
when sport effects in wearing apparel 
become the vogue, some predict good sales 
for sandals. Not all agree on this view- 
point and there are those who are asking 
the question as to what effect sandals will 
have on sport oxfords, which were bought 
at least to some extent. There has been 
cautiousness in the buying of sandals 
and no one has plunged into this garish 
style which was developed through the 
influence of the discovery of a Pharaoh 
dead a few thousand years. 


Maxted On Buying Trip 


F. H. Maxted, manager of the St. 
Louis Hanan& Son store, ranup to Chicago 
for a few days, for the purpose of buying 
additional shoes for mid-summer selling. 
Maxted has shown remarkable gains 
since becoming manager of the store 
about eight months ago. 


Swope Employees Give 
Masked Ball 


The Swope Employees Association gave 
a mask ball on Tuesday Evening, April 
10th, atthe Artists Guild. 125 employees, 
relatives and guests were present. Danc- 
ing continued from 8.30 until 9.30 when 
his majesty King Tutankhamen and his 
court appeared to take their place on the 
throne. The King was no other than 
Paul Allen Ebbs, advertising manager of 
the company. Miss H. Berger gave an 
Egyptian dance after which a_ buffet 
lucheon was served in the Rathskeller. 
Dancing again resumed, continuing until 
late. The prizes for best costumes were 
awarded as follows: William Fox, Ori- 
ental Costume; Miss Norine Fister, Gyspy, 
and Mr.and Mrs. Wasser, vagabonds. The 
judges were H. M. Swope, O. Ruebling 
and L. H. Stromeyer. Herman Pohl, 
president of the association was in charge 
of the arrangements. 


Ray Slade Joins Scholl 
Organization 


Ray Slade prominent South Side retail 
shoe merchant who recently sold his store, 
has joined the selling organization of the 
Scholl Manufacturing Company of 
Chicago. Slade has been attending the 
post-graduate school for the past two 
weeks conducted in St. Louis and Kansas 
City by the Company. After completing 
this course he will go to Chicago for 
further instruction. He will make his 
headquarters in Knoxville, Tenn. 


P. E. Thurman Made 
Advertising Manager 


P. E. Thurman has been made adver- 
tising manager of the Roberts, Johnson 
and Rand Shoe Company. He has been 
connected with the company for a number 
of years and was assistant sales manager 
of the southern division before assuming 
his recent position. He replaces Arch De 
Bow who left the company to go into 
business other than the shoe business. 


Samuels Leases Additional 
Factory Space 


The Samuels Shoe Company has just 
leased the large four-story building 
located at Broadway and Destrehan 
streets which will add to the string of shoe 
factories now distributed in the various 
parts of the city. This is the second 
factory the company has taken in the last 
six months. The company recently 
purchased the large factory at 915-19 
Switzer Avenue which is expected to 
take care of the large demand for their 
misses’ and children’s shoes. 


Ault-Williamson Branch 
Shows Big Gain 


Henry Deidesheimer, manager of the 
St. Louis Branch of the Ault-Williamson 
Company, announced that a 100 per cent 
increase in shipments was shown during 
March over the previous month’s business. 
A large in-stock department is conducted 
by the company and this service, especi- 
ally to St. Louis shoe merchants, is being 
taken advantage of. Deidesheimer told of 
having filled an order for 7 cases which 
was telephoned at 9.30 A.M. and delivered 
at 11.30 A.M. same day. C. R. William- 
son, president of the company, was 
expected this week for a visit. 





- Shoe Firms Dissolves 


The partnership of E. C. Waller and 
Harold Lundegard, conducting the Waller 
Shoe Company at Menominee, Mich., has 
been dissolved, Mr. Waller continuing the 
business. Mr. Lundegard becomes trav- 
eling salesman in Minnesota for the Mar- 
ion Shoe Company of Marion, Ind. 
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MILWAUKEE 


Egyptian Type Sandals Strong 


Bright Colored Leathers Stocked by Merchants for Selling 
During Remainder of April and May 


ANDALS are figuring more promi- 
nently in volume sales here “day by 
day.” Conservative Milwaukee is taking 
a keen delight in even the bright red, blue 
and green sandals, and is outdoing itself 
in purchasing these items. Merchants are 
predicting heavy business all through 
April and May on the Egyptian sandals, 
which are evidently destined to run the 
purely sport footwear a close race for pop- 
ular favor. 

Suede oxfords in gray and beige, as well 
as T. & G. ooze, are moving well in prac- 
tically every store in town. “The real 
footwear business is being done in the 
tailor-made oxfords,” according to one 
large downtown merchant who ranks with 
the heaviest retailers in the city. Sport 
Colonials are in demand, and merchants 
report that colonial lines are pretty well 
broken. ‘Two-strap pumps are another 
number that the Spring shopper is de- 
manding in quantities sufficient to make 
an impression in the stock departments. 


Men Not Buying 


Another slump in men’s business is re- 
ported by the majority of merchants, fol- 
lowing closely upon the heels of several 
particularly busy weeks in men’s stores 
and departments. The slump does not 
indicate a falling off in business so much 
as a stoppage of the steady gain in volume 
previously reported. In the selling being 
done now, tan oxfords in the semi-brogue 
styles are moving best. Heavy harness 
stitching, especially four-row stitching, is 
favored by the younger element. Black 
is holding up well in the color demand in 
both oxfords and shoes, with the sport 
business not yet in sight. Manufacturers 
continue to operate at capacity, with 
plenty of orders on hand to insure activity 
of a high-speed sort for many weeks. 


Hosiery Sales Big 


Shoe merchants assert that the present 
spring is bringing more hosiery business 
to the shoe store than ever before in mem- 
ory. By forcing the shoe buyer’s atten- 
tion to the practicability of buying both 
footwear and hosiery at the same time and 
the same place, sales have increased fully 
thirty per cent over last year at many 
stores. Just now, the merchants report a 
heavy demand for pure thread silk full 
fashioned hosiery, especially in black and 
in the gray and beige shades. All light- 
colored hosiery is in demand, shoe mer- 
chants claim, and the higher priced stock, 
strangely enough, seems to be moving 
best. 


Manufacturers Oppose Bill 


Wisconsin employers of female labor, 
represented by Theodore Plough of the 
Phoenix Hosiery Company, Milwaukee, 
appeared before the senate state affairs 
committee to plead against passage of the 
Olsen bill, limiting women employees to 
forty-four hours per week of work. The 
forty-four-hour week instead of fifty- 
five, as at present, means an eight-hour 
day instead of a ten-hour day for women. 
Mr. Plough, speaking for his firm, which 
employs over 4,000 women for an average 
of forty-nine and one-half hours weekly, 
contended that work builds character and 
that the condition of women employees 
was excellent. Plough asserted that with- 
in the last six years women employees of 
the Phoenix Hosiery Company have had 
their wages doubled. 


A. of C. Boosters Plan Trip 


Famous iron range towns of Minnesota 
and Michigan, together with many lead- 
ing Wisconsin cities, are on the 1923 itin- 
erary of the annual trade boosting trip of 
the Milwaukee Association of Commerce, 
planned for June 11 to 16. The party will 
be headed by E. L. Philip, president of 
the association and ex-governor of Wis- 
consin. 


Harding May Visit Milwaukee 

V. Schoenecker, Jr., has been named 
chairman of the committee of Milwaukee 
Elks which is to arrange for a visit to 
Milwaukee by President Harding some 
time in June. The entire personnel of the 
Milwaukee club, 6,200 strong, will consti- 
tute the bodyguard of the president should 
he decide to accept their invitation to visit 
Milwaukee. The occasion will mark the 
laying of the cornerstone of the new Elks’ 
Club, and it is hoped that President Hard- 
ing will officiate at the ceremony. 


“Anti-profiteering” Bill 
Defeated 


The Holly anti-profiteering bill, which 
would have made illegal exclusive sales 
contracts for any district or territory in 
Wisconsin, was rejected by the assembly 
and killed by a large majority. By its pro- 
visions, all jobbers in the state would be 
licensed by and at the discretion of the 
department of markets; the refusal on the 
part of any manufacturer on the tender of 
the purchase price to sell any product 
manufactured by him to any retail dealer 
in such product or to any association of 
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persons purchasing on the co-operative 
plan, or to any ultimate consumer for the 
same price at which the product is offered 
for sale to jobbers, wholesalers or agents 
is deemed an unfair act; and exclusive 
sales contracts are deemed “an unreason- 
able or unfair act.” The bill, according 
to Holly, who is the author of the notori- 
ous truth-in-leather measure, “was in- 
tended to protect consumers.” 


Style Week Dates Set 


Style week will be observed at the Mil- 
waukee Auditorium September 7 to 15, 
according to plans discussed at the special 
meeting of the Style Week committee, 
by H. L. Breithaupt, Jr. About 100 Mil- 
waukee merchants are expecting to par- 
ticipate in the event, which will be held 
in the three halls on the main floor of the 
auditorium. 


Prison Label Bill Defeated 


The Kilian assembly bill, requiring the 
labeling of Wisconsin prison-made goods, 
was defeated in a special night session of 
the State Legislature. The bill was pro- 
posed as an amendment to an existing law 
on the subject providing for the labeling 
of prison-made articles. It had the strong 
support of labor unions, but was opposed 
by manufacturers, jobbers and merchants. 
The proposed bill would have affected to 
some extent the manufacturing of shoes in 
Wisconsin. 


New Manager for Gimbel’s 


Leon Marks, for four years a buyer and 
merchandising manager of ladies’ wearing 
apparel at Gimbel’s Milwaukee store, has 
been appointed general manager of the 
store, under Oscar Greenwald, vice-presi- 
dent. Mr. Marks succeeds Jerome C. 
Hoffheimer, who resigned recently to ac- 
cept a position as merchandising manager 
of twenty departments in the Brandeis & 
Co. store at Omaba, Neb. Alvin Meyer 
succeeds Mr. Marks in the ready-to-wear 
department. 


Shoe Stores in Fire 


Fire, which damaged the Bower Block 
at Whitewater, Wis., to the extent of 
$75,000, caused the hurried removal of ail 
stock in the Morgan Shoe Store. As a re- 
sult of this emergency measure, the shoe 
store in question was protected from any 
losses of any kind. The entire stock in 
the Whitewater Shoe Hospital, however, 
was destroyed. Among the biggest losers 
in the fire was the MacKenzie Rubber 
Company, whose plant was damaged to 
the extent of $25,000. 


Starts Conscience Fund 


The G. R. Kinney Company, Inc., Mil- 
waukee, has received a money order for 





April 21, 1923 


$4.98 from an out-of-town woman who had 
purchased two pairs of shoes in the store, 
and, through anoversight on the part of the 
salesgirl, paid for only one. In the letter 
of explanation the woman stated that she 
was satisfied with the shoes and feared 
that someone would have to pay the dif- 
ference if she did not return the money. 


Unemployment Bill Favored 


The Huber unemployment insurance 
bill, requiring employers to pay workers 
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$1 a day for thirteen weeks if laid off be- 
cause of industrial depression, has been 
reported to the senate by the judiciary 
committee for passage. Despite the com- 
mittee action, a determined fight on the 
floor of the senate will result when the 
bill is brought up for action. The assem- 
bly as yet has taken no stand on the bill, 
although the present lower house has thus 
far kept a clean record by passing all bills 
which savor of the radical. Consequently, 
opponents of the measure ere pinning 
their faith to its defeat in the senate. 





LOS ANGELES 


White Footwear in Evidence 


Despite Weather Many Are Seen in Easter Parade—Sandals 
Rapidly Gaining in Favor 


LTHOUGH the past few weeks have 
been warm and sunny, Easter Sun- 

day was ushered in with light rains. It 
was undecided April weather; one mo- 
ment the sun shone out and the next 
April showers held sway. At Pasadena 
the usual crowds gathered for church 
services and notwithstanding the rain a 
great many white costumes were noticed. 
Evidently an unusually large number of 
persons had planned to wear white shoes, 
for they were very much in evidence, even 
when the costume was in color. Had the 
weather been favorable there is no doubt 
but what Pasadena church goers would 
have been to a large extent clad in the 
lighter shades, especially as regards shoes. 
At the Maryland Hotel later it was noted 
that a great many of the dinner guests 
were clad in white, with white footwear. 
These shoes were for the most part straps. 
Sandals have been gaining favor very 
rapidly, especially with the younger 
ladies, and those merchants who have the 
wanted shades are having a good sale on 
them. The cry everywhere is for novelties 
and the King Tut influence is being felt 
everywhere. The Hollywood crowd are 
quick to seize upon anything new and 


make it their own, with individual notes 
to emphasize their own personality, and 
they have set their approval on the colored 
kid sandal. Contrasting colors are fre- 
quently seen. 


Sandals in White and in Colors 


Innes’ have a very tempting window, 
showing a wide variety of sandals, in 
white and colors, in very artistic com- 
binations. Both their Los Angeles and 
Hollywood stores are having good business 
on this class of merchandise. 

Easter business in general was excep- 
tionally good this year. The weather was 
very favorable and the public in a buying 
mood and all shoe merchants consulted 
reported a brisk business. There has been 
a slackening up during the past two or 
three days and several buyers are going 
East, feeling that better business makes 
frequent trips more necessary than ever 
to keep the newest styles coming. 

Wetherby Kayser’s new Hollywood 
store was opened up recently, completing 
their chain of five. The new store is in a 
very desirable business block, next to a 
branch of the I. Magnin Company 





DETROIT 


Spring Business Develops 


Biege Running Neck and Neck Race with Gray; Highly 
Colored Buckles in Most Stocks 


PRING business has developed to 
some extent in the face of continued 
cold weather. A heavy mantle of snow 
enveloped Detroit on the morning of 
April 10 discouraging the shoe trade. 
This was followed by days of cold and 
rain, but in spite of this, business in spring 
lines has developed fairly well. 
Beige has taken the public’s fancy and 
runs afneck and neck race with gray, in 


some stores leading, in others striving for 


the lead. One merchant said: “Gray is 
being called for far more than I antici- 
pated, I thought the demand would have 
changed by now.” An attempt to give 
the customer the exact shade desired is 
being made by the use of artificial finishes. 
At Kern’s we saw a porter turning a gray 
suede, elaborately trimmed with grey 
leather, into a sand colored suede, trimmed 
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with brown kid—and the finished product 
was a work of art. 

One manager reported that his troubles 
were just starting over the brighter 
colors appearing in the shoe styles for 
late spring. “Oh, boy! And the worst is 
yet to come!” he exclaimed, holding up 
his hands, indicating his helplessness to 
prevent it. 


Wide Variety of Buckles 


Highly colored buckles are being placed 
in most stocks. At the Queen Quality a 
beautiful array of buckles are displayed. 
These are of colored mother of pearl, 
colored enamels, colored beads and 
beautiful colored rhinestones. One partic- 
ular style with glittering fiery red rhine- 
stones was particlarly striking. These 
were shown in the window display on 
black satin shoes and brightened up the 
display considerably. The demand for 
buckles is increasing since the introduc- 
tion of these new styles. 

There is a slight indication that patent 
leather may again come to the fore 
although it is hoped in most quarters that 
whites will soon be in demand and that 
patents will not this summer interfere with 
their sale. Many of the larger store shoe 
managers report a belief in a big white 
season this year. 

“The tendency toward lower heels is 
being watched by many shoe men because 
it appears that the flat heel is not wanted, 
but a modification of the old military heel 
type,” said one shoe man, indicating a 
beige strap cut-out effect with this type of 
heel. 

“What is selling?” asked another shoe 
man, when asked that question. “Why 
you can report that everything is selling, 
there seems to be a sale for any style we 
are offering.” This would almost indicate 
that the styles have been changing so 
rapidly that some customers have not 
caught up with the procession yet. But— 
many experienced shoe men are looking 
for a change of some kind—or trouble. 


Safe Robbery at Fyfe’s 


Burglars entered the Fyfe Building and 
blew the safe open and wrecked the inner 
offices on the eight floor of the building, 
taking approximately $20,000, the receipts 
of the Saturday preceeding Easter. The 
robbery was not discovered until the 
store was opened by the janitor on 
Monday morning. Later nearly $2,000 in 
checks were returned to the firm, these 
having been found in a waste receptacle in 
an alley in the down-town district by 
garbage collectors. While it is reported 
that a man remained hidden in the store 
during the closing period Saturday even- 
ing, who may have let others in to assist 
him, it is not known positively that this 
is the case as the rear door showed 
evidence of having been forcibly opened. 
Notrace of the burglars has yet been found. 
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The loss was covered by burglary insur- 
ance. 


Nettleton Store Re-Decorated 


The Nettleton Boot Shop has been the 
scene of extensive alterations and decora- 
tion proceedings. The entire shelving and 
panelled balcony has been refinished, 
the beautiful grain of the walnut being 
brought out marvellously well. New 
inverted cone-shaped lamps have been 
installed in the ceiling under the balcony, 
and new bowls in a corresponding pattern 
and finish; down the center of the sales 
room. The floor has been covered with 
imitation marble squares, tans and greens, 
of a rubber and fabric material that makes 
it a pleasure to step on it. Handsome 
rugs are also used. New chairs are also 
being installed. 

The display features have been well 
looked after. A case in which few shoes 
are shown tastily arranged sets out from 
the elevator entrance giving the fitting 
section behind it more privacy. Facing 
the door is a built-in show case, lined 
throughout its two decks with white 
mahogany in its natural finish. The 
window backgrounds have been rebuilt 
and are now beautiful panels of glass and 
walnut. A new parquettey floor of wal- 
nut,has been laid in the window and this 
is beautifully finished. This is probably as 
handsome a shoe store as there is in 
Detroit, although the limit of its size does 
not do full justice to its beauty. 


Theatrical Star Used for 
Advertising 


“Kempy”’ is the name of a play that has 
had a long run in New York, and which 


recently appeared in Detroit. It is also 
the name of a tan calf oxford with crepe 
sole being featured by R. H. Fyfe & Co. 
Elliot Nugent, playing one of the princi- 
pal roles, was photographed contemplat- 
ing a pair of “Kempy” street oxfords with 
considerable intentness. This photo- 
graph was autographed by Elliot Nugent, 
witb the notation: “I am giad to know 
I m wearing a pair of my own shoes.” A 
number of these photographs were used 
for display purposes, and a special “Kem- 
pey” window display was installed by 
Display Manager Whitelam, R. H. Fyfe 
& Co. This firm's golf school attracts 
many of the theatrical celebrities who 
come to Detroit, and in this way the firm 
is securing considerable good publicity. 
A local photographer is co-operating with 
the Fyfe store in posing and taking the 
photographs. 


To Build Canaiien Plant 


The Witchell-Sheill Company, shoe 
manufacturers, are building a plant in 
Windsor, Ontario, to take care of their 
Canadian trade, which has been seriously 
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retarded by the heavy duty on American 
shoes going into that country. The build- 
ing will be of modern construction in every 
detail, and large enough to give a capacity 
of 1000 pairs daily. Additional property 
adjoining that on which the factory is 
being built also has been acquired, suf- 
ficient to enable the Witchell-Sheill Com- 
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pany to treble its capacity at any time by 
the erection of additional buildings. It is 
the intention of the company, in its new 
plant, to manufacture a full line of boots 
and athletic shoes just as they do in the 
Detroit plant. The building will be com- 
pleted by July 1, and in full operation, it 
is expected, by August 1. 





CINCINNATI 


To Build Leather Laboratory 


Tanners’ Council Gives Cincinnati University $100,000 for 
Building in Which Research Work Will Be Done 


$100,000 laboratory building for sci- 

entific research work in the treat- 
ment of green hides and tannage of leath- 
ers will soon be erected as the first unit of 
a million-dollar building program now 
under way by the University of Cincin- 
nati. This leather research building will 
be erected at the expense of the Tanners’ 
Council of America, which has presented 
the University of Cincinnati a gift of 
$100,000. 

For more thana year the Tanners’ Coun- 
cil has been conducting experiments at 
the University of Cincinnati, under the 
direction of Dr. Geo. D. McLaughlin. 
The work has been handicapped by tack 
of facilities. However, it has been very 
successful, and the Tanners’ Council re- 
cently decided to erect this laboratory. 


Cincinnati a Heavy Leather Center 


It is understood that the purpose of the 
council in establishing this laboratory in 
this section of the country is to move the 
center for curing rawhides nearer to the 
sources of supply, which are Chicago, St. 
Louis, Kansas City and Cincinnati. It 
has been pointed out that manufacturers 
of shoes, saddles, harnesses and other 
leather products have been put to an im- 
mense amount of useless expense because 
of the practice of shipping rawhides to 
Eastern laboratories for treatment, and 
then shipping the cured. hides back to 
Middle Western States. Cincinnati is 
considered as being in the heavy leather 
section because of the vast amount of sole 
and harness leather that is manufactured 
here. No upper leather is tanned in this 
city. 

As a result of the experiments at the 
University of Cincinnati raw hides can 
now be treated in a solution, which leaves 
them in a far better condition for tanning. 
Various kinds of waters, also, have been 
tested in order to ascertain their chemical 
qualities, as water is an important factor 
in the treatment of hides. 

E H. Brand, general secretary of the 
Tanners’ Council, whose headquarters are 
in New York, has been in charge of the 
negotiations with the University of Cin- 
cinnati. The matter of erecting the leath- 


er research building at the University of 
Cincinnati was taken up by the Tanners’ 
Council at its last meeting in Chicago on 
March 31st. It was tacitly agreed at that 
time that the laboratory building would 
be dedicated to the pioneers of the tan- 
ning industry. It is understood that plans 
have been drawn for the new building and 
that work on it will commence about 
May 1. 


Hosiery Business Increasing 


The local retail shoe merchants hand- 
ling hosiery find that with the advent of 
more colors in footwear, their ability to 
match up these colors from a complete 
selection of hosiery is being met with 
favor by customers, and is showing itself 
up in the form of an increased volume of 
hosiery business. The merchants today 
will do well to emphasize the fact that 
they are in a position to supply hosiery 
that will match. 

The Smith Kasson Company recently 
has been bringing out this point in all of 
its advertising on shoes. Right next to 
the display of an attractive group of new 
spring patterns in dn ad they recently used 
the following copy: 

“The proper hosiery for colored slippers 
must match, say the fashion reports from 
the East. The newest of all is atmosphere, 
or the delicate flesh tinted chiffon that is 
worn with red slippers. Next in choice 
are red and rose-nude, and white hose with 
hand-embroidered red clocks are also 
shown. For green slippers, white hose 
with the green clocks give the delightful 
effect that means a successful costume.” 

The Smith-Kasson Company is featur- 
ing green and red kid strap patterns. They 
are doing a good business at present on 
field mouse, beige and putty colors. 


Gillis with John Shillito 
J. D. Gillis recently became buyer and 
manager of the women’s shoe department 
of the John Shillito Company. During 
the past year Mr. Gillis was associate buy- 
er of the women’s department at the Smith 
Kasson Company. Prior to that he was 





April 21, 1923 


manager and buyer for the Zellner Shoe 
Company, Memphis, Tenn. Mr. Gillis 
states that his plans include a number of 
changes in the ladies’ department at the 
Shiltito Company. 


Says Colored Kids Are Good 


Joba Carlisle, sales manager of the 
Krippendorf-Dittmann Company, is of 
the opinion that colored kids in the better 
grades will enjoy very healthy sales dur- 
ing the early spring. He states that he 
also believes gray suede and beige will also 
be popular, but as summer draws near, he 
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says plain white kids and white kid 
trimmed in colors will become more popu- 
lar. He adds, however, that beige prob- 
ably will be good throughout the summer. 


J. & K. Salesmen Out 


The salesmen of the Julian & Kokenge 
Company left for their territories April 15, 
after an enthusiastic conference at the 
factory, during which time they assisted 
H. N. Lape, sales manager, in building 
new samples. Mr. Lape states that they 
are doing a tremendous business this year 
on Foot Saver shoes. 





DENVER 


Weather Conditions Favorable 


Spring Sale of Footwear Well Under Way Here; Business 
Ahead of Last Year at This Time 


HE spring sale of footwear in” retail 

shoe stores in this city is well under 
way. Denver shoe merchants report that 
business done by them so far this year is 
ahead of what was done during the same 
period last year. During the past few 
weeks Denver has enjoyed warm spring- 
like weather, which has been a stimulator 
in the footwear line—especially in women’s 
footwear. Gray and black satin seem to 
be leading in sales here, with brown 
oxfords making a very good showing. 
Denver shoe merchants are looking for- 
ward to good business during the coming 
summer months. 


Featuring Spring Footwear 

During the past week the Broadhurst- 
Young Shoe Company, this city, has been 
featuring the Lamont suede oxfords in 
black, otter and gray suede. This oxford 
the firm is selling at $10 a pair. A good 
demand is being felt by the Broadhurst- 
Young people for this particular style. 
The Fontius Shoe Company, of Denver, 
has been calling attention to the “‘Love- 
knot,”’ one of I. Miller’s latests creations 
in women’s footwear. The shoe is being 
offered in black suede or satin at $12.50 
and in beige suede at $14. The May 
Company is boosting the Cleo one strap 
as a spring favorite among the women. 
The Cleo is being sold at the May store 
at $8.50 a pair. 


Shoe Man Elected to Office 


Recently at a meeting of the retail 
merchants bureau of the Denver Civic and 
Commercial association Ralph Broad- 
hurst, of the Broadhurst-Young Shoe 
Company, was elected vice-chairman of 
the organization. 


Install New Display Windows 


The Peyton-Reinert Company, of Fort 
Morgan, Colo., has just completed its 


new store front. A special Allen display 
case for shoes has been placed at the store 
entrance... Over the door in colored glass 
is the firm name Peyton-Reinert which is 
easily read from the ¢ast side of the street 
and is very attractive. Kawnee Company 
of Michigan suppiied the material. The 
window display investment cos approxi- 
mately $6,000, says Dr. Peyton. 


Brief ‘News Notes 


The Weaver Shoe Store, 912 Sixteenth 
Street, this city, has quite an attractive 
window display at the present time 
featuring its stock of ladies spring footwear. 
Black satin pumps are called attention to 
a considerable degree. 

Michaelson’s, this city, has been holding 
an after-Easter shoe sale. For the first day 
of the sale women’s Brooklyn-made lace 
boots with Louis covered or leather heels 
in brown and black were offered for sale 
at $1 a pair. 

Muth’s, this city, report a good sale of 
sport oxfords during the past few weeks. 

Recently the New York Store, in Love- 
land, Colo., featured a shoe window 
display that attracted considerable atten- 
tion. The customs of Holland were 
represented by a pair of wooden shoes 
made in 1823 and beside them was placed 
the 1923 model of ladies footwear. 

Robert H. Johnston, of the Johnston 
Shoe Company, Denver, reports that 
spring business is coming to his store in a 
very good manner and he is in high hopes 
that the good business will remain on 
throughout the summer months. “Mr. 
Johnston is just closing out his stock of 
children’s shoes to make way for a larger 
stock of women’s footwear. 





The expert salesman is a partner of the 
consumer. He studies the needs of his 
customer and helps him to select the article 
which will give him the most satisfaction. 
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Twenty Years and Ten Years 





A pioneer in the making of chrome patent 
leather thirty years ago. 


Today shoe merchants from all parts of the 
country are calling more positively than ever for 
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Comparative Leather and Hide Prices 
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Conservative Leather Buying 


Advance in Prices of Hides Keeps Leather Prices Firm But Does Not Appear 
to Stimulate Purchasing—Novelty Leathers in Calf, Kid and 
Buck Most Wanted—Sole Leather High and Firm 


and it is said that shoe manu- 
facturers are not carrying on an 
average of more than 30 days’ supply of 
leather, some in fact are buying even closer 


| EATHER tradeisreported asspotty 


to their needs. It is said that the shoe 
and leather industries are not showing the 
same activity that is noticed in other in- 
dustries. It is thought that this is due to 
the fact that they do not wish to be 
caught again with large accumulations on 
hand the same as they were two years ago 
when great losses subsequently resulted. 
A feature of the market has been the 
sizable sales of hides at an advance of 4to 
lc per pound. The argument that stronger 
hide markets would stimulate leather 
buyers to replenish their supplies does not 
seem to be borne out by the resultant 
sales of leather and it is true that tanners 
in a number of cases, have advanced their 
quotations from 2c to 3c per foot on side 
upper leathers. Leather is being pur- 
chased today on a very conservative basis. 
The standard selections of the most ad- 
vertised leathers are bringing top quota- 
tions, but the market is somewhat inter- 
fered with by the sales of job lots at 


prices which would not show a profit based 
on today’s raw market quotations. 


Advance in Hides 


It is also a feature of the market that 
hides and skins, especially hides, are on a 
basis of from 10 to 35 per cent higher than 
a year ago. This applies, as stated, more 
to hides than to skins. The side upper 
leathers are made largely from light native 
cows and buff hides. The following figures 
will give some idea of the advance in raw 
hides and skins which go into the staple 
leathers over a year ago: 


On the above showing there is more prob- 
ability of higher priced leather than of 
any decline as tanners, after their ex- 
perience of a year ago, will not be inclined 
to sell leather at a loss. 


Sole Leather Firm and Active 


Sole leather tanners are holding firmly 
to quotations and are securing asking 
prices. There is also more activity noted © 
in sole leather than for some weeks past. : 
Tanners state that sole leather hides now 
going through the tanneries cost much 

(Continued on page 109) 
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VERY shoe retailer 

in America has been 
mailed the new Keds cat- 
alog for 1923. If you have 
not received your copy, 
write the wholesale dis- 
tributor or United States 
Rubber Company branch 
from which you buy Keds. 
This summer is going to 
be the greatest of Keds 
years. The Keds maga- 
zine and newspaper adver- 
tising will create a larger 
demand for Keds. Prepare 
for the first warm weather 
now by placing an order 
for Keds. 
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Basketball Shoes Are Used for More Purposes 
Than the Name Indicates ~ | 


There’s a Good Market for Them in Most Every Town: Here’s How 
to Go About Getting the Business 


retail shoe stores has shown itself to 

be a source of steady, extra profit 
which has been overlooked by many. 
There is a continual, widespread, rapidly 
growing demand for this type of shoe 
throughout the country. To close one’s 
eyes to this fact is to let pass a certain 
money-making item. 

The business is there. It is up to the 
individual stores to get it. One of the 
best methods is to be ready, at the open- 
ing of the season, with a supply of basket- 
ball shoes to serve the teams. Plan in ad- 
vance a campaign. Place a poster in your 
window, perhaps a split shoe. And when 
the trade comes in be ready with the 
shoes. These cannot be obtained over 
night. Order them well in advance so 
that they will be made up correctly, on 
time, and will be in your hands when you 
need them. 

Colleges are not the only outlet for can- 
vas rubber-sole basketball shoes. High 
schools, preparatory schools, grammar 
schools, Y. M. C. A.s, Y. W. C. As, 
Y. M. H. A.s; clubs, social and athletic; 
factories and business offices—all furnish 
a continual market. 


T= handling of basketball shoes in 


Other Outlets for Canvas Footwear 


Women’s educational, social and ath- 
letic organizations have been sadly neg- 
lected as sales outlets for women’s ath- 
letic footwear. Through the efforts of 
women’s college coaches and athletic di- 
rectors of numerous girls’ clubs, manu- 
facturers have finally been made to un- 
derstand the need for special women’s 
athletic shoes—shoes with flexible soles, 
richly compouhded to protect the girls’ 
feet, and miade on correct lasts. Such 
shoes have been perfected and are now 
available. 

Each year the sales market for real 
basketball footwear increases in leaps and 
bounds. Basketball was invented within 
memory distance of nearly all of us, back 
in 1891, in Springfield, Mass. Today it is 
a major sport in every American college, 
men’s and women’s, and has become the 
standard national indoor winter game. 
There is not a high school in the country 
without its basketball team, nor a club 
which makes any pretense at athletics 
that does not strive for honors on the 
basketbalJ court. 


Good Business To Be Had 


Representative dealers in towns and 
cities who have worked on athletic foot- 
wear have been amazed at the business 
they have secured. They have sold high- 
grade canvas basketball shoe equipments 
to the numerous local teams that in the 
past had been wearing the old-time sneak- 
er. Every coach knows that a player’s 
shoes are the mest important part of his 
entire equipment, in giving him a fast 


. start and in protecting his feet; the play- 





A basketball the type most frequenil 
seen. Used I, 5h ps ohy ol An ond 
Sor camping trips. 





ers themselves will go miles to secure the 
best shoes for their game. 

Nor should we make the mistake of be- 
lieving that basketball shoes are restricted 
for use in that game only. The best bas- 
ketbali shoes make the best footwear for 
tennis, handball, hiking, etc.—because of 
their rugged construction, ground grip, 
comfort. A proper display, an appropri- 
ate suggestion in this respect has made for 
a very noteworthy plus profit wherever 
tried. 





Conservative Leather Buying 
(Continued from page 107) 


more than those from which the leather 
was made that they aré now selling. Sole 
cutters are busy and cutting a large 
amount of stock in the aggregate. They 
are also buying heavy leather steadily. 
Shoe manufacturers are to some extent 
buying sole stock of tess than eight iron 
thickness to avoid the higher prices. 
Heavy green hide sides are quoted, at 33c 


to 34c per pound, heavy backs at 53c. 
No. 1 union steer backs are quoted at 55c, 
medium Weights at 52c. Oak packer steer 
backs are quoted at 56c to 60c per pound. 
Heavy finders’ oak bends bring from 75c 
to 80c per pound and bends for shoe manu- 
facturers’ use range from 55c to 65c per 
pound. 


Fancy Finishes of Upper Wanted 


The upper leather business shows but 
little appreciable change. Tanners are 
adhering firmly to quotations and much 
of the activity is centered around novelty 
leathers. The smooth finishes of calf are 
not moving so well except in the tannages 
suited to men’s shoes. Top grades of full 
grain colored calf for plump weights are 
quoted at 45c, 40c and 35c, for the three 
selections. Light weights in black are 
quoted at about 5c less per grade. Lower 
prices prevail where cheaper raw material 
is used. Suede leathers in colors bring 
from 50c to 60c per foot for the top selec- 
tions. Medium and lower ‘grades range 
from 30c to 45c according to weight and 


Side Upper Moves Slowly 


Trade is rather dull on side upper 
leathers. Sales are mostly for immediate 
delivery and for leading finishes. Prices, 
however, are firm and better grades of full 
grain colors are quoted at 28c and 30c; 
medium from 24c to 26c; and No. 3, from 
18c to 22c. There is more activity in the 
novelty leathers with a fair call for colors 
and buck, gray and white. The better 
grades of colors bring from 38c to 48c per 
foot; medium grades are quoted at 30c to 
38c. 

Better Business on Patent 


Some improvement continues in patent 
leather and tanners report a very good 
outlook. Quotations are 
ranging from-86¢ to 450 for the leading 
grades of patent chrome sides. Patent 
kips still bring 45c to 50c per foot for 
firsts and 50c to 60c for patent kid. 


' Kid Trade Quiet—Prices Firm 
Business is reported only fair in glazed 
kid. The present run of novelty shoes is 


not conducive to larger business on kid 


which suffers loss of business while so few 
high shoes and boots are being made, al- 
though considerable kid is used ‘in the 
making of men’s shoes. Pane 
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No. 135 Patent Hollywood No. 136 White Kid Hollywood 
Sizes 214-7 - Sizes 214-7 Turn B-C-D 
Price $3.50 


Taking into consideration 
STYLE— PRICE— QUALITY 
Have you seen anything better than these 


HOLLYWOOD SANDALS 
9 


We had them In Stock in February, but demand 
has continuously exceeded supply. 


Further stock orders can be accepted for June 
Ist only. 


Moral: Keep in touch with the Evans’ Line. 


























No. 257 Pearl Elk Hollywood 
Welt 


Sizes 214-7 B-C-D 
Price $3.60 














L. B. EVANS’ SON CO. 


BOSTON OFFICE WAKEFIELD, MASS. 


110 SUMMER STREET 


NEW YORK OFFICE 
130 WEST 42ND STREET 




















The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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PHILADELPHIA 


Employment Increase Continues 


Shortage Reported in Some Trade; Shoe Factories Busy on 
Both Novelties and Staples 


CCORDING to the monthly report 

of the Industrial Relations Committee 
of the Philadelphia Chamber of Com- 
merce employment here not only con- 
tinued its upward trend during the past 
month, but has reached the stage in some 
industries where labor shortage is seriously 
affecting production. The report for 
March shows an increase in employment 
of 2.3 per cent on the whole field of in- 
dustry. The greatest gains are shown in 
the steel and iron lines which increased 7 
per cent in employment in March. Tex- 
tiles showed an increase of a little more 
than 4 per cent, leather exactly 4 per cent, 
food products 3 per cent, lumber 1 per 
cent, tobacco 1 per cent, and the vehicle 
industry 3 per cent. Local carpenters who 
have been working for $1 an hour have 
asked for $1.25 an hour effective May 1. 
Builders offered them $1.1214 which they 
accepted. 


Home Building Shows Increase 


_ The residential construction contracts 
awarded in March were greater than in 
any previous month on record according 
to the F. W. Dodge Corporation. Ac- 
cording to this company residential con- 
struction has proceeded so far this year 
at a rate of 44 per cent ahead of the 
early months of 1922. The increase of all 
kinds of construction in March was 32 
per cent over February. Residential con- 
struction in March represented 47 per 
cent of the total construction started dur- 
ing the month. 

Deposits in the 32 national banks in 
Philadelphia increased $4,601,187 in the 
three months ending April 3. They 
totaled $589,014,390 on that date, accord- 
ing to official statements to be submitted 
to the Comptroller of the Currency. Three 
months ago they were $584,413,103. 
Bankers here consider this gain of nearly 
$5,000,000 in deposits as a very healthy 
sign as it was made in the face of a $23,- 
000,000 income tax payment in the Phila- 
delphia district in the first two weeks of 
March. One banker stated that the in- 
crease in deposits was a good sign of pres- 
ent business conditions and an index of 
the business situation between now and 
June 1. He predicted that in this period, 
banks throughout the country will show 
substantial gains in their deposit ac- 
counts. 


Factories Continue Busy 


— Factories here report a satisfactory 
volume of business. The big demand is for 
sandals and straps in an endless variety of 
novel and colorful effects. It is said that, 


while the staple business is thrust into the 
background, there is considerable call for 
staples, the real extent of the demand 
being obscured by the great novelty 
vogue. 

Croxton Wood & Co. Inc. report beige 
suede as their leader. Straps are in big 
demand while tongues are quiet. All kinds 
of cut-outs are popular. Prices remain 
unchanged and there are no indications 
of any immediate fluctuations. 

The Smaltz Goodwin Company is work- 
ing on straps and cut-outs in all colors. 
Rainbow colors are very popular. Marine 
blue and Nile green are in big demand. 
Whites of all kinds, both plain and 
trimmed with fancy colors, are expected 
to go big this summer. 

Basic prices on these fancy shoes have 
not changed though there are price fluc- 
tuations due to the varying amount of 
work on separate pairs of shoes. The more 
elaborate the shoe becomes the more time 
must be put on it and the more expensive 
it becomes. Factories are still disrupted by 
the fact that fitting rooms are clogged up 
with work while other departments are 
idle. While some factories think the situa- 
tion will be relieved as workmen become 
more and more accustomed to the work on 
the fancy shoes there is no one who will 
hold out any definite plan for the solution 
of the problem.’ 


Late Deliveries Hinder 
Wholesalers 


Wholesalers report good demand for 
novelties and for sports shoes, but are 
distressed by delayed shipments. Fac- 
tories working on the intricate shoes are 
behind in their schedules and transporta- 
tion difficulties of one sort and another, 
including embargoes and car shortages, 
have added to the general dissatisfaction. 
Retail merchants are pushing wholesalers 
for delivery and they in turn are urging 
factories to rush to them orders which in 
some cases, they say, are months behind. 
Wholesalers report the best sellers are 
whites, plain and trimmed with fancy 
colors, blacks, patents and brilliant colors. 
Prices show a tendency to advance. 


Prominent Leather Dealer 
Retires 


M. O. Kuntz, who for 42 years has been 
in the hide and leather business at Weiss- 
port, Pa., has sold out to David R. Diehl 
of that place. Mr. Kuntz will live retired. 
He was a frequent caller on the trade in 
Philadelphia and is wellknown in hide and 
leather circles throughout the state. 


Stores Feature Novelties 


Strawbridge and Clothier are offering 
at $13 French-bound patent leather pumps 
with gray suede quarters and covered 
heels trimmed with patent leather. At 
the same price this store is featuring gray 
ooze calf sandal pumps strapped and 
trimmed with gray glazed kid and cutout 
in novel open-work designs, and sandal 
pumps of beige ooze calf with short vamps 
and open work over insteps and quarters 
and Spanish Louis heels. At $13.50 this 
store is featuring hand-turned, hand- 
ished, French-bound black patent leather 
pumps with small tongues. 

Hallahan’s are featuring at $5.90 lattice 
pumps in black satin trimmed with patent 
leather, in all patent, or in all black kid 
with French heels. 

Geuting’s are offering at $12.50 Egyp- 
tian sandals in patent, satin, and red and 
green kid. 

John Wanamaker is offering a collection 
of pumps for women at $4.75. Included in 
the offerings are a gray suede one-strap 
pump with turned sole and Spanish Louis 
heel, a gray suede and patent leather 
combine in a one-strap pump with turned 
sole and Spanish Louis heel, tan, black, 
and patent leather one-strap pumps with 
Cuban heels aud welted soles, and a low- 
heeled one-strap pump of patent leather 
with a turned sole. This store is also 
offering for men a new crepe rubber sole 
oxford at $7. It is of pebble-grain calf in a 
deep tan and is plain except for an instep 
saddle of the same material. 

The Walk-Over stores here report any- 
thing that looks like it might be an Egyp- 
tian sandal moving very nicely. Straps up 
the front, cut-outs and other sandal effects 
are all good. Black satins and suedes 
seem to lead in popularity. Black suede 
with black kid trimmings is also popular. 
Gray ooze is much in demand. Whites 
with colored trimmings are going to be 
leaders in summer. While wholesale 
prices are from 15c to 25c higher, this 
store will not pass the increase on to the 
public. 


New Shoe Called ‘“Trade 
Builder” 


Gramling, Spaudling & Collinsworth, 
wholesale shoe dealers of Atlanta, added 
this month a new men’s shoe to their line, 
manufacturéd under the name of the 
Trade Builder. The new line is in for fall 
trade ind is selling very well, the company 
advises. The company also states that it 
has recently found it necessary to add two 
or three new salesmen to its traveling 
forces, due to the steady improvement 
the wholesale shoe business has exper- 
jenced in this section of the country since 
the first of this year. Other Atlanta whole- 
salers and manufacturers also have added 
a number of new salesmen to their forces 
within the past three months. 














Where to Buy 


Women’s Shoes 














STOCKBRIDGE SHOE COMPANY 
> 


HAVERHILL, MASS. 
“ZU SAS 











BLEECKER STYLES 


Are the last word in footwear 
for stylish women 








Phillips Shoe Co. Inc. 
Makers of 
Women’s Turn 
Slippers 
276 RIVER STREET 
Haverhill, Mass. 





FASHION FOOTWEAR 


Women’s Fine Turns 
ond Novelties 
favorable oe Hand turn i 
in the latest a -— and finest leathers, 
TESSIER & BOWDOIN 
2 Washington St., Haverhill, Mass. 











E.A.& M. C. Witherell Co. 
Manufacturers 
Women’s Turns, 
Bootsand Slippers 


Fi 
Haverhill, Mass. 
Boston Office 
Rice Bldg. Reem 406 








Black Satin One-Straps, ome or two 
buttons, made with 15-8 full Louis, 14-8 
Spanish al Leute or 9-8 Cuban heel. 

1 hh ma d at e« i] prices. Write 
fer prices. 

ORIENTAL SLIPPER COMPANY, Inc. 
118 Phoenix Row HAVERHILL, MASS. 











J.W.BARNARD & SON 


Andover - - Mass. 
Makers of the 
CELEBRATED 
BARNARD 
COMFORT 
SHOE 
for Ladies 
IN STOCK 











FINE TURN NOVELTIES 


Ye ase que gesgeses, ts ex gow 
ddiverien and imercased. Servies. 
Latest Models, All Leathers and Satins 
FELSTINER-O’CONNELL SHOE CO., INC. 
162 Winter St., Haverhill, Mass. 
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Factories Busy Making White Shoes 


Black Satins Also in Good Demand; Cut-Out and Strap 
Patterns Are in the Lead 


HIS is the season of white shoe pro- 

duction at Haverhill shoe manu- 
facturing plants. All factories in which 
these goods are produced are having an 
excellent demand from merchants in all 
parts of the country. After-Easter busi- 
ness has met manufacturers’ expectations 
not only in the white goods both in fabric 
and leather, but in black satins and other 
materials. Merchants report that buyers 
of footwear are showing considerable 
discrimination in the styles which they 
are selecting. The cut-outs and strap pat- 
terns are going strong at present and the 
demand for these styles is certain to con- 
tinue through the summer. The goods 
which are now being produced at Haverhill 
factories are mostly for May delivery. 
Later orders will, it is believed, carry these 
busy factory conditions well into June. 
Referring again to the white shoe business, 
merchants are thoroughly convinced that 
this class of footwear is in for a record 
breaking sale during the hot months and 
are governing themselves accordingly as 
regards the placing of orders. Plain white 
is favored, but the combinations of white 
and brilliant colors constitute an impor- 
tant development for the summer of 1923. 


Cuban Trade and Proposed 
Tariff 


The relations between Haverhill shoe 
manufacturers and Cuban shoe buyers 
will not, it is stated from Washington, be 
disturbed by the proposed increase in 
Cuban import duties on boots and shoes. 
There have been numerous Cuban buyers 
in the market lately, and as Haverhill 
has always sold large amounts of footwear 
in the Island local manufacturers are 
vitally interested in the continuance of 
this business. Statements have been made 
to the effect that the placing of a tariff 
by the United States on Cuban sugar will 
bring about a retaliation by the Cuban 
Government by the placing of a prohibi- 
tive duty on shoes. The Haverhill trade is 
officially assured trade relations between 
shoe manufacturers in this country and 
the Cuban market will not be affected. A 
considerable amount of shoes are now 
produced in Cuba. These, however, are 
practically all of lower grades and do not 
come into competition with the stylish 
novelties and excellent workmanship 
which are sought after by Cuban shoe 
buyers in Haverhill. 


High Cost of Fancy Patterns 
The illustrated article in a recent issue 
of the Recorder in which were sketches 


and labor costs of cut-out patterns in 
women’s footwear, contained information 
of interest to merchants. One Haverhill 
manufacturer in commenting on this 
article said: 

“This is educational material on which 
merchants may profitably ponder. If the 
merchant will read carefully and note the 
labor costs in the various items, he will 
learn the reason why we have to charge so- 
called fancy prices for millinery merchan- 
dise. Here is one of our new patterns, for 
instance, which offers another illustration. 
The labor cost alone on this fancy cut-out 
sample is $2.87 a pair.” 


Haverhill’s Population 
Increasing 


On July 1, according to estimate of the 
Census Bureau of the Department of 
Commerce at Washington, Haverhill’s 
population will be 57,405. This shows a 
substantial increase over the figures of 
56,399 in 1922 and of 55,393 in 1921. Es- 
timates are based on Federal Census re- 
turns of 1920 and 1910. In the former 
year Haverhill’s population was 53,884 
while in 1910 it was 44,115. These figures 
although not phenomenal, show a steady 
increase. Shoe manufacturing and kin- 
dred lines, with which Haverhill has been 
for generations identified, continue to be 
the leading industries of the city, employ- 
ing thousands. Turn footwear, Haver- 
hill’s leading production, on which the 
reputation of the city was built, continues 
and no doubt always will be the mainstay 
of the local shoe business and of growing 
interest to wholesale and retail shoe 
merchants the world over. 


Shoe Concern Recently 
Incorporated 


Lockwood & Goss Company has re- 
cently incorporated with an authorized 
capital of $10,000. The concern is making 
women’s McKay shoes. The senior mem- 
ber of this house was formerly identified 
with Harrison-Lockwood Company of this 
city. 


Haverhill to Be in Shoe Style 
Show 


The interest which Haverhill shoe 
manufacturing concerns manifested at the 
exhibition and style show held in Mechan- 
ics Building, Boston, last year, will be 
continued and enhanced during the pres- 
ent year. There wil be a Haverhill sec- 
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tion in which local concerns will make 
exhibits in booths attractively arranged 
and decorated. Thus far, 12 Haverhill 
shoe manufacturing concerns have sig- 
nified to the committee their intention of 
being represented at the Boston Show in 
July. Later, others will be added to this 
number. 
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Heel Company in Larger 
Quarters 


The American Wood Heel Company 
has removed to larger quarters in the 
Hilliard & Tabor factory, a large structure 
in the rear of Winter Street. Edward 
Kershaw is manager. 





LYNN 


Shoes of Rainbow Hues 


Reds, Greens, Blues and Canaries Are Selling; Straps, Includ- 
ing Sandals, Are the Favorite Patterns 


OU never can tell what is coming 
next in footwear fashions,” ex- 
claimed a Lynn manufacturer. “If any- 
body had told me on the 3lst day of 
December, 1922, that I would be making 
red shoes and green shoes, and blue shoes, 
too, this brightening month of April, I 
would have thrown them out the window. 
But look at the bright colored stock that 
is now going through my cutting room. 
Like a millinery shop, isn’t it? And I'll 
show you, if you are willing to look, some 
materials that are even too extreme for 
my line. Paisleys of elephantine patterns, 
Harlequin satins and Egyptian leathers 
that fulfill, at least to my satisfaction the 
definition of the term, a riot of colors. 
“Ask me not what is coming for fall. I 
had the hardihood to ask the same ques- 
tion of one of my friends, a New York 
buyer. Said he to me— 


Sufficient Unto the Day 


“* ‘Suffice it, my boy, that you get out 
my rainbow shoes during the next 30 
days, and that I sell them during the 
next 60 days, maybe even 90 days. Let 
come what will after that. After our ex- 
perience with early spring styles we can 
take care of anything in color from the 
dawning hues of the rising sun to the 
splendour of the golden orb of day sinking 
in the West. I’m an optimist, a blooming 
optimist, young man, for a woman can 
get along with rather ordinary looking 
clothes, in this world of fashion, but she 
has to have a pair of stunning looking 
shoes on her feet or she looks like a bar- 
gain basement of a ten cent store. So I 
say, my boy, style and more style.’ ” 


Quick Turns of Siyle 


In 20 minutes was a pair of shoes made 
in Lynn. Forty-eight operations were 
performed in the making of it. That was 
done one day a while ago, when they were 
racing for records. In ordinary shoemak- 
ing, it takes two or three weeks to make a 
pair of shoes in Lynn shops. But the 
record shows that Lynners can do some 
fast shoemaking when put to it. 

Nearly 60 per cent of the shoes made in 
Lynn are produced by small firms, that is 


firms making 1000 pairs of shoes or less 
daily. Quick production is the name of 
these firms, and economical production 
is their nom de plume. They are shooting 


out styles at machine gun speed, and with: 


the precision of distinguished marksmen. 

The speed and accuracy with which 
these firms make novelty style shoes has a 
lot to do with the rapidity of style changes 
in footwear. Modern merchandising is the 
other party to quick turns of styles. Mer- 
chants are putting skids under novelty 
styles after 60 days, or even 30 days, and 
are sliding them out into the great chan- 
nels of trade and are stocking up on new 
quick selling styles. 

Life is short and time is fleeting. and 
pretty shoes help to make the feeting 
joyful. Lynners are winning on quick style 
production. 

Light Is the Word 


Light shoes are wanted. That's in- 
teresting. For instance, a buyer here, the 
past week refused to take some patent 
leather sandals from stock because they 
had rubber top lifts on them, and he con- 
sidered such top lifts heavy. Rubber men 
may take exceptions to the story. But the 
buyer wanted what he wanted. A shoe 
manufacturer is weighing up his bottom 
stock on letter scale, so that he can choose 
the lightest liaes. He found that one pair 
of new material soles, other than leather, 
weighed eight ounces each, or 16 ounces, 
or a pound to the pair. He rejected them 
on the ground of excess weight. A sole 
cutter tells of shoe manufacturers call for 
soles that combine the maximum of 
weight and durability. Upper leather 
tanners tell like stories. Even are calf- 
skins split these days, to make them light 
in weight. Keeping women’s shoes down 
under a pound to the pair is one of the 
points of the shoemaking game of today. 
Style is light and dainty, and shoes are 
wanted in weight to correspond. 


Health Shoe Service 
Service is the thing in health shoes, the 
same as in style shoes. Buyers want shoes 
when they want them, and as they want 
them. Service is made up of three points, 
price, delivery and durability. | 




















BOSTONHANS 


Commonweatta Snot & ‘Leatuer Co. 


WHITMAN, MASS. 








One Pair 


Sells 
Another 


T.D.Barry Co. 


Brockton, Mass. 























Shoes of: Worth 


* A. E. NETTLETON CO, ' 


Syracuse, N. Y., U.S.A. 





MEN'S FINE SHOES: EXCLUSIVELY — 











Where to Buy 


Men’s Shoes 
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Men's Suoes ~HANp TAILORED 


MapeTueBesr 
MAN 


NorHinG 
But THE 
Best Mave >" Knows How 


When East Visit Us 
Wuen In Your Town We Wiz Visit You 


Stock Dept. 5 <% 
Is at Your Service SS 


THE STETSON SHOE CO. (Inc.) 
South Weymoath, Mass. 














HENRY LILLY Co. 
88-90 Reade St. New York 


AUCTION TRADE SALES 
SHOES AND RUBBERS 


Every Wednesday and Friday 








HOWARD & FOSTER CO. 
Men’s and Women’s Welts 


Address all Ggemmenfteations to the 


BROCKTON, MASS. 











FREDERICK S. PECK 
Worcester, Mass. 


Men’s and Women’s 
Sport and College Shoes 
Boston Salesroom 
207 Essex Street 


worcester 
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Health shoes were originally luxury 
shoes, prescribed by the doctor, and made 
by the custom shoemaker. Service like 
that only the rich could afford. 

Lynn manufacturers took up health 
shoes, and proceeded to popularize them. 
They attached doctors to the shoemaking 
staff. So the fitting quality of shoes were 
had, as the doctor prescribed. Next, they 
plunged into the great merchandising 
game, and proceeded to assemble ma- 
terials just right for health shoes, and 
thence to make shoes at prices within the 
reach of the average consumer. 

Next, came the matter of service. 
Manufacturers built up stocks of shoes, 
each stock of a score of more models, as 
well as of complete runs of widths and 
sizes. So the merchant has but to call for 
the stock number, and sizes that he needs, 
and the shoes are delivered to him by 
return mail or express. Quite a change, 
isn’t it, from the days when the doctor 
studied the feet, and the custom shoe- 
maker made the shoes, while the customer 
waited? ’ 

Health shoes are putting an end to foot 
suffering. 


For Babies to Wear 


The Ideal Baby Shoe Company of Dan- 
vers, is making shoes for babies. Among 
them is the “Princess Box” of shoes, a 
satiny box, gay with ribbons and con- 
taining tiny shoes of gold, pink and blue 
leathers, and Irish lace, too. Also, there 
are stockings to match. 

Some Egyptian shoes for babies to 
wear are also in the Ideal line. Patterns 
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for these shoes, which are of the strap 
styles, were made by an artist who visited 
the art museums of New York, and there 
studied Egyptian designs. The artist 
painted by hand the first of the little 
Egyptian shoes, reproducng the Egyptian 
colors as well as the Egyptian designs. 
These hand-painted shoes proved to be 
quite expensive. Yet doubtless a person 
of fine artistic temperament would appre- 
ciate them. So the Company took some 
patterns of the hand-painted Egyptian 
shoes to a friendly tanner, and had him 
emboss and color leathers to match them. 
Now the new Egyptian styles, for very 
little folks to wear, are coming from the 
Ideal factory. 

Rabbit shoes are amusing little fellows, 
for they have eyes and ears like rabbits. 
There are white shoes, like the familiar 
New England rabbit, and long-haired 
ones, like the Angora rabbit. Stuff them 
with cotton waste, and sew them up, and 
they would look just like little play rab- 
bits. Put them on a baby’s feet and they 
are fascinating. Another line of very little 
shoes looks like a powder pull, until one 
opens the top and finds that they will slip 
onto a tiny foot, just like a regular pair of 
shoes. Besides, there are bijou traveling 
slippers, or tiny slippers smoothly packed 
in a little envelope of leather. They look 
small enough for a baby to slip into his 
vest pocket, providing that youthful 
gentleman wore a vest. There are automo- 
bile boots of many sorts, some of warm, 
wooly cloths for baby to wear when he 
rides in his own private runabout, the 
rattan carriage, or in the family touring 
car. 





ROCHESTER 


Sandal Type in the Lead 


Finding Favor Mostly with Younger Women; Retail Sales- 
manship to Be Taught in High Schools 


HILE the general retail trade in 

Rochester has been only fair 
during the past week, local shoe merchants 
report a decided improvement in the 
demand for Spring styles. 

Sandals have taken the center of the 
shoe windows in the downtown district 
and local shoemen report that the younger 
women are buying this type of footwear 
with patterns of patent leather, gray, fawn 
and beige leading in public favor. 


High Schools Teach 
Salesmanship 


Through the efforts of O. K. Johnston 
of William Eastwood & Son Co., who is 
chairman of a committee of retail store 
representatives, the Rochester Depart- 
ment of Education has added to the 
courses of the Rochester High Schools, a 
course in retail salesmanship. The main 


subjects to be covered include “‘The Store 
as an Institution’ which deals with the 
development of the modern retail store; 
“The Organization of a Modern Store,” 
including the methods by which a store 
records its business, the importance of 
the employee to the store, what the sales- 
man needs to have as equipment, and the 
merchandise that a store carries. 


Le-Hy Men Out 


Salesmen representing the Le-Hy Shoe 
Manufacturing Company are in their 
territories and report a good demand 
for novelty foot-wear. This house is 
featuring sandals and their men in all 
parts of the country report a wonderful 
demand for this type of footwear. 

The Le-Hy salesmen are Maurice 
Block, Metropolitan territory, H. M. 
Vore, Wisconsin and Minnesota; Clarence 
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Shulties, New York State; Fred Berg, Ohio; 
Charles Jacobs, Michigan and Lawrence 
R. Prince, California, Oregon and Wash- 
ington. 


Joseph Hamm Goes to 
Canandaigua 


Joseph Hamm, formerly with William 
Pidgeon, Jr., of this city has accepted a 
position with the Anderson Store of 
Canandaigua, New York, where he will 
manage the shoe department. 


Opens Duson Store in Auburn 


Charles M. House, formally .with the 
Dusenbury Shoe Store of Auburn, N. Y., 
has opened a specialty boot shop at 133 4% 
Genesse Street, Auburn, where he will 
feature the “‘Duson” Adjustable Arch 


BOOT AND SHUE RECORDER 


Shoe for women. Mr. House is very 
enthusiastic about the Duson shoe and 
reports a good first week’s business as a 
result of extensive newspaper and direct- 
by-mail advertising. The present store is 


“located in the second floor of a building in 


the center of the shopping district, but 
Mr. House plans to open in a ground floor 
location as soon as he can find the right 
location. 


New Shoe Cleaner 


The E. T. Gilbert Mfg. Co., of this 
city has recently placed on the market a 
shoe cleaner for white and gray shoes 
which is meeting with great success. The 
cleaner which is called ‘Pencil White” or 
“Pencil Gray”’ is packed attractively and 
its moderate price and real utility have 
made it a ready seller. 





BOSTON 


Warm Weather Badly Needed 


Intermittently Good Weather Shows That People Will Buy 
Later; Record-Breaking Sales Volumes Expected 


PRING trade had not opened up in 
real earnest in Boston even as late as 
the week beginning April 16. A day or so 
of warm weather with sunshine brought 
people to the shops for wearing apparel of 
all kinds, but nothing has yet developed to 
lead retail merchants to believe that the 
real and expected buying wave has ar- 
rived. Consistently warm weather will do 
the trick, in the opinion of most merchants 
who confidently expect a record-breaking 
spring and early summer business. 

Shoe styles which are selling are mostly 
of the novelty type. Women are shopping 
for shoes these days much as they do for 
hats. They go from store to store until 
they find something which they like either 
in color or in pattern or in both. 


Shoes to Match Gown 


One sympton which is both encouraging 
and discouraging is the captiousness of 
women in their wants. It has become a 
very frequent occurrence to have women 
come into the retail shoe store with a 
gown and ask for shoes of a color to match. 
This is encouragnig because it shows that 
women are beginning to consider their 
shoes as part of their costume which will 
ultimately lead to the sales of more pairs 
per person, but it is discouraging because 
no retail merchant can possibly stock 
enough colors to match the wide range of 
dress fabrics. 

“Take grays, for instance,” said one 
merchant recently. “I'll bet there are 
about 40 different grays in dress goods 
this spring and it is impossible for us to 
match them all. When a woman is in- 
sistent that we match a particular color 
which we don’t have in our stock, we 


usually try to show her the possibilities of 
contrasting footwear and dress. If it is 
done intelligently by a salesman or sales- 
woman with real taste and a nice dis- 
crimination, this plan works well.” 

The brilliant colors in combination with 
whites which just now are selling well in 
New York have not yet caught on appre- 
ciably in Boston. They are expected to be 
in better demand as summer comes closer, 
although it is believed by most of the mer- 
chants that the all-white will prove the 
bigger volume getter when the season’s 
records have been compiled. 


To Boost Foreign Trade 


With hundreds of manufacturers and 
business men, and many prominent speak- 
ers in attendance, a big, all New England 
Foreign Trade Convention is to be held in 
Boston on May 17 and 18 under the 
auspices of the Boston Chamber of Com- 
merce. The gathering will aim not only to 
develop greater interest in foreign trade in 
New England, but to encourage the ship- 
ment of goods through New England. 

Frederic S. Snyder, president of the 
Boston Chamber of Commerce, will 
deliver the address of welcome and the 
speakers expected to be present will in- 
clude Mayor James M. Curley of Boston, 
W. W. Lufkin, collector of customs for 
Massachusetts; Wallace B. Donham, dean 
of the Graduate School of Business Ad- 
ministration of Harvard University; Er- 
nest B. Filsinger of New York; Lynn W. 
Meekins, district manager of the Federal 
Bureau of Foreign and Domestic Com- 
merce; Dr. Julius Klein of Washington, 
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FOR MEN ON THEIR FEET 
THIS SHOE CAN'T BE SEAT 


NC. 











‘TRR@SOR BROS . SHOE 
FINE SMOEMAKERS 
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BEST-EVER SLIPPER CO., Inc., BROOKLYN, N.Y. 
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K. M. STONE CO. 
12-14-16. 224St..N.Y. 
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Shoe Store Supplies 
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Children’s Shoes 





Soft Soles and Moccasins 


Geode, We DO NOT cll 
the retail trade. 
Newcomb-Anderson Shoe Co. 
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director of the latter bureau, and the 
regional chiefs of the bureau. Other speak- 
ers will be announced later. The con- 
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vention will be held on a large scale, and it 
is hoped to bring material benefit to New 
England. 





BIRMINGHAM 


Going After Mail Order Trade 


Shoes Sent Parcel Post with Privilege of 
Examination 


HE Hirsch Millinery and Shoe Com- 

pany of this city is developing a very 
satisfactory mail order shoe business 
through the medium of their advertise- 
ments. 

The country trade orders the shoe by 
returning the cut which appeared in the 
advertisement and stating the size. In 
cases where there is a second choice they 
return two cuts and mark them first and 
second choice. ‘The shoes are sent by 
Parcel Post C.O.D. with privilege of 
examination, or in the case of regular 
customers they are sent “Charge.” 

Miss Mary E. Reid, manager of the 
mail order department for shoes at 
Hirsch’s, states that every season shows a 
substantial increase in the mail order busi- 


ness. This spring she announced Hirsch’s 
has been able to fill every mail order 
turned in to the department and 75 per 
cent of the shoes sent have found favor _in 
the eyes of the customers. 


Getting Ready for 
Convention 


Preparations for the entertainment of 
the Southeastern Association of Shoe 
Retailers Convention which meet in 
Birmingham in June are going forward 
steadily. The committee will meet next 
week for the purpose of perfecting the 
entertainment program and discussing the 
business program. 





BROCKTON 


Big Plants on Nearly Full Time 


Welt Production of W. L. Douglas at Close to Capacity—Now 
Equipped to Make 3,000,000 Pairs Per Year 


7. L. DOUGLAS SHOE COM- 
PANY’S factory in Brockton is 
now equipped to produce over 3,000,000 
pairs yearly. At present, men’s and wom- 
en’s welts are being gotten out at nearly 
full capacity. The company is now opera- 
ting 120 retail stores as against 110 stores a 
year ago. According to statements in 
financial publications the company has 
paid dividends regularly on $3,800,000 of 
7 per cent stock in the hands of investors. 
There is also $1,540,000 of common stock 
outstanding, all of which is held by W. L. 
Douglas and associates. The company has 
no funded debt. 


Local Men in New Shee 
Concern 


Bruno E. Schwarz, superintendent of 
E. E. Taylor Company’s Brockton shoe 
manufacturing plant, will be the head of a 
new corporation formed to manufacture a 
line of men’s medium-priced welt shoes in 
Brockton: Other local men will be as- 
sociated with Mr. Schwarz, whose con- 
nection with E. E. Taylor Company will 
cease on June 1. A location for the new 
concern’ has been secured on the second 


‘floor ‘of the ‘Brockton Ideal Factory 


Association Building. ‘Production will -be 


started on about 15 dozen pairs daily 
Mr. Schwarz came to Brockton during the 
World War when the E. E. Taylor Com- 
pany were making Russian army shoes. 
He acted as interpreter for the sales 
manager of E. E. Taylor Company, and 
later was made superintendent. The name 
of the new concern has not been chosen. 


Silent Walk-Over Salesmen 


Although shoe salesmen do not usually 
maintain silence when urging sales of foot- 
wear, yet George E. Keith Company, in 
addition to their talkative travelers, 
ma,ntain a corps of “silent salesmen.” 
These latter consist of about 25 trunks 
which are filled with samples and kept on 
the road from one year’s end to another. 
Department 6, where Walk-Overs are 
carried in stock, is in the charge of Arthur 
D. Chase as for many years past. He and 
his assistant, Theodore Davis, send out 
these silent salesmen. They visit towns 
which are not covered by the talking 
salesmen. The “silent salesmen” in the 
aggregate constitute an important factor 
in the sales of the George E. Keith Com- 
pany’s footwear. On this subject Mr. 
Chase says that in all the years that these 
trunks have been on the road, none have 
yet: been lost, strayed or stolen. This is 
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quite a remarkable record when it is con- 
sidered that each contains about 50 shoes 
and that every trunk has been on the road 
for many years. 


To Increase Factory Output 


Crooker & Morse Inc., manufacturers of 
women’s high-grade welts, in the neigh- 
boring town of Bridgewater, are planning 
to increase factory production from 400 to 
600 pairs daily. New machines have been 
installed and additional workers will be 
employed. 


Chairman of Traffic Council 


New England shoe and leather concerns 
have organized for the purpose of obtain- 
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ing better service in shipping and trans- 
portation. The traffic council of. the 
New England Shoe and Leather Associa- 
tion recently organized with Carleton D. 
Blades of Geo. E. Keith Company as 
chairman. On the shoe trade committee, 
F. B. Small of W. L. Douglas Shoe Com- 
pany, was appointed chairman. 


Evening Work at Duflex 
Plant 


The Avon Sole Company, makers of 
Duflex and Latex soles and heels, is work- 
ing its plant, in the neighboring town of 
Avon, evenings as well as days in the 
production of goods. Many improvements 
have been introduced into this plant and 
its products during the past few months. 





ATLANTA 


Business Steadily Improving 


Easter Trade from 50 to 75 Per Cent Better Than Last Year 
—Wholesale Trade Also in Excellent Shape 


OTH the retail and wholesale shoe 

business in Atlanta has continued 
its steady improvement during the past 
five or six weeks, and as a whole March 
was apparently one of the best months 
experienced in the past two and a half or 
three years, for both the jobbers and the 
retail merchants. 

The Atlanta retail dealers estimate that 
their Easter business this year was ap- 
proximately 50 to 75 per cent better than 
it was last season, in both men’s and 
women’s shoes, and state that since 
Easter, business volume has been holding 
up very well. The cold spell of weather 
experienced for some days prior to Easter 
slacked up the buying to some extent, and 
probably retarded the volume as a whole. 
But during the two or three days before 
Easter, business began to pick up and was 
unusually good from then on. 

The biggest demand so far this season 
among the Atlanta merchants in men’s 
shoes has been for broad brogue effects, or 
plain brogues with stitching rather than 
perforation appearing to be much pre- 
ferred. Plain toes also are the biggest 
sellers. 

Strap Effects Best 


In ladies’ shoes the strap effects in slip- 
pers still are in the biggest demand by far, 
and almost anything in the novelty line 
that is really pretty is certain to find a 
ready sale. Two tone effects are the big- 
gest sellers so far as colors are concerned, 
brown and tan slippers with straps, or 
grays, and gray and black combinations. 
Business in ladies’ shoes has been very 
good, and higher prices are prevailing than 
last year. 

The white goods season has not as yet 
opened up in earnest, but will do so shortly 


and most dealers are looking for the best 
white goods season in this district they 
have ever experienced. Accordingly they 
have purchased and are carrying ~ un- 
usually large white stocks. 


General Conditions Good 


The monthly report of the Federal 
Reserve Bank of Atlanta has just been 
issued, covering conditions in the sixth 
district, which comprises the group of 
southeastern states. Financially it shows 
the district in excellent shape. As to whole 
sale shoe business it contains a compila- 
tion of the individual reports of 13 of the 
largest jobbers in Atlanta, New Orleans, 
Birmingham, Jacksonville, Nashville, 
Knoxville, etc., with definite sales figures 
for February, though definite figures for 
March are not as yet available. 

Wholesale shoe sales by these 13 firms 
in the district during February were 17.3 
per cent greater than in January of this 
year, and 22.2 per cent better than gross 
jobbing sales in February of last year. 
This is enough to indicate the healthy tone 
of business and the general revival the shoe 
trade has experienced in this district the 
past four or five months. 

Among Atlanta wholesalers only busi- 
ness in February was 20.5 per cent better 
than in January, and 71.2 per cent better 
than during February, 1922. These same 
jobbers state that business in March ex- 
perienced a further upward movement. 
For the district as a whole, outside of 
Atlanta the improvement in February of 
this year over February, 1922, was only 
6.5, the Atlanta increase being so great as 
to swell the district total to 22.2 per cent. 

Atlanta department stores state their 
business is now as a whole from 50 to 75 
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per cent better than at this time a year 
ago, and that they are looking to 1923 
to be a highly prosperous retail year. 
There has been a marked improvement 
the past month among the retail dealers 
in the smaller towns and communities 
throughout the district, due to the in- 
creasing buying power of southern farmers. 


Collections Better Than for 
Years 


Perhaps no more tangible evidence of 
the business improvement the Southeast 
has experienced the past few months could 
be advanced than the reports by both 
jobbers and retail merchants in the district 
that collections as a whole now are better 
than they have been in some years, with 
a large percentage of people paying their 
bills each month promptly before the 
tenth, and very few old standing accounts 
remaining on the books. More retailers 
are discounting their bills than in years, 
and as a whole have less old accounts 
against them than they have ever had 
before. The principal reason for this, 
doubtless, is the improved financial condi- 
tion among the southern farmers, for with 
cotton maintaining high prices they have 
plenty of money to pay their old debts, 
and to do a considerable amount of new 
buying. Buying power of southern farm- 
ers has been getting steadily better for 
many months. and banks now believe it is 
at the highest point it has ever been before. 
There are no indications that cotton is 
likely to come down, and with a big 
prospective cotton crop in view for the 
present year, indications are excellent 
from a financial viewpoint over the entire 
South. 

Another important evidence of business 
improvement is noted in the unusually 
large number of new stores that have been 
opened in the Southeastern states during 
the past three months. There have been 
more general mercantile establishments 
opened in the smaller communities than 
in many years over this same period of 
time, and also a great many retail shoe, 
clothing and dry goods stores. A majority 
of these stores handle shoes. 

There has also been a noticeable de- 
crease in failures in all the larger south- 
eastern cities the past three months, both 
of individuals and commercial firms, ac- 
cording to reports received in Atlanta by 
rating agencies from their representatives 
over the section. 


Store Changes Owners 


The Green Shoe Company, which was 
formed in Atlanta about three months 
ago and opened a new retail shoe store on 
Decatur Street, under the management of 
Mike Green, has sold the entire stock and 


business to Harry Range, who is now in 


charge. Mr. Range has been in the shoe 
business in Atlanta for some years, and 


April 21, 1923 


plans continuation of the store at the same 
location. Both men’s and women’s shoes 
are handled. 


New Stores Opened 


Among the new retail stores formed in 
the Southeast the past two or three weeks 
handling boots, shoes, etc., are the follow- 


ing: 

Cook & Singletary, organized and in- 
corporated with $25,000 capital at West 
Palm Beach, Fla., to-handle clothing and 
shoes. H. Singletary of West Palm Beach 
is the president of the company. 

Oren Roberts and associates of Tifton, 
Ga., have organized the Union Trading 
Company, in that city with $10,000 
capital and will shortly establish a new 
general mercantile store at Tifton. 

Yancey’s Store, Inc., is the name of a 
new general department store formed 
with $8000 capital this month at Orlando, 
Fla., by C. L. Millitzer, of Orlando and 
associates. 

Roseberg Brothers, operating a large 
department store at Albany, Ga., have 
purchased an adjacent site and plan the 
construction this year of a large new store 
building to house the business. Work 


The W. A. Doody Company of Macon, 
Ga., one of the largest department stores 
in the state outside of Atlanta, is also 

ing the establishment of a new home. 
James T. Redding, president of the com- 
pany, states they have purchased a site 
for the purpose. 

The Johnson Store Company opened a 
new store this month on Main Street, in 
Erwin, Tenn., handling clothing, dry goods 
and shoes. 

Lee’s Department Store has opened its 
new store at Columbus, Ga., the fourth 
store of the Lee chain established in 
Georgia. 

The Bass Dry Goods Company of 
Atlanta, purchased recently the stock of 
Martin Brothers, of Athens, Ga., bankrupt. 
The stock included about 5,000 pairs of 
shoes for women. 


Export Trade Picking Up 


Atlanta shoe manufacturers state that 
there has been a still further improvement 
the past month in their export shoe busi- 
ness out of Southeastern ports to Latin- 
American countries, and that it is now 
almost certain 1923 will prove one of the 
best export years the shoe industry in 
Atlanta has ever experienced. Consider- 
able help has been given the manufactur- 
ers in Atlanta by the Southeastern office 
of the Bureau of Foreign and Domestic 
Commerce, which was opened some 
months ago in the Chamber of Commerce 
building, and through this office the manu- 
facturers in Atlanta have been opening 
up a number of new foreign markets. The 
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New Truwauk store recently opened in Los Angeles by C. H. Fontius 
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Vanity Novelty Works 
1261 Atlantic Ave. 
Brooklyn, N. Y. 





“Just Enough Better To Be Thoroughly Worth While” 


BONGIOVANNI BROS. 
Largest Rhinestone Buckle 


Manufacturers in America 
High Class Buckles at Popular Prices 
2927 3RD AVENUE NEW YORK CITY 














J. K. Orr Company which enjoys a large 
export trade and has traveling salesmen 
covering South American countries and 
Cuba, opened up connections the past 
two or three months in the Philippine 
Islands, in Mexico and in Hawaii through 
the aid of the Bureau office. Trade has 
been somewhat quiet with Mexico for a 
time, but is now beginning to experience 
some improvement. 


Second Store Opened By Rays 


Julian and Lamar Ray, who have 
operated Ray’s Shoe Store in the Pollock 
& Berge clothing store in Atlanta, for the 
past year, have opened a second store in 
the Peyton store, 124 Peachtree Street, 
having their formal opening this month. 
Both Ray brothers are well known in 
Southeastern shoe circles, having been in 
the shoe business in Atlanta for a great 
many years. They are exclusive agents in 
Atlanta for the Banisters shoe. It is also 
announced that working together the two 
brothers have recently perfected an im- 
provement in a last, and that the Banister 
Company is planning to start manufac- 


ture of a new shoe to be kuown as the Ray 
last. 


Plan to Build Up Credit 


An unusual plan to assist delinquent 
debtors to pay their bills due Atlanta mer- 
chants through the extension of financial 
aid or otherwise, is to be carried out this 
year by the Associated Retail Credit 
men of Atlanta, of which a majority of 
the leading shoe dealers of the city are 
members. An extensive advertising cam- 
paign on the advantages of a good credit 
rating for the average man is to be carried 
out among other things, and the news- 
papers, billboards, and other advertising 
mediums are to be used for the purpose. 
The primary plan is to create a better 
understanding, a better feeling as it were, 
between the debtor and the merchant to 
whom he owes money, as a means toward 
improving collections. A committee has 
been formed by the association that will 
render every assistance to debtors unable 
to pay their bills, working to preserve the 
friendship of the customer for the mer- 
chant through proper handling of the 
matter. 
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INDIANAPOLIS 


Better Trade with Better Weather 


Merchants Await Arrival of Warmer Days When They Expect 
Really Good Business 


HE weather has been playing a game 

of “hide and seek”’ in Indianapolis re- 
cently, and as a result the retail shoe busi- 
ness has been good one day and dull the 
next. One day the sun shines brightly and 
balmy spring zephyrs are everywhere, and 
in less than twenty-four hours it is almost 
cold enough for arctics and old-fashioned 
earmuffs. It has been that way for the 
last two or three weeks, and the shoe men 
are getting tired of it. On the bright sun- 
shiny days the shoppers throng the stores 
eager for the new spring and summer 
styles, but when the temperature drops 
business drops also. The shoe men feel, 
however, that as soon as the weather can 
become stabilized enough to assure pros- 
pective customers that spring is really 
here, everything will be rosy. 


Two Pioneer Merchants Die 


Joseph F. Fehrenbach, age sixty-two, a 
pioneer shoe merchant of Indianapolis, 
died Friday, April 6, at his home after a 
relapse following a severe attack of in- 
fluenza about eight weeks ago. Funeral 
services were held the following Monday. 
For more than thirty years Mr. Fehren- 
bach has been one of the active shoe mer- 
chants in Fountain Square—the main 
business section of the south side—and 
had built up a large clientele on the south 
side and throughout the south and south- 
eastern part of the county. Mr. Fehren- 
bach was born in Wheeling, W. Va., and 
came to Indianapolis when he was four- 
teen years old. He was not only the first 
retail shoe merchant of the south side, but 
was the first business man at Fountain 
Square, which he named. He was a mem- 
ber of a number of clubs, lodges and civic 
organizations, and was widely known 
through the Hoosier shoe trade. 

Adam Henry Henschen, one of the pio- 
neer shoe merchants of Indianapolis, died 
Friday, March 30, at his home at 1218 
South Meridian Street, after an illness of 
several weeks. Mr. Henschen, who was 
seventy-one years old, came to the United 
States from Germany when he was four- 
teen years old. He had been engaged in 
the boot and shoe business on the south 
side of Indianapolis for the last fifty years. 
He is survived by six children, all except 
one of whom live in Indianapolis, and two 
sisters. The funeral was held Monday, 


April 2. 


Shoe Company Incorporated 


The Grizzle Shoe Company of Indianap- 
olis has been incorporated under the laws 
of the state with a capital stock of $10,000 


to engage in the retail shoe business. The 
directors of the concern, as shown by 
papers filed with the secretary of state, 
are Samuel A. Grizzle, Irvin Armstrong 
and Walter M. Price. 


New Manager for Newark 
Store 


G. E. Baker of Columbus, Ohio, has 
been appointed manager of the Newark 
shoe store at Richmond, Ind., and E. M. 
Petliff, of Springfield, Ohio, as salesman. 
E. L. Noethlick, former manager, has been 
appointed traveling auditor of the com- 


pany. 


Warsaw Man Buys Out 
Partner 


Thomas A. Dye has purchased the in- 
terest of his partner, W. A. Weick, in the 
Weick & Dye shoe store at Warsaw. Mr. 
Dye has been in the retail shoe business in 
Kosciusko County for many years, and is 
widely known to the Hoosier shoe trade. 
His son, Raymond Dye, who has been as- 
sociated in the business with him, will 
manage the business. 


Celebrates Fourth 
Anniversary 


Karl Sutherland, who has a retail shoe 
store on North Walnut Street, Blooming- 
ton, recently eelebrated his fourth anni- 
versary in the business. He said the best 
evidence of his success is the records of 
the store, showing that business has in- 
creased every twelve months. Mr. Suth- 
erland believes in the future of Blooming- 
ton and predicts that this year will be one 
of the best in the city’s history. 





March Wholesale Trade 
Breaks Record 


Gramling, Spalding & Collinsworth, 
Atlanta jobbers, report March business the 
biggest they have experienced any single 
month since 1920, for spring trade. The 
J. K. Orr Shoe Company, manufacturers, 
advise March business showing an in- 
crease of 60 per cent. The first week of 
April in sales volume with the M. C. Kiser 
Company of Atlanta, manufacturers, was 
the biggest week in many years. 





Salesmanship reaches its highest de- 
velopment when the salesman fully 
apprecidtes the buyer’s need and ministers 
to it intelligently—From Korrect Shape 
News. 
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Louisville Notes 


J. C. Fedler Home Again 


J. C. Fedler, president of the Boston 
Shoe Company, recently returned to 
Lousiville after spending several weeks in 
California. He stated that while it felt 
good to get home, he had to admit that 
temperatures in California were more 
comfortable. 


Stores Closed During 
Good Friday 


A precedent was established in Louis- 
ville stores on Friday, March 30, when 47 
downtown shops, jobbing houses, etc., 
closed for an hour from 2.30 to 3.30 in the 
afternoon to allow employees to attend 
special Good Friday services at the 
churches. The Walk-Over shop, the Bon 
Ton, Dan Cohen Company, Millers’ Ltd., 
Sutt & Son, H. P. Selman & Co., DuRand 
Perry Company, Besten & Langen, Kauf- 
man Straus Company, Husch Brothers, 
Herman Straus & Sons Co., John C. Lewis 
Company, J. Bacon & Sons and the Stew- 
art Dry Goods Company, were among 
houses which observed the hour. 


Val Besendorf Is Dead 


Val Beseridorf, 61 years of age, shoe and 
dry goods merchant, 1459 South Shelby 
Street, died at his home at that address 
on March 29, following a short illness. Mr 
Besendorf was one of the best known of 
the suburban dealers. A son, John, 
operates an excellent shoe store on West 
Market Street. Mr. Besendorf was a 
member of the Louisville Retail Shoe 
Dealers’ Association and active in church 
and orphanage work. 





Trade Wants Better Shoes 


“Jim” Stoner, who travels the South for 
the Boyd-Welsh Shoe Company, states 
that the trade is calling for better shoes 
and that the higher priced patterns are 
selling the best, which only shows that 
fancy footwear has come to stay. 

“The outlook for fall is that the prices 
will be higher and the patterns will be 
more elaborate than ever,” said ‘“‘Jim.”’ 





Keep It Going 


One step won't take you very far, 
You’ve got to keep on walking; 

One word won't tell folks what you are, 
You've got to keep on talking. 

One inch won’t make you very tall, 
You've got to keep on growing; 

One little ad won’t do it all, 
You've got to keep "em going. 

—December Korrect Shape News. 
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CHANDLER’S 


Profit Producing Novelties and Specialties 


Egyptian Effects—Slide Ornaments 


Including Scarab and Sphinx designs (illustrated) for 1 in. to | in. straps. 
' Brilliant stones in appealing color combinations. 
Settings of Tuscan Gold and Old Silver. 
Priced from $4.50 to $12.00 dozen pair. 
Send for popular dozen pair assortment @ $10.50 


Laces--White and Sport Colors 


WINNER”? BRAND MERCERIZED a QUALITY SILK 
WHITE HITE 
Pattern 430—fabric tipped—tubular. Pattern $35—fabric tip—14 inch tubular. 
Pattern 367—fabric tipped—round. Pattern 532X—fabric tip—3x8 inch tubular. 
Pattern 544—rust proof corrugated tip popular priced tubular lace. Exceptional values offered on the above. 


SPORT SHADES—Pat. 230 TASSELED ENDS 


For Summer Footwear , : 


RED—GREEN—PEARL AND FOG GRAY—MEADOW LARK Pattern 8035 44 inch tubular. 
Conical tips—tubular. 18 inch and 25 i .25 to $11.50 per gross. 


All of the above laces furnished in black and wanted shades of brown and tan. Samples and quotations on request. 


Chandler's “PERFECTION” ribbon for new ribbon ties. 
Right QUALIT Y—WIDTHS—PRICES 














Send for Complete Style Folder 


W. K. CHANDLER, Inc. 


125 SUMMER STREET BOSTON, MASS. 
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Battreall's 





In the Oil Industry]Battreall’s “HAS- |} 
KELL” Service Boot is a real favorite 
because it is a comfortable light boot To Test a 


that’s fit for heavy duty. NEW YORK HOTEL 


IN STOCK—$6.00 Mpeg p36 A 


distance? 
1966—8 inch Blucher, Light 2 he , , , 
Tan, 1967 Mahoouny "Sent Grain ee ieleede in? ~ 
<a: 3. Is the food served worth remembering and 
are the prices easy to forget? 
4 Is Coie Gee ge Se Gunga ae 
courtesy 
5S. Can these toe-good-to-be-true things be found — 
978—Same, M all in one New York hotel as low as $2.50 a day? 
$6.50. The correct ooh of this 
boot, with its style, makes it an THE MARTINIQUE 
ideal service boot for outdoor wear Answers YES! 


—for work or for tramping. From sub-cellar to solarium it is designed and 
conducted as a guest would de it were he the 


Back — 
Back Stay and Lt “drill nine 


Ormiston Shoe Store, of Arkansas City, cnenagee. 
Kansas, says: “This 8 inch Haskell Prices at a Low Level 
No. 1966 is plum ne oon to stand the Roemer $2 S9end wp With bath $3.50 up. 


eo yoy —— ome > to ee ge For instance: i , 
hundreds of pairs but have not sens one por heer a 
complaint the service or fitting.” . 


Further details on request. 


Batireall Shoe Co. 


MANUFACTURERS 


Broadway ° 
ST. JOSEPH MO. ’ A. E. SINGLETON, Resident Manager 
. . . _ = 
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GHIFFON 


All GRADES Alle SHADES © 


Fashion demands the 
sheerest of sheer hosiery 
for those who choose to 
follow. Gordon hosiery 
stocks are filled with all 
qualities of the chiffon 
hosiery to suit the price 
of any demand. Colors 


to harmonize with any 


costume or shoe, either 
by exact match or con- 
trast, including the new 
bright colors incident to 
the present day popular 
Egyptian influence. _ 


Also H300 and H600 in 
the fashionable blues, 


{WMH NNE 
AU HNUNLAOUULAULANY 


reds and greens, and all 
the standard shades. 


Gordon service on fill-in 
orders helps merchants 
keep inventories low 
while giving complete 
assortments to their cus- 
tomers. This service 
plus Gordon reputatien 
for dependably durable 
quality not only insures 
steady profits in the 
hosiery department, but 
makes friends. 


Write today for com- +": 


plete price list. 


BROWN DURRELL COMPANY 
Gordon Hosiery - Forest Mills Underwear 


New York 


a 


Boston 


4 
— 
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vibute 
D Ow Servite 


A\CONFLICT IN TERRITORY 
MADE NECESSARY THE DROP. 
PING. OF A VALUED ACCOUNT 
LAST YEAR-THIS MERCHANT 
IS NOW WALK-CROFTS BEST 
ADVERTISEMENT ~HE USES 
WALK- CROFT SERVICE AS 
AYARDSTICK WITH HIS 
NEW CONNECTIONS. 


Walk Croft 
-~SMART SHOES FOR WOMEN ARE MADE BY 


BANCROFT WALKER COMPANY 
AT THEIR FACTORY IN BOSTON. 


re *~ a tas + 
The Boot and Shoe Recorder will appreciate your mentioning the publication in replies te advertisements. 
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@ SHOOK TPAVELER@ 


(This Department is conducted by Helen M, Haney, Associate Editor) 


Southwestern Boys Well Organized 


‘‘Tom’’ Collins, Vice-President, a Good Booster for His Association—Buford 
McWhirter, Vice-President of N.S. R. A. 


OM COLLINS, Vice-President of 
the Southwestern Shoe Travelers’ 
Association, is a good booster for his 
association. He is ever on the alert to get 
new members for his association and re- 
cently made a strong plea before the 
Arkansas Shoe Travelers at Little Rock, 
asking the boys to join with the South- 
western, rather than form a new associa- 
tion. The matter was taken under advise- 
ment, but no definite action instituted. 
Earl C. Logan, Western editor of the 
Recorder talked on trade conditions to the 
Arkansas boys and later paid a visit and 
gave a talk to the Iowa Shoe Travelers, 
in convention assembled at Des Moines. 


Resolutions and Ethics Code 


While Mr. Logan was at Little Rock, he 
met Tom Collins, whose chief topic of 
conversation was the advantages of be- 
longing to the Southwestern Shoe Travel- 
ers’ Association. It is Tom’s wish that the 
whole shoe world should know just how 
good an association the Southwestern is 
and what a fine set of resolutions and code 
of ethics it adopted at its meeting of Feb- 
ruary 12-13 last, so we are presenting 
sections of same herewith. 


Buford McWhirter Commended 


Whereas, the National Shoe Travelers’ 
Association, at its 12th Annual Conven- 
tion, assembled at Chicago, IIl., did honor 
Buford McWhirter, the nelegate of 
the Southwestern Shoe Travelers’ As- 
sociation by elevating him to the high 
office of Vice-President and whereas this 
association has thus been honored, be it 

Resolved, that we extend a vote of thanks 
to each of the affiliated organizations for 
their generous support and suffrage; be it 
further 

Resolved, that this Association commend 
Buford McWhirter to the several affiliated 
organizations as a man possessed of un- 
usual constructive and executive ability, 
with the sincere belief that the same un- 
tiring energy and willing service which have 


characterized his work as our Secretary- 


since the organization of this Association, 
will be devoted to their interests as a 
National officer. 

The secretary is directed to furnish a 
copy of this resolution to each of the 
affiliated associations. 


Grateful to U. S. Chamber of Commerce 


Be it resolved that this association 
strongly endorses the work of the United 





“TOM” D. COLLINS 
Vice-President of the Southwestern Shoe Travelers’ 
Association 





States Chamber of Commerce and desires 
in this manner to express our gratitude 
for the results and successes they have 
achieved. We especially appreciate its 
action in having a representative of the 
Domestic Distribution Department ad- 
dress the joint meeting of the Texas Shoe 
Retailers’ Association, the Oklahoma Shoe 
Retailers’ Association, and the South- 
western Shoe Travelers’ Association. The 
facts concerning the problems of distribu- 


tion were presented in an interesting, 
impressive and convincing manner and 
will surely promote increased effort by the 
distributor and retailer alike to solve 
their problems to the benefit of the 
consumer. 

The Secretary is directed to furnish a 
copy of this resolution to the United 
States Chamber of Commerce. 


To Promote Harvard Bureau Work 


Be it Resolved, that the Southwestern 
Shoe Travelers’ Association endorses the 
work of the Harvard Bureau of Business 
Research in its efforts to secure better 
accounting methods for shoe retailers by 
which means they have been enabled to 
solve some of the problems of their busi- 
ness. We especially appreciate the address 
of Cecil E. Fraser of the Bureau, before 
our Association on February 13, 1923. 
This recognition of the traveling shoe 
salesmen is of mutual benefit and we 
pledge our efforts to promote the work of 
the Bureau among our customers. 

The Secretary is directed to furnish the 
Harvard Bureau of Business Research, a 
copy of this resolution. 


Resolutions of Thanks 


The resolutions also commended the 
splendid civic pride of Fort Worth’s 
citizens, exemplified in the building of the 
Texas Hotel, and the action of its Chamber 
of Commerce, the hospitality of the Texas 
Hotel, the splendid work of the: local 
arrangement committee of the Fort Worth 
Shoe: Men’s Club, in promoting good fel- 
lowship between buyers and sellers, and 
in the entertainment of the visiting ladies; 
also the trade paper and the Telegram and 
Record of Fort Worth. 

The resolutions committee consisted of 
Tom D. Collins, Lee Lasseter, P. M. Har- 
ris, E. M. Pinchard and W. H. Mitchell. 


Resolutions of Commendation 


The resolution endorses and com- 
mend the action of the national repre- 
sentatives favoring close co-operation be- 
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The Hallmark of Hospitality | 


Hotels That Mean Rest 
and Comfort 


After a day’s journey it means so much to find 
an agreeable room and appetising food waiting 
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for you! 
Glance over the list of cities below. Then 
later, when you visit them, you will know where 
to find luxury and comfort without extravagance. 
THE BANCROFT WORCESTER, MASSACHUSETTS 
Charles S. Averill, Mgr. 
THE TEN EYCE ALBANY, NEW YORE 
. Harry R. Price, Mgr. 
HOTEL UTICA UTICA, NEW YORE 











Walter Chandler, Jr., Mgr. 
THE a. ——} SYRACUSE, NEW YORK 








octor C. Welch, Jos. Grogan. Mgrs. 
THE SENECA ROCHESTER, NEW YORE 
B. F. Welty, Mgr. 
HOTEL ROCHESTER ROCHESTER, NEW YORE 
Lewis N. Wiggins, Mgr. 
THE ROBERT REAT NEWARE, NEW JERSEY 
Charles A. Carrigan, Mgr. 
THE STACY-TRENT TRENTON, NEW JERSEY 
= Freee Charles F. Wicks 
THE PENN-HARRIS HARRISBURG, PENNSYLVANIA 
H. S. McDonnell, Mgr. 








THE LAWRENCE ERIE, PENNSYLVANIA 
W. A. Cochran, Mgr. 


THE PORTAGE AERON, OHIO 
Harry Halfacre, Mgr. 
THE DURANT FLINT, MICHIGAN 
Geo. L. Crocker, Mg: 
THE MOUNT ROYAL MONTREAL, CANADA 
Vernon G. Cardy, Mgr. 
TORONTO, CANADA 
L. S. Muldoon, Mgr. 
ROYAL CONNAUGHT HAMILTON, CANADA 
A. E. Carter, Mgr. 
PRINCE EDWARD HOTEL WINDSOR, CANADA 
J. T. B. Foote, Mgr. 
THE CLIFTON NIAGARA FALLS, CANADA 
Open May to September 
THE ROOSEVELT NEW YORE CITY, N. x. 


THE OLYMPIC SEATTLE, WASHINGTON 

THE ALEXANDER HAMILTON PATERSON, N. J. 

THE NIAGARA NIAGARA FALLS, NEW YORE 
Building 














UNITED HOTELS COMPANY 
OF AMERICA 


Prank A. Dudley, President 


W, Rockwell, Vice-Pres. . Leslie Kincaid, Vice-President 
Executive Offices 
25 WEST 45th STREET, NEW YORK 
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GEORGE 8S. WATSON 
Travels for Ferris Shoe Co. Mr. Watson has been as- 
signed new territory in Iilinois to be added to his 
Michigan and Indiana territory 


Code of Ethics of South- 
western Shoe Travelers 


1. We affirm that the vocation of travel- 
ing shoe salesman is an honorable and 
worthy one, and is justified by its opportun- 
ity for service. 

2. We announce our ambition to elevate 
the standards of our vocation and it is our 
desire and purpose to t our busi 
dealings and personal relations in_ such 
manner as to make manifest our sincere 
endeavor. 4 

3. Webelievethat the test efficiency 
can only be attained ‘by the highest ideals; 
therefore we measure our efforts by the 
standards of courtesy, honesty and truth. 

4. We recognize fair petition as a 
legitimate factor in the progress of the 
industry, and believe in a spirit of emula- 
tion as a means of rendering the greatest 
service. 

5. We believe that since the law of 
barter makes the buyer and equal 
factors in every sale, that each is amenable 
to the same s of courtesy and 
honor. 

6. We believe in individual respon- 
sibility, initiative and action, therefore 

the right of separate contract as 
to collective ining. 








earned and resulting from the exchange of 
his services and denounce any attempt to 
deprive or abridge this right as unfair, 
unjust and prejudicial to the best interests 
of the industry. 

8. We affirm the justness of the Con- 
stitutional right of every citizen to the free 
exercise of his political and religious belief 
and therefore resent any discrimination 
b of any such belief. 





tween shoe, leather and allied industries, 
to better inform the public as to informa- 
tion that will be of general benefit to shoe 
and leather trade; request hotel committee 
to take steps to correct objectionable 
practices of some hotels; condemn .harm- 
ful legislation and promise support in the 
movement to prevent freak legislation; 
approve slogan “Walk and Be Healthy”; 
also ask that every member write to his 
senators and representatives to secure 
legislation to enable Inter-State Com- 
merce Commission to abolish the 50 per 
cent sur-charge on Pullman fares. 


Carter’s “Big Boys’ Meet at 
Nashville 


The sales force of J. W. Carter & Co. 
met at the factory on March 1, and spent 
several days in reviewing the new fall 
line of samples. The salesmen were 
hardly prepared for the surprises they 
found in the new line which showed the 
addition of four new lasts and innumer- 
able new patterns with colored fancy 
stitching and the addition of three new 
leathers. 

Additional Factory Space 

Announcement was made by the com- 
pany of a new factory building which it is 
planned will be completed by mid- 
summer. This new building will add 
50,000 square feet and will bring the 
factory output up to between nine and 
ten thousand pairs daily. 


A “Blue Ribbon” Model 


Before leaving for their territories the 
salesmen voted on the most attractive 
sample in the new line and the blue 


9. We acclaim success won by merit 
and abhor any success attained by d 
tion, fraud or the circulating of harmful 
rumors res; ing a itor’s product, 

ices, busmess or personal standings. 

10. We believe citizenship a basis 
for good salesmanship, therefore pledge our 
assistance to the Government under which 
we live, whenever and wherever needed 
and will support and icipate in ali 
worthy movements for the public welfare. 














ribbon was awarded to a gun-metal calf 
oxford stitched two and two white with 
zig zag center. 

The company reports the receipt of 
splendid orders since the new line has gone 
out. 


James Richmond Roundy, Jr., 
Youngest Grover “‘Salesman”’ 
James Richmond Roundy, Jr., is the 


newest name enrolled on the Grover 
sales’ staff. But it will be a while yet 


before he visits the trade. The stork 
brought him the other day to the home 
of James Richmond Roundy, to the joy 
of that salesman and his associates. 
James Richmond Roundy, Jr., shows 
early interest in feet and footwear. So 
his name has been enrolled on the Grover 
salesmen’s staff, and the clerks at the fac- 
tory office are arranging to keep his ac- 
counts separate from those of his father. 
Eventually, he will be in the race for high 
line salesman on the Grover staff. 


Rice & Hutchins, St. Louis 
Shoe Co. in Territories 


The salesmen of the Rice & Hutchins 
St.Louis Shoe Company -were in. St. 
Louis in convention the week of March 21, 
preparatory to going on the.road with 
extensive fall lines. 


LEWIS E. WEBSTER 


the New York of the Emerson 
- at 142 Duane Miscel Mr. Webster 
territory. 


Shoe 
New Eng 


for nine years ¢ 





Lewis E. Webster is Manager 
of New York Office of Emer- 
son Shoe Company 


Lewis E. Webster, who has covered New 
England for the Emerson Shoe Company 
for the past nine years, has been appointed 
manager of the New York office of the 
same concern. 

Mr. Webster has won his new position, 
the best sales territory within the gift ‘of 
the Emerson Company, by sheer merit. 
He has been connected with the Emerson 
Shoe Company as a salesman since 1905. 
For the last fourteen seasons he has led the 
force in volume of individual sales. 

Mr. Webster assumed charge of the New 
York office at 142 Duane Street on April 
2. The present personnel, including A. E. 
Phille and A. F. Bartlett, will continue as 
before. Lewis O. Hoag, the former man- 
ager, has resigned. . 

His many friends among the New Eng- 
land trade will miss Webster’s genial 
presence, but their good wishes will be with 
him in his new position. 

Fred C. Davis will cover Mr. Webster’s 
old territory in New England. 


Morrissette with Preston B. 
Keith 


_Wirgman C. Morrissette is now on the 
selling staff on The Preston B.° Keith 
Shoe Co. He will cover part of the 
South, working with W. W. Leavitt in 
that territory. Mr. Morrissette was 
formerly with the retail shoe house of 
Gallop. & Toxey of Elizabeth City, N. C., 
where he makes his home. He is now 
calling on the trade with the new fall line 
of “Keith Konquerors.” : 
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No. B576 $1.85 No. B782 $3.75 No. B802 $2.85  |No. B210 $3.50 


wo. 


No. B776 $2.75 Ne. B774 $2.85 No. B830 $3.15 


or aaa In Style— In Stock 
You can make more sales—more profits—with a 
smaller stock, by selling Hannahsons Fashionable 
Fabric Novelties. 


DESCRIPTIONS 


The demand for fashionable footwear—from stock 
B 576— White Canvas One Strap Patent Checker Board 


Trimmed, immitation Turn, 12/8 Cuban Heel. Widths ——-1§ stronger todav than ever before. 
B to D. Code “Erato” $1.85 ¢ 

B 782 Black Satin One Strap, Steel Beaded Vamp 2 
and Saray. Goncine turn, 16-8 Full Louis heel, wists Hannahsons styles are up-to-the-minute—they fit excep- 

to code “Becky ‘ . a - 

B 769 Same as above except Imitation turn, Beading tionally well—they are low priced and are available from 
on vamp only, 14-8 Half Louis heel, widths B to C, 
code “Ivy” $2.85 stock when you need them: 
B 802 Black Satin One Strap, 14-8 Louis Heel, 
Brocade Quarter, Leather lined, imitation turn, 


widths B to D. Code, “Ruby” $2.83 Try them and you will agree with many other keen merchants 


ocneeed en er See ee Code, “Sarah” who tell us Hannahsons novelties are their biggest money 
50 : 

B 210 (Levor's) White Washable Kid One Strap, makers. 

Imitation Turn, Leather lined, Covered 9-8 eel. 

Widths Bto D. Code “Trixie” 

B 250 As @bove except Genuine Turn and 14 8 Full 

Spanish Heel. Widths Ato C. Code “Billie”. .. $4.25 

B 252 As above except Genuine Turn and 12-8 HANNAHSONS SHOE CoO. 

Cuban Heel. Widths Bto D. Code “Buddy”... $4.00 

B77@ Black Satin Wide One Stra 9-8 Flapper 

Heel, Rhinestone Button, Imt. Turn, Leather Lined. HAVERHILL, MASS. 

Widths B to D. Code “Edna”... $2.75 

B 786 As above except Genuine Turn. Code‘ es Manufacturers 


B742 As above except Black Drill Lined, Plain 
Button. Code “Inda” $2.15 
8B 774 Black Satin One Strap, ’ brocade. quarter, 9-8 
heel, leather lined, imitation turn, widths B to D, ot 


Bene Black Satin Two Button One Strap, suede P) Something big is coming ») 
. . 





trimmed, imitation turn, B to D, code “Rainbow”. 3.15 











The April issue of HANNAHSONS NEWS is 
just off the press. Send for it. 


mm [[ANNAHSONS && 
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Cc. E. ASPINALL 


Better known as “Charlie,” who travels Ohio for 

The Bradford Shoe Company. One of the best 

known and most popular salesmen in the State. 

Aspinall says, “Ohio is round on the ends and 

high in them * Therefore, he plays both ends 

against the middle for business and he surely 
gets results. 





Chicago Decides on $100 
Death Benefit 


At a special meeting, lasting less than 
thirty minutes, the Shoe Travelers’ As- 
sociation of Chicago recently settled a seri- 
ous question whicb has been before the As- 
sociation for two yearsor more, and at times 
threatened the life of the organization. 

The problem was solved and the ques- 
tion definitely settled by the unanimous 
adoption of the following resolutions: 


That $1500 be taken from ‘the 
treasury and a separate fund be made 
of this to be called an Emergency Fund. 

Change Article 4 Section 1 of the by- 
laws so that it will read: “And the 
annual dues shall be $6, of which 
$1.00 shall be credited to the Emer- 
gency Fund.” © 

That a death benefit of $100.00 be 
paid to the nearest kin of a deceased 
member. 


The Story Behind Problem 


About three years ago the Shoe Travel- 
ers’ Association of Chicago included in its 
by-laws a provision for payment of a death 
benefit of $200.00 to members in good 
standing. At this time there was $2500 
in the treasury. 

At the time the Association’s treasury 
contained a very substantial sum which 
was invested in safe but flexible securities. 
The membership was increasing rapidly, 
enthusiasm ran high; shoe travelers were 
making good money and the future was 
rosy hued. 

Then things began to happen. Bus- 


Little Granddaughter of 
Ww. C. CORNISH 


Who represents jane eee Shoe Company 
in Arkansas and Oklahoma, is very proud of his 
randchildren, one of whom is portrayed above 
t twill be on reed that his pride PP fully justified. 
Mr. Cornish reports a large increase in his trade 
on Lundin shoes and that conditions are excellent 
in his territory. 





iness became stagnant, earnings of the 
great majority of shoe travelers began to 
shrink and membership in the local as- 
sociation ceased to show the phenomenal 
gains which were expected. 

In one year several members died, caus- 
ing a heavy drain on a treasury that was 
not keeping pace with the withdrawals. 
Meantime the National Association in- 
creased the per capita tax from $2.00 to 
$2.50 per member to meet its growing over- 
head expense. 

The Chicago Association found itself 
face to face with a problem that was new to 
them and one that must be solved pru- 
dently and expeditiously. 

Committees were appointed to evolve 
ways and means to meet the situation. A 
motion todouble the dues was voted down; 
a plan of organizing a benefit association 
with the parent organization—a wheel 
within a wheel—was rejected. Many 
other suggestions were made, but none 
seemed to meet the situation until the plan 
adopted at the recent meeting was worked 
out. 

The New Arrangement 


The first step of the new arrangement 
was to set aside the sum of $1500 as an 
emergency fund to be used if necessary to 
pay death benefits, but under no circum- 
stances to be used for any other purpose. 

The next provision was to raise the 
annual dues from $5.00 to $6.00. 

The third was to reduce the death bene- 
fit from $200 to $100. 

The increase of $1.00 per year will; on a 


MAL D. HALL 
Who succeeds his brother, Lou Hall, al 267 Old 
Arcade Batidine. Cleveland, Ohio, as F. M. Hoyt 
hoe Company's Representative. 





basis of present membership, produce ap- 
proximate'y $400 a year, and this 
amount is to go intd the emergency fund. 

The $1500 emergency fund is now in- 
vested in safe securities paying 7 per cent 
which insures $105 more income; so 
there is no doubt about the fund being 
sufficient to meet the needs under any 
ordinary conditions. 


Why a Death Benefit? 


The payment of a death benefit was not 
incorporated into the by-laws of the Shoe 
Travelers’ Association of Chicago because 
the membership is made up of the poor or 
indigent. It was put there because when 
death calls the head of the family an extra 
amount of money—ready cash—is always 
needed. Most frequently the bank account 
is in the name of the man and the widow 
cannot draw upon the funds until some 
court action is taken to give her a legal 
right to use the funds. 

One hundred dollars in spot cash, handed 
to the beneficiary by a representative of 
the shoe travelers’ association, is sufficient 
to relieve the stress until the financial 
affairs can be adjusted. 


Herman Brown with Preston 
B. Keith 


Herman Brown has been engaged by 
The Preston B. Keith Shoe Co. to cover 
the smaller towns in. the state of Ohio. 
Mr. Brown, who was formerly in the 
wholesale shoe business, will work with 
L. B. Cubbison, who has for many years 
represented ‘Keith Konquerors” in the 
Buckeye state.. Mr. Brown is now in 
his territory with fall samples. 
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W HAT?S the good 
‘Honest of selling shoes with 


Sole beautifully finished bottoms? 
Leather The customer knows he’ll scratch 


1; the finish off in no time. 
Ps rsonality 


makes a great 
difference in qual- 














Chances are, too, that the bleaching required 


ity workmanship. to give that good looking bottom took a whole lot 
At the Ashland plant of wear out also. 

we're one big family, 

with whom the old- A 





quality is tradiconsl. ° 1 ye ASHLAND LEATHER CO. 


BOSTON + CHICAGO + ST.LOUIS 














Strap Pumps and Oxfords 


In Stock 














SIZES 
AAA. ssee eee 4K 008 
AA.. 2 08 
inees ..3% w8 
es: « 3 “to8 
No. B 423 Black Glazed Kid Strap Pump, Shabeapeestere 
232 Last, 13-8 Military Heel, Welt No. B 435 Black Glazed Kid Oxford, 232 
Price. ..... ae Last, 13-8 Military Heel. Welt. 





Terms: Net 30 Days 


Write for New In Stock Catalog, Just Out 


C. P. FORD & CO., Inc. - Rochester, N. Y. 


NEW YORK CITY: 127 DUANE STREET 
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0. W. JENNINGS 


Better known as —. 
=. = ay The Brad d Shoe Company. 
lvania for ‘or: 
Otto sells shoes because he loves the shoe game. 
dan ef apt tt 
Pp 3 on 
deen, con ites the Bradford Shoe ‘ 


ys 





Interchangeable Mileage 
Wins Again 

Efforts of the American Farm Bureau 
Federation, the Baltimore & Ohio Rail- 
road Company, the Western, Southwest- 
ern, and Trans-Continental Carriers to 
hold up the enforcement of the inter- 
changeable mileage book and ticket de- 
cision failed when the Interstate Com- 
merce Commission denied their applica- 
tion for reconsideration on April 10. 

This is the good news emanating this 
week from the office of National Secretary 
T. A. Delany. “This action,” says Mr. 
Delany, “closes the record in the mileage 
book case in so far as the commission is 
concerned, and unless the petitioners take 
their objections into the courts, the books 
will go on sale May 15 on nearly all class 1 
railroads, except those in the Eastern 
District. 

“The status of mileage book installa- 
tion in the Eastern Disirict will be deter- 
mined finally by action of the Federal 
Court at Boston, before which all of the 
railroads in the East, with the exception 
of the Baltimore & Ohio, have presented 
a demand for a restraining order. The 
Baltimore & Ohio joined with various 
Southern and Western roads, and the 
American Farm Bureau Federation in 
seeking the rehearing.” 

Of interest to traveling salesmen and 
merchants who travel considerably is the 
investigation instituted today by the In- 
terstate Commerce Commission into both 
the surcharge and the rates of the Pullman 





T. S. LOVE 


em agg ‘Tom,” who travels West Vir- 

ge. os and Maryland for 

completed his tenth year velling Bradford Shoes, 
is 

“He lives in Column. yh —— 

<prsted So hie Oe 365 days in the ; 





Company. It is said that the inquiry 
represents a desire to go rather fully into 
the whole question of reasonable charges 
for riding in Pullman and parlor cars, 
whether it be in the nature of surcharge 
or the direct charge assessed by the Pull- 
man Company. 

An organization of commercial travelers 
filed a complaint with the commission 
during 1921, which assailed the rates of 
the Pullman Company but not the sur- 
charge, although they seemed about as 
much concerned with the surcharge as 
they were with the 20 per cent: increase 
accruing to the Pullman Company. 

During August, 1920, the Interstate 
Commerce Commission permitted the 
railroads to impose a surcharge of 50 per 
cent of the prevailing rates of the Pull- 
man Company for accommodations in 
Puliman and parlor cars. The surcharge 
accrues to the railroads and not to the 
Pullman Company, although the Puliman 
Company’s agents collect the surcharge 
for the railroads. 


George Crist Travels South 
for Grover 

George W. Crist, Jr., another hustler 
for the Grover line, is already traveling 
through the South in his automobile. He 
plans to visit 200 cities and towns, in 
which Grover shoes have not hitherto 
been offered. While he travels by ma- 
chine, his father, traveling by train, will 
visit merchants in the big cities of the 
South. 





WILLIAM BURNESS 
Age 21, who represents Lund- Williams Shoe 
the “Lundin” » in 
rizona and New Mezico. 


Sry Mone Bout 





Walk-Over Men on Road 


The Walk-Over salesmen gathered at 
the Walk-Over Club on Friday, March 8, 
preliminary to leaving for their fall and 
winter selling. The morning session was 
in charge of Geo. H. Leach, vice-presi- 
dent of the company, and the session 
covered substantially the leather situation, 
the war cry and a general discussion of the 
line itself. 

Following a luncheon, Ernest A. Burrill, 
sales manager, presided at the afternoon 
meeting, at which the new zone plan was 
thoroughly discussed and developed. 

In the evening following supper, Mr. 
Leach spoke on “This Next Trip,’’ fol- 
lowed by C. E. Moore, vice-president of 
the company, on “‘Your Merchandise.” 

Ernest B. Carr, president of the Sales- 
men’s Association, spoke for that group 
of men. 

Enthusiasts All 

The final message of the evening was 
given by the president of the company, 
Harold C. Keith. 

Throughout the entire morning, after- 
noon and evening sessions there was a 
sense of enthusiasm over the line itself 
and the immediate business prospects. 


S. V. Taylor Adds to Territory 


S. V. Taylor of Hamilton Brown Shoe 
Company,'who has for a number of years 
covered Southern Illinois and Southeast 
Missouri, has had Peoria and Springfield, 
Ill., added to his territory. Mr. Taylor 
will sell both the general and special lines 
in the larger cities. - 
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Lacing Hooks 


[T is interesting to 
know that the 
finest English boot- 
makers are advo- 
cating more than 
ever the use of shoe 
lacing hooks for 
men’s footwear ¥ 
m7 


For Quality Shoes 


DVERTISEMENTS such as the above, appearing in Life, 
Vanity Fair and The Saturday Evening Post, are 
istently and forcefully telling to two and a half million men 
practical style, the common-sense value and the everyday 


Why not specify on your. next order, “All lace shoes to be 
equipped with shoe lacing hooks,” and cash in on the demand ? 


Tubular Rivet & Stud Company 


BOSTON :: MASSACHUSETTS 
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THIS IS A WHITE KID YEAR 


Nowhere are trim feet more critically watched than in 
fashionable Southern hotels. Madam Prosperity from 
Everytown, entour with Milord to see what she may, takes 
word home that “They’re wearing white kid’—and so 
“they”’ are, to an even greater extent this year than ever 
before. For nothing in footwear harmonizes so perfectly with 
this mode of costly gowns. 


Tyee % With longer skirts, new appeals for masculine eyes were 
TATES 


Y) 
Pea stank To inevitable. What is more alluringly feminine than a dainty, 
snow-white shod foot? And what woman of social standing 
dares defy the season’s style? Yes, you will indeed have a 
flood of customers insisting upon the better grade of white 
kid footwear. 








ALASKAN WHITE Ask manufacturers to show you their latest productions 

DRESSING in AMALCO IMPROVED GLAZED WHITE KID—so 
Carefully prepared in pure a white that others seem drab beside it. So soft and 
our own laboratories mellow that it feels like silk and fits like a glove. AMALCO 
on epEny Heme White gives lasting pleasure to your customers, because this 


mended for cleaning ° ° 
white glazed kid. kid has a remarkable new finish--- 











THE GLAZE THAT STAYS 





Amalgamated Leather Companies, Inc. 
22-24 North 5th Street Philadelphia, Pa. 


FACTORIES AT WILMINGTON, DEL. 
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THE BAT 


A GOODRICH STOCK STYLE 
No Mystery About Its Selling 


Beauty in line and the character of construction together with a reasonable price have 
created wide demand. 











IMMEDIATE 
DELIVERIES 





No. 122 — Patent “Bat,” triangular cut- 
out in vamp, 8-8 wood heel, round toe No. 121 — Patent “‘Bat,”” 8-8 wood heel, 
$4.75 net round toe .. $4.75 net 
We have stocked a few cases of each of these shoes for 
24 pair delivery, in widths AA-C and sizes 3 to 8. 
Less than three pairs, 25c extra. 
First Come - - - First Served. 


HAZEN B. GOODRICH & CO., HAVERHILL, MASS. 
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Stock No. B836 Price $4.75 Stock No. B 829.............Price $4.85 
a tara na ane toengge - ; Color No. 34 Gray Suede Calf Skin 
Patent—Gray Suede Trim— Well More than Sixty Styles Trimmed with Black Calf—Welt 


White Stitched Sole—9-8 RL Heel . i ve = 
54 Last Widths A, B and C of Staples and Latest Light White Stitched Sole, 9-6 RL Heel 
54 Last Widths A, B and C 


=; 
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we 


lift 
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Novelties. 
Stock No. B 303 Price $4.10 Stock No. B 830 Price $4.75 


“Peters’" Reignskin While Calf Trim Same as above, except in 
Ivory Welt 8-8 RL Ivory Hee; Beige Elk—Cocoa Calf Trim 
50 Last Widths AtoD Writefor April Catalog 50 Last 8-8 RL Heel 
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Terms: 3% 10—Net, 30 Days 
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F. A. HOWARD 
Discoverer of KORITE 


NU-GRAIN 





Need we tell you why Prevents the sweat of the foot from 
the shoe came back? ‘ , ; 

acting on the grain on surface fibres of 
the insole. 


Prevents hardening of the leather, cut- 
ting of the thread, and other evils that 
cause your shoes to be returned. 


The small cost per pair to treat with 
NU-GRAIN makes it a profitable in- 
surance against returned shoes. It retains 
the flexibility of the insole, whether grain 





or buffed. 
KORITE PRODUCTS, INC. KORITE LABORATORIES 
Main Office F. A. Howard 
292 Main Street Director of Research 
Cambridge - - Mass. Wollaston - ~ Mass. 
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Walk and Be Healthy! 


HANKS to Roth’s B. W. 

Combination Last, thou- 

sands of American women 
of all ages are doing it. 

The B. W. is a distinct achieve- 
ment, offering easy, comforting fit— 
at heel and arch—and therefore en- 
tire foot—without sacrifice of those 


deft style touches that only Roth 
knows how to incorporate. 


And here they are 
In Stock and Ready uf 








ROTH'S 
Co Liu 


-— Black Kid Oxford 
S-403 B.W.—Correc- sence eect e eee eeees $4.35 
tive, Black Kid $4.50 No. 401 B.W. Deas Kid, Ox- 
S-404 B.W.—Correc- es eraneevecenats 4.85 
tive, Brown Kid 5.00 3144—9 AAA—D 
4-9 AA—D 


All with 13/8 Wingfoot rubber heels. 
Net 30 days 
THERE’ ARE NO SHOES BETTER THAN CINCINNATI- 
MADE SHOES. THERE ARE NONE SO GOOD AS ROTH’S Patent On. 


HROTH SHOE”Ge 


 CINCIN 


— 


at Gas Banke cll nannies can aaniaies Gs oan Gane ae 
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In| APYToOoY 


RES in Td 


ROCHESTER QUALITY TURNS 
NEW HAPYTOZ NUMBERS FOR 
THE SPRING TRADE 











In Stock—Immediate Delivery 





Never before has the Hapytoz line contained such a 
splendid and exclusive assortment of distinctive 
numbers. There are both novelty and staple items 
that are sure to increase your Spring business. 


Hapytoz is a complete line of children’s turns, sizes 
1 to 5, 3 to 5, and 5 to 8. They are manufactured 
completely in our own factory, and are 








GUARANTEED ALL LEATHER 

















No. 270B — Sizes 1 to 5. Mock]heel, flexible turns. 
Patent leather, white kid inlay — ed amp. Milo 
buttons. Perforated. Price per pair. . . $1.10 


Write for catalogue of 1923 Spring and Summer styles. 
Also new Spring display cards. 


_ _y4" 


Smperal Chilivens hoe Corporation 


MANUFACTURERS 


ROCHESTER, N.Y. 
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Two New Patterns 


IN WASHABLE KID 


Shown by Tober-Saifer 


In Stock For At Once Delivery 


Also a Complete Line of 


White Cloth Oxfords and Straps . 
For At Once Delivery 
WRITE FOR SAMPLES 


New Style 3720—White Washable 
Kid One Strap Pump with the new 
high throat patent inlaid—high 
grade turn sole—1l4-8 Spanish 
covered heel—a very snappy style— 
A-B-C widths. 

2% to 8 


*5.15 


Style 3720 
$5.15 


New Style 3722—White Washable 
Kid One Strap Pump—White Kid 
inlaid quarter—High-grade turn 
sole—14-8 Spanish covered heel— 
an attractive and distinctive num- 
ber—A-B-C widths. 

2% to 8 


*5.25 





Style 3722 
$5.25 


TOBER-SAIFER SHOE CO. 


MANUFACTURERS AND DISTRIBUTORS 
NOVELTY FOOTWEAR IN STOCK 


1312 Washington Avenue St. Louis, Mo. 
Chicago Salesrooms, 505 Lees Building 
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EYRE 


Shoes of 
Artistic Perfection 


Eyre Shoes are made to your 
order—Turns in five weeks, 
Welts in six weeks. Prices or 
samples submitted on request. 


“THE IRIS” 


A sandal in which smartness is com- 
bined with good taste and refine- 
ment. It is being produced effec- 
tively in all of the vivid color stocks 
and in fabric, as well as in the patent 
leather in which it is shown, and 
lends itself effectively to combina- 
tions as well. 


Of course Eyre quality is back of 
this — and Eyre quality is of known 
standard. 

If not before, at least see our models 
and display at the Brooklyn Style 
Show, Hotel Commodore, New York, 
May 21st to 24th. 








The PEDI iuinic 


The successful combination of orthopedic correct- 
ness and comfort with pronounced style and 
grace are features of this line that have gained 
for it a nation-wide recognition. 








Fred A. Eyre @ Co., Inc. 


Brooklyn — - 


New York 
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FABRIC Novelties 





Your wholesaler should be 
ready to supply your de- 

mand for Cushman-Hollis 
O csler Trin, Reltor ed fabric footwear—None better! 














These _| These popular “Tut” San- 

Shoes dals are also made in 

Sold white fabric with differ- 

Through ent trims—white calf, 

Wholesalers patent leather, green, 
Exclusively Satin “Tut” Sandal, blue or red. 

Black Ooze Trim. 


Leather Lined. 














A business of our size and kind can 
only be handled by wholesale dis- 
tributors. It is impracticable to 
supply our retail merchants in any 
other way. 


Cushman-Hollis distribution is com- 
plete and nation-wide. This means 
that there is a distributor near you, 
ready to serve you. Place your or- 
ders with him as soon as you can, 
and we know that you will be well No. 831—Canvas Two-Button 


served. One Strap, Louis Heel. 











Cushman- Hollis Company. 


BOSTON{OFFICE FACTORIES AND 
177 LINCOLN ST. HOME OFFICE 
ALBANY BLDG. AUBURN, ME. 
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No. 533—Misses’ all Patent one-s(rap cul-oul pump, 
plain toe, Goodyear welt constr., Ri r Heel. Sizes 
12-2. B,C and D $3.00 
Cand D... 


84-11% Spr. Heel. i 
tales In Stock May 1st 


No. 842—Misses’ Patent vamp, Gray Bk. Qirs. one- 
, Rubber py 





-2. B,C and D. 
Ve Spr. Heel. C amd Douo...........ccceceeeeenees $2.65 


84-11 
In Stock May 1st 





No. 9563 


No. 9563—Desert shade beige buck wide Brown Calf 
two-button perforated strap and slashed tip, Goodyear 
welt constr., 8-8 Rubber Heel. Sizes 244-8. ye 


Delivery four weeks 
No. 9559 buck wide Patent two-bulton perf. 
strap and s' tip, Goodyear welt consir., 8-8 
Rubber Heel. Sizes 244-8. AA-D $4.25 


Delivery four weeks 











— 


—— 
———__—— 


GROWING GIRLS’ 
WELTS 











MISSES’ 
STRAP PUMPS 


KO-REC-TOE 


REG. U.S.PAT. OFFICE 


Girls’, Misses’ and Children’s department 


ies—a com- 
because it is your future Women’s De- 


means all that the name impli 
bination of snug arch, ankle and heel fit- 


ting qualities affording the maximum 
comfort—which hold their shape through- 
out the life of the shoe. 

Made in attractive patterns and styles 
that appeal to the younger set. Don’t 
everlook the possibilities in your Growing 


partment, whose popularity is increased 
by the natural influence of satisfactory 
Children’s and Growing Girls’ shoes. Ko- 
Rec-Toe shoes eliminate foot ills and pro- 
mote the healthy growth and develop- 
ment. 


THE L. D. STICKLES SHOE CO, 


MANUFACTURERS 
RED WING, MINNESOTA 


ES 
‘TOE 


Ko-Rec-Toe Shoes 
“Made their way bythe AQ- 
way they are made,” ' 





fhe Boo a 
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Great Sales Falue 
hor Spring Selling 


An oxford for which we predict a splendid future. 


Made with a patent vamp and quarter, and a 
handsome top of suede, with lattice perforation— 
this oxford tie will meet the most exacting demands 
of style, workmanship and salability. 


Here is an Allen-Goller creation which volume 
buyers can buy with assurance and for a sure 
profit. Get in touch with our sales represent- 


atives at once. 














ALLEN, GOLLER SHOE Co 
60 K STREET, SOUTH BOSTON, MASS. f G 
sl ie 


i NTT ni IA fk 
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W. B. Coon Co.'s conception of a really useful In-Stock department is one that 
carries ALL sizes instead of only a few sizes. 








On the market but a short time— 


already recognized as 


*““A VERY GOOD NUMBER TO HAVE ON HAND” 








B930—Black Glazed Kid Cross- 
Strap Sandal, imitation tip, 300 
combination last, 14-8 rubber EEE 
Cuban heel. 


LEN . 
) pan FITTER ) A black glazed kid welt, cut over a new 
R narrow cross-strap pattern and built over 


TRADE MARK : : 
one of the most perfect fitting combina- 


tion lasts available. 


B930 is an “all-around” fitter that will please 
practically every woman from a style standpoint. 
It sets smoothly, with no “gaping” on the low 
instep; can be adjusted readily to fit the high in- 
step and comes up to the arch in a manner which 
will satisfy anyone interested in a snug-fitting 
arch and instep. As it is built over a combination 
last, it will cling to the slenderest heel. 


The size range is most unusual 


1 to12in Widths A toE 
21% to 12 in Widths AAAA, AAA, AA, EE and 


ATTENTION, EXPERT FITTERS AND PRACTIPEDISTS: Cross-strap patterns owe their 
popularity to the fact that they can be adjusted to fit any instep without affecting the fit or ap- 
pearance of the shoe. It is the one strap pattern which will accommodate an arch support, and 
the straps act as a bandage through:the instep giving the support of a boot or oxford. While 
B930 serves orthopedic purposes;: it represents no extra investment, for it is a style and not a 
freak shoe. ; 


- ROCHESTER, N. Y. 


Extra for large sizes 
Chicago Office 8% and 9 
506 Security Bidg. 
189 W. Madison St. 101% and 11 
18% and 12 








The Boot and Shee Recorder will appreciate your mentioning the publication in replies te advertisements. 














NISNOOSIA COST OV A TIA 


ANVGWOO SAOHS NAdSO 


4IaGTOA MIOLS NI 4OdA ALTUM 
"819104q 19491\) “YOD]q U} CAOgD ev psofxg owMS—zzEz “ON MIOLS 
‘skoq sf 19K ‘sh0q OF %S *00°S$ 94d 
‘OL 03 9 ‘sams §=“syIPIA @ PUP D UI yI0Ig UT “(3807 
491NYI1d) ‘Psofxg fry poy 41194 —ZIIE °°N MIOLS 


LIA PU ALITVAO “ATALS 
yIOIG 1NOX 
ul paany nox psofxg ay? isnt 


April 21, 1923 


your mentioning the publication in replies to advertisements. 


x 
& 
Q 
& 
So 
Oo 
& 
x 
& 
i) 
x= 
~” 
Q 
z 
< 
w 
So 
So 
ine) 


will appreciat 














April 21, 1923 BOOT AND SHOE RECORDER 145 


FRENCH.SHRINER & URNER 














MENS SHOES 





STYLE NUMBER 8&8 
White Buck. Russia trim- 
med oxford with im- 











SPORT SHOES 


Selling French, Shriner & Urner Sport Shoes is like selling 
“Sterling Silver” —it puts your store above “the crowd.” 





F. S. & U. Sport Shoes have the same pleasing combination of 
smart style, perfect comfort and unusual wearing qualities that 
distinguishes all shoes bearing our trade mark. 


If you sell F. S. & U. Shoes you sell the best. 


Immediate Deliveries from Stock 


FRENCH, SHRINER & URNER 


Factory and Salesrooms: 63 Melcher Street, Boston, Massachusetts 



















S uperiority fyuilt in 5 


'S EXTRA 


Not Rubbed On 


The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 


— 














BOOT AND SHOE RECORDER April 21, 1923 

















Something entirely different in 
white effects. Designed for dis- 
criminating trade. Styled to the 
demand of the hour. Certain to 
return its initial cost many 
times to the merchant who 
features it. 





“Note the Hug at the 
Heel and the Grip on 
the Foot.”’ 


[His style is planned in accordance with seasonal 
tendencies and is sure to find a splendid reception 
among more exacting customers. It is so thoroughly 
up-to-the-minute, so carefully made that you can sell 
it confidently and easily. 

The model is a combination of white and violet, 
suggesting endless combinations of colors to match the 
gowns of the wearer. 


KIMBALL & SHERMAN CO. 


Haverhill, Mass. 
Boston Office, Rice Building, 10 High St., Room 701 
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A New “Just Wright” Shoe 
on a New “Just Right” Last 


IN STOCK 


Ready to Ship on Our 
Usual 24 Hour Service 


$650 


This men’s Tony Brown calf oxford has the “swanky” 
lines of the college shoe. Carries a Wingfoot Rubber 
Heel. Made on the new Frat last. Widths AA to D. 
It is a shoe that will tone up your stock and give you 
extra sale advantages. We suggest sampling this shoe 
by an order today. 


Send ‘for New Spring and Summer 
Stock Style Catalogue, Just Out. 


E. T. WRIGHT & CO., Inc. 


ROCKLAND, MASS. 
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B 314—Patent Colt Sphinx Panel, ~ B 315—Beige Buck Theban Sandal, 
Heel with Rubber Top Lift, Welt .....$4.50 B317—Beige Suede Two-Strap, Field Heel with Rubber Top Lift, Welt........94. as 


Mouse Kid Trim, 15-8 oaa*s Covered 
B 316—White Buck Theban Sandal, 8-8 
Wood Heel. Turn... ... - O50 White Ivory Heel with Rubber Top itt 
B 305—Gray Charmooz Suede One Strap, 
pse-G iray Suede, G roy Kid Trim, 16-8 Gray Kid Strap, Imitation Tip, 10-8 Heei 
nish Covered Wood Heel, High-Grade with Rubber Top Lift, Welt.............. $4.85 
F SS $6.50 
B 303— Black Satin, "Wood Heel, Hi aria, 44-8 a | psth—_tele Be ede, Sunset Russia Trim, 


16-8 Spanish Covered 5 Cc, D. Dickey I 10-8 Heel with Rubber 
Grade Hand Turn.. Terms: Net 30 Days . Welt $5.65 


JOY, CLARK & NIER, Inc., Rochester, N.Y. 


L__ New York Office, 127 Duane ste Murray Klein, Representative 
































GROPINGIN THE DARK 


Time was when the purchase of advertising space was 
a “blind groping in the dark.”” Advertisers had no means 
of checking a publisher’s statement of circulation and often 
these figures were unreliable. 


In six years the Audit Bureau of Circulations has solved 
this perplexing problem. By a systematic analysis of dis- 
tribution and methods this organization is able to supply 
just the data an advertiser needs. The darkness is dis- 
pelled and the bright light of verified facts takes its place. 
Space buyers no longer find it necessary to grope in thedark. 


There are no dark spots in the Boot and Shoe Recorder 
circulation. Our records are audited by the Audit Bureau 
of Circulations. 


Tho Hass Gnd Ghao Sessnden GED aqpuediate guar cuntiuing tho gubtiistion te cule to Givi. 
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Two Arnold Glove Grip Styles 
You Will Like to Sell 


Both Brown Kid and Black Glazed Genuine Kangaroo 





The opportunities for more business 
are ever present with these Arnold 
“Glove Grip” shoes in your stock. 
Their style, the “Glove Grip” fea- 
ture, the range of widths and run of 
sizes bring a wide market within 
your reach. No other shoes, even 
in our own line, meet the special 
requirements of some trade as do 
these. They are both combination 
lasts, with the “Glove Grip” 
feature. 





Send for Spring and Summer Stock 
Style Catalogue—S—Don’t forget the—S. 
It’s our guide for Service. 








IN STOCK 
Model S$ 714, THE TRIM-ARCH— 
Arnold Glove Grip, Women’s Oxford, 
Combination Last, Tabasco Brown 
Kid, Folded Tip, 14-8 Half Rubber 


AAAAA-AAA, 4 to 10; AAAA- 
to 10 Pr -C 


AAA 2% to 10 


Model $716, THE TRIM-ARCH— 
Arnold Glove Grip, Women’s Oxford, 
Combination Last, Glazed Kangaroo, 
Folded Tip, 14-8 Half Rubber Heel. 
Sizes: AAAAA-AAA, 4 to 10; AAAA- 
AA, AAA-A and AA-B, 3 to 0 Ss 


eel. 
Sizes: 
and B-D,2% to 10. Price 


AA, AAA-A, and AA-B, 3 
and B-D, 2% to 10. Price 


Whatever your stock comprises, 
strengthen it by a liberal number of 
pairs of the “Arch-Maid,” a cor- 
rective shoe with style, and the 
“Trim-Arch,” a very neat, dressy 
model. You'll soon repeat your 
order, as sales will be steady. These 
shoes are an ideal merchandising 
proposition, possessing as they do 
stable features which make them 
fashionable at all seasons, for all 
occasions. Arnold “Glove Grip”’ 
shoes are Nationally advertised. 
You can “Cash in,” in a big way, 
by featuring this line. 

=_ 


. 


«f 
—}+-+ ieee! 
al 





Look for ARNOLD’S GLOVE GRIP ad- 
vertisement in the May 12th number 
of the Saturday Evening Post. 
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IN STOCK 


Model S 718, THE ARCH-MAID— 
Arnold Glove Grip, Women’s Oxford, 
Combination Last, Tabasco Brown Kid, 
Folded Tip, 12-8 ‘Half Rubber Heel. 

Sizes: AAAAA-AAA, 4 to 10; AAAA- 
AA, AAA-A and AA~B, 3 to 10; A-C 
and B-D,2%tol0. Price $6.50 


MASS. 


NEW YORK OFFICE 
127 DUANE STREET 


AAA 2% to 10 

Model S719, THE ARCH-MAID— 
Arnold Glove Grip, Women’s Oxford, 
Combination Last, Glazed Kangaroo, 
~Folded Tip, 12-8 Half Rubber Heel. 

Sizes: AAAAA-AAA, 4 to 10; AAAA- 
AA, AAA~A and AA-B, 3 to 10; A-C 
and B-D, 2% to 10. Price $6.25 


M. N. ARNOLD SHOE COMPAN® 


NORTH ABINGTON, 


BOSTON OFFICE 
() (Room 801) 10 HIGH STREET 


MSS SSO OOO8982928200032 


ARNOLD 
GLOVI 
GRIP 











SHOES 








your mentioning the publication in replies to advertisements. 
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Holding a Special Sale on One Line 


“Martha Washington Week”’ as conducted by Gim- 
bel Brothers of this city last month, was probably one 
of the most successful retail affairs of its kind ever held 
here. Though originally scheduled for one week, the 
sale was held over for a second week to accommodate 


the surplus shoppers. 

A new and unusual system of advertising, coupled 
with special window display work, was a large factor 
in the success of the week. Instead of making a big 
“splurge” shortly before the opening of the week, and 
advertising special bargains and the like, the footwear 
department, under charge of Charles Collar, merely 
announced the week’s arrival with advertisements of 
double the size of the usual footwear space. Then, 
throughout the week, the custom was followed of mak- 
ing each day a concentrated period for the disposal of a 
certain definite type of footwear. Advertisements for 
that day, while mentioning “Martha Washington 
Week” in a prominent place, did not, as so many ads of 
their type do, feature the week itself rather than the 
particular bargain being exploited in the advertisement. 

Thus, one day would be given over to the Martha 
Washington comfort slippers in black, selling at $3.69; 
another to Martha Washington comforts in brown and 
black kid welt at $4.85; another to hiking boots. Martha 
Washington varied colored comfort shoes at $5.69, and 
Honorbilt black vici kid shoes for men at $3.95 were 
also given a day each during the sale. 

By concentrating on one line, and by subdividing 
that line into special bargains, and hooking up window 
displays and interior displays along the same plan, the 
remarkable results achieved were made possible. 

Charles Collar, head of the department, and a veteran 
of many sales, states that the method employed in this 
particular ““Martha Washington Week” is the most 
successful he has ever used. The policy of taking one 
line, exploiting it as a line, and then using the reputa- 
tion gained for that line as a basis for a special Sale is 
one of the best stock-movers known, according to ‘Mr. 
Collar. With proper handling a special week for a well- 
known line of footwear may well become an established 
and eagerly awaited retail event in any city. Although 














































APPROVED BY 
MEDICAL MEN 


As a sturdy support for the ankles of 
i Children and es a fully venti- 
a Mg 












its use. 
Make your stock of 


recommend 
“noone children's shoes | 
Brockton 2133 
for immediate action. 
BURKLEY 


SHOE CO. 
1156 No. Maim St. 
Brockton, Mass. 










Mr. Collar disposed of more Martha Washington and 
Honorbilt shoes than the total of all other lines com- 
bined during “Martha Washington Week,” general 
sales volume showed a great improvement. Special 
sales of this character have the effect of drawing trade 
to a store, and when footwear of the advertised line 
does not fill requirements, something from the rest of 
the stock often does. 





Sprinting Shoes 


Selling Them Helps Along the “Walk and Be Healthy” 
Campaign 
By LAWRENCE P. DUFFY 


Shoe merchants may gain a bit of busines& by selling 
sprinting shoes. They retail at $6 a pair, ‘or there- 
abouts. The profit in them is good. But the per pair 
profit is not the main point. It is the indirect results 
that bring the largest benefit to the shoe trade. Start 
youngsters to running early, and they will be good shoe 
wearers the rest of their lives. They will ‘““Walk and Be 
Healthy.” 

A typical shoe for sprinting or jumping is made of 
kangaroo, with a light sole and tap, and no heel at all. 
Its spikes are of hand forged metal. It is as light as a 
feather, which is as it should be, for a few ounces extra 
weight on the feet may lose a close race. The quarter is 
glove fitting, so that it won’t slip off during a race. There 
is no counter in it. 

Running is one of the best of sports, speaking from 
the point of view of the shoe man. Foot work is the 
chief part of it. A youngster who learns to use his feet 
on the athletic field is a good walker, and a good wearer 
of shoes, for the rest of the days of his life. 

Every youngster likes to run a race. It’s human na- 
ture. The boy on the farm peels off his shoes and runs 
bare-footed, to be nimble on his feet. The boy of the 
city puts on sprinting shoes and runs on the cinder path 
of the athletic field. There are more school boys and 
college sprinters in the country today than ever before, 
just the same as there are more baseball players and 
more golfers. So there are more chances to sell sprint- 
ing shoes. 
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ASK YOURSELF THESE QUESTIONS! 


If you want the maximum of advertising results, ask your- 
self these questions when selecting mediums: 

What is the evidence of READER INTEREST? 

Is the paper essential to its field? 

Is reader interest proven. by voluntary paid sub- 
scriptions? 

Are the paid subscriptions audited by the Audit Bu- 
reau of Circulation? 

(Twelve Thousand “Boot and Shoe Recorder” 
paid subscribers are audited by the Audit 
Bureau of Circulation.) 

Is the character of the paper verified by the Asso- 
ciated Business Papers, Inc.? 

(The character of the “Boot and Shoe Recorder” 
is verified by the Associated Business Papers, 
Inc., of which it is a member publication.) 
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Changes in Business 


Current Events in Failures, Sus- 
pensions and Activities in the 
Shoe and Leather Trade! 


FAILURES 
Boston.— Maverick Shoe Co., shoe manufacturers, 


assigned. 

Everett, Mass.—Bunker Hill Shoe Co., shoe 
manufacturers, reported meeting of creditors was 
omens for [for April 13, last. 

shoe manufacturers. , reported 
- creditors scheduled for April 10, last. 

Lynn, ass.—Shapiro Co. p wet manu- 
facturers, reported oe to on Black- 
man. 


ames soe into 
receiver appoin' 
- usa, La.—Gus Levin, oon. etc., 
ering to compromise at 25 per cent. 
Baltimore, Md.—Leon Doline, shoes, 
meeting of ae scheduled. R offer- 


to com 
Minseiks: . Minn —) —M. A. Callahan, shoes, etc., 
Brooklyn, N. Y.—Abraham Branhner, shoes, 


seqested a titioned into bankruptcy. 
ax Natkin as —_ Avenue) shoes, 
of creditors “Ts 


meeting 
Atlantic City, N. a Gordon (2428 At- 
lantic Avenue) shoes, etc., reported meeting of 
creditors was scheduled tor April 17. 
dy, N. Y.—Mrs. Sarah Cohen a (ihe 
— (136 Broadway) shoes, reported offering 
compromise at 30 per cen 
New York City.—David Fishbein (2669 Eighth 
Avenue) shoes, reported assigned; also reported 
poumenes De into bankruptcy 
Shoe Shops, i. 56 a ay Road) 
shoes, ag yen into 
Cleveland, Ohio.— Blum Shoe Co. Sr Clair 
Avenue) shoes, reported closed by sheriff or 
execution. 
Hamilton, Ohio. —Miami Shoe Co., shoes, reported 
petitioned into bankruptcy. 
an .—United Shoe om. snoes, 
‘ering to compromise at 20 per cent. 
a ye Ohio.—Rupp & Wittgenfeld Co., 
lea reported ao = into bankruptcy. 
Wichita elle Texas.—Salmon & Nutt, shoes, etc., 
offering to compromise at 30 per cent. 


CHANGES 


Boston.—Adamite Tanning Co., tanners, recently 
commenced business here and recently incor- 


porated. 

Cornhill Trading Co., leather, etc., incor- 
porated with authorized capital $10,000. 

Federal Arch-Lift Mfg. Co., arch-lift manu- 
facturers, reduced authorized capital to $75,000. 
Brockton, Mass. —Doyle-Mullins Shoe Co., shoe 
manufacturers, increased authorized capital to 
Mesa, ‘Ariz. —George . Johnson (The Toggery) 
shoes, ; ee ES “Elufson admitted to = 

— 


Los Angeles, Calif.—The Shoe Shop (304 Alvarado 
Street) shoes, succeeded na Frank Baggio. 
Griffin, pa —K. C. Barr, shoes, reported selling 
or 
Troy, Idaho. —Myklebust Bros., 
Cy by T. A. Myklebust 
Chicago, [ll.—Hamton Shoe Co., wholesale shoes, 
out of business. . "¢ 
iolmgren Department Store (5402 lark 
Street) shoes, etc popepted selling or sold out. 
oo ache (420 Armitage Avenue) shoes, 
etc., succeeded by William Zaleska. 
Kanter & Mastrofsky (3240 S. State ag f 
shoes, apa partnership—succeeded by H. 


—— Ia —B. Gladish, shoes, succeeded by 


Wi 

Hemmpena, Ind.—Sam Golden, shoes, etc., suc- 
ceeded Herman Lynn. 

( ate, Ill.—Ss. E. "lane A meng Boot Shop) 

selling or sold 
Duguoin, f 1l.—Cut Price Store i. W. Dunn) 
.» will discontinue. 

La Soin, Tt —M. W. Gordon, shoes, etc., reported 
selling or sold out. 

Baltimore, Md.—Louis Kovens (561 N. Gay Street) 
_ shoes, succeeded by Morris Kovens. 

Centerville, Md.—E. E. K , shoes, etc., 
succeeded by 8S. E in. 

Hagerstown, Md.—Mahlon H. Haines = North 
Jonathan Street) shoes, reported sold 

St. Louis, Mo.—Huette-Bourquin Shoe C Co. —_ 
18 North 6th Street, 716 Olive Street) shoes 

neorporated with authorized capital of eggs 

Seabrouk, I N. H.—F. E. Adams Co., shoe 

manafactarers, increased authorized capital to 


shoes, etc., 
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Milbradt Rolling 
Step Ladders 


are made in a great many 
styles to suit all kinds 
stores and shelving. 
will enable you to 


t al with less help, 
od the wear and 


Wette foe, om Sot ate 
wing sty 
ladders as well as other 
store fixtures. 


* Milbradt 
Manufacturing Co. 


2416 No. 10th Street 
ST. LOUIS, MO. 








t, lightest and most 
ce fitting stool on the market. 





Finished Golden Oak or 
Mahogany 


Carried instock by all wholesale shoe and 
ings houses. Kg Baal cannot 
-—- 2, & from us. 
MILBRADT MFG. COMPANY 
2416 N. 10th St., St. Louis, Mo. 


For thirty-five years manufacturers of 
Milbradt ve Step Ladders 











Bicycle 


STEP 
LADDERS 


‘are made 
in many 
styles and 
to fit all 
kinds of 
shelving. 


Sion giving full 
description 
and e 

THE BICYCLE 

STEP LADDER 
COMPANY 


67 Randolph St 
Chicago, Il). 


Where to Buy 
Wanted Styles 
An Extra Editorial Service to 
“Recorder” free for 


readers, . the ask- 
ing, with authentic information on 
ourrent problems. 
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SHOE ‘CORDER to 
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ltime 7 times 13 times wy yy a ys 


issue: 
Space 
1 On. ee $5.00 $4.00 $3.50 
eee 10.00 8.00 7.00 
fee 15.00 12.00 10.50 
Bites ecvas 20.00 16.00 14.00 


CLASSIFIED AND OPPORTUNITIES DEPARTMENT 


Recorder rates for space less than one-eighth page per 


m allowed 
9.00 7.50 desire replics 
12.00 10.00 


ang WANTED—Four cents per word for each 
imum accepted, sevent 


forwarded di to their address, 
pe em A HR EB 
Answers to ads must be sent under letter postage. 


Payment in advance is required, except when regular advertisers, as amounts are too small to open accounts 


insertion. 
seventy-five cents. For other 
each i 











SALESMEN WANTED 


SALESMEN WANTED 





POSITION WANTED 








GALESMAN WANTED to carry an established 
line of ladies’ and men’s all-worsted and silk and 
worsted hosiery to the retail men’s ~~~ 
shoe trade in New England on a commission basis 
as a side line. Address D-927, care Boot and Shoe 
Recorder, 207 South St., Boston, Mass. 


ALESMAN with established trade to carry well- 





WISCONSIN manufecturer of quality work and 
shoes would like to get in communi- 
cation with ade salesmen who have estab- 
I M Lk - 2% 5 - 
Vania. ust e lence in 
om aie to travel on vy 7 cent com- 
Address D-908. and Shoe 

Recorder, 189 W. Madison 8t., ‘Chicago, mi. 





known line of silk hosiery. Straight 
sion. All territories open sive reference in first 
letter. Address Ken- Lo Hosiery Mills, 1815 Bris- 
tol St., Philadelphia, Pa. 


XPERIENCED SALESMAN WANTED— 

Fast-growing ladies’ novelty house. Near-by 
territories open. Commission. Katz Shoe Co., 
138 W. Broadway, New York City. 








GALESMAN to cover territory outside New Eng- 
land on commission for retail line misses’, chi 
dren's and growing girls’ high-grade pee. Must 
have No. 1 accounts. one other apply. 
Address D-922, oe, Boot and Shoe Recorder, 207 
South St., Boston, Mass. 


WANTED—Salesman to sell wholesale trade 
men's popular priced welts. M. F. Kelley 
Shoe Co., Stoughton, Mass. 


Smeal tie os po State of tise 
sin, to sell our line of 








Mibiehe a & Inc., 


ALESMEN—Side line 
See every aie SR og —) = it. 


Full commission ae Diana Manufactur- 
ing Co., Uniontown, Pa. 


ANTED— 














Iowa, Kentucky, Missisippi, 
Ohio. Address D-899, care Boot and Shoe Re- 
corder, 207 South St., Boston, Mass. 


ALESMEN WANTED-—Shoe salesmen to carry 
side li commission basis best medium- 


from all parts of the ta 

terri you cover send references in 
letter. We pay liberal commissions and our 
are sell. Apply The Brown Warner 
Co., Franklin, Ohio. 





—_ Wanted 


Ex mced Shoe Salesman Wanted 


by mati F; medium 
riced Ladies’ fine elts and 
urns for the follo S ecuutbentene 

Ohio and West Virginia. t 

sentative earning from $6000 to 


commission yearly. Will only pons 
man who has been carryi similar 
line in this same a tate age, 
experience, lines amount of 
business booked ae @ arrange- 
ment desired. Factory will not need 
this man — july 1. Address -2 D918, 
care Boot and Shoe Recorder, 810 Sec- 
= National Bank Bidg., Cincinnati, 








Salesmen Wanted 


An established 
large and efficien 
is rearranging 
wishes 00 ane tn in 
salesmen for G: 
and Children’s 
New England, N 
and Pennsylvania 


exclusively of 
w York State, Ohio 








Do not waste ; time or beg un- 


success 
Box D-919, care 
, 207 South St., 
‘a \ 1), uN 


i 


in selling it. 
Boot and Shoe 
Boston, Mass. 


ITION WANTED—Salesman wants line of 
women’s medium or je line of shoes for 
the States of New York, New Jersey and Pennsyl- 
vania. Retail i only. Have established ished trade. 
Fp and can produce results. Address 
, care Boot and 4 Shoe Recorder, 127 Duane 

Be ~ * York, N. Y. 


MALL SHOE MANUFACTURER—Y 
man, 25, seeks connection as eeper 
salesman for | maaoufacturer. Two years simi- 
lar experience for Brooklyn turn manufacturer. 
Address K-740, a Boot and Shoe Recorder, 127 

Duane St., New York. 


HAVE HAD seven years’ experience in — 
wholesale shoes. Waukd like to heer bem men 
facturer for Chicago territory. Address D-925, 
care Shoe Recorder, 189 West Madison 

St., Chicago, Illinois. 











LINE WANTED 





LINES wanted for Mexico—By two well- 
shoe salesmen, with fol among 
the large buyers—several non ing lines. A 


good onportunity for first-class represen 

that republic awaits you. Address D-923, care 

sees and Shoe 207 South St., Boston, 
ass. 





INE WANTED—Young man, with eight years’ 
Litetail experi ion with 








, desires connection manu- 
facturer or jobber of women’s novelties for Eastern 
Pennsylvania A-l q it el 
ance fine personality. Address D-924 care 
| no and Shoe Recorder, 207 . Boston, 

ass. 





TZ LET on the o- Avoly to"! - South Neral 
for a shoe store to wd Goodwin, 
North Main St., sue, Comm 





TO LEASE 


HOE MEN, ATTENTION!—We have a de- 
partment to lease, second , in an old-estab- 
lished successful departmen tstore. Situated in the 
heart of business district. City of 125,000 inhabi- 
tants. Address P. O. Box 77, ton, N. J. 








Opportunity 


Excellent opportunity is of- 
fered to salesmen in various 
parts of the country to carry 
specialty side line of three or 
four Goodyear welt work shoes. 
Splendid value. Easy to handle. 
Write giving full particulars as 
to territory. Indiana Shoe Cor- 
poration, Marion, Ind. 














SALES WANTED 
We have open for experienced 
met mm hg eg me 


and the New England States. Line 
consists of high-grade work and Semi- 
Dress welt and shoes. Give full 
particulars with ication. Edward 
A. Luedke Shoe » Milwaukee, Wis. 


= 
POSITION WANTED 

















POSITION: WANTED—Young shoe man now. | 


Well = ted with the 
trade. 
Boot anl “Shoo Recorder so? 


cars i the gare 
ddréss, D-9 
South St., Balen, Me ass. 





Shoe Department 
KRAUSS CO., Ltd. 


NEW ORLEANS, LA. 


The leading popular-price Depart- 
ment Store in the city, is erecting 
a large addition, and will have for 
lease a 100% ground floor location 
for a Shoe Department. Address 
D-920, care Boot and Shoe Re- 
corder, 207 South St., Boston, Mass. 
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TO LEASE 





HIGHLY SUCCESSFUL department store in 
thriving Southern city of about 150,000 would 
lease its ladies’ and children’s shoe de ment. 
Highest sales, $55,000. Could be doubled first 
year with es management. Stock now 
caout $15,000. Address D-926, care Boot and 
Shoe Recorder. 207 South St., Boston, Mass. 





Shoe Department 
KRAUSS CO., Ltd. 


NEW ORLEANS, LA. 


The leading popular-price Depart- 
ment Store in the city, is erecting 
a large addition, and will have for 
lease a 100% ground floor location 
for a Shoe Department. Address 
D-917, care Boot and Shoe Re- 
corder, 207 South St., Boston, Mass. 














FOR SALE 





R SALE—Shoe store, $8,000 stock, in a town 

of thirty thousand inhabitants in Central Ohio. 
Address D-929, care Boot and Shoe Recorder, 207 
South St., Boston, Mass. 





ERE’S a real unity for someone that 
wants to go inte iness. Store for sale, 
established business, good clean stock, good joca- 
tion. We handle shoes and gent’s furnishings. 
Want to retire from business. ‘or information 
write to Wilmington, Ill., Box 151. 





WANTED TO PURCHASE 


WANTED TO PURCHASE 








DO YOU CONTEMPLATE 


Retiring or going out of business? We will 
age A our entire or surplus stock of 


shoes. Leases eet tome toons taken 
over. Established 2 28 years 


FECHTER-OLENICK MERCANTILE 
CORPORATION 
650 Broadway, New York Tel. 0095 Spring 


CASH PAID 


for entire shoe stocks or surplus stocks of 
shoes or other merchandise. Any quan- 
tity. Prompt attention given. 


KIRSCH-BLACHER CO., Inc. 
293 Church St., New York, N.Y. 
Phone Canal 0679 








THE NEW YORK EXPORT 
PURCHASING CORPORATION 


596 BROADWAY, NEW YORK, N. Y. 
PHONE—SPRING 9965 


NG 


SURPLUS STOC 

BUY ENTIRE STOCKS )CASH 
hand fer sales 

Bargains in — always en : special 





We bu highest cash price 
for retai 2S gt - tf - of shoes or 
any other ise. as ak 
Foote yease cur apenlalty.. 
Bank and 


BROOKLYN PURCHASING SYNDICATE 
FRANK WALKER, Proprietor 








610 Broadway, yn 
Phone Stagg 1757 











CASH PAID 


Leases 
We will send a representative to investigate 
and make offer upon request. 


1 Broadway, New York City 
Phone 5160-5161-5162 





MISCELLANEOUS 


























MISCELLANEOUS 





FOR SALE 
Exclusive shoe store, city of 15,000 
Monongahela Valley. Best location 
im city. a 15 years. Good 
fixtures, nice clean stock, cheap rent 
and good money-maker to anyone un- 
derstanding shoe business. If inter- 
ested, can make an attractive pro; - 
tion. Want to sell . = "Address 
D-921, care Boot and S$ 
207 South St., Boston, Mass. 








FOR SALE 
SHOE MANUFACTURING BUSINESS 
LOCATED IN SOUTH BOSTON 


near South Station, fully equi to 
make Men’s Goodyear Welt Shoes, 
with capacity of nine hundred a 
day, | could easily be changed wo- 
men’s shoes if desired. Plane. now 
shoes with complete manu- 
facturing organization, and good lease 
of mises, with electric power, light 
and heat furnished by building own- 
= - very attractive proposition and 
oar: at a low price, for 

cash on only, no other proposition con- 
t ownership is a cor- 

—— = ae financial condition 
and high credit standing, with no in- 








FAMOUS GLASS 
FIXTURES 
Shown in Catalog 18 
Wood Fixtures 
Catalog No. 14 
Metal Fixtures 
Catalog No. 20 


Window Valances 
In Stock—Ask for Samples 


Window Rugs and Plash 
Write for Samples 


The Hecht Fixture Co. 





Medinah Bldg., Wells and . Jackson, 











Metal Shoe Fitting Stools 


and.Floor 
Mirrors 





No. 141 


Wrie je THECHICAGO 
od Pre WIRE CHAIR CO. 


621 N. La Salle Street 
Chicago, Ill. 











SHOE STORE 
CHAIRS 
SETTEES 







WINDOW DISPLAY FIXTURES 








Each issue copyrighted by 


Cable Address BOOTRECO 











No Subscription Accepted for Less Than One Year 


Member of the Associated Business Papers, Inc. Member of the United Publishers Corporation 
on coperighted by the Boot ana Shoe Recorder Publ 





de’ Address D-930, care Boot NEW YORK SHOW ROOM The OSCAR QNKEN co. 
— 70 West 36th Street Chicago | 1181 4th St. CINCINNATI, OHIO 
- “ Just East of Broadway 
ihe exbocrigtioe Pra BE ay Bh we wy Sy og bm which includes postage in the United States, Cuba, 
Hawaiian Is rol mngg =a Islands. Bes Es Alaska, ico, ta Rica, Dominican R: Nicaragua, 
El Salvador, umbia, , Peru, Uruguay, Spain, The Balearic Islands and cr Canary Islands. 


ion. Member of Audit Bureau of Circulation. 
ishing Co. Entered at the Post Office, Boston, Mass.. as class matter. 
ISSUED EVERY SATURDAY AT 207 SOUTH STREET, BOSTON, MASS., U.S. A. 


Printed in U.S. A. 


























154 


BOOT AND SHOE RECORDER 


INDEX TO ADVERTISERS IN THIS ISSUE 









BOOTS AND SHOES 





Alden, C. H., Co., Abington, Mass.......... 60 
Allen-Goller Shoe Co., Boston............. 142 
Arnold, M. N. Shoe Co., No. Abington, 

DDS c cesndvesnivendesevteabuncsceesnens 149 
Bancroft-Walker Co., Boston.............. 124 
Banister, James A. C., Newark, N.J....... 58 
Barnard, J. W., & Son, Andover, Mass..... 112 
Barry, T. D., Co., Brockton, Mass.......... 113 
Battreall Shoe Co., St. Joseph, Mo......... 122 
Beals-Pratt Shoe Mfg. Co., Milwaukee, Wis. 8 
Berry, A. H., Shoe Co., Portland, Me....... 4 
Best-Ever Slipper Co., Inc., Brooklyn, N. ¥.115 
Bleeker Shoe Co., New York City.......... 112 
Brockton Co-operative Shoe Co............ 114 
Brooklyn Shoe Mfrs. Board of Trade. 

PEG Ble Wisnesenesnsccasdeccencel 92-93 
Burkley Shoe Co., Brockton, Mass.......... 150 
Carter, J. W., & Co., Nashville, Tenn....... 89 
Churchill & Alden Co., Brockton, Mass. 

4th Cove 
Clapp, Edwin, & Son, Inc., E. Weymouth, 
Eh occocueccecedesseseoescsancscneness 113 
Commonwealth Shoe & Leather Co., Whit- 

BG co nvctuvadiaclicsvcatecvescesés iL 
Coon, W. B., Co., Rochester, N. Y.......... 143 
Cornell Shoe Co., Brooklyn, N. Y.......... 7 
Craig, Reed & Emerson, Inc..............- 115 
Creel-Mauldin & Chambers Co., St. Louis, 

BL, c cneccusasubévdeawecostdases Front Cover 
Creighton, A. M., Co., Lynn, Mass........ 69 
Crooker & Morse Co., Bridgewater,"Mass... 90 
Cushman Hollis Co., Auburn, Me.......... 140 
Dolgeville Felt Shoe Co., Dolgeville, N. Y... 52 
Eaton, Chas. A., Co., Brockton, Mass...... . 155 
Elam, F. S., Shoe Co., Rochester, N. Y..... 116 
Endicott-Joh Co., Endicott, N. Y., 

3d Cover 
Ensign Shoe Co., Belfast, Me.............. 117 
Evans, L. B., Som Co., Wakefield, Mass... .. 110 
Eyre, Fred A., & Co., Inc., Brooklyn, N. Y . .139 
Fechter-Olenick Mer. Corp................ 153 
Felstiner-O’Connell Shoe Co., Inc......... 112 
Ford, C. P., & Co., Rochester, N. ¥ scdeedees 130 
Fox, Chas. K., Inc., Haverhill, Mass... ..... 1 
Freeman Shoe Co., Beloit, Wis............. 15 
French, Shriner & Urner, Boston.......... 145 
Fried, Lazarus, & Sons, Inc., New York City 94 
Gardiner, H. K., Co., Pittsfield, N. H....... 46 
Goding Shoe Co., Chicago. .............++. 26 
Golo Slipper Co., New York City.......... 95 
Goodrich, Hazen B., Co., Haverhill, Mass. .134 
Goodyear Rubber Co., Milwaukee, Wis... .. 31 
Greely, A. W., & Co., Haverhill, Mass...... 4 
Green, Daniel Felt Shoe Co., Dolgeville, N. Y. 41 
Gustin Co., M., New York City........ 114-115 





Hannahsons Shoe Co., Haverhill, Mass... . . 

Harney, P. J., Shoe Co., Lynn, Mass....... 37 
Harney, Tracy, Crehan Co., Lynn, Mass. . .121 
Howard & Foster Co., Brockton, Mass...... 114 
Hoyt, F. M., Shoe Co., Manchester, N. H... 12 


Imperial Shoe Corp., Rochester, N. Y...... 


Johnson Bros. Shoe Co., Hallowell, Me... .. 

Joy, Clark & Nier Co., Rochester, N. Y..... 148 
Julian & Kokenge Co., The, Cincinnati, 0. 18-19 
Juvenile Shoe Corp., Carthage, Mo......... 5 
Karelis Shoe Co., Haverhill, Mass........... 16 
Kimball & Sherman Co., Haverhill, Mass.. .146 
Lape & Adler Co., The, Columbus, O..... 28-29 
Le-Hy Shoe Co., Rochester, N. Y........... 46 
Le Mar Shoe Co., Brooklyn, N. Y.......... 95 
Lilly, Hemry, New York City............... 114 
MacMaster, J. J., Rochester, N. Y......... 42 
Marion Shoe Co., Marion, Ind............. 4 


Marston & Tapley Co., Danvers, Mass... .. 








Martin, A. H., Rochester, N. Y...........- 116 
McElroy, Sloan Shoe Co., St. Louis, * 


Miller, I. & Son, Inc., Brooklyn, N. Y...... 9 
Bigeug Ghats Shoe Mfg. Co., Brockport, 2s 








We osageschactavancsicccpesacuee 65-66-67-78 
Ogden Shoe Company, Milwaukee, Wis... . . 144 
Oriental Boudoir Slipper Co., Haverhill, 

Ps éccvekdeasdcncessdtvépeveceasionel 112 
Packard, M. A., Co., Brockton, Mass.,.... 113 
Peck, Frederick S., W , 7 ee 114 
Phillips Shoe Co., Inc., Haverhill, Mass... .112 
Plant, Thomas G., Co., Boston Mass.,. .. 96 
Reynolds, Bion F., Brockton, Mass......... 114 
Rice & Hutchins, Inc., Boston............ 70 
Rohn Shoe Mfg. Co., Milwaukee, Wis... .. . 6 
Roth Shoe Co., Cincinnati, O....... . 136 
Russell, W. C., Moccasin Co., Berlin, Wis... 4 
Sargent, Donn D., Salem, Mass............ 39 
Selby Shoe Co., Portsmouth, O............ 53 
Giaaplex Shoo Bife. Co... .cccccccccccccccs 17 
Smith-Briscoe Shoe Co., Lynchburg, Va. ..114 
Smith, Wm. Summer, Chicago............. 116 
Stacy-Adams Co., Brockton, Mass......... 113 
Standard Felt Co., West Alhambra, Cal... .. 32 
Stetson Shoe Co., So. Weymouth, Mass... .. 114 
Stickles, L. D., Shoe Co., Red Wing, Minn. .141 
Stockbridge Shoe Co., Haverhill, Mass... .. . 112 


Stonefield-Evans Shoe Co., Rockford, Ill... 22 
Stone, K. M., Co., Inc., New York City... .115 


Tessier & Bowdoin, Haverhill, Mass... .... . 112 
Thompson Bros. Shoe Co., Brockton, Mass.115 
Thomson-Crooker Shoe Co., Boston. ...... 13 
Tober-Saifer Shoe Co., St. Louis, Mo....... 138 
United States Rubber Co., New York City. .108 
Unity Shoe Co., Brooklyn, N. Y...........- 44 
Utz & Dunn Co., Rochester, N. Y.......... ll 


Wali, Doyle & Daly, Inc., Brockton, Mass. .113 
Weber Bros. Shoe Co., No. Adams, Mass... 30 


Whitman & Keith, Brockton, Mags........ 113 
Williams, Clark & Co., Lynn, Mass........ 23 
Witherell, E. A. & M. C., Co., Haverhill, 
Bg ehiss cceccuwcesteestsddesscocvedes 112 
Wobst Shoe Co., Milwaukee, Wis........... 30 


Wright, E. T., & Co., Inc., Rockland, Mass. .147 


HOSIERY 


Brown-Durrell Co., Boston and New York. .123 
Burson Knitting Company, Inc., Milwaukee, 


Blog Shoe Finding Co., New York City.... 


Bongiovanni Bros., New York City......... 119 
Chandler, W. K., Inc., Boston............. 122 
Chicago Wire Chair Co., Chicago.......... 158 
Coultas Co., D. W., Providence, R.I........ 119 
Ellis, W. E., Co., Haverhill, Mass........... 118 
Gilbert, E. T., Co., Rochester, N. Y........ 95 
Hecht Fixture Co., Chicago................ 153 
Kahn, Edw. E., & Co., Brooklyn, N. Y...... 119 
Kahn & Buick, Inc., Brooklyn, N. Y....... 119 
Manheimer, Abe, & Co., St. Louis, Mo... .. a 


Milbradt Mfg. Co., St. Louis, Mo.......... 





Onken, Oscar, Co., Cincinnati............. 153 


Parisian Beading Works Co., Philadelphia. .119 
Vanity Novelty Works, Brooklyn, N. Y..... 119 


LEATHER AND OTHER MATERIAL 


Pdadddbcdnedeecpesionsséédecius 133 
Armstrong Cork Co., Lancaster, Pa........ 91 
Ashland Leather Co., Boston.............. 130 
Barnet, J. S., & Sons, Inc., Boston........ 47 
Beggs & Cobb Co., Inc., Boston............ 118 
Byron, W. D., & Sons, Leather Co., Boston 58 
Cedar Cliff Silk Co., New York City...... 48-49 
Chamberlain, B. F., Boston................ 118 
Creese & Cook Co., Boston................ 118 
Everlastik, Inc., New York City........... 95 
Farnsworth, Hoyt Co., Boston............ 36 


Fleckenstein, C. G., Co., Muskegon, Mich. .105 
Foerderer, Robert H., Co., Inc., Te 


ieee Bits Fe Big BBicc ce cicccsccceievses 118 
Lover, G-, & Cow, Ines, New York City. ...-+ 2 
New Castle Leather Co., Boston........... 43 
Republic Rubber Co., Youngstown, O...... 64 


awe Fred, Leather Co., Fond du -.. 


ny I, ccecveetedecetee 
Surpass Leather hag Sa a. bwiewéenaeiind 118 
Thomas, Lake & Whiton Co., Boston...... 34 
Thomson-Field Co., Inc., Brockton, ,— - 
Tolman, Dow & Co., Boston.............. 
Thayer-Foss tdtanadnienadae sin’ 196 


U. S. Leather Co., New York and Boston.... 50 
MACHINERY, LASTS, MFRS. SUPPLIES 





DRESSINGS, ETC. 
Beckwith Mfg. Co., Boston................ 40 
Korite Lab ries, Inc., Wollaston, Mass. .135 
Laing, Harrar & Chamberlin, Philadelphia.. 44 
’ Meyer, John C., Thread Co., Lowell, Mass.. 94 
Rogers Fibre Co.,Boston.................. 33 
Tubular Rivet & Stud Co., Boston......... 132 
United Fast Color Eyelet Co., Boston... .. 156 
United Shoe Machinery ‘Corp., Boston. .38, 39 
Whittemore Bros., Cambridge, Mass. ...... . 42 
MISCELLANEOUS 


Boot & Shoe Workers’ Union, Boston... ... 55 
Brooklyn Purchasing Syndicate.......... 153 
Calderwood & Preg. Inc., Boston.......... 116 






Terre eee eee ee eee ee eee 


Kalter Cerf. Co., Max., New York City... .153 
Kirsch-Blacher Co., Inc., New York City. .153 


New Yerk Export Purchasing Corporation, 


FOU TE Ge cedcccccdsvccveesusesscic 158 
Root, F. S., Company, Boston............. 117 
Tolman Print, Brockton, Mass...........- 117 
United Hotels Company, New York City. . .126 
University Electrotype Foundry....... oocmne 


April 21, 1923 











Posy | | 





LiKe ra 





April 21, 1923 BOOT AND SHOE RECORDER 




















BRANDED OR UNBRANDED 


Ready To Ship Styles! 
Order Today 











The public expects a lot for 
their money in shoes. We know 
it and are giving it. 


# The “Crawford Shoe” is an old 
reliable line kept constantly up- 
to-date with all the modish fea- Blocker Oxford Incetel Mekngane Teanter clk, Sn 


. . Sole. Brown Welt. Orange Sole Stitch, epee ki: 
tures fashion requires. Heel. Widths A to D. 


Two of the 16 stock styles for men are 
shown here. 


Three numbers are on one last making 
four special values for you to order now. 


The world knows that the knowledge of how 
to produce satisfactory shoes is still an asset 
of New England and the Crawford Shoe is 
the visible result of this knowledge. 


Send for catalogue showing all spring and 


No. 
Stock No. B964, nly of | ed Black Calf. Wi 
summer stock numbers. only of Import idths 











aN ~ CHARLES A. EATON COMPANY an 


«.“The Sterling Shoemakers of New England” 


LZ = BROCKTON, MASS. WZ 
' BOSTON —207 Essex Street "NEW YORK—127 Duane Street ATLANTA—238 Peachtree Arcade 


i s&s 
™ 
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‘Eyelet Equipped 
Shoes are Uni- 
versal Favorites 


Visible eyelets have grown 
to be a significant footwear 
detail to the buying public. 
National advertising is edu- 
cating the discriminating con- 
sumer to look for these eye- 
lets as an indication of the 
quality and modernity of 
the shoe. 


The practical style value of 
visible eyelets imparts to all 
shoes on which they appear 
the guarantee that the shoes 
were built for the wearer’s 
convenience. 


Visible eyelets add a definite 
sales value to the shoes you 
sell. 


UNITED FAST COLOR 
EYELET COMPANY 


Boston, Massachusetts 
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No. 4590 R. The Gro- 
ver Nature's Way Shoe. 
On 191 last. Medium toe. 
Kid tip. Flezible shank. 
1Minch heel with rubber top. 
IN STOCK. AA, 4% to 9: 
A 4 to 9: B-C, 3\% to 9: D-E, 








A Flexible Shank That Can’t Sag 


Grover Has Discovered the Secret 


Ever have a customer come toting back a 
flexible shank shoe with the shank broken 
down? So’ve we—but we aren’t going 
to any more. Neither are you if you tag 
along with us. 


What made it give away anyhow? Just 
this. Foot got tired and sagged. (They 
all do more or less.) Arch lost some of 
its perfect position. - Weight was thrown 
ahead ontothe shank. Heel forced back. 
Shank got more or less damp—perspira- 
tion, etc. Left all night without trees. 
Dried and heel set out of position. Next 
day and the next and the next—more of 
the same. First thing you know shank’s 
gone. 


J. J. GROVER’S SONS CO. 


Established 1865 


NEW YORK OFEICE 
Marbridge Bidg., 47 W. 34th St. 


BOSTON OFFICE 
Little Building 
80 Boylston Street 


Here’s the cure—The new Grover Shank- 
Spring. Just a little oil-tempered piece 
of spring steel of the right shape fastened 
under the heel and extending along the 
outside of the shank between the soles. It 
holds the heel where it belongs all the 
time. It does not interfere with the 
flexibility of the shoe. It does prevent 
sagging shanks. . 


We know from drastic tests that the idea 
is right and that our flexible shank shoe— 
The ‘‘Nature’s Way’”—will bring you a 
lot of satisfied customers. Better get in 
touch with us and let us tell you more 
about them. 


Lynn, Mass. 


CHICAGO OFFICE 
_  Kesner Building 
5 North Wabash Avenue 
corner Madison 


Vol. 83, No.6. Published every week by the Boot and Shoe Recorder Publishing Company, 207 South St., Boston, Mass. 
Entered as second class matter April 15, 1922, at the Post Office at Boston, Mass., under the Act of Congress of March 3, 


1879. Subscription price, $5.00 a year. Printed in U. S. A. 
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1908-O-SO-EZ-E- 1923 
GLEXIBLS , HIS shoe made 


over a comfort- 
able ‘fitting last,” 
of fine kid leathers, 
with flexible sole, 
has a record of fif- 
SOLE teen years of stead- 


ily increasing Sales. 








It is especially inter- 
esting to the, mer- 
chant building a list 
of loyal customers. 


Telephone Your Jobber 








£E Lgl Company 


Verrte ettd Brockton New Bedford * NasheaAKe 


read number 
leading 


WHOLESA LERS 


witepotnand a 
of 
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Ghai A 
7. 
‘anyers. 
Levor Grain Kid 
Cabrettas 
Levor GrainGoat 


ha. Piha file ‘House NewYork. Gloversville. Boston. 
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Cle FLORSHEIM FEETURE ARCH 














The new arch supporting shank built into Florsheim 
Shoes— absolutely RIGID under the weight of the 
body — completely FLEXIBLE when weight is re- 
leased. A scientifically correct arch that combines 
ALL arch supporting features without sacrificing style. 


| Gives added comfort to normal feet 
Relieves and strengthens weakened arches 
Made in any style 


ADDRESS OUR FEETURE ARCH DEPARTMENT FOR FURTHER INFORMATION 


The FLORSHEIM SHOE COMPANY 
Manufacturers 
CHICAGO 














Look for Name in Shoe 
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G. US. PAT. OFF. 


Throughly Attractive Numbers 


QUICK DELIVERY 


Summer Vacation and Autumn 


for 


J NG) NGL NO) OLN) NOL NOL NONLIN) NOL NO) INO) NON) NOY) NY) NYE 


Growing Girls and Misses 


DESCRIPTION 


No. 71345—Atta Brown Vamp and Quarter, Bal 
Oxford. Atta Red Tip, Apron and 
Backstay. 


7D\'/B\'/O\'7O\" DA AVA 


~ 


le IS ee See $3.25 
Sizes: 81-11%, B-C-D.............. 3.00 


WAN 


Pattern No. 345 
No. 60345—Smoke Vamp and arter, Bal Ox- 


ford, Black Eric Tip, Apron and 
Backstay. 


2 ke eee $3.25 
Sizes: 844 - 1144 B-C-D.............. $3.00 


12-2 Runs, Leather Heel, Rubber Top Lift. 
84-11% Runs, Spring Heel. 


No. 35361—Black Calf Vamp and Quarter, One 
Strap, Patent Leather Tip, Apron, Strap 
and Backstay. 


MAM TN 


Sizes: 12 - 2 , a ree $3.25 


4 B-C-D 

Sizes: 84-11%, B-C-D............. 3.00 
No. 71361—Atta Brown Vamp and Quarter. One 

Strap. Atta Red Tip, Apron, Strap and 

Backstay. 

eS SS me” Oe $3.25 

Sizes: 8%-11%, B-C- ae seoe BOO 
No. 74361—Gray Ooze Vamp and arter. One 

Strap. Patent Leather Tip, Apron, 

Strap and Backstay. 

Sizes: 12 - B-C-D $3.35 

Sizes: 8 


12-2 Runs, Leather Heel, Rubber Top Lift. Pattern No. 361 
84-11% Runs, Spring Heel. 


JD INGL NG) NOD NOL NO) NOD INOL NOL NOD NOD NOLIN NOD NOD NDING NOLIN) NDING 


A UN ZN 


A JNO) 


Stock Department 
THE JUVENILE SHOE CORPORATION 


OF AMERICA 


cm, “oo MISSOURI 


“The Quality is Bigher than the Price” 








Manufacturers of “National Park” Footwear 
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IN STOCK 


C-D Widths 


TWO-TONE NOVELTY OXFORD 


The big hit in successful stores. Wolume re-orders 
are being shipped daily. Victor last. 12 — 
Wingfoot heel. Mail your sizes today. Feature this 
big selling style. Get a quick tumover and MAKE 
MORE MONEY. 


MARION SHOE -CO. 
MARION, INDIANA 
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BEACON{SHOES for Women uphold the same standard of 
quality that has made Men’s Beacon Shoes famous through- 
out the world. No effort has been spared to produce the 
correct styles and lasts to make quality shoes throughout. 


These Two Egyptian Sandals in Stock 


No. R 7314 Price $4.50 No. R 7172 Price $4.00 


White Elk “Lucinda” Sandal et a a 
Cut Out A, — Stitched and Perforated Vamp Design 
° . 7-8 Wingfoot Rubber Heel 
Wingfoot Toplift , 122. D 3-8 
B, C and D widths, 334-8 B width 374-8; C and D 3- 


Write for our latest catalog and prices. 


F. M. HOYT SHOE COMPANY 
MANCHESTER _ NEW HAMPSHIRE 


April 28, 192.3 
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Ease-All Shoes 
Have Real Merits 





“t 
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The cuts illustrate two features 
that distinguish Ease-All shoes 
from all others: 








Pu 
illness 


It’s these patented features that 
receive the endorsement of all 


Lo om BOTH sides of shoe. M i i iali 
said TERT on ROTH sides cf chen, Madoet leading orthopedic specialists. 
oot wear. 


lll 
vattl 


— 





ee A 
Ue 


TLLLERREL LLL 


It’s this scientific construction that 
elevates the bones of the foot to 
their correct position, and then 
holds them in their proper place. 
Ease-Alls prevent, as well as re- 
lieve, numerous foot ills. 


TI 
NYPL iia PPP OL LL 


aga eu 
of 


In addition to. their corrective 

- features, Ease-All shoes maintain 
all the stylish lines found in fash- 
ionable footwear. 
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Thirteen Styles’ of Ease-All. ox- 


Tempered steel shank built into the shoe. It fords, strap models, and boots car- 
elevates and holds the arch in its proper place. s 
ried In Stock. - 


UTZ & DUNN CO. 
ROCHESTER «NEW YOK 


DENVER OFFICE NEW YORK OFFICE 
218 Charles Bldg., Denver, Colo. Bush Terminal Sales Building LOS. ANGELES OFFICE $ 
: 709 Forrester Bldg., Los Angeles, Cal. « 
TIGER & McNUTT 130-182 West 42d St, Room i521 7? Ferrester Migs Jo co 
Representatives S. A. McOMBER, Representative i So 
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The best heel 
for little folks 


It’s specially designed 
for them 


the Better Rubber Heel made by 
Quabaug Rubber Company, North Brookfield, Mass. 
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THE CARPENTER 


elf-Starter 


PAT. NOV. 28, 1922 


ORTHOPEDIC 
VENTILATED MOCCASIN 


for Infants starting to walk 


Style Number 96S 


Pearl, Smoked, Tan or Black 
Elkskin uppers. Silk Laces. 
Heavy one-piece chrome soles. 
Price $12.00 per dozen. 
The Carpenter “‘Self-Starter”’ 
has the flexibility and comfort 
of a soft sole, and the durabil- 
ity of a hard sole. Leading 
physicians are advocating“‘Self- 
Starters” to strengthen the 
muscles and properly form the 
feet of Infants just starting to 
walk. 


50 Numbers 


of high grade Carpenter soft 
soles and “Self-Starters” in 
stock for your convenience. 


Price list upon request. 


— ae (DMPANY fac 
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Lacing Hooks 


[T is interesting to 

know that the 
finest English boot- 
makers are advo- 
cating more than 
ever the use of shoe 
lacing hooks_ for 
men’s footwedka” 


For Quality Shoes 


DVERTISEMENTS such as the above, appearing in Life, 
Vanity Fair and The Saturday Evening Post, are 
sistently and forcefully telling to two and a half million men 
al style, the common-sense value and the everyday 


Why not specify on your next order, “All lace shoes to be 
equipped with shoe lacing hooks,” and cash in on the demand ? 


Tubular Rivet & Stud Company 


BOSTON :: MASSACHUSETTS 
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Corrective Footwear for Women 


Carried In Steck in Many Styles 
All Ready for Immediate Shipment 








You should feature this line in 
your stock for a steady and con- 
tinuous trade builder. 


No. 467. Price $4.25 
(Arch Support) 
Black Kid Melba One Strap, Imitation 
Tip, Welt 13-8 Rubber Heel. Newport Last. 
AA to D 


No. 470. Price $4.00 
(Arch Support) 
Black KidJOxford, Kid Tip, Welt, 13-8 
Rubber Heel. Tremont Last. 
A 


AA to E 


No. 477.—Price $3.95 
eg > amg @ a 
Peters White eignskin elba, No. 472. Price $4.00 
ee” ae (Flexible Arch) Black Kid Oxford, Kid Tip, Welt 
—— - > 13-8 Rubber Heel. Tremont Last AAA to E. 


Illustrated Catalog of All Styles Sent on Request 


Thomson-Crooker Shoe Co. 
18-26 Station Street - - - Boston, Mass. 
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We Note a Development for Fall! 


Tony Tan 


Reg. U. S. Pat. Off. 


CRESCO 


for use in heavy fall and 
winter oxford styles 


There are plenty of CRESCO fadds pro- 


f leath nounced selling value to 
waterproor leathers, 
winter shoes, because of 


but CRESCO is the ever increasing num- 
the only water- _ bers of men who dislike 


to wear rubbers, but ob- 
Pp roof leather ject to dull, greasy leath- 


that takes and ers which cannot be 
retains a polish. “shined.” 


“We have never had 


vine aie twa 1 hese are undoubtedly the reasons for the 


cr because at detec. ADOVE noted tendency which is confirmed 


prieenll june PY large advance orders already booked 
me ee for Co. 

thousands of pairs of 

CRESCO shoes, 


nabjoud” CREESE & COOK COMPANY 


SALESROOMS 
95 SOUTH ST., BOSTON 


P. A HENRY & CO. 
706 Broadway, Cincinnati, O. 
LeatherT rades Bidg., St. Louis, Mo. 
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“The Sole That Has Made 
White Shoes Staple” 


Vaughan’s Ivory Sole Leather 





For every type of white shoe there is a VAUGHAN'S IVORY 
SOLE better adapted to that particular shoe than any other 
sole stock on the market. VAUGHAN’S IVORY SOLE 
LEATHER is so pure white that-paint and spray are not 
needed to improve or preserve its fine lasting surface. 


Besides being a valuable adjunct to stylish white shoes, 
VAUGHAN'S IVORY SOLE LEATHER is the name of a 
product widely and favorably known. When you mark 
“VAUGHAN'S IVORY” on your order, there is no mistak- 
ing your demand. It will pay you to do this. 


Makers of 

IVORY HEELS 
IVORY WELTING 
IVORY TOP LIFTING 
IVORY MID-SOLES 


IVORY FIBRE HEEL 
BOARD 


GEORGE C. VAUGHAN CO. 


Tanneries at 


PEABODY - - MASS. 


The Boot and Shoe Recorder will appreciate your mentioning the publication in replies te advertisements. 


UTUUOUOAUAUUUUEAGUOUAUOUAEAEAUAEAAUAEAEUAGAEAAA AOA UOAEIGEULUULULAE 











BOOT AND SHOE RECORDR April 28, 1923 


Val Duttenh 
1 Sone Guna 


— Creates new ~ 
sales fa 1, 
oppor unities 
for retailers” 


Lines of commanding importance are the 
famous Duttenhofer hand turns and light 
airy imitation turns featuring the most 
extreme novelties. 
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A wonderful line of mannish low heel 
lasts and patterns in welts has been 
originated. 


Our Salesmen will also sell 
the popular-priced line of style 
welts we make in our Buffalo 
factory. 


These lines present wonderful opportuni- 
ties for making sales and friends—the 
value of which can hardly be estimated. 


EH ITAT 


Our representatives are now in their re- 
spective territories. Write or wire if in a 
hurry to see the lines. 
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‘Bach Progctor 


e@ 
Ul increase 
your business 


Merchants who feature Arch Protector 
shoes have increased their sales by leaps 
and bounds. There is no way to secure the 
custom of sensible, smartly-dressed women 
more easily or hold it more surely than 
with this line, which successfully combines 
style and comfort. 
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Economies resulting from a practically un- 
limited market in purchasing through the 
United States Shoe Company places cus- 
tomers of The Val Duttenhofer Sons Com- 
pany in a most advantageous position. 
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These savings together with those brought 
about by increased efficiency in manufactur- 
ing will enable us to add refinements to our 
line and to give improved service. 
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These inducements will in turn enable mer- 
chants who feature Duttenhofer shoes to 
sell more of our shoes and make more 
money on them. 


THE ORIGINAL 
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ESTABLISHED 1888 


Cincinnati 


~ tANCH OF THE UNITED STATES SHOE CO. 


Hh 


1 


eg 4 
o: 
iu 
sy 
7 


oi 


—~\> 
© 
. 1 





The Boot and Shoe Recorder will appreciate your mentioning the publication in replies te advertisements. 





BOOT AND SHOE RECORDER 


April 28, 1923 


———— EE A) ———E 


—— 





. x SLL ee ae A 


NO. 701 
IN STOCK - AA to D 


$6.00 


Gun Metal Calf. Hand Turn. Suede Calf Collar and Strap. 


No. 702 


IN STOCK - AA to D 
$5.00 


Same as above in White Fabric with White Kid Collar and Strap. 





Ask for our Spring Catalogue of New La France Styles 





Williams, Clark & Company 


LYNN, MASS. 


i! 


HOLD) 





¢ 


~~ 'e 
The Boot and Shoe Recorder will appreciate your mentioning the publication in replies. to advertisements. 


ll 


TA 


| 
Hi 


A 


TA 


| 


IA 


UU 


IANA A 


Ee 


de) 
Sey) 
Zita 


ky 











April 28, 1923 BOOT AND SHOE RECORDER 19 


oh erers 


FLOWER, §GITY KID 
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latest andinost § t 
“ popular Shade- , 2 
1 Wewill beqltd | 
Eo Submitsamples & 








Oscar Scherer & Bro. Inc. 


ORIGINATORS OF AND LEADERS 


IN FANCY COLORED KID 
29 Spruce St., New York 
FACTORY AT NEWARK N.J. 
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A Ruby Red Seminole Calf 














Shoe made by Brockton ({Co- . BR] TRACK 

operative Shoe Co., Brockton, | Woe 1s 

Mass. Their Stock Number, ot on 

409. Amherst Last. by ||| SSL 
% 


"| 
ths 





is the established vogue in leather for men’s shoes 
for the coming season. Men can’t get calf leather 
too smooth or too soft to please them—and there is 
none softer or smoother than Rueping’s Seminole. 
And when they take hold of it, that distinguishing 
mellowness of feel prompts them to decide at once. 
“There’s the leather I want.’? As for color—Ruep- 
ing’s Ruby Red has just the right depth of shade, 
plus the life and sparkle that’s wanted today. It 
will be your best selling color. 


- Write us for color cards and a list of shoe man- 
ufacturers cutting Rueping’s Seminole Calf 


FRED RUEPING LEATHER Co. 
FOND DU LAC, WIS. 


Branches: Boston Cincinnati Milwaukee 
St. Louis New York Chicago 
San Francisco Montreal Northampton, England 











FRED RUEPING 


FOND ov LAC 
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cheiflele Shoe 


nufacturing (Ompany 
now able to serve 
more retailers. 


promptly »° profitably 


The advantages accruing to our customers from 
our participation in the United States Shoe Com- 
pany will be most evident in the better service we 
shall be able to offer them. 
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Merchants who have sold the Scheiffele line of 
welts for children, misses and growing girls well 
know the degree of dependability to expect. 
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Everything possible that can be done to help mer- 
chants develop their children’s business will be our 
aim. These plans will enable you to develop the 
children’s shoe business without carrying an ex- 
tensive stock. 
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Of especial interest is the “Sally Walker” line—and 
merchants will find the practical advertising helps 
which we shall supply a great aid in developing 
this business. 





Our representatives, now in the field, will call upon 
you if you will merely indicate your interest. 
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How Do You Judge 
Patent Leather? 


A first class imitation of a platinum 
ring can be made of silver. Does the 
fact that Patent Leather has lasted well 
into a shoe satisfy all your requirements? 


If so, you can secure results from cheap- 
er Patent Leather, especially if it is sold 
and worked while it is fresh. 


But when it comes to comfort, long con- 
tinued satisfaction, and pride of own- 


ership 


MAXIMUS 


PATENT LEATHER 


will make a decided difference in your 
customer’s future loyalty. 


ee —=2=— 
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ON EVANS BRANDS” 





MAXIMUS Patent Leather 
has an elastic and transparent 
enamel finish, through which 
the grain of the leather shows 


plainly. PATENT LEATHER 


Fifteen years of constant ap- MAXIMUS ALWAYS 
“REPEATS” THE CUS- 


plication have made possible “aid oo wanna 
this last masterly stroke in per- 
fecting patent leather. You will get more com- 

fort from these shoes 
than any patent leather 


To standardize on MAXIMUS ones you ever wore. 
is to secure constant patent They’re made of MAX- 


leather uniformity. IMUS Patent Leather. 

The enamel isivery fine 
and so elastic that the 
leather is almost as com- 


JOHN R. EVANS & CO. fortable as kid. 


Camden, New Jersey 
BRANCHES IN ALL LEADING SHOE CENTERS 
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LADIES FINE TURNS EXCLUSIVELY 


\ 
CALVE 


THERE IS NOW A VERY DECIDED PREFERENCE FOR 
THE PATTERNS WITH SHORTER VAMPS AND CORED 
SIDES AMONG THE WOMEN WHOSE TASTE DE- 
TERMINES THE STYLES. 


TRAVASO SAOE ComPANY 


MANUFACTURERS 


1908 LOCUST STREET SAINT LOUIS 


ALONG PERILOUS PATHS WE GO HAND IN HAND WITH FASHION 
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Have been added 
to our big line of 
Stock Shoes. 


PAT] 
(2a 


Get The Habit ! 


! oT 
a 


Stock No. B301 Price, $4.85 
White Washable Kid—Welt B UY Stock No. BS83 Price, 94.10 
Ivory Welt 13-8 RL Ivory Heel < ’ nn iy: 
64 Last Widths AA to C FROM “Peters” Reignskin White Calf Trim 
Ivory Welt 8-8 RL Ivory Heel 


STOCK Widths A to D 


Stock No. B300 Price, $3.75 50 Last 
Same as above except 
in Peter's Reignskin NOW 

67 Last Widths AA to D 


(titarmuith 
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HERE is no substitute for organized experience. Propper leadership was 
not attained in a day. Four years devotion to an ideal—a wide search for 
material that would harmonize strength, beauty and style are expressed 

in Propper Blue Edge Distinctive Chiffon Hose. This spirit of progressiveness is 
responsible for the exquisite niceties that give rise to the expression ‘““No Hose 
Like Chiffon, No Chiffon Hose Like Blue Edge.” 


Skilled mechanics working through the medium of specialized methods are not 
only responsible for the perfection of the product but for a facility of manufactur- 
ing which makes possible the utmost in Hosiery Value. 


PROPPER SILK HOSIERY MILLS, Inc. 
276 Fifth Avenue, New York 
Mills—Elmhurst, Long Island 
N. B. The Propper Silk Hosiery Mills, Inc., are the original and only manufacturers of 


Blue Edge Hosiery, copyright serial number 149349. All in- 
fringements will be fully prosecuted. 
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The style illustrated is WHITE KID. Also made in all leathers 
and combinations. Also made up in brocades for evening wear 





A MODEL THAT WILL SELL ITSELF AND HELP SELL OTHERS 


SILVA & COMPANY 


208-16 WILLOUGHBY STREET 
BROOKLYN .*. NEWJYORK 























Jie BRESLIN, 


Broadway at 29th St. New York City 


At your command—always 
Shoe sellers and shoe buyers are now select- 
ing The Breslin because of its exceptional THE BRESLIN 


convenience to the wholesale and retail dis- 




















tricts. 























Bright, attractive rooms are available, with 
plenty of space to ee. two, three or four 
hundred samples in comfort and privacy. 


The] Breslin is an attractive hotel, offering 
homelike accommodations at reasonable 
prices. 














_ Edward C. Fogg Warren M. Goodspeed 


MANAGING O/RE CTOR RESIDENT MANAGER 
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GOOD) YEAR 


OODYEAR Wingfoot Heels are popular— 
tremendously popular. There are many reasons 
why they should be in such great favor, but they all 
come down finally to the one good reason—guality. 


We make them, first, to be a better wearing heel. 
And with that longer wear we combine the advan- 
tages of style and fit. There is no substitute for 
Goodyear Wingfoot Heels. More people walk on 
Goodyear Rubber Heels than on any other kind. 





Goodyear Means Good Wear 


WENGEOOT 


The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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He Robert Wise @ 


‘presents’ 

es. 
merchandisin sing 
possibilities 
to retailers 


The achievement of the age—no line ever 
presented before with the fashion ideas 
and merchandising possibilities of our 
fall lmes. 


Dealers are waiting to handle these lines 
—get them before it is too late. 


Because of the economies effected through 
the merger recently accomplished, re- 
duced overhead and grouped purchases, 
our lines will enable you to offer your 
customers better styles, better grades and 
better values than ever before. 
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‘Wonderful fashions 
—for fall 


created by designers 
of national reputation > 

















Our designers, known throughout the shoe 
industry, have achieved their great success in 
designing our fall lines of hand-turned foot- 


wear. 














The Hold-shape tailored line which also meets 
an ever increasing demand has been elaborated 
upon and displays an.endless variety of clever 
fashions for fall. 


Cobbie has incorporated the King Tut idea in 
his clever designs of mannish footwear. They 


are electrical. 


Do not wait for representatives toJcall, wire 
at once. 


C She Robert Wise 
Company 


Cincinnati 


BRANCH OF THE UNITED STATES SHOE CO. 


“ 3 * | ” 
The Shoe that is Tailored 
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Buy--buy--buy--buy-- 


these 2,569,000 pairs of Trench 
Shoes, and resell them to these 


men— 


Campers 
Farmers 
Construction men 
Railroad men 
Policemen 
Firemen 
Motormen 
Lumbermen 
Shipyard workers 
Mechanics 
Laborers, etc. 


Details as to description, sizes, widths, and 
quantities on hand have been compiled from the 
best information, and are approximately cor- 
rect, but no guarantee is given as to the exact- 
ness of the lists furnished. 


The Government reserves the right to reject 
any or all bids. 
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Welt Shoes 
Without Hobs 
Sizes, 74-11 





























Men-—Men ~ aoe 


waitizG everywhere to fill em- 


Trench shoes—2,569,000 pairs of them—all un- Quantity 
used—for sale by sealed bid May 16th. New York, N. Y 
Schenectady, N. Y 


Made to stand the wear of the clay and the 
chalk, the mud and the underbrush, the cobbles a Pa 148, 433 
and the pavements of France, Belgium and Italy. New re Ae ae 88, 978 
Five years ago-supply sergeants were losing sleep Chicoan Th 379.353 
guarding them from the wise old-timers who to- St pad eee 
day constitute but part of the market eager to Sa Veenteen Col  «=«si«éa‘ésawe aR 
absorb them. Fort Bliss, Tex................ 92,191 

Bids for these shoes will be received until May Ft. Sam Houston, Tex 281,741 
16th, at the office of the Quartermaster General, Jeffersonville, Ind 13,683 
Room 2150, Munitions Bldg., Washington, D. C. Columbus, Ohio. . ba pele bv oe 


: 
You won’t have to buy the whole lot. You New Cumberland, Pa 163,420 
may bid on the quantity listed at any one or any Smaller buyers can supply their needs from the 
number of the 94 depots and posts throughout remaining 200-odd thousand pairs scattered 
the country at which they are stored. Large among 80 army posts andcamps. The majority of 
buyers will be interested in the lots at the follow- these shoes are popular sizes, from 8 to 11, widths 
ing depots: C to EE 
See the May 5th issue of this publication for the full list of locations and quantities, 
or write now for list, specifications and terms ee to any-of the following addresses: 
Q. M. Supply Officer, Ist Ave. and 59th St., Brooklyn, N. Y.; Q. M. Supply Offcer, 
1819 W. Pershing Rd., Chicago, Iil.; Q. M. Supply Officer, Ft. Mason, San Francisco, 
Cal.; Q. M. Sup pply Officer, Ft. Sam "Houston, San Antonio, Tex.; or Office of the Q. M. 
General, Room 2150, Munitions Bldg., Washington, D. C. 
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For speedy, poate action-- 
the new 


Repco Shoe 
Stretcher 


GHOE stretching is a little art in itself. 
The Repco Shoe Stretcher is designed 
scientifically and stretches shoes easily, 
quickly and without injuring them. 


The Repco Shoe Stretcher contains no 
springs, arrows or other troublesome parts. 


The blocks—shapely and carefully finished 





Repco Shoe Stretchers 
are made in nine sizes— 
No. 000 down to No. 6. 
Each stretcher is packed 
in an individual carton. 
come with each stretcher 











—are made of fully seasoned maple and 
held together at the back by a strong steel 
hinge. The toggle-jointed mechanism is 
controlled by a square-threaded screw of 
large pitch. 


For up-to-date shoe stretching use the new 
Repco Shoe Stretcher. 


For Sale by Shoe Findings Jobbers. 
UNIT ED SHOE MACHINERY CORPORATION, Boston 


San Francisco Branch, 859 Mission Street 


J. K. KRIEG, 39 Warren Street, New York 
‘UNITED SHOE REPAIRING MACHINE COMPANY, Boston — 


GAUTOAFAUAUUGONTOUNGOQQOUONNUUUOUGGEOOUTOOGNEODRNOODOTUOGGAOONEGOOUOVGSSOOUOOOTOOUVOOSEOUONOGSEAUOPOOOTUOORNOOGTOOEEOOUOOOOOTOOOOOHAUUAOOOHOTNOOSOUUOOONOOTOOESOOTENY 
The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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WHITE SHOE SEASON OPENS 


Decoration Day—May 30th 


Experienced shoe men predict the biggest white shoe year ever known. . Don’t be caught with- 


out a full stock of white shoes—order now so we'can get them to you in time. 





Usee—— Women's ° “Maxine” white caba- Fon , 2% , ( P expesinien ‘ ste | 
retta Bonnie tc ngue pump, plain toe, D312—Women faxin phuite caba eed ee eee PEATE. BIK 
2'%-inch covered wood Louis heel, Feta WS ee eee es, © ee sige gin ree. CU A egies é 
Teebte-teleleMmalla: Mmm O)t-¢: Mert ia A width, COVEr CS WOO ess alsa ach FUDDEE} 
sizes 314-8; B width, sizes 3-8; C and turn, Olga last, A width, sizes ah o's sae mt Sone lOC YER WEN, 


1 7 4 ricci? hy Sl > x . | 
D widths, sizes 214-8 4.60 B wid zes 3-8; C and 


sizes 214-8 S308 


1325—Women’s “Maxine” white caba- 1199 —W. ve 
retta one-strap, imitation tip, 1'¢-inch 
covered wood box heel, imitation 


men’s “Brown bilt” 
cloth “Sport” 5-eyelet lace oxford, 
white cab. trimmings, shield tip, 
turn, Pandora last, A width, sizes ies 5 ‘ 
: : l-inch rubber top heel, Goodyear 
314-8; B width, sizes 3-8; C and D ' ; ; 
‘aliieian dex ht $3.90 welt, Bab last, A width, sizes 314-8; 
re ee ' yi B width, sizes 3-8; C and D widths, 
sizes 214-8 $3.50 








4182—Women’s “Brown bilt” white 
cloth “Anita” strap, patent leather 
trimming, stay tip, 1%-inch covered D326—Women's “Maxine” white cloth 
wood heel, ivory sole, Goodyear “Arline” tie, stay tip, white cab. 
welt, ivory welting, Mode last, A trimmed, 1'%-inch covered wood 
width, sizes 314-8; B width, sizes box heel, imitation turn, A_ width, 
3-8; C and D widths, sizes 214-8. sizes 314-8; B width, sizes 3-8; C and 
oy. inky « SD D widths, sizes 214-8 $3.50 



































Drown Gaos Gowan 


First Successful Shoe Manufacturer in St. Louis 
Founded 1878 











Brownbilt Shoes 3 


Menti}i ed a the Celluloid /nsert 7 
email 














White Shoe Season Opens 


Decoration Day—May 3Qth 





1T293—Girls’ “Brown Value” white —— 
cloth “Pansy” strap, corded tip, 1%- 1T292—Girls’ “Brown Value” white [I0328—Women’s “Maxine” white cloth 
inch rubber top heel, imitation turn, cloth strap, corded tip, 1'%-inch one-strap, plain toe, 134-inch covered 
Pandora last, C and D widths, sizes pavielol-t a det oMsl 14 MB bestie-telese Mattes MET te0t wood Junior half Louis heel, imita- 
214-8 ‘ as S185 inary last, C and D widths, sizes tion turn, Cora last, A width, sizes 
Also Misses’ sizes 'D 11) .. 1.63 214-8 $1.85 314-8; B width, sizes 3-8; C and D 
Child’s sizes D 8'» 1.4) Also Misses’ sizes 11!.-2 1.60 widths, sizes 214-8............$2.85 
Child’s sizes 8)5-11 1.40 





1304—Women’s “Maxine” white cloth A186—Women’s “Brown Pit” white ©153--Women’s “Maxine” white can- 
slash strap, 134-inch covered wocu cloth “Sport” lace oxford, patent vas flapper strap, plain toe, 1-inch 

Cuban heel, besbhe- hatetel turn, Vogue leather trimmed, teldembaticlelse top cubber top heel, Goodyear welt, 

last, B width, sizes 3-7; C width, heel, Goodyear welt, Bab last, A Kippy last, B width, sizes 3-8; C and 

sizes 3-7... ee + Gaee width, sizes 314-8; B width, sizes 3-8; Re '3 $2.35 

C width, sizes 2%4-8 $3.00 *, 2A- i a 





G151—Women's “Maxine” white can- 
vas 5-eyelet lace oxford, corded tip, T288—Women’s “Ideal” white cloth 
1-inch rubber top heel, Goodyear 5-eyelet lace oxford, 134-inch Cuban sole, 1!14-inch covered wood military 
welt, Kippy last, B width, sizes 3-8; heel, imitation turn, Avenue last, C oar ivory arnold welt, Ruth last 
C and D widths, sizes 21-8 $2.35 and D widths, sizes 21-8 $1.85 B width, sizes 3-8; C and D widths, 
sizes 214-8 me eee S| 


D305—Women’s “Maxine” white cloth 
5-eyelet lace oxford, corded tip, single 
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NEW LEATHER IN A 
MEDIUM TAN SHADE 
WITH A FAINT HUE OF 
NUTMEG. A _ SOFT, 
RESTFUL COLOR VOID 
OF THE HARSHNESS 
FOUND IN SOME TAN LEATHERS. 
ITS SMOOTH BEAUTIFUL FINISH 
AND ITS FINE GRAIN IMMEDI- 
ATELY WINS THE HEARTS OF 
THOSE WHO SEEK BEAUTY IN 
FOOTWEAR. AND IN THIS 
LEATHER, AS IN ALL OTHERS 
BEARING THE P & V_ TRADE- 
MARK, ARE THE QUALITIES 
TRADITIONAL OF THIS ORGANIZ- 


ATION. 
(LEATHERS 5 


Made in Milwaukee Sold all over the World 





























y 


PFISTER & VOGEL | EATHER Go. 


MILWAUKEE,WIS. ST.LOUIS, MO LONDON, ENG. 
BOSTON, MASS CINCINNATI, O NORTHAMPTON, ENG: 
NEW YORK, N.Y ST. PAUL, MINN. KETTERING, ENG. 
CHICAGO, ILL SAN FRANCISCO, Cat LEICESTER, ENG 
PHILADELPHIA, PA NEW ORLEANS, LA FRANKFURT, GERMANY. 
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AMERICAN 





HIDE &, LEATHER CO 


<2 
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COLORED 
CHROME SIDES 











ROYAL KID 


is the best obtainable in Black Chrome 
Calf. 


Its superior grain, feel, durability and 
finish make it needed where the most 
careful and expensive shoemaking pre- 
vails. 


Lower selections fit in the more mod- 
erate priced lines. 


Send to us for a sample cutting. 


April 28, 1923 















































OFFICES AND STORES 
NEW YORK BOSTON CHICAGO ST. LOUIS CINCINNATI 
AMERICAN HIDE & LEATHER CO., LTD., Northampton, England 
Calf and Side Upper Leather Tanneries 
Lowell Peabody Woburn Chicago 
Sheboygan Ballston Spa Curwensville 


AX 











BARK AND 
RETAN SIDES 
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“Trail Blazer” the Health TRAIL BLAZED Combination Last, Flexible 
Shoe with Style Features Wr cary owee Shank, Straight Inner Line 
style catures 


FLEXIBLE 


eee intent 
eer 


YAS A BOW 
\ 








SEE : 
oh Shoe Gndorsed by 


Dhe Wi 
Foundation for Healt 


MR. SHOE MERCHANT 


will you co-operate with 


THE WOMEN’S FOUNDATION FOR HEALTH 


in assisting the women of your community to 


Better Feet— Better Health 


The Trail Blazer Shoe has been designed by the 
Womens Foundation for Health, which correlates the 
health activities of most of the National Women’s Or- 
ganizations in America, and is educating our women to- 
ward better feet—better health. 


The Trail Blazer Shoe proves that a health shoe may 
also be a beautiful shoe. While it includes all the features 
that make for foot-ease, it is made of fashionable mate- 
rials so cleverly combined that it not only conforms to 
the prevailing mode but adds a distinctive touch of its 
own that pleases the most fastidious woman. 


The Trail Blazer Is the Women’s Own 
Shoe Designed by Women for Women 
Trail Blazer dealers everywhere are enthusiastic over 


the big response accorded this shoe. Send in the coupon 
at once for full information. 























Peete Sales Corp., 
1 Classon Ave., Brooklyn, N. Y. 


Foundation Sales Corp. wh | sta Cenlemen send complete information about 


Trail Blazer Shoes and Co-operative Merchan- 


341 Classon Avenue dising plan. 
Brooklyn, N. Y. 








Women’ *s Foundation for Health. 
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and be Healthy 


© 1923, Ano eers Medocanon MEW YORK re ¥ 


HANOVER RUBBER 
COMPANY 


WEST HANOVER. MASS. 
Boston Office --10 Fligh §t- 
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Quick sales— 
Volume sales— Punt. 


Delivery on this 


Profitable sales— eran 


Misses Patent Leather Two Button Instep Strap 
— Single Sole, McKay. C and D. Sizes 11 $3 
. $1. 


result from pushing these Chien 894 to 
Wobst Specials. 


Growing Girls’, 2% to 8. 

















Deliveries In About Thirty Days 











No. 640 No 

Women’s Patent Leather Mat Colt Setiie Growtes Girls’ aon < , = One Strap, Growing Girls’ Patent ee. Mat Calf Sad- 
Three E Gray k Saddle, with or without Imt. - dle Oxford, No. 5 Last. Cand D. 9-8 Rubber 
Rubber 8 sy . 5 Last. Cand D. 9-8 Rubber Heel. 2 Heel. 24-8 $2.80 
Growing Sie $3.00 Women’s, 37 Last. AA to E. 13-8 Rubber 
u eel. 2 erie: fy No. 37 Last. AAtoE. 13-8 Rubber Heel. 244-8 2.80 
eel. 8 .20 Misses’. 1144-2. Toe Room Last. C&D 2.45 
Misecs*” 1144-2. Toe Room Last. C & D 2.65 Children’s. 8 11. Toe Room Last. C - = 

45 

05 


2. 

Children’s. 844-11. Toe Room Last. C & D 
2. Infants’, 5-8. Toe Room Last. C and D 1:90 
2. 


Infants’, 5-8. Toe Room Last. C & D Also made with Gray Elk Saddle at same prices. 
Also made with Mat Calf at same prices. , _ 


No. 615 No. 431 
Women’s Choc. Side Full Quarter a Low - Growing Girls’ Patent Leather Grey Elk One 
le Sole, McKay, No. 37 Last. AA to * —; 0.5 Last. C and D. 9-8 RubberHeel. Growing Girls’ Chosalate Side One Strap, ie. 5 5 
R Z Last. Cand D. 9-8 Rubber Heel. 2 e 
Uber 


ubber Heel. = nae 2-8 $2.80 
Same in Gun Metal or Black Kid 45 Women's No. 37 Last. AA to E. Women’s, No. 37 Last. AA to E. 13 
Same in Patent Leather or Brown Kid... Heel. 2 ‘ Heel. 2 
(Growing Girls’, Misses’, Children’s and In- Also made with Mat Calf Strap at same price. Gun Metal or Black Kid 
fants’ made on our Toe Room Last.) $2.80 Brown Kid or Patent Leather. 


WOBST SHOE CO.ni 
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Eyelet Equipped 
Shoes are Uni- 
versal Favorites 


Visible eyelets have grown 
to be a significant footwear 
detail to the buying public. 
National advertising is edu- 
cating the discriminating con- 
sumer to look for these eye- 
lets as an indication of the 
quality and modernity of 
the shoe. 


The practical style value of 
visible eyelets imparts to all 
shoes on which they appear 
the guarantee that the shoes 
were built for the wearer’s 
convenience. 


Visible eyelets add a definite 
sales value to the shoes you 
sell. 


UNITED FAST COLOR 
EYELET COMPANY 


Boston, Massachusetts 
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Flexible Turns 
for Little Folks 


A trial order will demonstrate to you 
the remarkable style, workmanship and 
fitting qualities of our complete line of 


Children’s Flexible Turn Shoes. 
Manufactured by us for the retail trade 
in sizes | to 5, Mock Heels, and sizes 3 to 5, 


Spring Heels. 


Write for our 1923 Stock Catalog of Spring 
and Summer Styles, illustrating 46 numbers. 


IN STOCK 


No. B117—Patent Leather Sandal, Buckle, Mock 
Heel, sizes | to 5....................Pair $1.00 





No. B143—Patent Vamp, Gray Kid Quarter, Sally, 
Milo Buttons, Mock Heel, sizes | to 5 .. Pair $1.00 


No. B127—Patent Leather Ankle Strap, Red Kid 
Inlay, Red Milo Buttons, Mock Heel, sizes | 
ty Ee eee 


Slane Shoe Corporation 
Rochester, TL.Y. 
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3 W’s LENOX SHOES 
READY TO SHIP 


Here are four new styles, planned especially for children who 
must have neat and durable footwear. Each is IN STOCK 


ready for immediate delivery. 


No. 6520 ~ You can speed up sales in your store by 
Pat * Ch SS gy getting these live numbers on your shelves. 
“Cut Out SS oS Parents buy them quickly and return for 


Cut Out —— D 
6521 84toll D&E ta more. Wire your order today. 
6520 Il'oto 2 D&E 
443 2'oto 7 C&D 


(Narrow Toe, Growing Girls) 


Hand Turn 
No. 6441 


Child’s instep strap patent chrome turn 
$1.35 no heel 
- 1.25 no heel 

6441 814-11 1.75 Spring heel 


No. 6535 
Patent Chrome, Instep strap McKay, Lenox last. No. 6360 


$1.75 
' ; ' Nut Brown Calf, McKay Oxford, Lenox las 
1.95 Spring heel Weimer, Wright & WatkinCo. ¢353 £ si9 
2.15 rubber heel 35 South Second Street 6362 8}4-11 D&E 2.00 Spring 
2.60 rubber heel 6361 834-11 D&E 


inlast 2.10 rubber heel PHILADELPHIA, PA. 6360 114-2 D&E 
(Narrow Toe) 4723 2%4 C,D,& E 2.75 rubber heel 





lh, ii — 2 5 ce 





—) —— fk — > 6 ca 























The Season for Comfort Footwear 
Has Come to Life. 


Have You ? 


We are soliciting your acquaintance; 
pleasant business relations guaranteed; 
get in touch with us at once. We will 
gladly mail our catalogue and all informa- 
tion concerning our Méistwold line of 
Women's Turn Comfort Shoes and Men's 
Turn Slippers carried in-stock for immedi- 
ate shipment. We still have some choice 


No. 140—$3.25 territory open for a few residential 
Kid Tip. 7 Inch Wide Ankle Polish, Kid Sock salesmen 
- Lining. Heavy Sole, 12-8 Wingfoot Rubher Heel No. 141—$2.85 
EEE only. * Kid 7 Inch Medium Toe Polish, 12-8 Wingfoot 
‘ No. 1 $2.85 Rubber Heel, C, D, E. 
0. 143—$2. 
Kid Wide Ankle Oxford, Gray Ooze Quarter No. 144—$2.40 
Kid Oxford. Gray Ooze Quarter and Sock 


and Sock Lining. _s Sole, 12-8 Wingfoot 
Rubber Heel, EEE only Lining, 12-8 Wingfoot Rubber Heel, B to E. 


21 Women's |! MISTWOLD COMFORT SHOE CO. |f * e's 


Styles 
In Stock RAYMOND, - - - NEW HAMPSHIRE In Stock 
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SOMERSET 
Brown Foerderer’s VICI Kid 
oxford. Goodyear welt, 12/8 
military rubber heel. Com- 
bination last. 





KENT 
Black Foerderer’s VICI Kid 
oxford. Goodyear welt, 12/8 
military rubber heel. Com- 
bination last. 


Nearly Every Woman Likes This Shoe 


One of Our Most Popular Models 


When we say nearly every woman 
likes this shoe we are not drawing 
on our imagination —we are stating 
a fact. Mary Lee’s correspondence 
with her host of friends all over the 
country has proven it beyond the 
shadow of a doubt. This, then is one 
of the wanted models of the Mary 
Lee line. 


As Staple As Cotton 


This is a shoe that will sell day in, 
day out, all the year ’round, a stylish, 
comfortable, good-looking pattern, 
the kind of shoe that your best cus- 
tomers always want, always have. 
Merchandise of this character is what 
you want to carry for your profit’s 
sake. Remember, we guarantee the 


quality. 


Quality shoes to retail at $5 and $6 


HARRISBURG SHOE MFG. CO. 
HARRISBURG, PENN. 


New York City 
127 Duane Street 


Boston 
183 Essex Street 


San Francisco 
141 Dram Street 


© 1923. Harrisburg Shoe Mfg. Co, 
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efo lers Co ompany 
offers ~ 
-~a better balanced line 
~ amore saleable line 
~ amore profitable line 


The Holters Company entered The United States 
Shoe Company with but one object in view—to 
develop greater sales opportunities for its present 
customers and for dealers who: may become 
customers in the future. 

However, there will be no change in the cordial 
relationship that exists between The Holters Com- 


pany and its customers. Its management, credit 
policy, independence in developing styles, will 
remain the same as heretofore. 


The personnel of our field representatives presents 
to our customers names of men they long have 
known: 


J. C. Auld 
John H. Carroll 
C. S. Corbin 

B. C. Davis 
Jas. Donohoe 
A. R. Goodwin 
J. H. Goodwin 
C. S. Hopkinson 
Paul Mahler 

T. L. Mattox 

G. V. McKay Harold Twohig 


. E. McNaught 
.J. Niehoff _ 

. A. Porter 

. S. Sanders 

. D. Snyder 

. By Stanley 

. A. Stork 

- &. 
. F. 
ef 


aR eat eta 


These representatives of The Holters Company 
are now in their respective territories. 
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New Siyles for Fall 
emphasize ourpurpose | 
lo help retailers > | 
make greater profits 








It is one thing to possess the ordinary desire 
to please. Sincere determination to deliver is 
quite another. 


Our singleness of purpose is to help the mer- 
chant who places his confidence in us to select 
his lines judiciously—to increase his turn- 
over-—to make a more satisfactory profit. 


Smart styles, prompt deliveries, and uni- 
formly equitable prices are characteristics 
of The Holters lines, which make them es- 
pecially profitable for merchants to feature. 














One of our representatives will call upon you “HOLTERSHOES" 
shortly. A request will hasten this visit. ainhcsithn nich 


Holters 
Company 


Cincinnati 


BRANCH OF THE UNITED STATES SHOE CO, 
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Light Shades are ‘coming in | 
moderately for Fall 


OARDED 


eee vt a 


Our newest shade for particular retailers 


Ask your manufacturer or wholesaler for a sample 


pair made of BROWN BOARDED WILO 


C. D. Kepner Leather Co. 


139 South Street, Boston, Mass. 
212 W. Lake Street, Chicago, III. 
10 Spruce Street, New York 
308 Leather Trades Bldg., St. Louis, Mo. 














HE trend of shoe merchandising is toward 
goods that show a quick turn-over. 


Weber Union-Made Shoes have that apparent 
value which makes for quick and easy sale 


at $5 to $8 Retail 


Style 724 
Weber Bros. Shoe Co. Dark Tan Veal No. 95 Blucher Oxford, 


Dark Tan Apron, Drake Last, Half Wing- 
North Adams, Mass. Soot Rubber Feel. 











New York Office: 1328 Broadway, Marbridge Building, H. Harris, Rep. 
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Mahogany Lotus 
Sinbac- Welt 
5R 2070—5 to 8.. 
5R 2071—8 % to 11 
5R 2072—11% to 2 
5R 2073—2)% to 7. 


Smoked Elk 
Sinbac-Welt 


5R 2080—5 to8........ 
5R 2081—8% to ll.... 


5R 2082—111% to 2............ 


Mahogany Lotus 
Sinbac- Welt 
5R 1689—5 to 8..... 
5R 1690—84 to ll..... 
5R 169]—11% to2..... 
5R 1692—2\%4 to7.. 


Smoked Elk 
Sinbac- Welt 
5R 1664—5 to8........ 


5R 1665—8% toll............ 


5R 1666—11% to 2 


Patent Chrome 
Sinbac-Welt 


SR 1661—8}4 to ll...:.....:.. 
SR 1662—11)% to 2............ 
SR 1663—2}4 to7.............. 


BAREFOOT Sandals 
Play Oxfords 


Be on the job when the first call for 
Barefoot Sandals and Play Oxfords comes’ 
by placing an order today. 


The best of materials—genuine patent 
chrome, Pfister & Vogel’s Kips, two full 
overweight bend soles, no tacks or staples 
—combine for quality that builds trade. 


Get the early sales! It is far better to 
have complete stocks when the season 
opens, sell out early, make your profit 
and have your money to put into other 
stocks than to stock after the season is on 
and have your profits tied up in broken 
lines left unsold on your shelves. 


SINSHEIMER BRO. 6 CO 
2111-13-15 W. MONROE St. 


CHICAGO 
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PIED PIPER 








No. 807 
Smoke Elk 


No. 838 
Brown Lotus 


Ne. 836W 
Patent Colt 


In our Factory No. 2 we make Marathon Guaranteed Non-Rip Stitchdown Sandals—for trade 
that d ds good sandals al low prices. These are built on specially designed sandal lasts in 
whole and half sizes. Goodyear sewed, no tacks or nails, smooth inside, best quality oak bend 
outsoles. Brown, Smoke and Chocolate elk leathers. Sizes, 3 to 5 4, 6 to 8, 8% toll, 114 to2. 
In stock E width, made to order, C and D widths. 





WORLD'S 
FINEST 


BAREFOOT 


SANDALS 


Made by the patented IMPROVED 
welt process—the greatest triumph 
in present-day shoe construction. 
Nothing can equal these Pied Piper 
Sandals in points of smoothness, 
clean-cut appearance, flexibility 
and long wear. 


Built on especially designed bare- 
foot sandal lasts (not boot. lasts!). 
This insures perfect fitting. 


All the popular leathers—smoke, 
brown, patent, pearl, gray and 
mahogany. Also our original ‘‘true- 
to-type’”’ Egyptian Sandals (see the 


samples). 
Whole and half sizes, 3 to 54; 6 


to 8; 814 to 11; 11% to 2; 2% to 8. 
B, C, D and E Widths. 


Very good values. Sample pairs 


submitted prepaid. Orders should 


be placed early to insure delivery 
when the season is in force. 


Marathon Shoe Coy 


The Quality Barefoot Sandal House of America 


WAUSAU Wisconsin 
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The cinnamon-brown buck 
oxford, trimmed with Rus- 
sia Calf, on our Yorker 
last, with a 14%” heel. 


A two strap in L Ooze 
Calf, trimmed with Russia 
Calf. The Madge last, with 
1%” heel. 


At present we have™in stock a full line of 
sizes and widths in both our Arch-O- 
Pedic and Nature-Arch lines. Your order 
will receive our prompt _ attention. 


Suggestions from 


rippen orfs 
evest (reations 


Style development based upon logical and 
well-defined tendencies is portrayed in our 
new line for fall. 


In all of our years of manufacturing fine 
shoes, we never have felt more genuine 
satisfaction over the outcome of our effort 
in preparing our samples for fall business, 
than this season. 


We feel sure that you not only will be pleased 
with their intrinsic style value, but also 
with the beautiful workmanship and quality 
in them. 


Krippendorf salesmen are out. If you have 
not seen our line recently, write and we will 
gladly have one call upon you. 


The Krippendorf-Dittmann Co. 


Cincinnati :: Ohio 


Our Russia Calf, Lakeside 
Blutcher Oxford on the 
Harwood last. The in 
toe, soft box. Match Scotch 
Grain, waist strap. One 
inch heel. 
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We Promised 
to Advertise 


We told the trade this: 


—that we would advertise Menihan’s Arch-Aid Shoes in a com- 
prehensive way. 


—that we would bear part of the expense of introducing Meni- 
han’s Arch-Aid Shoes into each community. 


—that we would formulate and present a plan which would make 
Menihan's Arch-Aid Shoes a profitable and attractive line to carry. 


and here is the way 
we are making good 


In the first place, we have authorized a national advertising 
campaign worthy of the Supreme Quality of the Arch-Aid line. 


Starting with the issue of May 5th, 1923, full-page ad- 
vertisements will appear regularly in gE SATURDAY 
The strongest, most dominant, general EVENING POST 
advertising medium in the country—the finest corrective shoe ever 
made—that’s the combination. 


IN ADDITION: We have ready the most complete outfit of 
dealer sales helps ever offered the shoe trade. Everything to bring into 
the store, to spend their money, the millions of women -who have 
learned about Menihan’s Arch-Aid Shoes through our national 
advertising. 


Any or all these helps may be had for the asking. All care- 
fully prepared. No expense spared to make them most attractive 
and forceful. 


Store signs Counter signs 

Window displays Street car cards 

Shelf signs Newspaper advertising service 
Booklets and folders Movie slides 
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—now here is 
our proposition 


In the first place, we want ONLY ONE DEALER IN A COM- 
MUNITY. 

We want the best man. We want him to push our line, share our 
profits; and we stand ready to protect him. 

And he will have in Menihan’s Arch-Aid line a shoe he will be 
proud to sell. This isn't a price line. You will know that the instant 
a Menihan Arch-Aid Shoe is in your hand. Menihan’s Arch-Aid is 
as good as the best materials and highest paid workman can make it. 

Its appearance is a revelation of beauty for those with previous 
conceptions of corrective shoes. 

The dealer's profit is a generous one. 

There are no dead styles to sell at a loss. 

No left-overs. 

You will not be stocked up with hundreds of changing, short- 
lived styles. 

If you are the right man, we want you. If you will get in with 


us and work with us, we will make it worth your while. 
We want one dealer in each community—the best one. 
If you are the man, this is your chance. 
In this advertisement we can only outline our proposition. 


A two-cent stamp is all it will cost you to get the whole story. 
Fill in the cSupon below now, before the opportunity slips, and we 
will send you complete information. 





ers Le OL) 0 Ce ie irom i Be a Ae 


Street 






































Gently Supports the Arch 
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NO. 741 
IN STOCK 


Shoes Illustrated 
No. 799 The CERTIFIED Shoe is for the type of man who 


Madison Last, Vek Calf, dark t »ipi ° . . 
around. quarter, plain toc, one-half light wants something better than ordinarily good shoes, 


leather box in toe, permanent crease up vamp, 


— — at a commensurate price, without going to the 


extreme in the matter of spending. 


P. & V. Black Velour Calf, plain toe, 4 leather 
box, anent crease up vamp. ° $5.50 
No. isa— Same - above, in Tan Gallun's 


Viking, color No. e. $5.54 Because of its easy-to-be-seen superiority in style, 
fit and wear, the CERTIFIED Shoe will appeal 
to those of your customers who are accustomed to 
paying less—and will, moreover, attract those 
who have been paying more at other stores. 


Twenty-two 
Styles in Stock 


Write for Catalogue. 


STONEFIELD-EVANS SHOE CO. 


ROCKFORD ILLINOIS 
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WALK AND BE HEALTHY 


antilever 


Golf Shoe, 
Tan Norwegian 
Factory Style 454 


MADE FOR MEN 
“AS WELL AS FOR WOMEN 


The principle of construction is the same. 
So is the comfort. The correctness of last 
and theory is proven by 
thousands of wearers and 
months of service. 
Factory Style 442 The style and appearance 
have won friends among the discriminating. 


A Cantilever agency is an achievement. It is just barely 
possible you may have a location that would not conflict 


with any now existing. 


Morse & Burt Co., Inc. 
Brooklyn, New York . 
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SHOE BUCKLES OF QUALITY 
TIMELINESS AND STABILITY 


““NILE-ART” post poe mA “ELITE” BUCKLES FOR FOOTWEAR 


_— designe aed me OS ‘it both and for Below are shown a few leaders in our “Elite’”’ line of 
> tatuenet ; viden om paca gh nd Footwear Buckles. “Tin me tried—popular Troy will add 
They are time yi +1~ atn nd up to “the that de fee te “finishing touch” that makes for Sales 


PROMPT DELIVERIES CAN BE M. ADE 











E HEADQUARTERS FOR BUCKLES OF ALL TYPES FOR ANY PURPOSE 











NORTH & JUDD MFG. CO. 
New Britain, Conn. 
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aa a The mate That Spell Volume 


The big bulk of the shoe business this summer and fall will be done on these colors: 


“ATTA” nee 61 al “ATTA” Red 71 | 


No. 14 (Medium Brown) No. 21 (Dark Brown) No. 31 (Light Tan) HH 
Black and Brown Suede Seneca Dull Calf "Hh 


‘Specify any or all of the above and to be sure you're right add: 


BROWN S QUALITY CALFSKINS 


Samples on Request 


< D BROWN 6.59. INC. 


EXECUTIVE OFFICE AND FACTO 


ROCHESTER, NY. il 





nnn oa 
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Fitting—shoes that oa 
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3556 B—Tan Calf Oxford, Goodyear Welt, 
Perforated Tip, Rubber Heel. 


Growing Girls’ B-C-D 214-7.........$3.15 
Misses’ C-D 1144-2........ 2.60 


3558 B—Patent Colt Oxford, Goodyear Welt, 
Perforated Tip, Rubber Heel. 

Growing Girls’ B-C-D 214-7... 

Misses’ C-D 1144-2 


You'll Build Business with These Shoes 


BECAUSE: 


They are constructed on orthopedically correct lines with close fitting heel and ball. 
Nature-tread last that provides full support, giving plenty of ball and toe room. 


The shoemaking is supreme throughout—full value and full service. A fitting shoe 


for growing feet. 
MNeIS Weer Co. 


Manufacturers 
DISTRIBUTING HOUSES 


51 No. 3rd St., Philadelphia, Pa. 923 Penn Ave., Pittsburgh, Pa. 123 Duane St., New York, N. Y. 
1408 Washington Ave., St. Louis, Mo. 312-318 W. Monroe St., Chicago, Ill. 


37 Ue eee eee eT OUR oe OUR TeT URL Te Lele tne biel 
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IN STOCK | 7 

The Latest 
Sandals 

Wire Your Orders 


TODAY!! 


B314—Patent Celt Sphinx Sandal, 8-8 
Heel h Rubber Top Lift, Welt.. . B 315—Beige Buck Theban Sandal, 8-8 
a with Patter Top ER, WeR..O0.50 Heel with Rubber Top Lift, Welt........94.85 








B 316—White Buck Theban Sandal, 8-8 
wa poany Heel with Rubber ' Top Lift, 


B317—Bei, Busts » g ota Field 
pane Kid "Tries, 5-8 Spanish Covered 


» 300—Gray Suede, Gray Kid Trim, 16-8 
nish Covered Wood eel, High- Grade r 
Hand Torn + vee. Biack Suede Tri ees © Seses 7 + 00+ # eeeeewee 
jac tin, Blac le Trim, 48 B311— Suede, Sunset R T 
16-8 Ly my Covered Wood Heel, roa B, C, D..... : Tis aad ‘Backstay, Tos Heel ‘with Rubber 
ee $5.7 Top Lift, Welt... $5.65 


JOY, CLARK ¢ & NIER, Inc., Rochester, N.Y. 


New York Office, 127 Duane Street, Murray Klein, Representative 
































Two New “Egyptian” Satin Sandals 


Shown by Tober-Saifer 


IN STOCK 


Forward 


Your 
Order 
Today 


Style 2821 
$4.15 


2821—Black Sati rt Sandal, Black Ooze 
2820—Black Satin “Egyptian"’ Sandal, Black Ooze Collar Plain Toe, St. eat tk, Flexible Sole, 
and strip tip, St. Louis made “Process” Flexible Sole, 7-8 Wood Covered Block om ™ Big mm é A, 4d 3 5é 
leather heel. A winner, A, B & C widths, 2% to 8. .$3.50 widths, 2% to 8.. -$4.15 


TOBER-SAIFER SHOE CO. 


MANUFACTURERS AND DISTRIBUTORS 
NOVELTY FOOTWEAR IN STOCK 
1312 Washington Avenue St. Louis, Mo. 
Chicago Salesrooms, 505 Lees Building 
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In Stock— No.729 


Our Nurses’ Comfort Oxford 


made over same sty e ast ax 
construction as cur lon 
successiul Nuarses’ Con Port 
Boot, gives the same dedree 
of cory comfort and ertect 
fit + atis so neces ary tor 
complete foot satistaction. 
Notan arch support shoe, but, 
is correctly built for foot 


trouble prevention. 









































ade 
im tine ack Glaze Kid, 


carryind.a half r ina 
11/8 wee king, ae Pocberak a 
tip Awe lt 


Sizes.3t09 Widths, AtoEE 


Oncford ~ Price , #410, net 30 days 
Boot ~ Price, #5.00,net 50 days. 


MOORE- 4HAFER’ 
‘AHIOE ‘MFG *CO° 
Re BROCKPORT. N.Y. U.4A. 


NEW YORK OFFICE 545-547-549 MARBRIDGE BLDG.B WAY AT 34 ST. 
JACK E. JESTER, MGR. 














Lillian O.Ttts 








- nies 
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Genuine Rajah Soles are 
branded with this mark 


. 
A 
Y 


Do Not Judge Rajah Soles 
by amy whi do trol bearil 


ALFRED HALE RUBBER CO. 
ATLANTIC, MASS. 


The Beet and She- Recorder will appreciate your mention‘ng the publication in replies te advertisements. 
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POPULAR STYLES 


To Retail at $5 and $6 


Good practical styles—perfect fitting lasts and patterns—good 
shoemaking! That’s the story tehind this well known line. 





aS 


Model shown in design is 
our Russian Calf Oxford 
on 127 last —a neat, square 
toe effect. 


IAVNANATVOAVAUUN 











srifieaauthatiinanl 


TTT WIA HT 








r No. 529—Barnet’s Sunset Calf Oxford—Van Ruba 
No. 514 - Black Eric Cait Biucher Oxford. 124 Last . 
8-8 Rubber Heel, Permanent Crease Up Vamp. _— and Back Stay, 124 Last, 8-8 Rubber 


JOHNSON BROS. SHOE MFG. CO 


HALLOWELL MAINE 











in SF ACN NAIM AMANDA AAA NE! 
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High Grade Welt Footwear for Women 
IN STOCK NOW 








We Use Only Combination Lasts and 
Can Assure You of Perfect Fitting Shoes 


On our Egyptian Tut San- 
dals the straps can be worn 
around the ankles or under 
the shank. 


We are sold up on Tut 
Sandals for April and can- 
not promise deliveries be- Stock No. 351 
Coffee Elk “Tut” Sandal. 
Stock Style 120 fore May 1. Sally Last, 88 Heel. AA-D 
Sunset Brown Calf Sport Price $5.00 


Oxford, Clico Crepe Rubber 
Sole, Spring Heel, Francis Last 
AA-D 


Price $5.85 








Stock Style 302 
Black Calf Oxford. Tailor 








Stitched, Sally Last, 8-8 Heel 
Rubber Top Lift, AA-D 


Price $5.00 


No. 301—Same in Victoria 
Brown Calf 


Price $5.00 


Stock Style 623 
Patent Leather Two-Strap 
Pump, Goodyear Welt, Phyllis 

Last, 14-8 Heel, AA-D 


Price $5.25 


Stock Style 624 


Same as above in Surpass 
Black Kid 


Price $5.25 


Stock Style 350 


Patent Tut Sandal, Sally Last. 
&8 


+8 Heel. AA-D 
Price $5.00 


Stock Style 352 
Same Style in White Nubuck 
A-D 


AA- 
Price $5.25 


Stock Style 621 


Patent One-Strap Pump, 
Phyllis Last, 14-8 Heel. AAD 


Price $5.00 
No. 622—Same in Black Sur- 
pass Kid 
Price $5.00 


Stock Style 642 
Burk's Black id One-Strap 
Pump, Egg Ball Shank, Phyllis 

Last, 14-8 Heel, AAA- 
Price $6.00 

Stock Style 643 

Same in New Castle Brown Kid 
Price $6.50 


Stock Style 520 
Surpass Black Kid Oxford, 
Lucille Last, 12-8 Heel, Rubber 

Lift. AA-D 
ice $5.25 


Stock Style 530 
Same in Brown Russia Calf 
Price $5.00 
Stock Style 510 
Same in Patent Leather 
Price $5.00 


‘IF YOU WANT GOODS MADE UP FOR YOU ON EXCLUSIVE 


PATTERNS, 


DON’T FAIL TO SEE OUR SALESMEN 


CROOKER & MORSE, Inc., Bridgewater, Mass. 


Boston Sample Room, 183 Essex Street, Room 501 
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T is important to a shoe manufacturer 
or to a shoe retailer to be able to de- 
pend on the uniform good quality of 

the material in his shoe. 


° — ° Skinner Shoe Satins are 
That is why it is easier for both man- 36 inches wide and are 


ufacturer and merchant to sell shoes made in four different. 
made of qualities to meet all the 


Skinner's 


requirements of the 


trade. 





Shoe Satin 


— made especially for juse in footwear. 
—_@— 
WILLIAM SKINNER & SONS 


NEW YORK CHICAGO BOSTON PHILADELPHIA 
Mills, Holyoke, Mass. Established 1848 


‘**Look for the Name in the Selvage”’ 
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A WORTHWHILE 
SALES PROPOSITION 


You can develop the Dr. A. Reed line into 
a worthwhile sales proposition. Women who 
seek comfort with style find it imme diately 
in the many styles we offer. 


In a word, our proposition is one of “selling ARCH SUPPORTER 

upon presentation.” Scores of successful No. 229—Built with the famous 
merchants who have investigated Dr. A. a steel shank, carries rub- 
Reed Shoes, have learned this fact to their : 


profit. 


John Ebberts Shoe Co., Inc. 


Our Stock Catalog contains much valuable 
ad Exclusive Manufacturers 


information and many good hints. May we 
mail you a copy? Buffalo - - New York 
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CO) Shoe Ornaments of King Tut’s Time 


cDa>- Influence of Egyptian Art in Modern 


Shoe Trimmings Effectively Portrayed 
in Our Latest Conceptions 


The call of the shoe manufacturer and merchant 
is answered in “Dalco™ designs. Those who 
know pure Egyptian ornaments say “Here is 
something that is right.” 
The Scarab, or sacred beetle, symbolical of good 
fortune, of metal, finished bright with rhine- 
stones and in true Egyptian colorings, is strik- 
ingly beautiful as a slide ornament. 
The Sphinx, sentinel of the sands, ages silent, still speaking impres- 
sively of the past to all who gaze upon it, is the motif for another 
slide ornament of taste and character. 
These or any one of numerous other “Dalco™ designs will put Alad- 
din’s touch to your footwear styles, enhancing beauty and making 
them more salable. 
Our suggestion is that you send for samples and prices today and be prepared to cash in on 
the tremendous public interest in everything pertaining to King “Tut's” time. 


Change In Name But Not The Nature Of Our Business 


In reorganizing Dalco service under the title of Dalrymple-Dudley Company there 

has been united two large factors in the ornament branch of the shoe industry, 

SEND FOR LATEST “DALCO” thus assuring all doing business with us even greater trade advantages then here- 
ORNAMENT FO'DFR .”. tofore were possible. 


Dalrymple-Dudley Co. Haverhill, Mass. 


The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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It speeds up 
business! 


The man’s shoe-- 
with a Real Chassis 


F you want to swing into your shoe selling with a real 
zest—if you want to increase your profits with newbusi- 
ness and maintain this greater volume of business—then 

give to your trade the shoe that means real foot happi- 
ness—the man’s shoe with a real chassis! 


Men all over the country—men in your own community 
—are reading the wonderful message about this wonder- 
ful shoe every month in the Saturday Evening Post, 
Harper’s, Scribner’s, Century, Atlantic Monthly, 
Review of Reviews and World’s Work. 

Men who do things—men who make good customers for you—are 
learning about this shoe, and they want it. Further, they are buying 
it, and they are telling their friends, because no other shoe is like the 
Arch Preserver Shoe. No other shoe gives such satisfaction. 


Style, foot health, comfort, good wearing quality—everything that 
should be in a shoe—everything that can be in a shoe. 


Sixteen styles carried in stock for immediate delivery, 
thus making unnecessary a large investment of capital. 


I 
E. T.WRIGHT & CO., INC. FA 
Rockland, Mass. 
“' aie eS! 


MOE WITH TH 


Makers of the “Just Wright" 
Men's Fine Shoes since 1876 


THE 


ARCH PRESERVE 


(The Talbot Shoe Co,, St. Thomas, Ont., are licensed by 


us to make men’s Arch Preserver Shoes for Canada). 


“KEEPS THE FOOT WELL” 


This Trade-Mark is found on the 
sole and lining of every genuine 
Arch Preserver Shoe. There are 
seven patents embodied in Arch 
Preserver Shoe construction, These 
are vested solely with E. T. Wright 
& Company, Inc., Rockland, 
Massachusétts, for. the making of 
men’s and boys’ shoes, and with 
The ag Shoe Company, Ports- 
mouth, Ohio, for the making of 
women’s and misses’ shoes. 
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GALLUN 
LEATHERS 








AZTEC CALF 


In new style effects for men and 
women, this excellent leather 
predominates. Tanned in six 
colors and weights, it offers un- 
limited opportunities to manu- 
facturer and merchant. 


Always Standards of Excellence 














NORWEGIAN 
Veals and Calf 


These leathers develop the sport 
motif and lend snap to brogue 
models. Heavy, with boarded 
finish, they can be secured in 
black and three colors. 


THE TEST OF THE LEATHER 


Where consumers of good taste congregate, you will find the real test of a 
leather. Actual wear in the shoe brings out its finest qualities. Chief 
among those quality leathers to be seen on the golf course, on the boule- 
vard and in the busy city street, stand Gallun Leathers. Hundreds of 
manufacturers have introduced them successfully.into their big style 
leaders, while fully as many progressive merchants have sold their cus- 
tomers on Gallun Standards of Excellence. 


VIKING CALF 


This is one of Gallun’s most versatile 
leathers, being widely adapted because 
of its complete range of weights. Six 
colors and black make ‘it a decided 
favorite with all shoe men. 


A. F. GALLUN & SONS CO. 


MILWAUKEE, WIS. 
A. F. Gallun & Sons, Inc., H. A. Ely, Mgr., 11 East St., Boston 


The Beet and Shee Recorder will appreciate your mentioning the publication in replies te advertisements. 
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“Tt will pay you to take advantage of our in stock 
service and secure seasonable sellers promptly. Two of 
our many ready-to-ship styles are shown here.’”’ 


‘ , 


Stock No. 518 Stock No. 528 


PREMIER LAST BROADCAST LAST 


Ruby Red Oxford. Wingfoot Heel. Six Rows Vamping. Imported 112 Light Brown Cubist Oxford 


NO. 418 Si Wi 
As above in Black Ivory Calf. mage Sele enqpent Winal see 


Send for Our Spring and Summer In Stock Catalogue. 


The Dalton Company, Inc. 


Makers of Fine Shoes for Men and Women 
BROCKTON, MASS. 


BOSTON NEW YORK CHICAGO 
183 Essex Street 651 Marbridge Bldg. 209 South State Street 
1618 Republic Bldg. 
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Ready May 10 





Built and put in stock to meet the 
big demand for lighter tan leather in 
This oxford is distinc- 


men’s shoes. 
tively Stetson,—is made from Tan 
Casca Calf over the Frat last, a new 
and dignified shape,—and, with its 
companion, Style 24R, made from 
Black Casca, will be ready May 10. 


Dept. 5’s desire to render efficient 
In-Stock service at all times is ex- 
emplified by the addition, in mid- 
season, of these two new models. 
During the rush of spring and sum- 
mer business, Dept. 5 will be kept 
ready to fill all orders with the least 
possible delay. Get into the habit of 
calling on Dept. 5 for your sizing-in 
orders. 


Send for Stock Book 32R 


. Chie 
Stetson Shoe Co. 


Incorporated " 
South Weymouth, Mass. Boots, Outing and Athletic Footwear 
Boston New York Chicago DETROIT, MICHIGAN 
le 


kh 
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LINE FOR LINE 
THE BEST IN THE SELLING END 


ULC 
“Playboy ” 


Sport and Outdoor Wear 





No 621 


Goodyear welt, smoked elk uppers, lace- 
to-toe pattern, no lining, single chrome 
sole, wedge heel. 

In Stock—C, D and E widths. 


A clean-cut flexible shoe for sport and outdoor 
wear, and— . 


the secret of their “customer approval” lies in 
the fact that they are made with a thorough 
understanding of the uses and expectations of 
a shoe of this kind. 


A shoe made for a purpose that fills every 
possible demand. 





We shall be glad to submit samples. 





Witchell Sheill Co. 
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FOUNDED 1873 


187° 


5O YEARS OF 
QUALITY-SERVICE* STYLE 


SUNSET CALF” 


ARay of Sunshine for all 


OUR NEW GOLDEN SHADE 
« CELEBRATING OUR = 
GOLDEN ANNIVERSARY 


Karnet Seater Co tue 
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Growing Girls’ and Ladies’ One Strap Colored 
Leather Sandal 


BB  2- 


Growing Girls’ and Ladies’ Sallie Sandal 


oe: 


Sandal 














No. 7111 


= 


Boys’ and Men’s Ventilated Oxford 








a 


. Plug Oxford 
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Three Stitches with 
but a Single Thought--- 
STRENGTH! 


Strength in the Stitching— 
Strength in the Grades of Leather Used 
Strength in the Sales Value of 


TRIPLE 


STITCHED 


Growing Girls’ and Ladies’ One Strap Sandals—Colored Leathers— 
Rubber Heels 


117—Red U; ing 6 wich ob nindsveuesdebantenseaheawemie 
118—Green Upper Leather, Oak Shoulder Sole... ...... 2... oe ccc cece cece ences 2.35 


Growing Girls’ and Ladies’ Sallie Sandals—Rubber Heels 








2%-7 
109—Patent Leather, Oak Shoulder Sole, Sheepskin Lined............. 2.2... esse eeeeuee $2.35 
ee en sa cc ccausnoccssccvgnsgcsevenssesseneasvelita 2.10 
139—Gancheed Mth, Oak: Shoulder Bolle... ...... ccc. cccccccccccccccccccccecccccecccbsac 2.00 


Sandals—Branded Best or Soles—Grade A 
84-11 11%-2 2-7 
15—Full Grain Brown ee ek te ES si. 4 $1.20 $1.40 $1.90 
61—Full Grain Pearl Elk, Elk Sole............... 1.20 1.40 eae 


Sandals—Shoulder and Neolin Soles—Grade B 


5-8 8-11 11%-2 2%-7 
@—Cherry Chrome, Oak Leather Shoulder Sole. . .$0.85 $0.95 $1.10 $1.60 
The {“Sportster” 
7111—Rueping’s a Elk, Black Dull Leather Trim, Perforated Imitation Black Stitched 
Eb) See eee eee eee eee eee eee eee eee ee ee ee eee eee eee S 
7110—As above in Brown Lotus with Smoked Trim.............. 2... ...02 002 eeeeeee 2.35 


Men’s and Boys’ Ventilated Oxfords—Rubber — 


Men 

ie 

gooey Geum, ES eT a $2.00 
915—Full Brown Lotus, Oak Shoulder Soles....................055 2.25 

Men’s and Boys’ Blucher Oxfords—Rubber Heels, Munson Lasts 

Boys’ Men's 

2 Pe % 6-11 

815—Full Grain Brown Lotus, Oak Shoulder Soles....................... $2.25 





Sie) COMPLETED STITCHDOWN 


TRIPLE ae WELT 


Se ROW OF STITCHING NHOLIINO UPPER Tro ime THAT 18 


347 Rider Avenue New York City 
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The “TEN FOOTE 


The forerunners of the modern factory were small shacks usually 10’ x 10’ 
which the more progressive shoemakers built in the seventeen hundreds. 
Here worked three or four men, each somewhat of a specialist in some 
part of shoemaking. 





The “Ten Footer” was a transition from the itinerant shoemaker period 
to that of the organized shop. 


Rice & Hutchins shoes are products not only of specialized workmanship, they 
are products of specialized factories. Just as it is true that a man doing one 
kind of work can do it better than if he did several jobs, so it is true that 
factories can produce better footwear at better prices if they specialize on one 


grade of product. 


The Rice & Hutchins organization “employ” nine factories to specialize in 
making better footwear for the purses of consumers. That is why thousands of 
retailers all over the United States find it more profitable to sell Rice & Hutchins 


footwear to millions of people. 


RICE & HUTCHINS 


BOSTON INCORPORATED U.S. A. 


= —— lL 
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The Small Merchant Cannot Be Killed Off 


Alarm Signals Have Been Raised But in Shoes, Style and Orthopedics 
Contrive to Keep Independence of Service 


IGNIFICANT this week in the news is the mer- 
S ger of two of the great stores of New York— 
Gimbels and Saks, and equally significant is the 
warning uttered by E. A. Filene of Boston that in- 
dependent small stores are certain to decrease. In the 
one case an $88,000,000 business merger and in the 
other a cry for chain store co-operation. 

Significant in a trade way are the topics under con- 
sideration in this issue. On the one hand, a style con- 
ference report, prepared on a national scale to give 
merchants unity as well as individuality and to mass 
their judgments so that buying may be safeguarded 
and selling made more profitable. 

On the other hand in this issue a treatment of the 
subject of orthopedics—a factor in shoe selling that 
makes the work of the experienced diagnostican at the 
fitting stool so valuable that best service be given only 
by a development of independent responsibility. Both 
style and fitting service are the answers to amalgama- 
tion and E. A. Filene. 

No conference ever pointed out more clearly that 
style knowledge—nationally dispensed—and local 
knowledge best obtained by merchants who own and 
have responsibility over their own stores is so vital in 
the shoe business of today that to venture into the 
style game by any chain gang would be utter folly. 

Carry the item still further and you see amazing 
successes in shoe manufacturing by men who own 
their own businesses and who put their own personality 
into both styles and workmanship. Style has saved the 
small business—it has made the quick-witted mer- 
chant and the able and inventive manufacturer to face 
the public with wantable shoes when huge organiza- 
tions with standardized runs and patterns have been 
able to compete on price alone. Style ignores price and 
glorifies the art of the individualist. 


Likewise when it comes to orthopedics—there are 
stores with national reputations who serve the public 
with great fitting care and the public readily pays the 
price, for it is a great human service which no other 
apparel store can render. 

As much cannot be said of many chain and managed 
stores where absentee responsibility looks at sale 
records instead of permanent reputation. 

Other stores may see the handwriting on the wall, but 
in shoes there will ever be a place for every merchant, 
no matter how small, who can serve by style, or serve 
by fitting—and most good stores do both. 

A facing of the facts is a valuable guide to the future 
—and so let’s analyze the alarm signals. 

The latest warning comes from a source which de- 
mands respectful attention. It is the serious and de- 
liberate judgment of a successful merchant. In an 
article in the New York World, Mr. Filene says: 

“T began in a small store and later had an interest 
in five of them. We gave them up because it seemed to 
us that conditions would eventually crowd them into 
more.and more difficult positions and finally force 
them out. 

“Tt has taken longer than I thought it would to do 
this, but it is more evident today than ever that the 
tendency is that way. 

“In speaking before a group of small store shoe re- 
tailers a few years ago I told them that they were in- 
evitably going to be forced out of business unless they 
were far sighted enough to combine with the other non- 
competitive shoe stores in their city or other towns and 
so get the advantages of chain store organization. I 
told the shoe retailers that by combining they could 
have all the advantages of the chain store and at the 
same time retain those which the chain store lacks— 
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namely, those of personal ownership and personal con- 
tact with their customers. 

“The chain stores are bound to spread. I think that 
the last figures show that there are something like 8000 
chains of chain stores. The small, independent stores 
are certain to decrease in like ratio. unless they definite- 
ly organize and meet this competition.” 

Here is a warning so definite and impressive that it 
must challenge the attention of every merchant who 
gives a thought to the future. Moreover we know of no 
man who has any familiarity with conditions in the 
retail industry who will challenge the conclusions of 
Mr. Filene. The position of the small retail merchant is 
critical in the extreme and it is the part of wisdom to 
recognize frankly the facts and to face the situation 
with open eyes. 

The danger which menaces the existence of the small 
merchant is threefold in nature and is plainly visible 
to all. It comprises the chain store, the catalogue 
houses and the mail order departments of the big stores. 
All three have been making giant strides in recent years 
and there is not the slightest reason to expect that that 
progress will be checked. But that fact alone would 
not be sufficient reason for the disappearance of the 
small, independent dealer. The latter can perform 
services to his community which cannot be rendered 
by any of his three competitors and he need not aban- 
don the field if he shows equal efficiency. 

The only thing which can ever destroy the small 
retailer is his own inefficiency and that is the only 
thing which makes his position critical today. 

The small retail merchant complains that he cannot 
meet the prices of the catalogue houses. He is wrong. 
He complains that he cannot compete with the big 
department store because of its tremendous variety 
and range of merchandise. He is wrong. He complains 
that he cannot compete with the chain store because 
of its buying power. He is wrong. When he complains 
of these things he is accusing himself of inefficiency in 
buying, inefficiency in the selection and display of his 
merchandise, inefficiency in studying and meeting the 
needs of his customers. 

Which brings us to the second big point in our argu- 
ment—the service which the independent merchant 
renders. We can describe it best by setting out the 
things which the efficient merchant does. 

He studies the personal tastes, needs and whims 
of his customers. No mail order system ever devised, or 
that ever will be devised, can do that. 

He buys his merchandise to meet the needs of his 
trade and not because he has a chance to pick up a 
bargain. : 

He buys little but buys often and so is never over- 
stocked but has always got variety and plenty of new 
things to interest and attract his trade. 

He spends time and money on his mailing list which 
is always up-to-date and he sees that every customer 
and every prospect gets a copy of his Store News or at 
least a circular telling of the new things he has bought. 
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He takes a real pride in his windows, sees that they 
are always spick and span and changes them at least 
twice a week. 

He makes his store a friendly place where everyone 
that enters feels at home and as a starter he makes his 
sales force his friends. 

He never forgets that a good merchant must always 
be a good citizen and that his own prosperity depends 
on the prosperity of his neighbors. So he preaches and 
practices co-operation with his brother merchants. He 
takes an active part in the work of the local merchants’ 
association or chamber of commerce and can always be 
counted on to do his share in every movement for civic 
betterment. In this way he wins the esteem of his fellow 
citizens. 

He advertises freely, but intelligently. 

He visits the market often. 

He is never too busy to talk to a salesman. 

There you have ten vital rules for success in retailing, 
regardless of what kind of a town you are in, whether 
it is a country village or a metropolis. Apply each one 
to yourself and see how you measure up. If you say, 
“Me, Too,” to each one of the ten you need not fear 
any prophet of woe. You are headed for victory. 

The small town retail merchant is no more doomed 
than the big city department store. The inefficient 
merchant might as well pack up and go. 





Five Pointers on Orthopedics 


IRST—Women wore shoes for appearance only. 
Second—Then came thoughts of comfort and the 
comfort shoe came into existence for wear by old women 
and by young women when at home where no one could 
see their feet. 

Third—Then came closer study of foot anatomy and 
the discovery that foot troubles could be cured by cer- 
tain types of shoes. Thus developed the orthopedic 
shoe at about the time that physicians were bending all 
their efforts to cure disease after contracted. 

Fourth—Then came the age of preventive medicine in 
which we now are and with it, the realization that 
orthopedic footwear could be made to prevent foot 
troubles as well as cure them. 

Fifth—Then came the modern orthopedic shoe, 
designed to prevent foot troubles and also to conform 
to established style dictates. 


Who Actually Makes Style 


TT N discussing the elusive matter of style, one of the 

prominent retail men in Philadelphia whose store 
is, by the way, a style center, said that in his view 
style is formed by the thinking consumer and sub- 
stantiated by the following trade: The manufacturer, 
the pattern maker and the shoe merchant himself are 
only in the position of pupils and adopt the suggestion 
that comes to them from a relatively small portion of 
the shoe wearing public. 
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Boot and Shoe Recorder CREED . 


Getting More Shoes Sold Right: not only “more” but “‘right;”” sold for the right purpose, to 
the right wearer, in the right fitting, for the right price, at the right profit. This is the great 
problem of the retail shoe merchants. The chief purpose of the Boot and Shoe Recorder is 
to help solve it; for this is the basic problem upon which depends the progress of the 
entire allied industries relating to shoes and leather; their production and distribution. 
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Advertised Goods and Turnover 


Every one should study the following results of a 
survey made by a paper of national reputation. 
This publication discovered that advertised goods 
were turning over three to four times faster than 
those that were not advertised. The amount of 
capital invested in stock was the same in each case, 
$10,000. It was assumed that profits were 10 per 
cent of the sales. Here are the results: 
Non-Advertised Goods 

$10,000 capital, 40 per cent mark-up. 

$14,000 retail value of stock,. three number of 
turnovers. 

$42,000 total business for the year. Ten per cent 
percentage of net profit. 

$4,200 net profit at end of year. 

Advertised 

$10,000 capital, 20 per cent mark-up 

$12,000 retail value of stock, six spades of turn- 
overs. 

$72,000 total business for the year, 10 per cent 
percentage of net profit. * - 

$7,200 net profit at end of year. 

It will be seen in the above instance that though 
the mark-up was twice as large in the case of non- 
advertised goods yet they yielded a smaller profit 
than the advertised. 
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HIS style report covers selling at retail during July, August and the 


early Fall. 


It was compiled at a meeting held in the Hotel Astor, 


New York City, April 24, and has the unanimous endorsement of 
every man who took an active part in the proceedings. It is signed by 
Harry C. McLaughlin, general chairman of the Styles committee of the 
National Shoe Retailers’ Association; John C. McKeon, general chairman 
of the Style committee of the National Boot-and Shoe Manufacturers’ 
Association; Burt W. Rankin, chairman of the Styles committee of The 
Tanners’ Council; and Frank B. King, chairman of the styles committee of 
the National Shoe Travelers’ Association. 








: WOMENSSTYLES 


Definition of conservative footwear—Conservalive footwear covers 
— effects as noted above in straps and ozfords confined to plain 
s and such general types of shoes as are generally considered 

in the non-speculative class. 








Conservative Welts 


Patterns—Oxfords and one and two straps, with 
oxfords predominating. 

Lasts—Medium with tendency toward fuller toes. 

Heels—9-8 to 14-8 

Materials for-July Retailing—(1) White leather and 
fabrics; (2) Black and brown leathers. 

Materials for August and Early Fall—Black and 
brown leathers 


Fashion and Sport Welts 

Patlerns—Straps and oxfords with straps predomin- 
ating. : 

Lasts—Present trend with tendency toward fuller toes. 

Heels—9-8 to 14-8 

Materials for July Retailing—(1) White leather and 
fabrics; (2) Black and brown leathers. 

Materials for August and Early Fall—(1) Brown 
leathers plain and trimmed; (2) Black leathers plain 
and trimmed; (3) Patents. 


NOTE—By brown leathers are meant shades shown on the official 
color card for Fall 1923 listed as Beige, Mandalay, Log Cabin and 


similar tones. 
Conservative Turns 


Patterns—Oxfords and straps with plainer type of 
one and two straps predominating. 

Lasits—Medium with tendency toward 
fuller toes. 

Heels—Wood and leather, heights 9-8 to 14-8. 

Materials for July Retailing—(1) White leather and 
fabrics; (2) Black and brown kid; (3) Black satin; and 
(4) Patent. 

Materials for August and Early Fall Retailing— 
(1) Patent; (2) Black satin; (3) Black and brown 
leathers. 


slightly 


Fashion Turns 


Patterns—Straps will predominate. Some fancy 
effects prevailing with an interspersing of sandal 
effects and gorings. 

Lasis—Medium with tendency toward 
fuller toes. 

Heels—Boxwood, heights 10-0 to 14-8, full Louis 
and Spanish Louis 13-8 to 17-8. 

Materials for July Retailing—(1) White leather and 
fabrics trimmed and plain; (2) Patents; (3) Black 
Satin; (4) A continuance of neutral colors in the brown 
class; as‘shown on the official color card. 

Materials for August and Early Fall Retailing— 
(1) Patents; (2) Black Satin; (3) Black and colored 
ooze plain and trimmed; (4) Brown kid and brown 
satin. 


slightly 
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Evening Shoes 


Patterns—Straps will predominate with a liberal 
proportion of openwork effects, including modified 
sandal patterns. 

Lasts—Medium with tendency toward slightly fuller 
toes. 

Heels—Mostly full Louis 14-8 to 17-8. 

Materials for August and Early Fall Retailing— 
(1) Silver and gold brocades; (2) Plain satin and bro- 
cades; (3) White kid. 





Patterns—In the early Fall oxfords will predominate 
in the same proportion as through the Spring season. 
Later in the Fall high shoes will be in increasing 
demand. Lace oxfords lead with multiple stitching 
holding popularity over perforations. 

Lasts—Brogue, semi-French and conservative. 

Heels—8-8 with a tendency to get away from flange 
heels except on brogue types. 90 per cent rubber heels. 

Colors—The. tendency is toward lighter shades of 
tan in larger cities, with Cherry Red and Hazel Brown 
still strong. Black calfskins are increasing fast. 
Black and tan vici as well as staples are left to the 
merchant’s judgment. 

Leathers—Lightweight smooth leathers for general 
wear, boarded leathers and Scotch grains for broguish 
types. There is an increasing demand for patent 
leather for dress wear. 


Sport Shoes—An active sport shoe demand is pre- | 


dicted. Crepe soles will be used very generally. 
From September on, shoes built for Winter wear with 
leather lining and waterproof welts will have an 
inrceasing demand. 


NOTE—Retailers should interest themselves in the campaign for 
better dressing for men, so that correct styles are worn for the occasion, 
thereby increasing the sales of pairs. 


: Chuldrensstyles 
Broad toes will continue to prevail with orthopedic 


effects predominating. 

Patterns—Straps and oxfords. 

Leathers—(1) Tan, calf and elk leathers in smoke 
brown. and pearl; (2) Patent; (3) Black calf. 


Sport Effects for Play Shoes 


Patterns—Strap pumps and sandals; saddle oxfords 
and foxed oxfords freely perforated and with shield 
tips. 

Leathers—(1) Elk leathers; (2) Tan calf, plain or 
trimmed; (3) Patent. 


For Dress Occasions 


Patterns—Strap pumps, sandals and oxfords. 

Leathers—(1) Patent; (2) White leather or fabric 
plain or trimmed; (3) Colored flesh finished leathers in 
combinations; (4) Medium tan calf in combinations. 


(In misses’ and children’s shoes there is a strong tendency in favor 
of low effects over a greater period of the year) 


Growing Girls 
Growing girls’ shoes will follow the trend of the 
women’s styles recommended both as to patterns, 


leathers and materials. Lasts willjbe medium round 
toes, heels leather or covered from 1 to 1% inch. 


Boys’ and Youths’ Shoes 


Boys’ and youths’ shoes follow the trend of the men’s. 
styles. Center perforated tips with perforations in 


general are in much demand. 
(Continued on page 95) 
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‘Authorities from Every Branch Joined in Collating Information from Paris and 
New York; Fashion Writers on List of Speakers 


HE meeting of the joint styles committees of 
{eee merchants, tanners and _sales- 

men held at the Hotel Astor, New York City, 
April 24, was the most elaborate portrayal of style that 
the industry had attempted to date as a background to 
the preparation of its official styles report. All the arts 
of the fashion world were brought together through the 
use of living models, stereoptican, fashion writers from 
feminine magazines and the best brains of merchants 
representing every section of-the country, manufactur- 
ers from every market, tanners from every center and 
leading shoe salesmen. 

The joint charimen of the merchants and the manu- 
facturers, happily termed Mac and Mac, meaning H. 
C. McLaughlin and John C McKeon, spent a full 
month in the preparation of this style conference. They 
enlisted the support of the editors of Vogue, Harper’s 
Bazar and the Ladies Home Journal, as well as a 
leader in the hosiery industry and the managing 
director of the Textile Color Card Association. The 
day previous to the open meeting special committees 
labored on the skeleton of the report. 


High Lights on Style 


When Harry C. McLaughlin opened the meeting he 
called for a short address by John Slater, President of 
the N. S. R. A. and Frank R. Briggs, President of the 
N. B. & S. M. A. 

Addresses by the various fashion writers were then 
in order. Mrs. Edna Wollman Chase of Vogue said: 


“You have overdone the novelty; the 
well dressed woman will not wear high 
colored shoes and it is evident that the 
Autumn mode will be more conser- 
vative.” 


H. B. Sell, representing Harper’s Bazar, used a pro- 
jectoscope in demonstrating Parisian shoe styles and 
his European representative, Mrs. Ray, emphasized the 
coming of the tailored suit and tailored shoes for Fall 
with skirt lengths in tailored suits from 8 to 10 inches 
from the ground, with more dressy afternoon frocks 6 
to 7 inches from the ground, and, for evening wear, 
gowns from 7 inches to almost touching the ground. 


Soft Wood Colors Coming 


It was left to Mrs. Margaret Hayden Rorke, Manag- 
ing Director of the Textile Color Card Association, to 
clarify the color situation by stating that for Fall her 
authorities claimed that the softer wood colors of brown 





would lead. These ranged from beige to “Log Cabin.” 
She pointed out that color is one of the greatest factors 
of dress today and that happily it was moving toward 
the charming neutral colors in the brown family. 
Paraphrasing a local song hit, she said: Now you have 
the red step, blue step, yellow step and green but my 
warning to you is on these colors “WATCH YOUR 
STEP.” 
A Plea for Beauty in Shoes 


The keynotes as sounded by the trade were based 
principally on the idea presented by Chairman Mc- 
Keon who said: 


“Let us all think in terms of beautiful 
shoes and let us eliminate bad taste in 
patterns and colors. Only for the past 
few years have shoes been really beau- 
tiful and it is up to us to hold on to 
beautiful, salable and profitable styles 
and eliminate all else.” 


A. C. McGowin, president emeritus of the N.S. R. A., 
came out of his retirement in Philadelphia to utter a 
strong preachment. He said: 

“The interests of the retail merchant are paramount 
today but his interest is not completely successful if he 
doesn’t first study the interests of the manufacturer and 
the tanner.” 

John Garside of Brooklyn said: “You can direct 
style but you can’t control it. We are now seeing ex- 
amples of extremes in poor taste but it us up to us to 
make beautiful shoes dictated by good taste.” 

Burt W. Rankin, speaking for the tanner, told of the 
complexity of manufacture for the fashion trade when 
no woman has two pairs of shoes alike and must have a 
great number of pairs in her wardrobe to be distinctive. 

Louis Halle of the Amalgamated Leather Companies 
said that brilliant colors were to sell for sometime to 


come. 
Keep to Colors but Vary Finishes 


Nick J. Schorn of Carl E. Schmidt & Co., Inc. said 
there were two paramount problems, one the creation of 
style for women who seek distinction and who want to 
be decidedly individualistic in their footwear and who 
are therefore looking for new things in patterns and 
leathers at all times; and the second and more import- 
tant class the production of shoes on a scale to enable the 
industry to face the future with a better sense of se- 
curity and he outlined the principles of selecting the 
right colors and getting variety by the use of different 
grains and finishes in the same color, thereby giving to 

(Continued on page 78) 
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The Slogan of An Industry 


HAVING BEEN COPYRIGHTED BY THE NATIONAL Boot AND SHOE MANvu- 
FACTURERS’ ASSOCIATION, THE DESIGN AND SLOGAN PICTURED ABOVE HAVE 
BEEN DEDICATED TO THE SHOE INDUSTRY OF THE COUNTRY AND MAY BE MADE 
USE OF BY ANYONE WITH THE INTERESTS OF THE INDUSTRY AT HEART. THE 


SLOGAN AND DESIGN WERE WORKED OUT BY THE TOLMAN-DavipDson ADVER- 


TISING Press or Boston. 
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How the Style Report Was Prepared 
(Continued from page 76) ' 
the merchant more sizes and widths and more salable 
merchandise. 
Eliminating the Gamble 

Much interest was expressed in the statement read 
by Emil Weil of S. Weil & Co., Inc. of Brooklyn, as 
follows: 


“There exists at the present time in the women’s shoe industry 
a condition which is anything but sane, due to the fact that style 
changes are taking place every six weeks instead of every six 
months, in consequence of which the retailer, manufacturer and 
tanner are placed in a position where merchandising has been re- 
duced to a strictly gambling game. 

“There is no doubt but what this condition can be overcome 
by the three branches of the industry getting together and putting 
the business on a constructive bases. 

“My thought in the matter would be by the three branches 
appointing a committee and they, in turn, to appoint a chairman 
of said committee, whose sole duty would be to educate the con- 
sumer through publicity what to wear, whether it be for 
street, sport or evening wear. 


Time for More Publicity 


“The shoe is the only article in wearing apparel which has 
never received the proper publicity, due to the fact that we 
have never gone after it. 

“‘We rarely see shoes mentioned on the women’s fashion page 
of the daily papers or the fashion magazines. I am quite sure 
said papers would gladly give the proper write up if the shoe ad- 
vertisers would get together and ask for it through aforesaid 
committee. 

“By thus educating the consumer, we would to a great ex- 
tent eliminate the gambling element, and thereby reduce the price 
of shoes, which would increase consumption. 

“The retail mark up on shoes today is greater than it ever 
was, to make up for the long mark down that has to be taken 
with the sudden switch of style. 


Tell the Public 


“The American shoe is the best made in the world, but 
the consumer is not aware of the fact, due to lack of the right 
kind of publicity, in consequence of which we have been follow- 
ing Paris both as to lasts and patterns owing to the publicity they 
get. 

“The only expense attached to this would be the salary of the 
publicity man. This man would also have to keep in touch with 
the garment industry as to color. 

“What we want are harmonizing colors, and not every color 
of the rainbow that exists today. Am quite sure that the tanners 
will agree that this would immediately reduce the price of leather. 
At the present time, they cannot produce any color in quantity. 

“Eliminate the gambling element that exists to the extent it 
does and everybody’s overhead in the industry will be consider- 
ably reduced and production increased. 

“The Department of Commerce in Washington would be 
only too glad to help us from the publicity angle, if we can show 
them that the general public is benefiting by this move. Further- 
more, a movement of this kind would make, without doubt, for a 
large export business, due to the publicity, a condition that does 
not exist at the present time. 


The Advantages Gained 

“To sum the matter up for the three branches: 

“Firstly, the Tanner—More economical tanning through 
larger units of production, longer runs on specified colors. More 
permanent employmeat.as contrasted to present.uncertain con- 
ditions. 
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“Secondly, the Manufacturer—Able to get his orders earlier, 
greater concentration and therefore, better workmanship, due to 
fewer patterns, thereby enabling him to make better deliveries 
and avoid cancellations and returns. 

“Thirdly, the Retailer—Decreased capital investment in 
stocks on hand, due to knowing what styles to buy and there- 
fore increasing turnover. More effective salesmanship through 
knowing what to sell. These items would make for a larger profit 
even though the mark up is lower.. 


Gain to Consumer 


“Better prices than would otherwise be possible. Better 
quality of merchandise in every grade caused by concentration 
of fewer styles” 

To Aid Low Shoe Vogue 

A demonstration by living models was conducted by 
R. Tillis, General Manager of the Gotham Silk Hosiery 
Company Inc. The surprise he sprung on the gather- 
ing was an invisible leg covering worn beneath sheer 
hose as a protection from the cold without detracting 
from the neatness and trimness of the ankle and the 
shoes. Three models demonstrated that low shoes can 
be worn without the discomfort of cold weather by the 
wearing of this invisible protection. The device had 
also received the endorsement of Senator Royal S. 
Copeland who was for many years Health Commis- 
sioner of the City of New York. The presentation of 
this feature was somewhat of a surprise to the tanners 
who believed that a return of boots will mean greater 
area of leather sold. 


Greetings from Canada 


S. Roy Weaver, Manager of the Shoe Manufacturers 
Association of Canada stated that Canadian styles were 
at least two seasons behind those in the States and that 
even on April 24 galoshes were being generally worn in 
the Dominion which would be followed by a short 
Spring and then a rush of white shoes. 


Black Strong for Men 


Very little was said on men’s shoes but Henry W. 
Cook of the A. E. Nettleton & Co. said that men are 
going back to lighter and finer foot-wear, more con- 
servative and more comfortable; also that black 
leathers for Fall are stronger in demand. 


Building the Style Platform 


The morning session adjourned and luncheon fol- 
lowed with informal discussion by representatives of 
business journals and prominent retail shoe merchants. 
The afternoon session was devoted entirely to the pre- 
paration of the official program and was under the 
direction of Maurice A.Weiss, Chairman of the Women’s 
Styles Committee and Jesse Adler, representing the 
Men’s Styles Committee. Paragraph by paragraph the 
items of the style report were covered with great care. 
There were many cross references between merchants 
and tanners and the report as featured in this issue 
serves as a safe platform for the buying of shoes for 
July, August and September and for some weeks fol 

(Continued on page 96) 
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Orthopedic Ideas in the Shoe Trade as 
Observed and Interpreted 
by an Orthopedist 


By HERMAN W. MARSHALL, M. D. 


URING the past year there have appeared in 
shoe trade journals an increasing number of 
advertisements of shoes of orthopedic nature. 

And out of curiosity the writer collected a list of an- 
nouncements from forty different concerns in a single 
issue of the Boot and Shoe Recorder for December 30, 
1922. Included among them were 


What Can the Manufacturer Do to Help? 

The question may be asked how far it will be profit- 
able to go in development of rather trivial improvements 
or of improvements of greater value but of greatly 
restricted use. On the other hand, another question 
may be asked, namely, whether many shoe manufac- 

turers could not devise new ways 





such names of shoes as Arch Pre- 
server, Arch Relief, Arch Aid, 
Arch Solace, Suspension Arch, 
Normalcy Arch, Formative Flexible 
Arch, Arch Lobe, Feeture Arch, 
Hi-Arch, Gripsem Arch and Foot 
Saver shoes. Also, there were ad- 
vertised Ground Gripper, Acrobat, 
Self Starter, Trail Blazer, Relief 
Combination, Healthy-Fut, Ko- 
Rec-Toe, Foot Fitter, Socomocs, 
Glove Grip, Foot-Flex, Hapy-Toz, 
Ease-All, Mode-O-Pedic, Pediclin- 
ic, Truwauk, Menz “Ease,’’ Duson 
Adjustable, Dr. Adler’s Scientific 
Hygrade, Dr. Reed’s Cushion 
Soled Shoes, and various inde- 
pendent foot supports. 


More Knowledge of Foot Anatomy 
Needed 


Very many other names not 
mentioned in this random collec- 
tion will undoubtedly come to the 
mind of readers; and, when the 
fact is realized that some manu- 
facturers are trying to get away 
entirely from names indicative of 
medical features although their 
shoes are made on good principles, 
it becomes obvious to most casual 


“To an orthopedist,” says Dr. 
Marshall, “‘it seems at the present 
time that there is almost a super- 
abundance of good shoes, more 
even than are needed for most 
practical purposes; while the great- 
est deficiency is in the widespread 
lack of understanding of the vari- 
ous requirements of normal feet.”’ 


of getting their good shoes fitted to 
types of feet for which such shoes 
were made. Have manufacturers 
exhausted all possibilities of get- 
ting shoes sold right for their own 
and for customers greatest ad- 
vantage? Might not manufactur- 
ers assist now more than is being 
done in the complicated problems 
of retail merchants, and in a man- 
ner that would be beneficial to 
both? To an orthopedist it seems 
at the present time that there is 
almost a superabundance of good 
shoes, more even than are needed 
for most practical purposes; while 
the greatest deficiency is in the 
widespread lack of understanding 
of the various requirements of 
normal feet. 

It is perhaps advisable to call 
attention again to the word “or- 
thopedic”’ or “‘orthopaedic”’ as it is 
preferably spelled. The word is 
used loosely in the shoe trade to 
convey the idea that orthopedic. 
shoes are those which in some way 
assist in healthful functioning of 
feet or help in maintenance of 
normal foot shapes. 








observers even that orthopedic, 
corrective, healthful features in footwear have been 
exhaustively studied as well as fashionable shoe styles. 

In fact, it is almost impossible to find now any im- 
portant new practical ideas of very wide applicability 
that remain to be introduced into shoes. 

Practical new ideas, of course, there will be in the 
future, but their range of usefulness presumably will be 
generally more and more restricted as more and more 
perfect shoe fittings become possible by increasing 
multiplicity of shoe types. 





A Definition of Terms 


This word is more comprehensive and satisfactory 
perhaps than terms-such as health shoes, corrective 
footwear, and so on. Not a few shoe men still believe 
that “orthopedic” applies solely to. foot corrections. 
As a matter of fact, however, the derivation of the 
word “orthopedic” is from two Greek words which do 
not signify foot correction but child ‘cérrection.' “Ortho” 
conveys the idea of correction while “‘paedic” comes 
from a word that means child, ‘not foot: Orthopaedic 
may rightly refer to corrections of any région of one’s 
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anatomy, as the back, shoulders, neck, arms, legs and 
also the feet. , 

“Paedic” has been shortened to “pedic” and then 
very naturally it has been confounded with an entirely 
different Latin word of similar spelling which does 
signify foot, as in pedal extremity, or in pedestal. Or- 
thopedic surgery (orthopedics) should not be confused 
with osteopathy or chiropody although each may be 
concerned with feet. The writer will use the word 
“orthopedic” to include all matters in that depart- 
ment of the shoe trade which relate to maintenance of 
the healthful functions and the normal shapes of feet. 


The Problems of the Merchant 


What will the retail shoe merchants do this year? 
Will they continue to select and sell special orthopedic 
shoes as they do other attractive styles of footwear? 
Foot requirements are now known to vary from time 
to time, but do not exhibit seasonal changes in the 
manner in which fashionable shoe styles do. Stiff 
shanked shoes, flexible shanked shoes, combination 
lasts, well assorted varieties of shoe types, and complete 
series of sizes and widths each have definite and un- 
doubted merits. 

The retail merchants’ task, as an orthopedist sees it, 
is a complicated one. He is primarily in business to sell 
as many shoes as possible at a profit while simul- 
taneously pleasing his customers as much as possible. 
This means in the majority of instances rapid sales 
with no mention of orthopedic matters. 

A shoe clerk first of all must be able to sell shoes and 
satisfy customers, not force an education on them all 
concerning special shoes. He must also sell shoes that 
are in the store, even though such ones sometimes do 
not fit as perfectly as might be desired. 


The Advantage of Knowledge 


However, orthopedic knowledge need not hurt the 
salesmanship ability of the average shoe clerk; on the 
contrary it may be a distinct advantage at times. He 
may be able to talk more positively and convincingly 
to customers. He will be better prepared to deal with 

_ discriminating persons who are interested in and who 
know something about the shoes which they wear. He 
will know better how far he can safely go in fitting his 
limited supply of available shoes. Orthopedic knowledge 
likewise is not harmful to the retail shoe merchant, 
although he may be making most money on fashion- 
able lines of footwear. Such knowledge indeed may 
result in more selections by him of shoes that are both 
healthful and attractive. 

There are some shoe merchants who cater to a dis- 
criminating class of customers; and may publicly an- 
nounce the fact that they are equipped to fit feet skil- 
fully according to accepted scientific principles. Not all 
merchants who make such claims however, execute 

them very convincingly; but, leaving aside the super- 

ficial pseudo-scientific shoe fitters, there remain in- 
creasing numbers of conservative careful merchants 
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with very extensive knowledge, adequate stocks of 
goods, and competent clerks in whose stores customers 
receive excellent service. 

The fact is that knowledge of foot anatomy and foot 
physiology is not harmful, but valuable, to last manu- 
facturers, shoe makers, retailers, salesmen and custom- 
ers, so that, in spite of various obstructionists, the 
truth about feet and shoe fitting is gradually becoming 
better and more widely known. 


An Advance All Along the Line 


Retail merchants must continue to accept the 
orthopedic offerings of manufacturers and many such 
shoes will be sold in an unsatisfactory thoughtless man- 
ner; yet there is reason to believe there will be a slight 
general advance along the whole line from last: makers, 
manufacturers, retailers and shoe clerks to ultimate 
wearers of shoes, in matters of adequate understandings 
of foot needs and of real shoe merits. Herein lie new 
and perhaps increasingly profitable lines of endeavor 
for all members of the shoe trade; for the truth will 
spread and will become gradually better comprehended. 

Last year the writer attempted to help the dissemina- 
tion of information about feet in a series of articles 
which have since been collected into book form by the 
Boot and Shoe Recorder Publishing Company under the 
title of “Foot Knowledge.” 


What the Future Holds 


It is not going to be safe for any members of the shoe 
trade to remain much longer in total ignorance of fun- 
damental scientific principles that govern normal foot 
functions, although the task of familiarizing oneself 
with numerous details of such principles is tiresome. 

Enough manufacturers and shoe merchants already 
have been convinced of the favorable possibilities of 
progress along these lines of better understandings to 
warrant a prediction that radically different. experi- 
ments may be expected in the future; for the fact has 
to be remembered that the present time is a transition 
period in many industries and surprising new ventures 
are to be expected. 





Barnet Leather Company Trensfers New 
York Sales Headquarters 


New York City—On May 1, the Barnet Leather 
Company, Inc. will move its sales headquarters from 
the locality which they have occupied for so many 
years, at the corner of Fulton and Gold Streets, New 
York to their new location at 360 Madison Avenue. 

The Company feels that this move will be appre- 
ciated by many of their visiting friends and customers, 
not alone on account of the centrality of the location, 
but also on account of the additional facilities for com- 
fort and convenience which the new offices afford. The 
move may be regarded as one of the numerous progres- 
sive steps which this Company has taken in celebrating 
the fiftieth anniversary of its business history. 
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To Fit Feet Properly You Must Have— 


First—Knowledge of Feet 
Second—K nowledge of Shoes 
T hird—K nowledge of Human Nature 


By E. OOSTEMEYER 


Manager of the Orthopedic Department in the Marshall-Field Store, Chicago 


mean the same thing. Selling is dependent upon 

the ability of the salesman to persuade the cus- 
tomer. Sometimes clever talk or personal influence will 
make a sale. 

Fitting is far more than that. It takes gray matter; 
the practical application of knowledge gained and 
stored up to properly and correctly fit feet. It requires 
the correlation of three dis- 


S ELLING shoes and fitting shoes do not necessarily 


The best school, however, can give a man only the 
fundamentals of foot anatomy as it applies to shoe 
fitting. The real knowledge must come through the 
application in the broad school of practical experience 
of what has been learned in the technical training 
course. 

The salesman must be able to work out for himself 
certain classifications and be able quickly to put each 
foot in some one of these 
classifications. A long slim 





tinct branches of knowledge. 


boney foot must be fitted 


First — knowledge of feet; 
Second—knowledge of shoes; 
Third—K nowledge of human 
nature. 


No. 1—The Knowl- 
edge of Feet 


Every shoesalesmanshould 
be a student of foot anatomy 
and that means more than 
being able to name and lo- 
cate the various bones com- 
posing the skeleton of the 
foot. He should know the 
functions the various parts of 
the foot are supposed to per- 
form, and the relationship of 
the foot to other parts of the 
body. 

It is not necessary for him 
to know the scientific name 





Please, Mister, When Can I Come 
in and Buy Some of Your Shoes? 


There are many so-called shoe salesmen 
looking for positions; there are many others 
who have positions and who are looking for 
customers. 

Mr. Oostemeyer is in neither of these classes. 
Customers are looking for him. 

If you want him to wait on you call him up 
and make an appointment, unless you care to 
sit around and wait. 

Dentists and doctors have nothing on him. 
He is constantly busy and often on appoint- 
ments made several days in advance. Evidently 
it pays to know feet, to know shoes, and to 
know human nature. 

He started his career as a salesman in a small 
store out on the South Side of Chicago twenty 
years ago and has been with Marshall Field 
and Company about eleven years—first as a 
salesman on the floor and later transferred to 
the orthopedic department where he even- 
tually became manager. 








differently from one that is 
thick, short and stubby. A 
foot that is soft and spongy 
must be considered from a 
different viewpoint than one 
that is stiff and rigid. A foot 
with a flexible weak arch 
should not be put in the 
same classification as one 
with a broken areh that has 
become set and rigid. A foot 
with a weak arch that ro- 
tates inwardly must be treat- 
ed differently and fitted dif- 
ferently from one that ro- 
tates outwardly. 


First—Measure the Foot 


The first thing for a sales- 
man to do is to measure the 
foot, study its peculiarities 


of every little nerve and ar- 
tery, but he should know the cause and effect of the 


prevailing foot troubles. 


How to Obtain This Knowledge 


It is possible for a man to gain the fundamentals of 
this branch of knowledge in school or by studying les- 
sons prepared by some authority. The shoe salesman 
who wants to stay in the game and become efficient is 
foolish not to take some such course. 

Where a school is not at hand the course can be taken 
by mail at practically no expense through several 
manufacturers of foot appliances, or at little expense 
through the Retail Shoe Salesmen’s Institute of 


Boston. 


and classify it. He is then ready to select the proper 
shoe. 

The measuring, however, is not so simple a matter. 
Measurements should be taken from heel to ball joint 
and across to the outer edge. The tightness with which 
the tape should be drawn depends very greatly upon 
the classification of the foot. Some feet will stand much 
more pressure than others and no hard and fast rule 
can be followed. Here is where mechanical fitting de- 
vices fall down. If all feet were of the same texture and 
degree of sensitiveness, the patent devices would be 
fine. But unfortunately this is not the case. Feet are a 
part of the human anatomy, and like ears and faces, 
no two are exactly alike; but there is such a similarity 
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Shoe ornaments showing a combination of the Egyptian and Oriental motifs. From the line 
of Abe Manheimer Co., St. Louis 


that they can be considered as groups or classifications 
according to shapes and peculiarities. 


No. 2—The Knowledge of Shoes 


The successful merchant and salesman must know 
his shoes just as he knows people. He would not hire a 
carpenter to do a job of plumbing, although they are 
both mechanics. He wouldn’t hire a dentist to treat a 
case of stomach trouble, although the dentist bears the 
title of doctor. 

It is absolutely impossible to make one last that will 
fit all feet, because all feet are not the same in contour 
and make up. It is necessary for the salesman to know 
the kind or type of foot a given shoe is supposed to fit. 

If the last over which a shoe is made has measure- 
ments that are unusual or vary from the standard he 
should know about that variation. If the bottom of the 
last at the ball or heel seat is different from the general 
run of lasts he should not only be acquainted with that 
fact, but should know why it was so made and be com- 
petent to judge whether or not the principle is right or 
wrong. 

The Last Is Most Important 

The last is the foundation of shoemaking and if the 
last is wrong in its measurements or the wood is not 
properly distributed, no human skill can make a shoe 
over it that will promote healthy feet. 

Patterns are also of great importance. The fitting 
qualities of the best last ever made can be spoiled by ill- 
fitting patterns but the last is the first consideration. 

Lasts should be convex and not concave on the 
bottom. They should be cup-shaped and not flat at the 
heel. In other words, the last should as nearly as pos- 
sible conform to the shape of the human foot as nature 
made it. Shoes should be made to fit feet rather than 
making the foot over to fit the shoe. Most of the foot 
trouble is due to wearing shoes made over lasts that 
cause the heads of the metatarsal bones to become 
depressed rather than supported. 


Corrective Shoes—And Their Field 


The bottom is only one feature of the last that has 
to be considered in making real human shoes. The 


distance from heel to ball, length of forepart, width of 
tread and the placement of wood so as to bring out 
attractive lines are all of importance and things a shoe 
buyer and salesman should know about. Knowledge of 
these things are of vast importance to the shoe salesman 
who also wishes to be a shoe fitter. They enable him to 
select the style and type of shoe best adapted to a given 
foot. 

Just because the great majority of shoes have been 
made contrary to the principles of human foot con- 
struction, there has been opened a field for so-called 
corrective shoes. Some of these have real merit and 
serve a definite purpose. No one of them, however, 
meets all needs nor will any one of them work a cor- , 
rection in all cases. 

There is a place for flexible shanks and a place for 
extra stiff shanks. It is a question, in my opinion, ‘if 
there is a place for the 100 per cent rigid shank; if so, 
its place is limited to rare cases. There is a place for 
elongated heels, but it is not necessary that every shoe 
should be so made. 


Shoes for a Purpose 


Out-of-door sports have become so popular that real 
health promotion shoes have become popular also— 
shoes made on lasts that are scientifically correct and 
yet are pleasing in appearance. For work and for play 
business men and business women are more and more 
wearing footwear that will allow them to forget they 
have feet and concentrate their minds on the task in 
hand. 


No. 3—Knowing Human Nature 


A man who is not a student of human nature can 
never hope to be a successful salesman. Confidence is the 
foundation stone. of business success and unless a sales- 
man can read the character of his customer and gain 
his confidence he cannot get very far. 

The successful salesman and shoe fitter does not 
“handle” customers. He honestly and conscientiously 
serves them in the way they wish to be served. The man 

(Continued on page 93) 
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How Would You Fit Feet 
Like These? 


Some [Practical Problems 
Discussed and Solved by a 
Very Practical Shoeman 


Fig. 1\—The long thin 
foot with low,instep. 
“- 


a 


good fitting shoes. To this we all agree. No 
one detriment to human happiness has as many 
varied and suggested cures and remedies as have foot 
troubles. These’ cures are totally different in applica- 
tion and effect, with the peculiar feature that they all 
seem to have their niche in the orthopedic Hall of Fame. 
You have all had the customer whose foot has had its 
first ache, and who has come to you for relief; as well as 
the one who has made the rounds trying on a dozen 
different kinds of shoes before coming to you. This 
customer, if you happen to diagnose the case correctly, 
giving her relief, is your friend for life; that is, unless 
her.feet change, as often happens. 
Let’s talk a bit about this type of customer who comes 


‘Te be truly healthy one must have good feet and 


to concea 





Fig. 31 (on the left) and F 
two different views of a 
should rae with shoes having lots of ball room 
the enlarged joint and relieve it from 

pressure. 


in to you with feet that hurt. She has a long, thin foot, 
low instep—anterior trouble—a foot something like cut 
shown in Figure 1. 

Salesman A will dive for the arch support section, 
giving her a combination arch. Salesman B will rec- 
ommend a rigid shank shoe. Salesman C insists that 
only a flexible shank shoe will develop the muscles 
correctly, while Salesman D knows that a thin heel 
combination last fitted tight under the arch will make 
her happy. Now each salesman is right in his own 
mind, having seen good results in his method of fitting. 

Taking for granted that the four salesmen are all 
sincere, now, just what influenced each man in making 
his decision and what was the customer’s reaction? 

A foot of this type undoubtedly requires great care 


ig. the right) show 
union, Feet like these 
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Fig. 2—Thick foot with 
high instep. In filling this 
oot much ezlension 
would you allow ? 


in fitting, but before recommending special shoes or 
appliances, study the case a bit. A moment’s talk 
with the customer will bring out the length of time the 
trouble has existed, just where most of the pain is felt 
and under what conditions. Then look the feet over, 
particularly when the customer is standing, noting the 
arches. 

With this survey, you should be able to start your 
fitting on an intelligent basis. The methods employed 
by A, B, C, and D are correct in some cases, but not in 
all. Each and every customer has individual charac- 
teristics, no two being alike. To correctly diagnose 
the fitting problem as presented to you, each part of 
the problem must be considered separately, then in its 
entirety. BEAD spells bead, but BR EAD spells 
bread. Just so, if the foot we are considering supports 
a 120-pound woman, a like foot that may be called on 
to do the work for a 200-pounder would require differ- 
ent corrective treatment. 


Needs Both Flexible and Rigid Shanks 


A thinking shoe man will not sell a pair of heavy 
arches or reinforced rigid shank shoes unless the cus- 
tomer buys a flexible shoe as well. His theory is that a 
person who requires extra support needs, too, the mus- 
cle-building exercises of a flexible shank shoe. Dr. 
Marshall hit the right note when he said “All persons 
should wear as flexible a shoe as their occupations and 
habits permit, without undue risks from overstrain.” 

Be very cautious in condemning any special method 
or shoe. Your ideas may be right, and so may be the 
other fellow’s, even if your conclusions are widely 
apart. Give him the benefit of the doubt, with the 
assurance that you hear of and see his errors more often 
than you do your own. 


How to Treat a Bunion 


One thing that its owner rarely brags about or unduly 
exhibits is a bunion. Figures 3 and 4 show two views 
of this deformity. Oftentimes you may relieve the 
mental and physical condition of your customer by 
properly fitting her to a shoe that has plenty of ball 
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Fig. 5—Showing ridges in fleshy part of foot due 
to lateral strain and helped by the proper type of 
sole or innersole. 


room, plenty of length, and which is snug under the 
arch. Fitting her in this manner will have a tendency 
to hide the projection, at the same time taking away 
the pressure of the joint. Several makers of shoes are 
featuring shoes for just such cases as we have been dis- 
cussing. These shoes are made with special measure- 
ments to take care of the enlarged joints, and have 


Fig. wry | projection or spur at 


base of heel needs first of all a 
broad-heeled shoe. 


proved to be very effective. Some temporary relief 
may be obtained by using bunion shields, but be care- 
ful that the pressure of the shield is not too great on 
the first toe. 


Operation Rarely Advisable 
The question of the feasibility of having a surgeon 
operate on enlarged joints has often been asked the 
(Gonlinued on page 97) 
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Building Advertising on the Orthopedic Plan 


panties because it is so vitally concerned with human 


traits must always revert to natural laws and consequences for 
its , and strength. 

he complexities of present-day life load man with an exist- 
ence from which he is always see! escape. Deep in everyone 
whose routine life is bounded by the close confines of four walls 
runs a current of the wild and free. It is a heritage passed on 
to him through a long line in the open. 


The Art of Walking Is Not Lost 


Thoreau wrote, “In short, all good things are wild and free,” 
on the art of walking, an essay ae to the merchant a vista 
of the unusual value of a of walking shoes to be reckoned in 
terms other than that of the intrinsic. 

So in considering the construction of selling methods on 
shoes that in themselves offer equally the tive as of 
correctional features and style it will be done with that thought 
as the controlling influence. 


Nature’s Call Is Universal 


Life began in the open men sought their livelihood on 
the banks of the river, in the deep forest on wide plain; and those 
elements are forever beckoning 

ioome of ‘warming earth with lif egy ae sep the thrill of 
a on its way ug! yf giens, a —— rain patteri 

, the swish-sh of the wind me | 

manifestation of the innumerable glories of f Natori is enough 
to arouse the sleeping forces of past generations and man is 
drawn closer to Nature. 


Treasure Chest of Buying Motives Inerhaustible 


The happiest hours recalled by most folk have to do with the 
solitudes and beauties of forest and field. The magic of Nature 
leaves a remembrance deép and lasting. Seen ne 
oaihy the conniry recneaes eae Sasws Rees tae oe 
nerves are shattered they mend under the re 
Seenee af eheumiah, uaiinaaeass Gonsine. The outdoors— 
the country—in its very remoteness possesses a perennial charm 
and power without limit. 
To put on flesh, walk. To take off flesh, walk. To restore a 


bloom to faded cheek, walk. To clear the mind and fit it for 
weighty problems, walk. For endurance and vigor, walk. 


Walking wipes the cluttered slate of unfitness clean, but one 
needn’t go to the country to effect the walking cure. 

The private motor car, motor busses, and trolley lines do the 
work of tea in traveling from place to place. evators and 
escalators still further reduce the use of bodily muscles with the 
baneful results to be expected in the ae of muscles that to 
perform properly and efficiently must be used 

It is too easy toride, which precludes to a great degree the 
thoughts even of walking. If men and women could be made to 
think of the value of walking sufficiently to try it, the exhilara- 
tion would in most cases proye habit-forming; a part of every 
day’s living. 


Advertising of Educational Design 


Given rest, romance, pleasure, inspiration, philosophy, beauty, 
grace, longevity, endurance, imagination, etc., the healing, 
ening, recuperative gifts of Nature, in which everyone 
es some understanding, the noo Sete is confronted with a 
logical means for placing shoes in their proper relationship with 
res to walking. 
_very fine question arises as to which in an ad on walking, 
receives the ter emphasis; walking or the shoes. 

It is said that i if advertising written for one merchant’s shoes 
can, with the simple procedure of erasing that merchant's name, 
be used for any merchant's shoes, it is not worth much to the 
man who is paying the bill; right there is the solution to the 
foregoing problem. very reason for going so thoroughly 
into the subject is to get material for building advertising that 
will excite interest, overcome objections, thus instilling d 
and finally leading naturally and easily to a sale. 


Connecting the Idea with Shoes 


Everyone Ry om to walk. It is the natural to do. The 
merchant w ves the subject of health derived from walking 
proper stud yall see ree above the plane of com- 
— so closely weave about corrective or comfort 

shoes the a ere of vigor.and vivacity, beauty and. 
that they will inseparable. And after all the wearer will 
think of shoes just what is wanted of him if the matter is handled 
on the tt basis. The spirit of outdoors, “‘all that is wild and 
free” $$ mathe not those who are troubled with their 
feet, Soe SE aEanES Sh Retie one and SNES RENN Manet 
their feet. 
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Ad at Left 


Those cramped muscles, restricted circulation 
and “‘kinks” straighten out. 


To work....Saturday afternoons jaunts—they 
add years to your life. ...make each year a better 
one because of better health. Relief from a thou- 
sand and one ills lies on the road. 


Walkers are developing the same fraternal spirit 
of pipe smokers, did you know it? 


Why don’t more men walk? It’s because their 
feet hurt. They haven’t been fitted to our special 
measurement shoes that grip the heel and support 
the arch, distribute the weight in walking so that 
the miles reel off comfortably. 


\ More men would walk toward health every day 
Lo ur ame Here if they wore the oxfords pictured. You'll see why 


Stre et —_ 2 es Town, the moment you try them on. 

















Ad at Righi 











“To die with your boots on,” 
was considered honorable because - 
it meant “ready”. “Tostand upin An “On the Road 


one’s boots,” implies character that Window | ind CI Ca@rs— 


places value on self-respect. 


A good pair of shoes helps a man a window planned a ong the Groubles Jade~ 
to meet the trials of daily life with a following lines. It is a simple an 
resolution that makes short work oon 2 ri ¢eEching on he art of as you wal; Ib 
of big problems. For instance, it’s pusencty Gna then to 6 sate. 
miraculous how a brisk walk will Cover the fw yah, A 
electrify the tired brain and freshen irt re j the front of 
one all over. More questions are y ter 
settled satisfactorily after a good 
walk than is realized. It’s a good 
habit to, “Keep your boots on.” 
You'll walk more in these shoes, pe an Re 
be out in the air. They give a good 
solid footing because the foot is in 
its natural position always, and if 
your appetite, your digestion, your 
ability to work hard, your enthusi- 


window Y 
asm doesn’t improve as you wear sf sect wit 
them then actual experience and that’ ti Vie S asi YOUP Name Here 
the word of medical authorities [it ile Sots onod health i Street - — Town 
can’t be believed. Try them— ing shoes.” 
today. 
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‘Build Up!! 


OUTDOORS 






































Your JName Here. 
Jtrpeet = - 











Crowded street cars—smoky trai theatres— 
close offices and dusty factories must answer for a great 
deal in the general lowering of vitality. 


About the only time a man is living as nature intended 
is when he’s home in bed. 


Walking is a miracle-worker. Gets one out in the 
sunshine and pure air, but if feet hurt the least bit walking 
is avoided, habit becomes sedentary, blood becomes 
sluggish, trifles seem big as mountains. 


Vigorous walks daily are as important as good food. 


A good shoe that allows perfect freedom of foot-move- 
ment, proper support and protection, will make you want 
to walk—and then note the difference in pemee © There’s 
more to it than we can tell here. You'd better come in 
vee | to see why our walking shoes are necessary to your 

ealth. 


How About Walking? 


Your answer decides whether you need this scientifically 
built shoe or not. Feet are made to use. Health depends 
— it. When every muscle is brought into play naturall 
when circulation is normal, the arches of your feet will 
never drop and become painful. You won’t have corns if 
your shoes are properly shaped. You won't have irritated 

heels due to slipping. You will 
walk, no quite ane it, and 





Window Display 
Featuring 





these are the shoes that will 
settle the question for you. 


Unconsciously you'll walk 
more when you have them on. 


We offer you the best tonic in 
the world in these shoes— a pair 
of healthy, contented, durable 
feet. Ask to see our NEW IDEA 
IN SHOEMAKING. 








One Pair Shoes 


Designed to make men think more of their feet and to bring 
attention to the unusual features of a merchant's filling service ul 
couples the principles o<. fit with the pleasures to be derived from 
the possession of feet to carry the owner on long jaunts. 


In this window one shoe is to be given thorough attention. 
The toe, flexibility and heel in addition to the form of the sole 
will be shown with cards giving in detail the characteristics of 
each . For the heel, card reads, “Special measurements at 
heel for snug fit. ..no slipping to cause irritation.” For throat, 
“Grips the foot here, preventing sliding forward with consequent 
jamming of toes and irritation on ball.” For the bent up position, 
card reads, “Bends gently with every foot motion preventing 
friction.” The sole view card says, “‘ Narrow through instep 
and roomy through forepart for free muscle movement.” 


Arrows would run from the various parts of the shoe to the 
cards and the effect would be diagrammatic very effective in 
making the most of the shoe as a scientifically constructed one. 


Below the shoe display a series of photographs showing scenes 
of local places that are logical iretiors in delightful walks. 
Each rade te Raggy A ger poten caption giving the 
details of its whereabouts. This will open to the minds of men a 
great deal that they had never thought about before as to the 
interesting places within walking distance of home. 

Caption for the iphs might read, “Have You Ever 
Visited Those Places or Boundless Energy Walk More— 
For Amusement See These Interesting Places. 





»* ie ; 37 


"How/tbout 
“Walkin? 



































Your Name Here 


Street - > 2 Townr 











(Two column 6-inch Ad) 
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A “Don’t” and “Do” 
Window 


Al the back letter a card as 
follows and then make a big 
cross of black silk ribbon to paste 
on it to carry the idea of the 
things mentioned being taboo. 


“DO N’T” 


“Don't wear tight shoes.” 

“Don't resort to artificial means 
to give you what Nature will.” 

“Dont lead an indoor life.” 

“Don’t let little aches make 
big wrinkles.” 

‘Don't grow stiff prematurely.” 


On a card at the left letter the 
following: 
“Do” 


“Be Natural.” 
“Be Graceful.” 
‘Be Comfortable.” 
On a card at the right letter as 
follows 
“Do” 


“Breathe Deeply—fresh ol 
burns up waste that clogs the 
system.” 

“Walk for pleasure, rest, beauty 
and grace. 

Feature one pair of shoes and 
run ribbons from the two * “DO” 
cards to various parts of the shoes. 
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Here’s Your Wish 


Shoes in a variety of 
styles — shoes that will add 
grace to the foot as well as 
the body. Tans, Grays, 
blacks—suedes, bucks, 
canvas, kid—oxfords or 
straps. 
And not a painful line in 
any. Conform so nicely- 
to the contour of the foot 
that instinctively you walk. 
Corrective because they 
allow muscles to function 
naturally. 

It’s your wish gratified— 
a comfortable shoe that is 
pretty in line and leather. 

Our Expert Fitting Service leads to 
Grealer Satisfaction. Have you been 


fitted to our special for preserv- 
ing the natural lines of the foot? 
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Put Joy Into Life 


Which do you prefer, a 
snap and lilt to your ste 
or a flat, toneless walk? 
The —, of youthful 

ise and vigor is in our 
PNetural Shape” shoes. 
The magic of comfort 
in addition to smart style 
is in these one-straps. 
Shiny kid, dapper heel 
and aristocratic toe. 

You swi along 
rythmically in them. You 
learn the art of walking 
and grace is yours. They 
are a positive delight to 
mind and eye. 


If You Would Be 
Graceful 


Exercise! Your chest 
develops, cheeks fill with 
the rosy tint of health. 
Walking makes you 
sturdy. Fatigue lines in 
face and figure disappear. 























































if you weld 
be Graceful 
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Building Advertising on the Orthopedic Plan 


After I Walk — 
Now, I keep my shoes on, something I never did before 
those dreadful strained feelings all over and burning 
feet are gone. ...and I walk more, too. Everything I do 
is easier. I have more strength than ever, and my husband 
often remarks in the evening how fresh-looking I am. 
I notice it, too, if it isn’t vain to mention it. It’s those 

marvelous “Velvet-Tread” shoes, I know, for from the 

day I put them on I’ve been feeling better.” >i 
—dAn actual conversation— 


ec =| 

We couldn’t tell half so much about the value of these After fj Walk» ca 
soothingly comfortable, arch-supporting kid \. xlking . 

shoes as the above wearer has done. More women than | 
ever are beginning to realize the beautifier walking is, 
and how closely associated comfortable feet are to likeable 2 — 
dispositions and the ability to do things well. A pair of An Actual Conversation 
these fine walking shoes will open a veritable mine of 
happiness that foot-sufferers can never know. 


Off to a Shady Nook — Your Name Here 


An hour or two in the open every day will do more for ADDRESS 
you than all the tonic in the world. Fresh air and sun- 
shine is Nature’s own remedy for nerves, fatigue—every- 
thing. Exercise makes one proof against fatigue. 

Just try walking in our Nature 
































Shape shoes. Distances that used 

to tire you to death are now 
covered in ease, and you get the | ; 
habit of walking, and you get 2G Women love flowers. The 
health, endless vitality, buoyant ~ florist’s window is never 





Window Displays 















































feelings that no cares are able to 


—_ *. 9 : ° 
suppress. You won’t know your- | #39. \3-.%0 ®"% pate ai if A 6 lacking for an audience. 
self after a week of comfortable Fa AW \ bin ‘ | Flowers suggest outdoors 
walks. a a» ~ hi and a window card would 
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Your Name Here 
Street ~ - - Town 








Ot. fo » fhady Nok, 








read ‘“‘Outdoor Shoes,’ 

For flowers pick the ones that grow locally. 
If it’s lilac time show lilacs—ones that have been 
picked fresh for with suitable care they will 
last the whole day through and the supply may 
be renewed daily. Label each bunch of owen 
telling where they were picked. The suggestion 
is a good one for women will pick flowers and 
they will always be dressed for whatever they 
set out to do. The association of delightful 
walks with walking shoes is about the nearest 
one can come to showing uses for a product. 
The power of suggestion is never-failing. The 
simplest suggestion will sell anything if it is 
timed right and based on a real need. 

The interior of the store could also be decor- 
ated with the same flowers as in the window. 
The salesmen would talk about the value of 
walking, where the best walks of the neighbor- 
hood may be taken, where the flowers grow, etc., 
and everyone would be given a bouquet. 
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Building Advertising on the Orthopedic Plan 


Ad at Bottom 


Dear Madam: 

There’s a “Blank Comfort 
Shoe” for every activity of 
the day, and if you wear them 
your whole day will be bright- 
er and happier. 


Letter Advertising 
Is Important 


Ad at Left 


Dear Madam: 
Haven’t you heard a great 
deal about Health Shoes? 


Our specialty is the ““Blank”’ 


Natural Form shoe and be- 





In the first place your 
housework will proceed at a 
merry pace in the velvety 


ease of our 2-straps. Just 
like your c t sweeper or 
washing machine they are 


made to make housework easy. 
to help you enjoy using those 
very time-savers. Black Kid 
or Canvas. 

There’s a new pleasure in 
shopping now for our walking 
oxfords combine the ease of 
those dainty 2-straps. Wear 
them to town—walk to your 
heart’s content—you won't 
bother to change until evening, 
you go to a dance, perhpas. 

And when you dance you 
may have the very same last 
that has kept your feet so 
refreshed and vigorous all day, 
in a pretty pump, or wear 
those very same oxfords. 
Pumps im tan or black for 
street or party wear. 

Some women say they never 
had a really comfortable shoe 
on their feet until they wore 
these. We'll send your pair 
by mail (order sheet enclosed), 
or call in person for a try on. 





Care of the feet 


preserves beauty of” 


e face.” 
“Your Name Her 


A DODRES S 









most talked of shoe in town. 


the foundation of good health. 


ed, yet isn’t it logical that 


if these shoes were worn? 





walking, dancing—when feet 








are taxed to their limit. 


























thus insuring bodily poise. 























well with any costume. 




















such shoes? This talk 


gating. 











You ought to have at least 
two pairs of these shoes to be 
at your best always. 
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Ad at Right 





Dear Sir: 

A man has enough on his mind 
nowadays without the worry of 
uncomfortable feet. 

An arch that supports 

A fit that keeps pressure off 


COG8. 00. 

A flexibility that exercises and 
invigorates. ... . 

A leather that won't cause 
burning feet... .. 

A snug heel that prevents irrita- 
ay 


An exterior that shows a shoe’s 
| long life for economy 

....Makes a shoe worthwhile. 
If you don’t get all this look out. 


Special Measurement Last 
Shoes are built to settle all 
your footwear burdens. Once 


you're fitted the job is done. Your 
“shopping for shoes” is over. 

It’s a shoe you've been looking for 
—and we've stocked it permanently 
—to make sure you get uniform 
satisfaction in shoes for years to 
come. 





Yours for unusual service. 








see for yourself. 
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cause of its wonderful con- 
struction it is becoming the 


Troublesome feet become 
renewed with the wearing, 
and healthy vigorous feet are 


But, some think it is only 
for those whose feet are afflict- 


EVERY foot would be better 


For housework, shopping, 


Snug heels, flexible arches, 


cushiony soles—the weight of 
the body is evenly distributed, 


And they are becoming. 
In the latest shades of tan, in 
black, in cool canvas—they go 


-Wouldn’t you enjoy wearing 


Health Shoes is worth investi- 
Our special fitting 
service may open to you a 
new joy in walking, Yes, it is 
really one of the most import- 
ant things you do on your 
next shopping trip to call and 









YOUR NAME HERE 


Ga ADO REY “seer 
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Building Advertising on the Orthopedic Plan 


Who Wears Health Footwear? 


Only the ones whose feet are afflicted? That is true 
to a preponderous extent, yet with the advent of style 
in corrective and correct shoes the style feature proves 
a great factor in their sale. Now everyone ought to 
have a pair, and it ought to be easier to sell them when 
there are so many additional angles by which to 
approach a sale. 


grandparents to grandchildren are loud in their 
praise of the beauty and comfort of our “Blank 
Last Shoes.”’ Endorsed by local doctors, too. 
They offer you absolute comfort in addition to 
style. 


Window Display 


Three pairs of shoes are all that are necessary to 
show; one for elderly folk, another for younger folk, 





The awkwardness of natural 
shape shoes among the first 
styles when roominess of toe 
was the greatest attribute has 
come to make ugliness associ- 
ated with health shoes and 


Everybody Wears Then 


and a children’s style. A 
central poster reading “You 
Will Feel Better All Over in 
These,” can be used and testi- 
monials properly lettered will 
tell each individual story of 








the shoes’ worth both from 





this resistance to the accept- 











ance of shoes that savor of 


the standpoint of health and 











comfort is something to con- 


beauty of last. 





sider in advertising. 


Testimonial Advertising 


In the ad entitled, “Every- 
body Wears Them,” an oppor- 
tunity is given for showing 


Hikes by Boy Scouts 


To promote interest in walk- 
ing shoes and the importance 
of fitting shoes properly, ar- 
rangements might be made to 
outfit local Boy Scouts troups. 
This will be a simple matter if 





every desirable feature found 





the Scout Master is sold on 





evidently by wearers. Each 
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testimonial would be headed 
with a selling point until the 
ad appears in the form of 
complete directory of all a 
shoe’s good points. 

Some of the headings might 
be as follows: “Delightful 
feeling of Support,” “Strain 
on Toes Relieved,” “Friends 
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Your Name Here 
Street - 


the idea of the worth of the 
shoes advocated for Scout 
wear. 

Then arrange to have the 
Troup’s picture taken and 
use it as a window display to 
interest mothers in juvenile 
lasts on the health principle. 


« ‘Town. A picture might be presented 








Comment on Becoming Lines” 
etc. A few words of commendation by the customer 
to follow each, and as these will be bona-fide testi- 
monials (a few questions addressed to wearers will 
bring this information) as signatures one may put 
“Name furnished on request.”” Permission to use the 
customers’ names will, of course, have been obtained 
when the testimonial is given. 

The copy for the ad might be as follows: 

A sensation. Everybody who wears these from 


to each member of the troup 
if the cost is not too great. 

Distinction in every bit of advertising done is 
necessary. The commonplace should be avoided, and 
in the first place in order to develop an interesting 
bit of advertising either in window or newspaper or 
anywhere there must be some definite object in view. 
The reaction of the prospect to whatever is shown 
or written must be studied in advance to make that 
reaction certain and favorable. 








city—stores that sell nothing but novelties, 
others that cater to women with fat ankles, or 
extremely narrow heels, others that specialize on 
shoes for crippled and distorted feet, but there is not 
another shop in the city, and possibly only a few 
in the country which are a parallel to the College Boot 


icc are many specialty shops in every big 


Shop on the ground floor of 
the Shops Building, 17 North 
Wabash Avenue, Chicago. 

There is a mistaken idea 
among merchants that only 
old women want low heeled 
comfortable shoes, but this 
the experience of the College 
Boot Shop has disproved. 
While the age of a customer 

‘is not a bar at this store, yet 

the fact remains that a very 
large percentage of the wom- 
en clientele are young and 
middle aged, women who 
appreciate the joy of foot- 
wear that enables them to 
walk with a long natural 
stride instead of hobbling 
with short jerky steps. 

D. C. Locke and O. W. 
Mademann had had twenty 
years practical experience in 
high-grade stores before they 
entered upon this venture. 
They felt sure of their ground 
and opened a store that 
would provide street, sport 
and dress shoes for the wom- 
an who would walk and be 
healthy. Not a shoe in the 
house carries a heel more 
than one and one-half inches 
in height. The measurements 
of every last adopted are 
first proven before the shoes 
are bought. 

The shoes carried by this 
concern are not freakish in 
design or appearance, nor 
are they gauranteed to cure 
headache or cause your hair 
to return to its natural color. 
They are just good, sensible, 
inteHigently designed foot- 


wear for people with a nor- 
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Here’s a Store Which Specializes on Shoes for 
Healthy People Who Would Stay Healthy 


A line of so-called “corrective footwear” 
is featured to provide for people whose feet have 
a peculiar ailment, and, when necessary, special shoes 
are made to fit the requirements of a customer with 
badly crippled or distorted feet, but the great bulk 
of the business done in this unique store is with people 
of the athletic type— good, wholesome, red-blood- 


mal brain. 
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Here's a foot print on the Foot-O-Print—the starting point of 
every fitting operation in the College Boot Shop 
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ed men and women with 
normal feet, who realize that 
they can work better and 
play better when their feet 
are comfortable and healthy. 

This is not a freak shop, 
but a store devoted to the 
sale of shoes that are able to 
promote good health. 

It goes without saying that 

the quality of the shoes car- 
ried is high and the work- 
manship way beyond the 
average—the range of sizes 
and widths very wide. 
’ Many of the patterns are 
along sport lines, but are re- 
fined and dignified. In the 
kid leathers the patterns are 
kept quiet and unpretentious 
but do not assume that all of 
the shoes sold in this store 
have heavy welt soles. The 
proprietors of this store know 
that the type of people to 
whom they are catering need 
footwear for afternoon and 
evening occasions as well as 
for street and sport occasions. 
They believe, however, that 
there should not be a wide 
range in height of heel and 
consequently have designed 
attractive footwear with turn 
soles and heels not beyond 
the one and one-half inch 
limit. 

Patents and satins are 
featured in their more dressy 
creations. Even in this type 
of footwear the lasts are given 
particular consideration. Mr. 
Locke and Mr. Mademann 
believe thoroughly in the 
principle that one-can dance 
and be healthy as well as walk 
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Holding a demonstration of an orthopedic shoe in your window isn’t a bad idea. 


Note the crowd 


watching the Osteo-Tarsal demonstration in the Queen Quality shop, Boston. 


and be healthy if proper footwear is worn for each 
occasion. 

Both of the proprietors of this store have long been 
students of foot anatomy, and the foot of each customer 
is studied and the case diagnosed before the shoe is 
sold. 

With this concern the sale does not end when the 
shoes are wrapped up and the money put in the till. If 
any foot ailment is discovered, whether or not a special 
shoe is made, or a correction made in the shoe, the 
customer becomes a patient, and a record of the con- 
dition of his or her foot is kept on file. They are re- 
quested to come in frequently so that both the foot and 
shoes can be examined and any further correction 
necessary can be made. 

The impression of the foot is made on the Foot-O- 
Print as a basis of fitting. 

“We know we are on the right track,” said Mr. 
Mademann, “the best proof of which is the frequency 
with which customers come back and express their 
appreciation of the shoes we have sold them and the 
beneficial service we have rendered. Our growing 
clientele is made up of the friends of those whom we 
have served efficiently.” 


Gimbel Bros Inc. and Saks Co. Merge 


New York, April 25—Gimbel Bros. Inc., and Saks & 
Co. announced yesterday the consolidation of their 
companies. The consolidation will bring under single 
control three great stores in New York, one in Phila- 
delphia and one in Milwaukee. 





The stores here will be the present Gimbel estab- 
lishment at Broadway and 33d Street, the new Saks 
establishment to be opened in 5th Avenue, between 
49th and 50th Streets next spring,’ and a specialty store 
along the lines of the present Saks store to be operated 
in the building occupied by Saks at Broadway and 
34th Street. 





To Fit Feet Properly 
(Continued from page 82) 


who is merely looking for a job at so much per week 
and does not care how he gets the money has little 
place in an orthopedic shoe department. But the man 
who will study human feet, study shoe construction 
and is willing to conscientiously serve his customers 
has every chance to succeed. 


Where Tact Is Worth Much Money 


Many salesmen seem to think that the women who 
come to this department are all grouches, dyspeptics 
and cranks, but such is not the case. As a matter of 
fact they are, as a rule, the most pleasant and agreeable 
people in the world once you have gained their con- 
fidence. As a class they have sensitive feet and sensitive 
natures and they have been mishandled, mistreated, 
misfitted and have become suspicious. 

It sometimes requires what seems an undue amount 
of patience and care to convince some of them that 
you are really trying to serve them, but once their 
confidence is gained you have a customer for life and a 
friend who will stick by you. 
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Final Details of Cincinnati Shoe Merger 
— Are Completed 


HE final details connected with the formation of the United States Shoe 
"compen were ironed out this week when the transfer of the stock of the 

branch companies for that of the new company took place. Following this, 
president John Holters stated that he intends to complete the purchase of the 
F. E. Reeser Shoe Co., Louisville, Ky., at once. The Reeser plant will turn out a 
line of medium grade welts. 

Mr. Holters states that he feels confident of the success of the new company 
simply because he is fortunate enough to have highly trained men in all departments. 
The policies of the new company call for economy in production, quality of product 
and character of service. It is pointed out that the personnel of the United States 
Shoe Company is the same as the personnel of the former organizations; that details 
in each factory will continue to be carried out very much as in the past; and that 
merchants who have been dealing with the individual companies can continue to 
do so with the full knowledge that they are still doing business with the same 


people. 


* * 


What Will Be. Accomplished by the Merger 


By ROBERT WISE 
Vice-President of The United States Shoe Company 


The merging of five large and well-known shoe companies 
into The United States Shoe Company will mean not only 
economies in purchasing and production, but exceptional oppor- 
tunities for the broader merchandising of each line. In short, 
each company represented will have a better proposition to offer 
its customers—a better product and a better service. 

The individualism of each factory will remain. If it is making 
style shoes it will continue to do so; if it is making corrective 
shoes or children’s shoes, it will continue to do so. Therefore 
each company will make and sell its own goods. Close co-ordina- 
tion presents merchandising opportunities hitherto undreamed of. 


A Better Product and The Reason 


It is obvious that the improved efficiency in production which 
will come from centralized administration, reduced overhead, 
grouped purchases and standardization of production in certain 
items generally used in the manufacture of shoes will give 
each individual company a still better product to offer its trade, 
a bigger value for the money. 

At the same time the merger opens up tremendous avenues for 
style thought. While each factory will maintain its own style 
department, the close association will improve the creative 
possibilities of each. The individual companies will be able to 
give new styles to their customers long before they would other- 
wise be able to. Each will be able to offer service otherwise 
unobtainable. 

Extensive Advertising Planned 


Naturally these two things—a better product and a better 
service—mean increased sales possibilities for all the customers 
of all the individual companies included in the merger. Because 
of the economies resulting from more efficient production, they 
will be able to offer shoes presenting greater value for the money. 
And because of the broader, more advanced ideas resulting from 
co-ordinated effort, they will be able to offer their trade better 
styles first. 

Furthermore, extensive advertising campaigns are being 
developed and the plans include practical and timely advertising 
helps for retailers—a service which again points to unlimited 
merchandising possibilities. 


* 


Why We Entered the New Merger 


By FRANK X. O'BRIEN 
Vice-President of The Holters Company 


The Holters Company entered The United States Shoe 
Company with but one object in view—to procure a greater 
advantage for its present customers and for dealers who may 
become customers in the future. 

We are all conscious of the benefits to be obtained in any 
industry from the union of allied interests in a common cause. 
The pooling of purchasing power in such an organization as we 
have effected insures more advantageous buying. Purchases 
are made in greater quantities, as a more favorable price; more 
satisfactory terms are obtainable, and every unit in the organiza- 
tion secures the benefit of discounts and similar concessions 
which otherwise could not be obtained. 


Overhead Greatly Reduced 


Centralization of control over purchasing, advertising and 
like joint expenditures which are common to all the companies 
will greatly reduce the overhead costs of each individual unit. 
It is natural to expect, therefore, that we can produce a higher 
quality of merchandise without in any way increasing our 
manufacturing costs. 

The dealer’s ability to buy at present prices shoes which give 
his customers better values constitutes a decided selling ad- 
vantage, and the approval with which the ultimate consumer 
will regard this new departure is certain, we believe, to result in a 
greater demand for our product. That, of course means bigger 
sales for our dealers, and larger production for ourselves. 


Benefits of Volume Production 


There are several minor phases of shoe manufacture which 

can be standardized, thus giving each unit in the new company 
the benefit of volume production. This is true, for instance, of 
insoles, outsoles, heels, cartons, boxes, labels and similar 
items. . 
Aside from this there will be absolutely no change in the 
status of The Holters Company. The management will remain 
the same as heretofor; our relations with dealers will not be 
altered in any respect. In everything that concerns the manu- 
facture and production of our specific product we shall remain an 
individual entity—The Holters Company. 
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Holters Identity Not To Be Buried 


Our customers will find no new names on the correspondence 
which comes to them from us; they will be served by the same 
traveling representatives, selling the same Holters brands they 
have handled in other years. 

But it will be our ambition to make these brands better values 
in every way, and back of us in this effort we shall have the 
combined resources of our four associate companies and our own, 
aggregating approximately $5,000,000 to $6,000,000. We shall 
be able to offer our customers a better balanced line, a more 
salable line, and we are quite positive, a more profitable line. 
That is what The United States Shoe Company merger means to 
customers of The Holters Company. 


* * * * 


Steady Employment for Good Labor Predicted 


By J. H. BROWN 
Vice-President and Treasurer of The Scheiffele Shoe Manufacturing 
Company 

The advantages accruing to our customers from our participa- 
tion in the new merger will be most evident in the better service 
we shall be able to offer them. 

In the past, it has been difficult to keep good labor all the 
year ‘round.! Certain conditions beyond our control made this 
impossible. Now, with five companies working to help each other 
there will be 52 weeks of work every year for all the good labor 
we can employ. Every person who works for us will have 
steady employment. The result will naturally be better shoes. 

In the second place, we shall always be assured a constant 
stock of all kinds of materials. There will be no delays in manu- 
facture. Orders will be filled promptly. 


Five Minds Better Than One 


And finally, close co-operation in designing and shop practice 
between the five merging companies will bring a better product 
and improved service to the customers of each. Five minds are 
always better than one. Henceforth, our customers will have 
not only the product of our best effort and thought—but the 
result of the influence of the best effort and though of five factories 
working in harmony, with a singleness of purpose seldom wit- 
nessed. This cannot help but result in larger sales for every 
retailer handling the line of any one of the five companies. 

A stock department will be established by The Scheiffele 
Company. So retailers will find it much easier to merchandise 
their children’s, misses’ and growing girls’ lines. This will open 
up sales opportunities of great volume. 


. * * load 


Will Continue to Make Same Grades 


By JOSEPH M. DODD 
Vice-President and Sales Manager of The Robert Wise Co. 


Women’s high grade welts and turns will continue to be the 
chief product of The Robert Wise Company. But as a result of 
the advantages accruing to The Robert Wise Company by reason 
of its affiliation with Tbe United States Shoe Company, these 
shoes will represent an even greater value in the future than they 
have in the past. 

First, the difficulty sometimes encountered in obtaining the 
expert help needed for the production of high grade footwear will 
be overcome. We shall be able to get all the good help needed. 

Secondly, the economies resulting from the standardized 
production of certain general items can be turned to the refine- 
ment of other operations. We shall have more opportunity for 
style creation. We shall be able to embody in our shoes newer 
styles earlier. 

As a result, The Robert Wise Company, which I believe is the 
only manufacturer of women’s high grade welt and turn shoes 
now operating as a member of such a merger anywhere in the 
country, will be able to give its trade a better value for the money 
than any other manufacturer of a like product. 
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By ERNEST M. DANIELS 
Salesmanager of The Val. Duttenhofer Sons’ Company 


Having been associated with The Val. Duttenhofer Sons’ 
Company for seventeen years, it is natural that I should be most 
interested in the savings which will result from the centralized 
purchasing of the merger companies. This saving, I believe, by 
being passed along to the retailer in the form of better merchan- 
dise and better service will give a wonderful advantage to those 
selling our shoes or the shoes of other companies included in the 
merger. 

Through the weight of combined purchasing, we shall be able 
not only to secure a good price on all materials bought, but we 
shall have a practically unlimited market in purchasing. We 
shall have the assurance of a complete stock of all materials at all 
times and of speedier delivery than hitherto secured. 

These savings together with those resulting from concentrated 
manufacture will enable us to add refinements to our product and 
to give additional service which in turn will create new sales 
opportunities for those retailers who sell our merchandise. 

For in the final analysis, the savings which we secure will be 
passed along as savings to the trade. Our customers will be 


selling goods that actually make sales, they have a service to 
offer that brings patrons back. They will make more money from 
our product than they have been able to in the past. 





National Style Report 
(Continued from page 75) 


Resolution Re-emphasized 


The following resolution was adopted at Twelfth 
Annual Convention of the N.S.R.A. at Chicago, on 
January 10, 1923, and is again re-emphasized : 

BE IT RESOLVED: That it is imperative for the 
welfare of all branches of the shoe industry and the 
buying public, and we strongly recommend to the 
members of the National Shoe Retailers’ Associaticn 
and all retail shoe merchants the placing of their orders 
for staple merchandise sufficiently in advance of each 
season to enable the manufacturers to produce the 
necessary shoes to supply the country’s needs at the 
lowest economic cost. If orders may be placed early, 
the manufacturers can produce their raw materials 
without interfering with the law of supply and demand. 
The placing of tremendous orders at a date too close to 
the expectant date of delivery is unfair and reacts to 
the detriment of the Shoe and Leather Industry. 


Colors 

In presenting a color program for the guidance of the 
tanners, shoe manufacturers, retailers and traveling 
salesmen for the Fall Season 1923, your Committee 
has had the advice and co-operation of The Textile 
Color Card Association of the United States, Inc., 
National Shoe Retailers’ Association, Tanners’ Council 
and National Shoe Travelers’ Association. 

The names and numbers of the colors are in accord- 
ance with the official Standard Color Card used by the 
Textile Industries of America and Europe. Selection 
of the colors has been made after the most careful 
study of the indicated trend in the wearing apparel 
trades for the next Fall Season. For the purpose of 
standardization as well as stimulation, these names 
should be used in designating the colors of upper stock. 












How the Style Report Was Prepared 


(Continued from page 78) 


lowing. Although it does not appear in the report the 
Committees were of the opinion that merchants should 
use the National Report for the purchase of the major- 
ity of their Fall needs, holding in reserve a limited per- 
centage of funds for whatever might appear as an ex- 
tremely late novelty in fashion turns. 


Following is a list of those present: 
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Name of Firm 
Amalgamated Leather Co. 
American Shoemaking 
George W. Baker Shoe Co. 
Wm. Brown Co. 

H. Berry Shoe Co. 
&C 


ck 0. 
Bonwit Teller & Co. 
Thomas E. Bronn & Sons 


Bancroft Walker Co. 


Barnet Leather Co., Inc. 
Bedford Shoe Co. 


Boot and Shoe Recorder 


Cammeyer 

Curtis Publishing Co. 
Croxton Wood & Co. 
Curtis Publishing Co. 
John E. Donallon & Co. 
J. Edwards & Co. 
Fred A. Eyre & Co. 
Charles K. Fox, Inc. 
Franklin Simon & Co. 
Forbes & Wallace 
Field & Flint 

Morgan Grossman 
Gotham Silk Hosiery 


A. Garside & Son 

Griffin & White Shoe Co. 
Rice Hutchins Inc. 

L. M. Hirsch Shoe Co. 


Hallahan & Sons, Inc. 


Strawbridge & Clothier 
Hamilton Brown Shoe Co. 
Hanan & —\ 

A. I. Ham 

Ernest D. Haseltine Co. 
Hide & Leather 


Harper's Bazar 


F. M. Hoyt Shoe Co. 
Hunt-Rankin Leather Co. 


G.R. Kinney Co., Inc. 
Kozak & McLaughli in 


Laird Schober & Co. 


C. Lawrence Leather Co. 
J.J. LattemannShoe Mfg. Co. 


Lord & Taylor 





Lunn & Sweet Co. 


Herman E. Lewis, Inc. 
J. Miller & Sons 
arion Shoe Co. 
I. Miller & Sons 
Thayer McNeil Co. 
Potter Shoe Co 
% & Monaghan & Co. 
C. MeGowin 
RK H. “Macy & Co. 
N.S.R.A. 
New Castle Leather Co. 


sos Shoe Travelers’ Assn. 


um & Co. 
nheim Collins Co. 
. Plant Co. 
U. 8. Rubber Co. 


B. Rothman 








Location 
Wilmington, Del. 
ton, Mass. 
Brooklyn, N. Y. 
Philadelphia, Pa. 

Portland, Me. 
Philadelphia, Pa. 
New York City 


Philadelphia, Pa. 


Boston, Mass. 


New York City 
Carlisle, Pa 


Boston, Mass. 


New Y 
Piuledarhie, Pa. 
Philadelphia, Pa. 
Philadelphia, Pa. 
Boston, Mass. 
Philadelphia, Pa. 
lyn, N. Y. 
Haverhill, Mass. 
New York City 
Sprtnaiets, 7 Mass. 
Brockton, Mass. 
Brooklyn, N. Y. 
New York City 


— —g Cisy, N. Y. 


a — 
New York City 
Philadelphia, Pa. 
Germantown, Pa. 
St. Louis, Mo. 
New York City 
New York City 
Haverhill, Mass. 
Chicago, Ml. 
New York City 


Manchester, N. H. 


Boston, Mass. 

E. Orange, N. J. 
New York City 
Harrisburg, Pa. 
Long Island City 


Philadelphia, Pa. 


New York City 


Brooklyn, N. Y. 
New York City 


Re, - po ive 


W. H. Good year 
Everit B. Terhune 
Arthur D. Anderson 

wa nee 
M.A. 


Clandive Ge Pendill 
Herman M 

Theodosia Walton 
2 Cushman 


Mr. Tilles-Bracker 
and Models 

J. R. Garside 

A. C. Griffin 

W. W. Willson 


A. Gabriel 
Walter J. Hallahan 


Cha “ 
John R. Laycock 
H. K. Phifis 
Ernest D. Haseltine 
W. A. Gilman 
| J. Sherwin Smith 
{Clara Powers Wilson 
H. E. Slayton 
Burt W. Rankin 
B. Jacobson 
pphee 3. Kohn 


H. J. Wood 

ep a B. or 
Ww 

J.D. Gin 

. 8. Laird, Jr. 

. W. Grant 

. E. Jackson 


Roy Mason 
Justus J. Lattemann 


=m ms 





Saidel Murray, Inc. New York es , = 
Shoe & Leather Reporter Boston, . J. G. Brown 
Shoe & Leather Facts Philadelphia. Edward N. Haag 
The John Shillito Co. Cincinnati, nie J. D. Gillis 
Stewart & Co. New York "City Max Cohn 
Textile Color n New York Cit Margaret H. Rorke 
Shoe & Leather Reporter Philadelphia, 8. B. K 

Tanners’ Council New York J. L. Nelson 
New York Tribune New York H. F. Baker — 
Pfister & Vogel Leather &. Milwaukee, Wis. Louis E. Levi 
Pfister & Vogel Leather Co. New York City Wm. H. — 
United Waist League New York City i $c ch 8 
John Wanamaker New York Armin W. ga 
John Wanamaker Philadelphia, Pa Ann V Callahan 
O. Weill & Co. Baltimore, Md Mill Galway 

8S. Weil & Co. Brooklyn, N. Y. Emil Weil E 
Nathan S. Weil & Co. Brooklyn, N. Y. athan S. Weil 
Women's Wear New York B. Gouee Stern 
Wetherby Kayser Shoe Co. Los Angeles, Cal. ows H Bush 
H. Zuckerman Shoe Mfg. Co. New York City " der 














Fitting Feet Emphasized at Baby Health 
Conference 


Pittsburgh, Pa.—Fitting the baby’s feet properly as 
one way of insuring foot comfort and foot health 
during adult years was stressed during a Babies’ Health 
Conference, held here recently in the Kaufman and 
Baer department store under the auspices of the Con- 
gress of Women’s Clubs. 

In charge of this feature, which included addresses, 
the taking of footrpints and practical suggestions to 





















































Auburn, Me. 


Haverhill, Mass. 
New York City 
Marion, Ind. 
New York City 
Boston, Mass. 
Cincinnati, Ohio 
Baltimore, Md. 
Philadelphia, Pa. 
New — Xd 


New York City 
New York City 
Boston, Mass. 


New York City 


Alfred J. Sweet 
H. E. Lewis 
George Miller 
C. A. Sabine 
a= Miller 


P. J. 
A. C. McGowin 


Harry C. McLaughlin 
Monaghan 


New York City 
A. J. Ruby, Inc. i 
J. Slobodien & Bro. 

Sig. 8S. Schweriner 

Shoe Mfrs.’ Ass'n of Canada 
Strawbridge & Clothier 


Montreal, Canada 


A 

J. 
Reading, Pa. Sie. 
Philadelphia, Pa. A 


The Shoe Retailer Boston, Mass. jos McDougall 
(H. B. Tove 
Nick. J. 
Carl E. Schmidt & Co., Inc. Detroit, Mich. ; Robt. E. Roberts 
John Greenberg 
J. & J. Slater New York ig) 
Smaltz Goodwin Co. Philadelphia, Pa J. M. Goodwin 











DR. E. J. MACKLIN 


Who says that properly fitted baby shoes 
mean better health 











mothers who brought in their babies for examination’ 
was Dr. Edward J. Macklin, educational director for 
Dr. Kahler of New York City. 

Dr. Macklin, who supervised the correct fitting of 
shoes in the army, said that most children are poorly 
fitted by shoe men. This improper fitting, he declared, 
shows later in the form of bunions, corns and callouses. 
He declared that 65 per cent of bodily ills are due to 
bad feet and said much of this could be eliminated if 
babies wore shoes that really fit the feet. The three 
points on which the foot should rest, he declared, are the 
heel, the small toe and the large toe. 
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How Would You Fit Feet Like These? 


(Continued from page 84) 


shoe man. When one weighs all the disadvantages, 
such as expense, being laid up from three to six weeks, 
and the possibility of the bunion returning, against 
the possible advantage of a normal foot, the decision 
usually is to try non-surgical measures. The exception 
is in cases of disability or extreme pain. 

“T have only had this pair of shoes two weeks and 
they hurt my heels so that I can’t wear them.” 

So said a man whose heel looked like the one in Fig- 
ure 5. He was a heavy-weight man in the market 
business, on his feet a great deal. One heel proved to 
be more tender than the other, and a further examina- 
tion revealed that there was a bony projection or spur 
at the base of the heel. In fitting this man, one of the 
boys had slipped; he had given the customer a shoe 
with a narrow heel seat, that was just squeezing the 
heels. This fitting, combined with the aggravated con- 
dition of the foot, was causing some real trouble. A 
broad-heeled shoe, with a thick piece of felt cupped out 
in the middle, gave the desired effect. 

Sore heels are usually the result of strains rather than 
bony projections, so that felt or soft rubber inner-heels, 
which tend to equalize the pressure, help a great 
deal. 

Arch supports are an important factor in corrective 
work of relieving heel strain when the muscles are re- 
laxed, tending, as they do, to take the weight on the 
arch, thus relieving the strain. 


Treating Tender Soles 


Tender soles may be the result of several foot con- 
ditions. Take, for example, a typical foot as shown 
in Cut 6. Too great a lateral pressure will cause the 
fleshy part of the foot to form ridges, and as the skin is 
sensitive, it is easily calloused. Smooth cushion soles 
or shoes with special removable innersoles have proven 
to be excellent in the treatment of many cases of tender 
soles. 





Tanners’ Council Meets May 3 and 4 


New York City—Preceded on May 2nd by a dinner 
for directors and stockholders of the Tanner’s Products 
Company, the Tanners Council of the United States of 
America will meet in a two-day session in New York 


City beginning at 9.00 o'clock next Thursday 
morning. 

The first address will be that of the president, Fraser 
M. Moffat, which will be followed by a discussion on 
Co-operative Advertising,““What It Does and Why and 
Who the Sole and Belting Leather Tanners Got To- 
gether.” Atthenoonday luncheon,““Credit and Business 
Conditions” will be discussed by Dr. H. Parker Willis, 
Editor of the New York Journal of Commerce, and there 
will also be a humorous address on “Current Topics” 
by Will Rogers. Group meetings will be held in the 
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afternoon and a director’s dinner will be served in the 
evening. 

The Friday morning session will be devoted to “Hides 
and Men, The Raw Materials of Our Industry.” 
Among the feature addresses will be those of Prof. 
George D. McLaughlin, Director of the Department of 
Leather Research, University of Cincinnati on the 
“Developments of Hide Curing and Beamhouse Prac- 
tice,” and Dr. Frederick C. Hicks, President, Uni- 
versity of Cincinnati on “Training for Industry.” 

The afternoon session will be devoted to addresses 
by Dr. B. M. Anderson of the Chase National Bank, 
New York, on the “Present Business Situation,” by 
William M. Steuart, Director of the Census, Washing- 
ton, on “Statistics in Industry, Why We Collect Them 
and How,” and by Theodore Fred Kuper, General 
Counsel, New York Petroleum Exchange on “Arbi- 
trating Business Disputes.” 





Bos ton to Have New Wholesaler 


Boston, April 24—Following closely the announce- 
ment of the dissolution of the Katzman-Adler Shoe 
Company of 211 Essex Street, announcement is made 
by Max M. Adler that on or about July 1, he will have 
completed the organization of and will have in full 
operation, a new company to be known as the Max M. 
Adler Shoe Company. Women’s novelty footwear will 


MAX M. ADLER 
Well-known wholesaler of women’s nov- 


elty footwear who will start in business 
under his own name about July 1. 


be featured. Headquarters will be in this city, although 
no location has yet been decided on. 

Within the next few days Mr. Adler will sail for 
Europe, partly on a pleasure trip and partly to further 
cement already formed connections with authentic 
style sources in Paris and elsewhere. From these sources 
he plans to get ideas which, translated into American 
style, will be passed on to the retail shoe merchant. 
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Lynn’s Brief Strike Ended 


Production Resumed in All Plants—Harmonious Relations 
Once More Established Between Employer and 
Employee—No-Strike Contract Stands 


was resumed Tuesday morning, April 24. As pointed out on the opposite 

page in the letter signed by Samuel L. Fisher, president of the Lynn Shoe 
Manufacturers’ Association, while the given reason for the strike was a demand for 
increased pay, the real reason was a struggle for control between two opposing 
unions. 

The union which has won its fight for recognition, in a spirit of the utmost 
fairness, has waived the increased pay demand and has agreed to take over a con- 
tract previously existing between manufacturers and the other union. The vital 
feature of this contract is that it precludes the possibility of strike or lock-out be- 
fore May, 1924. 


preenesiccnains a few days of inactivity in Lynn shoe factories, production 


April 24, 1923. 


Boot and Shoe Recorder, 
207 South Street, Boston, Mass. 


Gentlemen: 

I am very much pleased to inform you that the short period of industrial strife 
that has existed in Lynn, Mass., recently has been amicably settled. 

The Lynn Shoe Manufacturers have perfected a working agreement with the 
Amalgamated Shoe Workers of America, the only existing Shoe Union in the 
city, and we venture to predict that under the terms of said agreement the manu- 
facturers and workers will enjoy a long period of industrial prosperity. 


Very truly yours, 
JAMES P. COLEMAN, 
Gen. Sec. Treas. 
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S. LEFISHER, President M. E. WELCH, Vice President FRANK C. STETSON, Treasurer 


Lynn Shoe Manufacturers’ Association 
[Incorporated] 
Security Trust Building 
ROOMS: 313, 314 and 315 
William J. Hennessey, Clerk George C. Johnston, Secrelary 


Mr. Arthur D. Anderson, Editor, 
Boot and Shoe Recorder, 
207 South Street, Boston, Mass. 


Dear Mr. Anderson: 

Appreciating the interest you have always taken in the shoe industry of Lynn, 
we feel you will be glad to know that the Lynn strike has been definitely settled, 
following only a few days of inactivity. We realize, of course, the seriousness of any 
hold-up in production, no matter how short its duration, but, on the other hand, 
we are now satisfied that the basis of operation with labor is more secure at this 
moment than it has been in many years. 

From now on the shoe manufacturers of Lynn will enjoy the position of having 
to maintain relations with only one union—and that a responsible one—and more- 
over a union which is party to an agreement which precludes the possibility of 
strike or lock-out before May, 1924. 

Whereas the apparent reason for the strike was an unmet demand for an in- 
crease in pay, the actual cause was a fight for domination between two rival unions. 
The better organized body won, and the wage increase has been waived. 

As the situation stands now, as we have pointed out before, we'are called upon to 
maintain relations with but one strong union, whose common interest with that of 
the manufacturers makes us confident of the future in its possibilities of better 
business and better merchandise, more promptly produced. 


Very truly yours, 
LYNN SHOE MANUFACTURERS’ ASSOCIATION, 
By S. L. FISHER, Pres. 
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SUMMER’S 


KING SHADE m 


Golden 
Brown Calf 


No. 462 — — — $5.25 
146 (Turf) Last 
Wingfoot Rubber Heels 
B, C, D; 5% to 10 


FATR WARNING 


Today’s Two Biggest 
PROFIT HELPS 


ORDER Instead of catching you unawares, we give you ample no- 
BEFORE _ tice that our prices on stock shoes will be increased somewhat 
STOCK on May 15. This “Fair Play” gives you the chance to 
PRICES’ make a real saving by anticipating May and June needs 
GO UP now. 


NEW Furthermore at these low prices we will permit you to buy 
LIGHT the newest summer Sunset and Golden brown shades, which 
SHADES 2re now proving to be the biggest hits for warm weather. 
NOW ON We are ready to put them into your shop right out of stock 
HAND at a moment’s notice. 


us 








PSN et eee eS fo 


~ 


Both of these opportune offers call for your 
immediate ordering. Please refer to our 
regular catalogues, or ask for samples and 
new literature. 


Diamond Shoe Co. 


196 Church Street 
New York, N. Y. 





The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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ESTABLISHED APRIL I, 1882 


eines a Sale to Gain a Customer 


a firm with big, broad principles, to lose a sale 
when the customer actually wishes to buy the 
merchandise. 

A merchant is in business to make money and he 
cannot make money unless he makes sales. Neither 
can a salesman hope long to hold his position unless he 
sells the merchandise on the shelves. But it is some- 
times better policy to lose a sale than to make it. In 
the women’s shoe department of one of Chicago’s 
largest stores, I recently overheard this conversation: 

“T am sorry I cannot fit you, Madam, but such is the 
case.” 

“I believe I could wear the last pair I had on. I 
know they are a little tight but believe when they get 
stretched out they will be all right. Let me try them 
on again, please.” 

“No, Madam, I could not let you have that pair of 
shoes under any circumstances. They do not fit and 
would not prove satisfactory.” 

The woman was unusually large; her arches were 
weak and her toes all crumpled up the result of shoes 
mis-fitted. She needed a 10 B and the shoe she was 
willing to buy was a 10 A. Most salesmen and many 
merchants would have made the sale but not so with 
this man. He had already ascertained that another 
shipment of those shoes was on the road and would be 
in stock within a week. He told the woman he would 
be glad to call her when the shipment came in. 

She looked the salesman straight in the eye for a full 
minute and then said “This is the first time in my life 
I ever had anybody refuse to sell me a pair of shoes that 
I thought I could wear. Usually they try to make me 
take something whether it fits or not. I will gladly 
wait until you call me and when I come back I will 
bring my daughter with me. She has about as much 
trouble as I have in getting shoes that are at all wear- 
able.” 

The saleman kept his word and so did the woman 
and instead of selling one pair that was wrong, he sold 
four pairs that were right—and he added two good 
customers to the store’s clientele. 

This man was formerly in the retail business for 


z: takes a really big, broad salesman, backed by 


himself. For several years also, he traveled for one of 
the best known manufacturers of women’s shoes in the 
country. On account of an accident, he had to retire 
from road work. In his own store, on the road and 
again in this big store he has built for himself a large 
clientele through his straightforward honesty and a 
thorough knowledge of shoe fitting and shoe salesman- 
ship. He did not prate and prattle to the customer 
about his honesty or that of the store. He did not talk 
about his principles or those of the store. He simply 
told the truth and gained the confidence of his customer. 

The man who has a conscience—whois really honest— 
is about as unconscious of those attributes as he is of his 
breathing and he does not need to herald the fact on 
billboards and in newspapers to let people find it out. 
The merchant who advertises his place of business as 
“A Store With a Conscience” is in about the same class 
as the Pharisee who prayed “I thank thee, Lord, that I 
am not as other men.” He is attempting to give out 
the impression that the other merchants of his com- 
munity are robbers and crooks and he alone is honest 
and upright. He is setting himself up on a pinnacle of 
self righteousness and is very likely to get called down 
just like the other Pharisee did. 

Actions speak louder than words. A sale that is not 
profitable alike to seller and buyer is not a profitable 
sale to either one. Show me a store that has stood the 
test of time; that has ridden the waves of adversity and 
prosperity ; that stands as a landmark in the community 
and I will show you a store that has considered the 
customer’s welfare first of all and a store that did not 
have to spend a lot of money and spill a lot of printer’s 
ink in heralding the fact that it had a conscience. The 
world found it out just the same. 





Zenas Mattinson on Trip 


Zenas Mattinson with Wall, Doyle and Daly, Inc., 
is making a four weeks’ trip to Middle Western and 
Southern cities calling on the wholesale trade with 
the line of men’s welts from the “Always busy fac- 
tory.” Zenas has not traveled for several months 
past and now plans to make an extensive campaign. 
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Business Improves with Weather 


Demand for Sport Shoes Increases; Suedes, Bucks and Nu- 
bucks Are Selling 


USINESS in Chicago retail stores this 

week has clearly demonstrated the 
truthfulness of a statement, made on 
several occasions in the Chicago news 
letter, that dull business was not due to the 
lack of purchasing power or dearth of 
money among the people of Chicago and 
surrounding territory. It is true that 
business for the first three and a half 
months of 1923 has not been up to the ex- 
pectations of retail merchants, not only 
those selling shoes, but those selling wear- 
ing apparel of every sort. 

The reason for the existence of this 
condition has been partly because people 
have had a lesson in thrift which they will 
not soon forget. During the time when 
money came easily they bought lavishly 
and then when the slump came and earn- 
ings were cut off, thousands of people 
found themselves with an abundance of 
clothing, shoes and other commodities, 
but no money. 


Thrift Is on the Increase 


Within the last six months, unem- 
ployment has practically disappeared in 
and around Chicago, excepting among 
that class of individuals who do not want 
to give an honest day's work for an honest 
day's pay. 

The people who are thrifty and are 
again earning are guarding against another 
contingency of this kind. They are putting 
a portion of their earnings into savings 
accounts and into safe, but more or less 
lucrative investments. 

Another factor which has had a greater 
influence on business has been unseason- 
able, nasty, cold weather during the greater 
part of the present year. There was little 
inducement for a man or woman to buy 
an extra pair of shoes and have them 
ruined the first time they were worn. 


Warmer Weather Welcome 


For three days during the present week 
the sun has been shining and the temper- 
ature has been so warm that men have 
laid aside their heavy ulsters and put on 
top coats. The women have discarded 
heavy fur wraps and are wearing jaunty 
capes and sport coats. 

With this change of array has come the 
necessity for spring-like, airy footwear, and 
Chicago garment and shoe departments in 
the department stores and the exclusive 
stores selling these classes of merchandise 
have been busy beehives of activity. 

Naturally some stores are busier than 
others. The natural gift of being able to 
forsee what people will want was never so 
valuable an asset to a buyer as it is at the 





present time. The stores that are headed 
with buyers of this class and who have 
struck to righteous principles of mer- 
chandising are not at the present time com- 
plaining of poor business. 


Demand for Sport Shoes Started 


The demand for sport shoes has started, 
and the leading sellers in this type of foot- 
wear are suedes, buck and nubuck, some 
plain and others trimmed in calf and kid, 
in the different shades of brown and gray, 
the grays gradually taking the lead. 
Leather soles are better sellers than rubber. 
10-8 or 12-8 heels are being bought in 
preference to the flat heel. This type of 
shoe serves as a good street shoe, and when 
occasion demands can be worn for sport. 
Consequently the sale on this type of shoe 
is large. 

As yet the crepe rubber sole has not 
made a mark for itself in women’s foot- 
wear. Because of theic heavy appearance, 
the average feminine shoe buyer hesitates 
to wear them. Every women has a cer- 
tain amount of pride in the appearance of 
her feet, and a strong desire to have them 
look small and dainty. Therefore she 
hesitates to wear a heavy-looking shoe ex- 
cept for golf or strenuous out-of-door use. 
Nevertheless, as the season progresses, and 
those who desire to be the first to wear 
new things don this style and type of foot- 
wear, there will be many more to follow 
suit. Due undoubtedly to the demand for 
sandals and the cut-out designs in the more 
dressy types of footwear, patents have 
been overselling satins. Every retail shoe 
store anticipated the call for sandals, and 
is in position to supply the demand which 
is increasing daily. 


New Case-Lot House 


The Franklin Shoe Company is the style 
of a new firm recently incorporated under 
the laws of the state of Illinois, which has 
opened office and stock rooms at 40 South 
Wells Street. E. A. Hamburg, formerly the 
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Vice-President of the Hampton Shoe 
Company, is President; Joseph Swan, 
Vice-President and Chas. W. Weidbusch, 
Secretary and Treasurer. All are well 
known in the shoe industry of Chicago and 
the Middle West. This concern of case-lot 
brokers will have an in-stock department 
specializing in men’s, women’s and child- 
ren’s popular priced merchandise in Welts, 
McKays and Turns. 


Kreiders Visit Western 
Market 


D. Robert Kreider of the Annville, Pa., 
plant of the A. S. Kreider Company and 
G. R. Kreider of the Lebanon Turn 
Factory, have been making a survey of 
conditions in the west and have spent some 
time in the Chicago Branch, as well as 
having visited the St. Louis office. 


Salesmen Meet 


During the past week the salesmen of 
the Chicago Branch of the A. S. Kreider 
Company have been called in for a meet- 
ing and to get their new line of samples. 
There have been no additions nor deduc- 
tions from their roster, and the men will 
start on their respective territories the first 
of the week. 


Needed More Room 


The Axman, Weiss Shoe Company, 
formerly located at 40 South Wells Street, 
have moved to 303 and 305 West Monroe 
Street, where they occupy the entire 
second floor of this large building. The 
move was made to secure more room for a 
rapidly growing business. 





Milwaukee Chair Company 
Moves Offices 


The following announcement, covering 
a change in location of the executive, sales 
and general offices, has been issued by the 
Milwaukee Chair Company: 

“Announcement is made of the removal. 
of executive, sales and general offices of 
this organization, with location in the 
Blum Building, 624 South Michigan 
Boulevard, Chicago, effective May 1, 1923. 
Production offices remain at Milwaukee. 
Mail to be directed to and visitors should 
call at our Chicago offices.” 





CINCINNATI 


Retail Trade Much Brisker 


Colored Kid Footwear in Better Demand than Was Antic- 
ipated; Not Seen Much on Street, However 


URING the past four weeks the local 
shoe merchants have been saying 
that all they need is a little warm weather 
to put their business on a healthy volume 
basis. A few days of such weather came to 





the Ohio Valley district this week. The 
impetus it put in the retail business 
generally showed that the local merchants 
had the situation figured right. The sales of 
each succeeding day showed an increase, 





| 
‘ 
i 






April 28, 1923 


and the week ended with a big Saturday, 
the volume of which is rarely exceeded. 

Colored kids here are having a better 
call than was anticipated by some. The 
best sellers so far are red, blue, green and 
champagne. The brighter colors are not 
being worn to any great extent on the 
streets by Cincinnati’s younger set. They 
are frequently seen, however, in the even- 
ings at the theater and the ball. It is 
thought by some of the more astute buyers 
here that this business in the more brillant 
colors will last longer if at the first of the 
season they are not worn on thestreets. 
The use of them for evening wear will tend 
to prevent them from becoming too com- 
mon, and thus give those merchants who 
bought them in the better grades a chance 
to sell out before the style is killed by the 
on-rush of the cheaper grades, which is 
usually the case with fads. 

On the other hand there are some in this 
market who feel entirely confident that the 
colored kid vogue is going to last through- 
out the summer. They substantiate their 
opinion by stating that the color in the 
summer costumes is already showing signs 
of going into the shoes and hats; that the 
summer dresses are going to be plain. This 
they say is a logical development as a re- 
sult of the increased amount of attention 
milady is giving to the foot coverings in her 
wardrobe. As one prominent merchant 
here has said: 

“There is no doubt that the great 
variety of styles to select from in ladies’ 
footwear is causing women to give more 
attention to the idea of the proper shoe for 
the occasion.” 

The galaxy of styles and patterns in 
ladies’ shoes today may be causing both 
manufacturer and merchant considerable 
concern as to what to offer the public, 
nevertheless this same millinery idea in 
footwear is rapidly awakening the con- 
science of the women of our country to 
the fact that in the past too little attention 
has been given to their shoes as a part of 
their entire costume. Therefore it appears 
as though retail shoe merchants are going 
to be called upon more than ever to supply 
shoes that will match the style in dresses 
and hats. So, whether the colored kid 
vogue lives or dies, all indications point to- 
wards a healthy retail shoe business es- 
pecially for those handling ladies’ footwear. 


McLaughlin at Style Meeting 


Harry McLaughlin, general chairman of 
the joint styles committee is in New York 
this week attending a meeting of the vari- 
ous branches of the committee. At this 
meeting they were expected to outline 
the style program for the next sixty to 
ninety days. The outcome will be of great 
importance to all branches of the shoe 
industry. The work of the joint styles 
committee is fulfilling a great need in the 
industry, namely to act as a stabilizing 
nfluence. 
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Lawrence With International 


Arthur Lawrence of the Vollman- 
Lawrence Company has severed his con- 
nection with the company and has recently 
become associated with the International 
Shoe Company, St. Louis. It is under- 
stood that Mr. Lawrence will devote his 
time to the style footwear branch of this 
company. 


Out With New K—D Line 


The Krippendorf-Dittmann Company’s 
sales force started out this week with their 
new fall samples after a conference at the 
factory. The K—D line is full of new styles 
and patterns for fall, the outstanding 
feature of which is the evident tendency 
towards finely tailored oxfords and man- 
nish effects. 


Duttenhofer-Stevens Line-up 


The new sales force of the Duttenhofer- 
Stevens Company is as follows: 

Clifford Duttenhofer, the larger cities; 
J. H. Price, Ohio, Michigan and parts of 
Indiana; H. L. Biddle West Virginia, Penn- 
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sylvania, Maryland and Washington City; 
R.C. Long Kentucky, Tennessee, Arkansas 
and Southern Indiana; Guy L. Jones, Texas 
Oklahoma; E. H. Rand, Iowa, Nebraska, 
Montana, Wyoming, Oregon, Colorado, 
Utah, Idaho and Washington; W. T. 
Shipley North and South Carolina, 
Georgia, Florida; L. D. Campbell, Louisi- 
ana, Mississippi, Alabama and parts of 
Tennessee, Georgia, Flordia; Dan P. O’- 
Connell, Minnesota, Wisconsin, North 
and South Dakota; and Charles Mulvihill, 
City of Cincinnati. 

On Thursday night of last week, Clif- 
ford Duttenhofer, vice-president of the 
Duttenhofer Stevens Company, enter- 
tained the company’s sales force at his 
home. The salesmen left the end of the 
week for their various territories. 


Pattern Man Pays Visit 


Harry Rudin, manager of the St. Louis 
branch of the Weichman Pattern Com- 
pany, was a visitor at the home office last 
week. Harry Weichman, president of the 
company, is calling on the factories in 
the Chicago territory this week. 





MILWAUKEE 
Sandals in the Foreground 


Food for Fair Volume of Business, Merchants Believe: 
Manufacturing Activity Continues 


ANDALS of all kinds, especially those 

in the high shades, are exciting interest 
among the feminine contingent of shoppers 
with indications that business of this type 
is going to mount into a considerable vol- 
ume before the summer is ended. Mer- 
chants report growing interest in the 
Egyptian modes with all types of sandals, 
regardless of the style pattern, coming into 
the foreground. Black satins, suedes and 
patents in the order named, fill in the bulk 
of the business, outside of the sandals. 
Light colors, especially gray, fawn and 
similiar shades, are especially desirable. 
Hosiery sales are said to be the best in 
many years, at local shoe selling estab- 
lishments. 

Business Is Heavy 


Not only are particular types of foot- 
wear selling well, but the entire general 
trend of business is highly satisfactory and 
running well up to April 1922 despite the 
fact that last year’s April had Easter busi- 
ness to assist it. Week for week, the present 
season is running as high as 20 and 30 per 


cent above last year, in most of the down-— 


town shoe stores. Even men’s business, 
the bane of the shoe merchant this year, is 
picking up well and showing acute devel- 
opment. 

Shoe Manufacturing Strong 


Makers of footwear in the Milwaukee 
district, and in general throughout the 


state, are reporting sustained manufactur- 
ing activity on a good volume of orders. 
Reports from manufacturing cities like 
Fond du Lac, Chippewa Falls, Racine, 
Merrill and Tomahawk indicate that 
manufacturing prosperity is widespread. 


New Penney Store . 


A new store will be opened in the Wood 
block at Manitowoc by the J. C. Penney 
Company, chain store operators. The 
store is expected to be ready for occupancy 
by October 1. The Penney Company is said 
to operate 490 stores in different sections 
of the country. 


Moore Becomes FirmMember 


James R. Moore, of Superior, Wis., re- 
presentative for many years of the Foot- 
Schultze Shoe Company of St. Paul, Minn., 
has purchased an interest in the Clark Shoe 
Company of West Duluth, and will actively 
engage in the business of the company. 


Morris Helps Defeat Bill 


The work of Senator Oscar Morris, 
Milwaukee, secretary of the better busi- 
ness bureau of the Milwaukee Association 
of Commerce, was an important factor in 
the recent defeat of the Holly truth-in- 
leather bill in the state senate. When the 
bill came up for vote and discussion, 








106 





Senator John E. Cashman announced in a 
vitriolic speech, that Milwaukee’s best 
known shoe manufacturers opposed the 
bill because they were dishonest. Senator 
Morris called a halt when Cashman reached 
this heated point of his argument and even 
Senator Huber, who is with Cashman in 
most things, took exception to it. Morris 
decried the loose habit of charging people 
with dishonesty simply because they 
oppose some measure pending in the 
legislature. Huber said Cashman could 
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hardly support his charge that big busi- 
ness was out to defeat the bill because of 
the large number of retailers who had 
appeared against it. Cashman spoke at 
length, but the Holly bill was killed with- 
out a roll call, indicating that it had few 
supporters in the senate. Senators Morris, 
Titus and others showed that a single hide 
may contain several different qualities of 
leather, and that it would be next to im- 
possible to label shoes as to exact com- 
position of materials used in making them. 





ST. LOUIS 


Business Shows Upward Trend 


Fawn Footwear Has Big Call—Gray Also Wanted; Post- 
Easter Reaction Has Disappeared 


FTER the Easter reaction, business 
again is on the upward trend. The 
past six days has shown an improvement 
over the previous week. Every indica- 
tion points to a back-to-normal business, 
with some prospects of the peak prosperity 
days. The gloom that cast its spell over 
the first week after the Easter rush was 
dispelled and optimism pervades through- 
out the retail shoe district. 

Buying is active and there seems to be 
definite demand for fawn which continues 
unabated. The demand is larger than 
the supply and there is much rushing 
from store to store. There is a definite 
shortage of this type of merchandise and 
from all indications this condition will 
not be relieved until whites, sandals and 
sport effects make their debut. The 
situation as it is today offers no alter- 
native as it is impossible to get beige 
shoes under six to eight week’s delivery 
and by that time they will have passed on 
as style leaders. The higher priced stores 
have beige shoes, but they are in the 
the $16.00 class. Either they played this 
number with more strategy or else their 
demand was not as heavy as the popular 
priced stores. Gray is also being sought 
with enthusiasm. There is not a surplus 
stock of this color and those seeking gray 
shoes to match a gown want gray shoes and 
want them badly. Stores that are carry- 
ing gray footwear are cleaning up beauti- 
fully with the present demand. Some 
style impressarios are predicting gray to 
hold to a considerable degree throughout 
the summer. Beautiful patterns of gray 
satin have been shown in a few windows. 
No one, however, thinks enough of his 
judgment to plunge on this color. 


Black Satin Still Strong 


Black Satin was reported during the 
past week as of good volume in the day’s 
sales. Instead of slipping as the spring 
colors approached it has gained in 
popularity. Patent leather is making a 
fair showing and some of the new patterns 





are being shown in this material. For the 
most part the shoes are trimmed with 
gray and are preferably shown in strap 
styles. High heels predominate not only 
in this material but patterns of the 
afternoon type are shown with the heels 
in the higher heights. 

King “Tut” and all his ancestors and 
many he never heard of are all being 
given prominence in the shoe stores by 
naming sandals of some sort after them 
to give an Egyptian flavor. Sandals are 
being shown in all stores, but from all 
reports there has been no big demand for 
this type of footwear. Wild colors are 
splashed throughout the lines, but smoked 
shades are reported as having the greatest 
popularity. As the season progresses it is 
anticipated that reds, greens and blues 
will receive their share of the prestige. 

One thing is being commented on 
already. It is that sandals will cut in on 
the sales of sport oxfords. To a slight 
degree this condition is now prevalent. 
However, no alarm is felt over this 
situation as sport oxfords were not 
bought in large volume. The flapper 
trade is expected to flock to the sandals 
just as they did last year. Without a 
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doubt there is more beauty and style in 
the patterns this year than last and there 
appears no good reason why sandals 
should not be sold in fair quantities. 
Sandal effects are being shown in a good 
many of the other patterns. Some of 
these are attractive with their side cut- 
outs and strap effects. In these patterns 
there is a tendency toward 15-8 and 16-8 
heels. 

Colors are being shown in a few numbers 
in practically every store. At present, 
however, the best patterns are to be seen 
in the better class stores. 


Roscoe Wright to Manage 
Huette’s Olive Street Store 

Roscoe Wright, formerly assistant 
manager of Brandt’s, has been engaged by 
the W. B. Huette Shoe Company to 
manage their store at 716 Olive Street. 
Wright has had a long experience in the 
retail field and comes to the Huette 
organization with many ideas of proper 
management of a retail shoe store. He 
will take up his new duties at once. 


Miss Hollenbeck to Manage 
Hanan’s Hosiery Dept. 

Miss M. Hollenbeck is now manager of 
the hosiery department of Hanan and 
Sons, St. Louis store. She comes to the 
Hanan store with considerable experience 
in the retail field having had department 
store experience previous to her present 
connection. F. H. Maxted, manager of 
the store has just placed in stock in the 
hosiery department some French ribbed 
silk hose of unusual style. They have 
hand embroidered Clocks and retail at 
$16.00 per pair. Maxted also stated that 
a new ventilating system would be 
installed within a week. This improve- 
ment was expected to not alone improve 
air conditions in the store for customers 
but would also serve as a stimulant in 
“pepping” up the sales force. The 
welfare of his sales people was one of the 
principal reasons for its installation, it 
was stated. 





CLEVELAND 


Retail Trade Increasing 


And New Stores Are Opening and Departments Being En- 
larged to Take Care of City’s Rapid Growth 


IHE recent announcement of the 
United States Census bureau that 
an unofficial survey disclosed that Cleve- 


*land’s population is today approximately 


900,000, a gain of nearly 200,000 since 
1920—gave a complete insight into the 
rapid growth of the city. 

The retail shoe industry in this city is 
keeping pace with the growth in the 
population. The growth in population 
has been startling; a survey of the develop- 


ment of the retail shoe industry presents 
a startling array of facts. In the last year, 
striking developments have come to the 
shoe trade here. The last twelve months 
have brought the largest growth of any 
year in the history of the city. 

Many New Stores Opened 


In the last twelve months, the Stone 
Shoe Co., opened two splendid new 
stores—one at E. 105th street and Euclid 
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avenue; another at Playhouse Square, 
which is in the heart of a new shopping 
district that has been coming to the front 
by leaps and bounds. In recent months 
the main store has been enlarged by the 
addition of two floors. 

The Chisholm company opened a new 
store near East 105th street in Euclid 
avenue, and but a few weeks ago, moved 
its East Third street store from the 
space it had occupied for years into a 
brand new store room much more com- 
modious and accessible to the thousands 
of pedestrians who pass along Euclid 
avenue nearby. 


Shoe Department Enlarged 


The Higbee Co., experienced a great 
increase in business in the last year, and 
this spring the shoe department was 
moved from the second floor of the Higbee 
building to larger and better adapted 
quarters on the first floor. 

Another important development was 
the decision of the Taylor Co., one of the 
leading department stores in this city, to 
move its shoe department from rather 
cramped and stuffy quarters on the 
mezzanine floor of the handsome Taylor 
building to the first floor of the structure. 
Luckily when the company moved into 
its new store, it rented rooms across an 
arcade fronting on Euclid avenue to 
outside partnerships, and when growth of 
business forced a change this space was 
available for the shoe department. Work- 
men are busy remodeling the rooms. 

Elmer L. Volkmore must have had a 
good year for he has made some big 
changes and has stepped out boldly. He 
opened a new store in Playhouse Square, 
within a stone’s throw of most of the 
leading theaters in the city. Then he 
moved from a room in the Hippodrome 
Building across the street in Euclid 
avenue. 

The Petot Shoe Co., which operates a 
chain of stores in the Middle West 
established its first store in this city 
during the year. This company has an 
exceptionally attractive store. 

The Elliott Juvenile store in the East 
105th street district is a novelty in this 
city—only children’s shoes being carried. 
Parents in the east side have taken a 
fancy to the store, however. 


New Stores in Suburbs 

Barney Bolasny opened a new store 
Saturday April 14 in Prospect avenue 
near East Fourth street, and Newbaurer’s 
is preparing to open a new store in 
Prospect near East 8th street. 

Kerr & Sackett have opened a new store 
in Lakewood, a suburb of Cleveland. 
They are doing business at 160th street 
and Detroit avenue. 

Many new neighborhood stores have 
been opened in the last twelve months, 
and there appears to be a genuine revival 
of trade. The stores reported prospering 


BOOT AND SHOE RECORDER 


in the main and prospects are considered 
brighter than they have been in years. 


Retail Trade On Up Grade 


The weather has moderated and trade 
picked up during the third week of the 
month of April. Spring crowded Winter 
off the stage and immediately the stores 
presented busier scenes. The full stride 
had not by any means been reached when 
this was written. But merchants were 
not looking so glum when they were 
visited-on Firday April 20 as they were 
when they were interviewed about busi- 
ness conditions on Friday April 13, when 
the weather was raw and cold. 

In the first warm days of the past week 
there was a great rush of business in 
sandals. Thousands of pairs of them 
were seen on the streets. The one and 
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two strap effects were worn largely, with 
a buckle. here and there varying the 
style. Many patent leather sandals were 
to be seen and combination of the well 
known black and white, gray and black 
and tan and black were seen. Slippers 
also were popular in this demand. Oxfords 
continued a good seller, with tan and 
black running about an equal race for 
popularity. 

In .the stores that are. patronized 
largely by men and women who are 
employed business has been particularly 
good since the warm days came. These 
people find plenty of work, with good 
wages and they are satisfying their 
wants. They are. purchasing a good 
quality of shoes and they are not asking 
for credit. They want the novelties, with 
the cut outs and straps and sparkling 
buckles. 





LOS ANGELES 


Weather Not Affecting Trade 


Rainy Season Following Easter Causes Only Slight Let-Up in 
Retail Business—Whites and Novelty Kids Selling Well 


HE weather since Easter has been 

pretty consistently rainy and busi- 
ness has slacked up to some extent as a 
consequence, although, as one merchant 
expressed it: 

“Business has been just about the same 
with us during the rain. If a woman tries 
to wear white shoes they are ruined and 
she must have another pair; if she wears 
satins they are ruined also and that means 
another pair. And most women wear turn 
shoes and after a rain they are ruined. So 
we find our business keeps up just about 
the same.” 


If there are fewer people on the streets or 
in the stores it is scarcely perceptible and 
it is a fact that rubber footwear is scarcely 
ever seen in Los Angeles. The women 
simply cannot be bothered with them. 


Whites and Novelty Kids Selling 


Business this spring is reported as being 
unusually good; in fact, some merchants 
state that March was the biggest month 
in their career. It is only natural that a 
little slow-down should follow Easter buy- 
ing under ordinary conditions and it 
speaks well for the buying public that 
things are still active. There will probably 
be new style developments during the 
next few weeks. It is true that the bulk of 
the rapid turnover these days comes from 
style shoes—novelties—and not from 
staples, if there is such a thing as a staple 
now. White shoes loom large on the 
horizon, and judging from the attractive 
patterns shown “‘there’s a reason.”” They 
are cut out and patterned along the same 
lines as the other shoes, with straps, over- 
lays, and all the etceteras that make for 


smart shoes. Many of them are effectively 
combined with colored kids. The style 
element is the guiding influence and be- 
cause of the radical developments along 
this line no one is buying large quantities 
of any particular style or pattern, which 
means that shoes are purchased oftener 
and more judiciously. This necessitates a 
close watching of the trend of public 
demand. 
Straps Lead at Robinson’s 

Probably no shoe store in town has a 
more discriminating trade than the J. W. 
Robinson Company’s shoe department. 
Mr. Heartt states that his clientele con- 
tinues to favor strap patterns above all else 
and that the extreme sandal styles do not 
appeal to them. No shoe in his stock sells 
for less than $12.00. The prevailing de- 
mand is for straps and cut-outs, while the 
overlay saddle is frequently seen on 
oxfords. The overlay is also very ingen- 
iously used in Egyptian designs on the 
vamp and quarter. Mr. Heartt is leaving 
for the east very shortly on a buying trip. 


Vivid Colors Favored in Kid 


The Bootery states that their buckle 
and ornament business is keeping up 
wonderfully. The Egyptian scarab, and 
also brilliants of variousp atterns, are very 
much used for evening wear and on strip 
pumps. Also the colored kid straps and cut- 
outs may often be dressed up with an 
ornament. The new hosiery shades are 
dazzling in their splendor. In many cases 
they are dyed to match the dress and the 
colors range from pastel to deep warm 
tones. The ladies who wear red kid sandals 
choose hose of the same shade. This holds 
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true of the other colors also. It seems that 
the preference runs to red and green 
sandals. Fred White, manager of the 
Bootery, is on his way east. 


Browns and Tans for Men 


Sports shoes with crepe rubber soles are 
being worn extensively by the men. The 
white buck and linen shoes are finished 
with the white rubber sole. For general 
wear, browns and tans are much in 
evidence. 


The ‘“‘French Booterie’’ Opens 


Hollywood set the style with an Egyp- 
tian theater several months ago (Grau- 
man’s), and now comes a shoe house 
modeled along Egyptian lines. Mr. E. S. 
Hanna, formerly with the Hollywood 
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Boot Shop, and Mr. Mel Leighton, until 
recently manager of the C. H. Wolfelt 
studio in New York City, are the origina- 
tors and owners of this new store, which is 
right in the heart of Movieland. The 
Egyptian atmosphere is carried out in the 
architecture and in the furnishings. On 
all four walls run Egyptian paneling and 
in the center of the rear wall is a gorgeous 
Egyptian fireplace. Mirrors are draped to 
represent doorways and the colors red and 
blue are carried out in decorations, with 
carpet and chairs in French gray. Another 
feature is the lounging room, which is 
fitted up in Chinese style, with teakwood 
furnishings. 

Shoes of exclusive design only will be 
carried and every shoe will be original and 
different, catering particularly to the 
moving picture colony. 





DES MOINES 


Retail Stores Do Steady Business 


Cool Weather Delays Spring Rush of Business—1924 Date 
Set for Iowa Retail Shoe Association Convention 


ITH but few warm days during the 
past few weeks there has been no 
great rush of business in any of the retail 
shoe stores. However, a good steady vol- 
ume of spring business has been done 
with customers coming in a few at a time 
all day long every day of the week, 
business getting very good toward the 
end of each week. Women’s purchases of 
the dainty spring novelties has been held 
back considerably on account of the cool 
weather. 

In women’s lines fawn color and gray 
seem to be the most popular. Sport shoes 
in fawn color of two tone combinations 
seem to be very popular with a great 
many of the young flappers. Black 
satins, plain and brocaded, are also selling 
well. As yet the retail merchants report 
no particular style as outstripping others 
in the volume of sales. 


Ames Meeting a Success 


T. Frank Jacques, president of the 
Iowa Retail Shoe Association, said, ‘““The 
Ames meeting was a great success. We 
had really a larger attendance than I 
expected. There were about forty shoe- 
men from the immediate vicintiy of Ames 
who attended our meeting there on 
April 10th.” 

“We had a business meeting of the 
Iowa Retail Shoe Association board of 
directors in the afternoon. It was here 
decided that our Annual Convention for 
1924 be held on March 25, 26 and 27.” 

y Inthe evening the North Central retail 
shoe'merchants held their meeting, with 
a dinner in the best hotel in Ames starting 
it off. The program was begun immedi- 
ately after dinner and some excellent 





talks were given by leading shoe merchants 
of the state. 

This meeting proved so successful that 
it has been decided to hold similar meet- 
ings in various sections of the state. 
These meetings will start about September 
and will culminate in the big annual 
Convention of the Iowa Shoe Retail 
Association to be held in Des Moines on 
March 25, 26 and 27th. These sectional 
conventions are stirring up real enthusiasm 
for the Association and educating the 
retail merchants in the state as to its 
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benefits. The next meeting is to be held 
in Ottumwa, at which time a full turnout 
of southern Iowa shoe merchants is 
expected. 


Des Moines Stores Push 
Hosiery 


This spring has seen a decided impetus 
given to the sale of hosiery in local shoe 
stores. Many stores have this year put 
in a hosiery stock for the first time and 
many others that considered it more or 
less of a side issue are now giving it very 
prominent display space in their show 
windows and much advertising in the 
daily newspapers. The biggest sale of 
hosiery in the local shoe stores has been 
in novelty hose to match the spring foot- 


wear. 





Seymour Shows Egyptain 
Novelties 


The Seymour Shoe Company has a 
special display this week of red, green and 
white barefoot sandals which are attract- 
ing much attention and promise to be a 
good summer number. The strap effect 
in pumps of King “Tut” origin are now 
having a good sale. 


Douglass Pushes Children’s 
Shoes 


The W. L. Douglass Shoe Company 
has this week been showing a new spring 
line of boys’ and growing girls’ shoes at 
popular prices. A very good business is 
reported as having been done in this line 
which several of the exclusive shoe stores 
downtown have of late discontinued. 





LOUISVILLE 


Post-Easter Trade Good 


Little Slow in Getting Started, But Is Now Up to 
Expectations 


INCE Easter, business with the 

Louisville shoe merchants has been 
very good, and, with good weather, is 
coming fine. Men’s business is showing 
up nicely at this time but was late in 
getting started. Women’s shoes continue 
in big demand, while children’s demand is 
fair. Hosiery is good, and a number of 
big sales have been getting a good response. 
There is not much change shown in styles 
or kinds of merchandise that are being 
shown in local stores, The new high 
colored sandals or slippers will probably 
show something before long, although 
stocks are very limited so far. White 
goods will start in May if weather 
conditions are right. With the opening 
of the races in Louisville in May some 
good business will be handled as it always 


means numerous visitors from out in the 
state. 

Several merchants reported good busi- 
ness during the week of April 16, as a 
result of the city being crowded with con- 
ventions, including the Kentucky Educa- 
tional Association, which loaded the 
hotel with the school teachers of the state, 
many of whom are from the backwoods, 
and who buy well when they hit the city. 

In women’s shoes demand is scattered. 
Black satin, suedes, combinations of 


suede and kid in slippers; and patent 
leather and tan oxfords, have all been good. 
Colonials are fair. Novelties of all kind 
have attracted attention. However, there 
hasn’t been much of especial interest 
brought out recently that might be con- 
strued as new. 
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Perfect Foot Contest 


Louisville through a few selected shoe 
stores is putting on a perfect foot contest 
in connection with the National Health 
Exposition, April 26 to May 5, the con- 
test opening the past week, with last 
entries to be photographed not later than 
May 5, and the photographic records of 
their feet will be graded for prizes. Each 
store will select the best photograph and 
award the owner a pair of shoes, The 
best in the male, female, boy and girl 
classes will be sent to the health exposi- 
tion and judged by experts, and a local 
newspaper will award first prize of $50, 
with two second prizes of $15 each, one 
for men and one for women; and two 
prizes ot £10 each for the best youths and 
best girls feet. The stores of Byck 
Brothers, Boston Shoe Co., J. Bacon & 
Sons, J. Zoll & Sons, Sam Levin, John C. 
Lewis Co., Kaufman Straus Co., are 
handling the applications. However, so 
far there have not been many contestants, 
and practically all of those who have been 
photographed and whose face and feet 
pictures have been shown, are employeesof 
the respective stores. It is admitted that 
the percentage,of ma‘e competition is 
quite limited, as men are not showing any 
interest in their “beautiful feet.” 


New Store Opened in Dinuba, 


Cal. 


Joseph Shyer, now sole owner of the 
Family Shoe Store of Fresno, Cal!., opened 
on February 3 a branch store in Dinuba, 
California. The new store is in the Strand 
Theatre Building, a $150,000 playhouse 
just completed on a prominent downtown 
corner. 

The front of the new store is ultra 
modern and harmonizes with the rest of 
the theatre building. The interior of the 
store is furnished in ivory with rugs and 
drapes harmonizing. Individual wicker 
loge chairs are used for seating. 

These chairs duplicate the loge chairs 
of the theatre. Mr. Shyer has gone to a 
great deal of expense in arranging the 
lighting effects of the show windows and 
the store interior. Colored flood lights will 
be liberally used. The Family Shoe 
Stores feature medium-priced novelty 
shoes for the whole family. Mr. Shyer will 
do the buying in Fresno. 





On to Victory 


Bite off more than you can chew, 
Then chew it. 
Plan for more than you can do, 
Then do it. 
Hitch your wagon to a star, 
Keep your seat, and there you are! 
—From “Between Us.” 
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NEWBURYPORT 
Style Show Feature of Fair 


Shoe Manufacturers Display Pretty Footwear on 
Pretty Models 


STYLE show, and industrial fair, 

given at Newburyport, April 16-19, 
brought a host of people to admire new 
styles in apparel, and new shoes from 
factories. It was given in City Hall, under 
the joint management of the Chamber of 
Commerce and the Newburyport post of 
the American Legion. William G. Dodge, 
of Nathan D. Dodge Shoe Co., was a 
prime mover in the enterprise. 

“The Best Dressed Girl in America,” 
portrayed by the willowy Miss Betty Lee, 
of Filene’s, of Boston, led the models in 
the fashion promenade. Miss Louise 
Parker, Miss Mary Morgan and Mrs. 
Grace Bailey, three favorites of the 
Boston style show, were among the 
assisting models. 


Fourteen Styles Shown On Models 


Fourteen different types of “Correct 
Dodge’”’ shoes, made by the Nathan D. 
Dodge Shoe Co., and costumes to match, 
were worn by these models. Hosiery was 
provided by Newburyport merchants. 
Young men promenaded in _ business, 
sport and dress suits. Children graced the 
stage, showing the newest apparel for 
school and play wear. Shoes for the men, 
and children, were supplied by the Babb, 
Plouff and Service stores. 

The stage of City Hall, on which the 
fashion show was given, afternoon and 


, evening, was arranged as a drawing room, 


by Newburyport furniture merchants. 
The galleries were thronged with admirers 
of the styles. Many of them later became 
shoppers at the stores. There is nothing 
like a gay array of new fashions to start 
sales agoing. 

On the floor of the hall were the booths 
of the merchants, numbering 40 and more. 
All sorts of wares were displayed. Booths 
were small. But they were gay with lights 
and decorations, and they displayed their 
newest models most effectively. 


Other Exhibits Interesting 


The manufacturing exhibit was in the 
Council Chamber of City Hall. Shoes, 
horn combs, snuff, cartons, heels, and 
other goods occupied the places of law- 
makers. Shoes were shown by Nathan 
D. Dodge Shoe Co., Dodge Bros., Fern 
Shoe Co., George A. Learned Co., William 
P. Lowell, D. R. Knipe Co., Fern & 
Porter, the Port Shoe Co. Heels of leather 
and rubber, were shown by the Brackett 
Co., Wood heels, some colored red, green 
and blue, were displayed by the Maple- 
wood Co., Edward H. Hale showed 
cartons. 

Samples of leather, shown with shoes, 
were of gold and silver kid, Persian calf, 


red, green and blue kid and calf, white 
kid and cabretta, patent leather, and 
suedes, chiefly in beige shades. Also, fine 
satins and brocades were shown. 

Bliss & Perry illustrated the making of 
the typical Newburyport turn shoe, 
showing the materials, as prepared for the 
shoes, and the shoe in the various stages of 
manufacture. Inspection of the stitching, 
a major point in turn shoes, show seams 
sewed tight and true, with a standard 
stitch. A completed shoe, cut in two, in 
“the split chicken” style, revealed the 
“meat’’ or weight of the sole, and the 
strength of the shank. 


The Vintage of 1890 

Dodge Bros. showed, by way of con- 
trast with their 1923 models, all light and 
dainty, some tooth pick toe boots, with 
concave heels, eleven button fastenings, a 
vintage of 1890, and, also a pair of slippers, 
of 1855, that were light and dainty, but 
they had toes as square as a brick, and no 
heels at all. Yet they were once “the last 
word” in footwear for the dance. 

Nathan D. Dodge Co., had a long line 
of “Correct Dodge’’ shoes, of patterns 
familiar to retail merchants far and wide. 
Among them were beautiful gold brocade 
shoes, trimmed with gold kid and having 
gold covered heels; also silver shoes of 
corresponding styles. It is said that this 
Company produces more brocade and 
like tinsel cloth shoes than any concern in 
the country. It has special processes, of 
its own, for making this sort of footwear. 

Features of the display were red, green 
and blue shoes, in strap and Egyptian 
patterns, white oxfords, of leather and 
fabrics, in lattice and novelty trimmed 
oxfords and strap pump patterns. Among 
the unusual shoes were some blue velvet 
strap slippers, some purple satin slippers, 
and some brocade shoes of delicate pastel 
colorings. Most all the shoes had wood 
heels. Besides, there were some street 
and house shoes, of staple styles, including 
the fat ankle types. Paisleys were shown 
too. 


Scented Shoes a Feature 


Some of the Egyptian shoes were made 
of bright colored leathers, and the leathers 
were scented with oriental incense. 

Newburyporters are proud of their 
industrial fair. It marks a new era in 
style making, as well as shoemaking, in 
their city, one of the oldest and most 
honorable shoemaking centres of the 
country. Newburyport has been making 
shoes since colonial times. 

Newburyport shoes are sold round the 
world. 
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makes shoes look new 


EPCO is a liquid enamel which 
restores that much desired new- 
ness to sole edges and to heels. 


Your customers prefer Repco to any 
other brand of enamel because Repco 
is easily applied without danger of soiling 
hands or clothes. 


Repco contains no varnish, shellac or 
other gummy substance -- but materials 
that protect the leather and prolong its 
life. And, best of all, Repco clings 
firmly, and evenly to the surface. It does 
not rub off. 


Repco is made in every stylish color 
~-white, ivory, light gray, dark gray, 
champagne and Havana brown. 
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For sale by Shoe Findings Jobbers 
Better order some Repco today 


UNITED SHOE MACHINERY CORPORATION 
Boston, Mass. 


San Francisco Branch, 859_Mission St. 
J. K. KRIEG COMPANY, New York, N. Y. 


UNITED SHOE REPAIRING MACHINERY CO 
Boston, Mass. 


year mentioning the publication im replies to advertisements. 
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New Leathers— New Dressings 


The rainbow has nothing 
on present-day shoe colors 


rainbow variety of shoe colors has developed the need of a 

lot of new dressings that has caused the manufacturers of 
shoe polish and dressings many fitful days and wakeful nights, 
but they are coming through with the goods. 


\ ND NOW comes the problem of shoe dressings. For the 


It is no fool’s job to make shoe dressings right. The first step is 
a chemical analysis of the leather in order to get a compound that 
will ‘“‘feed’’ the material and minimize the friction of the fibres 
and at the same time add to its appearance. 


The chemist is one of the most important men in a shoe dress- 
ing factory. Most anybody can cook up a concoction that will 
put a brilliant finish on a shoe, but it is very liable to also “‘finish” 
the shoe unless the tannage of the leather has first been scienti- 
fically studied and the dressing so compounded that the chemicals 
used in tanning and those used in the dressing do not combine to 
set fire to the shoe. 


There are enough good reputable shoe dressing manufacturers 
in the country so no shoe merchant needs to sell his customers a 
questionable product. Nor does he have to guess what kind of a 
polish or dressing is best suited to a given leather. 


If you want to know what dressing to recommend for a certain 
leather, suede, elk, patent, bright colored kid or calf or any par- 
ticular tannage, write to a reliable maker of shoe polishes or to the 
maker of the leather. 


Here is where the shoe merchant can render a valuable service 
to the people of his community and get well paid for that service. 


Through his knowledge of leather and other shoe materials 
he is in position to put it all over the grocer and corner druggist 
who sell shoe polish that shines the shoe but is of questionable 


merit. 
(Continued on page 115) 














A Book with real 
decorative ideas 


Nothing like this has ever been published before. 
A new book — chock-full of REAL, ORIGINAL 
IDEAS — on novel attractive decoratives for your 
windows, is now ready for distribution. 

Page after page of strikingly designed screens, 
plaques, panels, special decorative furniture, 
flower stands, vases, lanterns and other novelties 
are shown. Many attractive, harmonious color 
combinations are suggested. 


Enough original ideas are advanced in this book 
to deserve your frequent and earnest study. 


This book will serve as a source of inspiration 
and help to you in making YOUR windows 
effective and out of the ordinary. It is yours for 
the asking. 


SEND COUPON FOR YOUR COPY TODAY 


LBaumannelo 


357 W. Chicago Ave., Chicago, Ill. 
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L. Baumann & Co., 
357 W. Chicago Ave., CHICAGO 


Please send to the writer ““A Book of Decorative Effects.” 





“*A lady bought fifty dollars’ 
worth of shoes the other day— 
Black, Brown and White. I 
put Whittemore shoe polish on 
ten dollars’ worth, for brown 
shoes are not so 
easily damaged 
if polished when 
new.”” 


There is a polish in the Whitte- 
more line for every leather used 
in shoes. A dressing for every 
fabric shoe. When so great lati- 
tude is offered you for securing 
a polish stock that will fill every 
demand, why not specialize on 
Whittemore’s? 





paivemores 
Shoe Polishes 


ARE SUPERIOR 







“Bostonian Cream” 
and “Nobby Brown” 
polish are especially 
adapted to brown, 
smooth surfaced leath- 
ers. They have been 
and are big sellers. In- 
clude them in your 
stock. 
















Send for Catalog and Price List 


WHITTEMORE BROS. 
CAMBRIDGE MASS. 


When your jobber can’t supply you, write us 

















The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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Shoe-Fitting System 


JOHN STROOTMAN, Patentee and Instructor 





A complete service of shoe 
fitting specialties which, 
properly applied, enable the 
shove merchant to fit custom- 
ers quickly and correctly. 
thus avoiding many foot 
troubles. 





The market today is flooded 
with corrective footwear. 
Every one of these shoes is 
a tacit admission that it has 
been impossible, with the 
methods in use, to fit many 
feet correctly. Nine tenths 
of the conditions that make 
corrective shoes necessary 
were caused by improper fit- 
ting in the first place. 


THE NEED IS NOT SO MUCH FOR CORRECTIVE SHOES AS FOR 
CORRECT SHOE FITTING. Strootman Shoe-Fitting System fills 
this need. 


Ready made clothing by ripping of seams is made to fit the body form. The 
shoemaker’s task is reversed. He cannot by ripping seams of shoes fit the 
foot. Strootman Cushions fit the shoe more positively than the old time foot 
fitter did by measure, giving instant relief to arch or toe pains. 


Write for Illustrated Folders Telling Why and How These 
Specialties Enable You to Fit Shoes Correctly, with Comfort 


Berrick Bldg., 86 Ellicott St. 
BUFFALO, N. Y. 











The Boot and Shoe Recorder will appreciate your mentioning the publicaticn in replies to advertisements. 
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Napier's Bootery 
307 So. 16th St., Omaha, Neb 


American 


Interlocking 


Shoe Store Chairs 


are the most practical and economical because: 


They Increase Seating Capacity 


The American‘Interlocking feature enables you to seat seven people 
in the same space that would otherwise be required for six. 


They Are More Comfortable 


Customers are not crowded against each other as when settees are 
used. The individual seats insure all the comfort that is enjoyed in the 


best theatres. 
They Are More Durable 


All wood standards are solid (not framed-up panels), and are rigidly 
reinforced with heavy iron plates. Every detail of construction is of 
the sturdiest type. 


They Beautify the Store 


Individuality of design and permanently straight alignment make 
American Intérlocking Shoe Store Chairs preferable from the stand- 
point of appearance. 


AMERICAN SEATING (OMBANY 


General Offices: 1016 Lytton Bldg., CHICAGO 


Room 302, 69 Canal St. Room 601, 119 W. 40th St. 
BOSTON NEW YORK 
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(Continued from page 111) 


Quality More Important than Quantity 

It is well to beware of the concern who gives too much 
for the money. “The Biggest Package in Town for 
Ten Cents,” may look good in an advertisement of a 
five and ten cent store or a grocery store; but should 
have no place in a shoe polish ad of a shoe store. 

People expect quality dressings from you, dressings 
that not only dress but clean and preserve the shoes. 

The white season is just ahead and dressings for both 
fabric and leathers of white will be in big demand. 

It is important to know the kind of dressings to sell. 

There are numerous kinds of dressings that clean 
white fabric footwear and do not injure it, but there 
are a lot of others so impregnated with acids that they 
literally burn up the fabric. 

No shoe merchant would think of selling white fabric 
dressing to be used on a white leather, but it is fre- 
quently done in grocery, drug and five and ten cent 

' stores. 

There are several factories making white cream dress- 
ings for white kid and calf leathers that clean as well 
as dress the shoes.There are other preparations, usually 
a fine castile soap compounded with other materials, 
that are made only to clean the leather preparatory to 
dressing it. 

Rainbow Colors 

Max E. Sommer of Sommer & Kaufman, San Fran- 
cisco, puts it well when he says, “This is the most dar- 
ing shoe season in decades. The colors actually selling 
are as varied as Easter eggs. 

“Red, green, blue and yellow, as well as the more 
sombre hues such as field mouse, elephant gray, sahara, 
fawn and so on, are appealing to a wide clientele.” 

Fortunately it is not necessary to carry a separate 
dressing for each of these colors. Only a few of them 
need a special dressing. 

Every salesman in the store, and the girl at the find- 
ings counter, should be so familiar with the different 
tannages and finishes of leather that there would be no 
question as to what dressing would be recommended 
for a given shoe. 

It Pays to Suggest 

It is a mistake for a salesman to feel it beneath his 
dignity to recommend shoe dressings to his customer. 

The reputation of the store depends to a consider- 
able extent upon the life and appearance of the shoe 
it sells. Poor polish ruins shoes; good polish preserves 
them. It is to the store’s interest to sell good dressings 
and sell a lot of them. 

In one of Chicago’s highest grade stores every cus- 
tomer is shown the proper dressing for the shoes as 
soon as the sale is completed. ‘““‘We want to keep our 
customers away from shine stands as much as pos- 
sible,” says the proprietor of this store. ““‘We know what 
we sell is good for the shoes and do not want to be re- 
sponsible for shoes ruined by poor polish put on wrong. 
No matter who is to blame for damage done by poor 
dressing, the shoe man is held liable.” 
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New England Spring—1923 


The robins are a-twitter, 
Altho’ the wind is bitter. 
The ice is on the mayflower 

And the roads are on the bum. 
There’s snow drifts in the shady nooks 
While mud and slush fill up the brooks. 
They call it Spring in Arcady— 

I calls it hell—by gum! 


We've had a news broadcasting station in 
our town for the past 45 years. When she 
was younger—she was less stationary than 
now, but no more efficient. 


Like a lie—a bootlegger is a very pleasant 
help in time of trouble. 


President Harding has got to fish or cut bait 
on the League of Nations and there are prob- 
ably times when he longs to have the darn 
old boat sink. 


You get just about as much fun out of life as 
you put into it. 


Our grandsons will probably read the stories 
of “The Rum Runners of Long Island 
Sound” as eagerly as we read “The Pirates 
of the Caribbean Sea.” 


And many a haughty scion of a distinguished 
American family will drawl, in that day 
“Yes, my grandfather made his money in 
the importing business.” 


“Play Ball!”—And the office boy 1s counting 
up his most perishable relatives. 


Now for Daylight Saving! 











od 
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DRESS PUMPS 


In all varieties of 
leather satin and 
brocade 








Finished card, showing correct spacing tetween letters, between words and between groups of words 


Show Card Lettering Made Easy as Writing 


This is the second lesson of a series that will enable any clerk 
without special talent for drawing tomake good window and coun- 
ler sales cards, which will help to sell more goods in any store 


BY MAXWELL L, HELLER 
Art Instructor, Theodore Roosevelt High School, New York City 


N the last lesson you were taught the forms of two 

alphabets—Gothic Capitals and Gothic Lower 

case or small letters. If you did as you were ad- 
vised, you practised these letters till you can now pro- 
duce perfect forms by the method of dividing each into 
its parts, or strokes. 

But being able to make perfect letter forms does 
not erable you to make good signs as you may already 
have discovered for yourself. No doubt you have found 
that the spacing of the letters so that they looked right 
was harder than the making of the letters themselves, 
and that even when you had tried your utmost, fre- 
quently your results were bad. This should by no 
means discourage you, for the problem of spacing is 
the most difficult one that the letterer has to deal with. 


Why Careful Spacing Is Necessary 

If each letter were a block of the same shape and 
equal size, the problem would be a simple one—lay off 
an equal block for each letter, allowing equal spaces 
between. Note that in the word MINNEAPOLIS il- 
lustrated, each letter was carefully measured with a 
ruler 34” wide and each of the spaces 4’’. It takes no 
expert to see that the result is wrong in spacing. 


How is it then, that in spite of careful measure- 
ments a word can be'so badly spaced? The truth of the 
matter is that each letter is not a solid block of the 
same shape, and that because each varies in shape, the 
spaces which are created between them, when we com- 
bine them into words, also vary greatly. 

The problem then comes down to a study of the 
shapes of the letters, to see if they can be grouped ac- 
cording to shapes and outlines, and the spaces that 
they create in combination. 

Capital letters may be divided roughly into these 
groups: 

1. Those beginning and ending in vertical 
lines, H, I}M, N, U 

2. The circular letters, O,Q,C,G, S 

3. Those with one vertical and one round 
side, B, D, P, R 

4. Those having oblique sides, A, V, W 

5. Those having one open side, L, E, F, P, 
J, K 

6. Those having open spaces on each side, 
ew oe A 

Having thus grouped the letters, we readily see that 
the measured space between two letters like HE would 
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not look equal to the space between LE. Where in 
HE the area of the space is definitely outlined that 
between LE seems larger because it is less definitely 
outlined, the eye being permitted to wander beyond 
the end of the L inside of the letter. 

We haven't space to analyze every possible bad com- 
bination of this kind. We call attention, however, to 
the word MINNEAPOLIS, again. Study the word as 
it has been first laid out, and discover why the space 
between EA is greater than betweeen NE and why 
the spaces between MI, IN and NN seem smaller 
than those between PO and LI. The general rule of 
spacing of letters may be stated thus: 


Equalize the Areas of the Spaces Between the Letters 


Remember that this does not mean the distances 
between the ends of the letters. The area between 
the letters frequently includes space inside of the let- 
ters as in the letters of groups 5 and 6. The following 
hints will be found helpful: 

1. Do not measure your letters and spaces with a 
ruler. 

2. Sketch your letters freely and lightly in pencil 
so that they may be easily shifted. 

3. The letters in a word are to present a continuous 
pattern without any breaks or “holes.’”’ Whenever a 
“hole” or big space appears in your word it needs 
correction. 

4. Respacing of one letter may mean the respacing 
of one or more in the word, and frequently the entire 
word. 

5. When two letters, both having vertical sides, 
come together, they should be spaced a little farther 
apart than when a round letter follows a vertical. In 
other words, the actual distance between HI should 
be greater than between HO. 

6. When a letter follows an open letter such as F, T, 
L, it should be brought close to the open letter; in 
fact the extending horizontal element of F, T, L, may 


Illustrating, as we did in the 
first lesson, the way to hold the 
pen and showing the various 
strokes in making j letters 
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be slightly shortened to bring the bodies closer, and 
thus lessen the space between them. In a combination 
like LT the T may actually overlap the L. It is pos- 
sible to do this in hand lettering though impossible in 
typesetting. 

7. Similarly letters on either side of A, V, and W 
should be brought close to them. 

8. Letters following and preceding the circular group 
should be brought close to them. 

Do not hesitate to respace a word that does not 
look correct. Always sketch lightly. In making changes, 
do not rub out the incorrect spacing, but sketch on top 
of your mistakes. The correct letter should be heavily 
sketched. Let the cleaning up be done after the inking 
is finished. Use only a pure gum eraser, so as not to 
injure the surface of the paper. 


The Spacing of Small Letters 


As the small letters are nearly all based upon the 
round or oval, the shapes of the spaces they create be- 
tween them do not vary widely. Therefore spacing of 
small letters is a much more simple problem. 

Finally when the letters are spaced as carefully as 
seems possible, apply the following test. Using the 
word MINNEAPOLIS as our model, look at the first 
three letters MIN. Make sure that the I looks exactly 
in the center between M and N;; in other words that 
it does not look like MI N any more than M IN. When 
you are satisfied that these are correct, take the second 
group of three NNE and test the middle N in the same 
way that I was tested. Follow this by testing NEA, EAP 
APO, POL, OLI, LIS. 


Spacing Between Words 


Constant watching of letters in this way will create 
the habit of correct spacing, making it second nature. 

Enough space should be left between words, about the 
width of a letter usually, so that each word stands as 
a unit with white space around it. 


IJV OOSS 


The various Strokes «std +7 the ltuers 


a 
AQ Sbef 


Shewung hous etlers oe broken up info Strokts 
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Keeping 
WHITE SHOES 


White 


We’re due for a great season on white shoes. 
You’ll insure better satisfaction as well as 
larger gross sales if you see to it that a jar of 
NOVA goes out with each pair of white fabric 
shoes. 





OW, 


WHITE CLEANER. 


Because it removes dirt instead of just cover- 
ing it—because it actually whitens the fabric 
instead of just forming a powder deposit on 
the surface—NOVA is the universal favorite 
among all white shoe cleaners. 








It is an important part and profitable 
part of your duty to your custo- 
mers to see that they are supplied 
with the proper cleaner and polish for 
whatever type of shoe they buy. Sell 
them the tried-and-true Eagle Brand 
products. 


American Shoe Polish Co. 


Manufacturers of a Dressing for Every Shoe 


CHICAGO, U. S. A. 


The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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Showing the flood light focused on a portion of the window display 


Using Artificial Light in Daytime a 
New Departure 


BY KENNETH CURTIS 
of the National X-Ray Reflector Co. 


have a spotlight follow them around. This fea- 

tures and concentrates attention on them. The 
light is directed from the gallery or from behind the 
scenes. 

The same principle can be applied to merchandising 
through window displays by the use of a new show 
window flood light (with center spot beam) recently 
developed for that purpose. 


Concentrate Attention on ‘“‘Leader”’ 


The theory of correct window trimming condemns 
the over-crowding of windows with merchandise. 
Usually every window has in it a “leader,” an article 
of exceptional value, attractively priced. 

The purpose of the show window flood light is to 
focus attention on a single article by 
high-lighting it ‘with a beam of light. In- 
stead of the glance being spread over the 
entire window, it is centered on the fea- 
tured item which thus receives the extra 
degree of attention so necessary to start 
action and result in a sale. 


Can be Used with Color Screen 


Color lighting is the newest phase in 
show window lighting. It acts as a mag- 
net, immediately drawing the attention 
of the passerby because of the novel and 
beautiful effects. which can be secured. 
To a merchant, color in his window is as 
valuable as a front page in colors in his 
local newspaper. 

Excellent effects can be secured by us- 
ing color with this new flood lighting unit, 


‘y= principal characters on the stage usually 


Diagramatic 


illustration of 

window illuminated by flood 

light and one central ion 

thrown into high relief by the 
center spot beam. 


when the featured item is light in color and shown 
against a dark background. Display managers are just 
awakening to the attention-compelling value of color 
and the leaders are already cashing in on their foresight 
in introducing color lighting to their localities. 

A color frame is fastened over the mouth of the flood 
light. It is possible to use any of four color screens, 
red, amber, blue or green, throwing any of these beau- 
tiful colors on the merchandise. 


How to Use Flood Lighting Unit 

Shoes, especially women’s shoes, come in a multitude 
of styles, colors and leathers, yet there is always a 
preference for certain current styles. It is necessary to 
show many pairs of shoes in a window and this often 
means that the preferred styles are lost among the 
other shoes displayed. 

With this show window flood light, 
shoe merchants can feature certain styles 
by focusing the center spot beam on 
them, yet keep enough styles in his win- 
dow to cater to all demands. Shoes of 
light colors, such as silver, white, tan 
suede, etc., provide a more striking con- 
trast. 


The cross section diagram shown gives 
the distribution of light from this unit. 
Notice that the high intensity is in the 
center of the beam yet the light is dif- 
fused over a much greater area. The light 
is not concentrated in the same way as in 
a search light but rather has a center 
spot beam which high-lights one article 
in the display without a sharp ring or 


BACKGROUNO 
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Glencoe 


REG. U.S. PAT. OFF, 


Fibre Tip Shoe Laces 


“They Stick to the End”’ 


Are First-Rate Sellers 


NO METAL in their tips. Always neat and dressy. Have the shoes 
you buy equipped with them at the factory. 
Sell them to customers asking for shoe laces. 


Cost No More than Ordi- ’ . All lengths and colors— 
nary Metal-Tip Laces Write for prices and samples Flat, Round, Tubular 


Main Office and Factory 


Glencairn Manufacturing Co. 


Incorporated in 1908 
Pawtucket Rhode Island 






































A LACE THAT OUTWEA 
BY MONTHS ORDINARY LACES 
STAYS TIED AND NEVER Looxs| 

















It is aggravating to buy a pair of good shoes and 
find in them a cheap lace. Look out for your cus- 
tomers by requesting your manufacturers to equip 
your shoes with Cordo-Hyde laces. 


For Samples or Information Address 
LACE DIVISION 


O. A. Miller Treeing Machine Co. Brockton, Mass. 


The Boot and Shoe R der will appreciate your mentioning the publication in replies to advertisements. 
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“cut-off” of light. The high intensity fades away 
gradually. 
Daylight Use 

While it is true that much window shopping is done 
at night, is it not equally true that more people pass 
your windows, hurriedly perhaps, in the daytime? 
Would not a means of attracting the attention of this 
greater number of people be extremely valuable to you? 


A close-up of the fixture showing color 
screen. 


Colored illumination in your window during the 
daytime is at least one of the answers. The splash of 
color, particularly red and amber, focused on some 
featured article, would stop a surprisingly large num- 
ber of passersby. Amber especially gives a golden sun- 
ray effect in contrast to the remainder of your window. 
Tests have proved that color in a window attracts 
more readily than ordinary illumination. 

It is not necessary to use colored lighting on mer- 
chandise alone. Many original, artistic effects can be 
gained by flood lighting artificial flowers, placques and 
other decoratives. Color lighting is just as effective 
during the day as at night. 


Overcoming Reflections 

One of the uppermost problems in the correct light- 
ing of show windows is how to overcome annoying re- 
flections so prevalent in plate glass show windows. 
Many show windows are rendered practically useless 
during many hours of the day when the greater amount 
of shopping calls for their greatest efficiency. 

Illuminating engineers say that the only way to kill 
these reflections, is to increase, by artificial means, the 
intensity of light in the window. The intensity of these 
reflections will vary, of course, with the location, ex- 
posure and time of day. Stores with a north exposure 
do not suffer as much from reflections as do stores with a 
west exposure. Consequently, the amount of artificial 
illumination need not be as high. 

With the show window flood light, you can spot flood 
light a display, counteracting and removing the reflec- 
tions by increasing the intensity of the light in the 
window. 

Ofttimes your windows grow slightly dark, not 
enough to warrant the burning of big reflectors but 
dark enough to need a little artificial light. Then use 
your flood lighting unit. Not only will it illuminate 
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and feature your “leader” but it will throw enough 
light to brighten up your entire display and still save 
the cost of burning the reflectors. 

In small windows, the flood light unit furnishes all 
the illumination necessary, saving the cost of reflector 
yet giving the many advantages of the center spot beam. 





Changes in Personnel of Bodine-Spanjer 
Company 


The Bodine-Spanjer Co., of 1160 Chatham Court, 
Chicago, announces the following changes in its 
personnel. 

Mr. Alex Winocour is no longer employed by the 
Bodine-Spanjer Co. 

Mr. Chas. W. Moderow, formerly General Manager 
of the Schack Artificial Flower Co., Chicago, and since 
July, 1922, connected with this concern, has acquired 
one-third interest in the Bodine-Spanjer €o. under the 
date of April 10, 1923. 

Mr. Leslie Janes, formerly with L. Baumann & Co. 
has acquired one-third interest in the Bodine-Spanjer 
Co. under the date of April 10, 1923. 

The officers of the company are as follows: 

Mr. H. J. Spanjer, President; Mr. C. W. Moderow, 
Vice-President; and Mr. Leslie Janes, Secretary. 








A New Hi-Front Oxford 


This pattern has seven eyelets instead of the 
usual five, thereby fitting around the ankle. It‘also 
tends to tighten the top of the quarter, thus pre- 
venting the heel from slipping. 

The pattern also transfers the point of greatest 
pressure from the sensitive bones of the instep, at 
the same time giving more support. 

It also prevents sand and small pebbles from 
getting in at the top of the shoe, and gives the 
same sense of snugness and protection as a bal 
boot, without ankle restriction. 

The illustration shows also the “no bite”’ toe rein- 
forcement which golfers are hailing as one of the 
most important improvements given to golf shoes. 
Shoes by Norman & Bennett, Boston, Mass. 
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the service,for an~ 
other year~ at least 


Does not this record prove that Show Cards— 
Standard Show Cards—are faithfully fulfilling 
their purpose—to add attractiveness to other- 
wise listless displays, and to put “reason why” 
copy in this valuable space—your windows. 


In most cities only 
one merchant can 
have Standard 
Service. Fill in the 
coupon and if your 
city is open, we'll 
send you a few 
cards and our in- 
teresting brochure 
—“The Drawing 
Card.” 











Kindly send me, without obligation whatsoever 
on my part, a few samples and your interesting booklet. 
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EFFECTIVE SHOE DISPLAYS CREATE SALES 
Write for our catalogue 
J. R. PALMENBERG'’S SONS, INC. 
Established 1852 


63-65 West 36th Street, New York 
BOSTON BALTIMORE 
26 Kingston St. 122 W. Baltimore St. 


CHICAGO 
204 W. Jackson Blivd.. 
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GUESS 


Why tanners of smooth, white 
leathers recommend Cinderella 
White Kid Polish and Cleaner to 
the shoe manufacturers to whom 
they sell their leathers. 


THEN 


Guess why over 100 slipper 
manufacturers mail-order Cin- 
derella Silver Slipper Cleaner. 


a 
HID-POLISH 


© CLEANER 
WHITE 


4 


Retailers sell these polishes put 
up in attractive packages for 
home use. 


Produced by 
EVERETT & BARRON CO. 
Providence, R. I. 


Makers of highest qualit 
footwear finishes ae 


Fer Profit Making Deal, Fill Out 
and Send This Coupon 

















April 28, 1923 








BOOT AND SHOE RECORDER 


“ ° a. fe SS 
kt rt el tat hal a 
= a 














l 











aad 





Plate 1—This setting produces a rich effect. The circular cut-out may be covered with tapestry, brocaded 
salin, silk, or wallpaper 


Window Displays Somewhat “Different”’ 


Timely Decorative Suggestions for Settings That 
Make the ‘‘Difference”’ 


M ARKING time or just keeping in step with the 


merchandising parade of today does not 

satisfy the shoe retailer who is continually 
trying to increase trade, make more turnovers and 
make his store the best shoe trading center in the 
community. 

Many a time we have heard the question asked, 
“Why don’t my window displays attract more atten- 
tion and create more sales?” Probably the most 
logical is that they are just of the ordinary kind. 

There is no class of merchandise that is harder to 
show in a satisfactory manner than shoes and if 
particular care is not exercised in the planning and 
installing of the window trim there will be a general 
sameness in the shoe display which will soon lose the 
power of attracting the frequent passer-by. 


Shoe Displays Should Be Different 


Successful shoe window displays should be different. 
Every window trim of shoes should be markedly 
different from the one preceeding, so that the people 
passing the store will recognize that a change has been 
made. 

Let us concede that the people in your town know 
that your store is a shoe store—they pass your windows 
daily—and if your windows always bear the earmarks 
of sameness their interest in watching them will soon 
wane. But on the other hand, if you are continually 
showing window displays that are different, their 
interest will be sustained and you will soon have the 
people in your town looking forward to your window 


displays and wondering what you will have next. 

We know of one shoe dealer who every now and then 
installs a complete hosiery window. The mere fact 
that it is a radical change makes the window attract 
attention and sales are greatly stimulated in hosiery. 

Another clever idea used lately was the showing of 
millinery in connection with the shoes. While the 
dealer did not sell hats they would act as eye attractors 
to the shoes. 


Every Shoe Dealer Sells Service Nowadays 


There is hardly a shoe store that doesn’t lay partic- 
ular stress upon service nowadays. Fitting feet 
comfortably is an important feature. Fitting people 
who have more or less foot troubles is another and that 
is the reason why so many stores carry foot comfort 
appliances, orthopedic and health shoes. They want 
to meet the demand of their customers. 

As long as the shoe dealer is doing this why wouldn’t 
it be good business to feature it in the window displays 
every now and then? Many ideas are suggested that 
will prove a basis around which to build a display 
featuring foot comfort shoes, appliances, etc. Ideas 
that will make your display entirely different from the 
ordinary kind and carry a message to the people that 
perhaps many did not know you had to tell them. 


Cashing in on the Nationally Advertised Slogan, 
“Walk and Be Healthy” 


The nationally advertised slogan “Walk and Be 
Healthy” suggests many ideas that can be used to an 
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LOUIS XVI SHOE 
SETTING 
YOU CAN NOW GET 
Frankel famous Period display fix- 
tures in either metal or wood; both are 


exquisite in their finish, which exactly 
duplicates Circassian walnut. 


















The price of this complete set, in 
wood, as per illustration, is $96.75 Net. 


F.O.B. Ohio factory 


Net price of each fixture enumerated, 
and from which you can order 


Background Panel, 36” wide, 53” ~~. . .$24.00 Net 
Divider, 42” long, 36” high. . oe 18.00 “ 













12” Plateau, 9x14", top 12” eae 8.75 “ 
18” Duplex "Shoe Stand, 18” high. “oe, Se 
24” Duplex Shoe Stand, 24” high.. adéiee He 
36” Duplex Shoe Stand, 36” high......... 7.15 “ 
18” Flower Vase, 18” high knceeeaceceeees 4.50 “ 
Card Stand for S44x7” Pnedescvnnes ee 3.50° “ 
SR BENS Gis cnc cccccccsecéccécteocs 1.58 “ 















DISPLAY FIXTURE COMPANY. NEW YO 


1146 Broadway, New York 
Established 1888 




























TIPS:—Guaranteed Not to Come Off 


CONSUMERS APPRECIATE THIS FEATURE OF 


“HUBTIP” “NO-METAL-TIP” SHOE LACES 










Made of First Quality, Fast Color Braid from Tip-to-Tip 
Cannot PULL OFF, FRAY OUT or CATCH IN HOSIERY 
DISPLAY A CABINET OF “HUBTIPS” 
Easily and Conveniently handled. Packed in Single Pair Cartons, 72 pair in Cabinet 


TODAY’S PRICE LIST 


27 in. per gro. Laces, $2.00 36 in. per gro. Laces, $2.50 45 in. per gro. Laces, $2.90 63 in. per gro. Laces, $3.70 
30 in. per gro. Laces, 2.20 40 in. per gro. Laces, 2.70 54in. per gro. Laces, 3.30 72 in. per gro. Laces, 4.10 


EITHER BLACK, BROWN OR RUSSET -.. ASSORTED CABINETS SUPPLIED 
YOUR FINDINGS JOBBER CAN SUPPLY YOU 


MANUFACTURERS 


FRANK W. WHITCHER CO. _ Boston and Chicago, U. S. A. 


The Boot and Shoe RB d will appreciate your mentioning the publication in replies te advertisements. 
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Every 
Step Counts 
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display. Arrangement of flowers on the 
fixtures is indicated. 

The addition of women’s hosiery in 
connection with the display adds an inter- 
esting touch that will be effective. 


Plate 2 


The second sketch shows a window set- 
ting suitable for use in displaying any par- 
ticular style of foot comfort shoes. 

The background consists of three pieces 
of wallboard painted a light blue and ar- 
ranged as is shown. 

On the center panel is placed a banner 
made of white cardboard. Upon this banner 
can be pasted a picture or poster of any 
kind that would be in harmony with the 
inscription. 














The inscriptions should be painted on the 
white banner in blue. 


Plate 2—For a display of shoes with steel shanks or any orthopedic features, a 


background like this helps to get the idea across. 


excellent advantage in working out a window display 
featuring your orthopedic health shoes and foot com- 
fort appliances. 

The summer season is approaching. That is the 
time of year when people are more conscious of their 
feet and of any foot troubles which they may have. 
Therefore a display featuring comfort shoes will prove 
very interesting and result in many sales. If the service 
has been satisfactory these sales will have a more or 
less accumulative effect on future business from the 
mouth-to-mouth advertising that will go around. 

Illustrated herewith we give several decorative ideas 
that can be worked out in featuring your foot comfort 
shoes—ideas that are simple in construction and can be 
installed in practically any size window by 


The side panels are finished off with bands 
of dark blue satin ribbon or velvet. 

The foliage is clearly shown. Just in front of the 
setting is placed a low plateau upon which is arranged 
the steps. A piece of plain blue felt about the same 
color as the bands on the side panels should be used in 
rug effect. 

The shoes may be arranged in any manner that might 
suit your fancy. : 


Plate 3 


Plate Three shows a very simple but effective cornice 
treatment for a show window. The three medallions 
are cut from wallboard and painted gray. The 
lettering on each medallion can be done in dark 
blue. 

Small lattice strips painted blue are tacked on the 





simple making the various pieces in pro- 
portion. 


Window Display Suggestions— Plate 1 
Our first illustration shows a very simple 











background arrangement for practically 
any season of the year. This design consists 
of four wallboard panels painted a pale 
green color, using a cold water paint. 

The panels are finished off at the top with 
narrow bands of black satin ribbon as is 
shown. Just in front of the panels is 
placed a piece of wallboard cut out in 
circle shape and covered with brocaded 
satin, silk, tapestry or any other figured 
material or wallpaper. Just in front of the 
panels is placed the low plateau made of 
wallboard and painted in the same color as 





STRAIGHT FOOT 
WALKING 

















the back panels. 





We illustrate a simple arrangement of 





fixtures as units around which to build a Plate 3—Another setting that ties up with the “Walk and be healthy” propaganda. 
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The button in the 
RED LINE BOX 


APPELBEE & NEUMAN, Inc. 


23-25 Greene Street, New York, U. S. A. 


Manufacturers and Originators of 


Rivet Shank BUTTONS for Shoes 
PEARL—IVOR Y— AGATE, Ete. 


BOSTON: 113 Lincoln St. :: :: ST.LOUIS, Star Bldg. 




















Master Reproduction of the Chinese Art 
BEAUTIFULLY CARVED AND RICHLY ORNAMENTED 


This beautiful Shoe Setting carried out in true Chinese Art and colors makes a 
unique Shoe Display. Its oriental lines and colors are canepenety adaptable 
for the Shoe Display, and shoe merchants who are showing these fixtures cannot 
speak too highly o ‘them. They make a wonderful attraction, and are great 
business stimulators. They are finished in typical Chinese colors, black lac- 
quered, decorated in gold and Chinese vermillion. 








SUEDE-NAP BRUSH 





Picks Out the Dirt--- 
Picks Up the Nap 


The most efficient suede brush on the market—and the 
easiest to sell. The customer readily recognizes its 
advantages. 








Our period shoe fixtures in many beautiful 7 = and finishes have made such 
a wide appeal to the merchant that we are always producing them in larger 
quantities. Because of this we are able to price them exceptionally low. All 
our fixtures are so proportioned as to lend grace, yor and refinement to 
themselves as well as the articles displayed thereon. = Bane legs are rubber 
tipped. The bases are loaded and the bottoms felted. spatiale finished and 
very carefully packed. 


SEND FOR ILLUSTRATED CATALOGUE NO. 15-A 


ASK YOURSELF THESE QUESTIONS! 


If you want the maximum of advertising results, ask your- 
self these questions when selecting mediums: 

What is the evidence of READER INTEREST? 

Is the paper essential to its field? 


The wire bristles are set in a curved fibre and canvas 
base which is attached to the block at both ends. Easy 
to manipulate and effective in restoring the original 
appearance to suede footwear. 


If Your Jobber Can't Supply You, Write Us 


E. T. GILBERT MFG. CO. 
228-36 South Avenue Rochester, N. Y. 


SOL LEVIN & CO 
DISPLAY FIXTVRES 


184-1|BB WEST ST. BROOKLYN N.Y. 





SHOWROOMS, 750 BROADWAY, NEW YORK 











GILLIAM 
NEVERSLIP S 


Will absolutely prevent slipping of 
Oxfords and Pumps at the eine 

No other Neverslip is so easily 
| Simply moisten the 


gummed surface on the back and 
it adjusts itself. 

Colors are Black, Brown and White. 
Price $1.75 per dozen pair. $19.20 
per gross pair. 

If your oan on can’t supply you 
write > or a sample assortment of 
three dozen. 


THE H. L. HYMES CO. 


Sole Owners and Manufacturers 


gm 52 West 15th Street 


2 oe 


a=) 


eo ee New York City 
a6 


Is reader interest proven by voluntary paid sub- 
scriptions? 

Are the paid subscriptions audited by the Audit Bu- 
reau of Circulation? 

(Twelve Thousand “Boot and Shoe Recorder” 
paid subscribers are audited by the Audit 
Bureau of Circulation.) . 

Is the character of the paper verified by the Asso- 
ciated Business Papers, Inc.? 

(The character of the “Boot and Shoe Recorder” 
is verified by the Associated Business Papers, 
Inc., of which it is a member publication.) 











The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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back of each medallion. The ornaments on the 


medallion are painted in blue, yellow and gold. 
Another good treatment would be to cut the letters 
from blue cardboard and’ paste them on the medallions 


in poster effect. 























ie [2 
C _ 
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Plate 4—An effective arrangement for a unit display to form 
the center of attraction in the window ‘ 


























Artificial flowers if so desired may be used to good 
advantage on the lattice strips. 

Shoes may be arranged in any way that will show 
them off to the best advantage. 


Plate 4 


Plate Four shows a small decorative unit that can be 
used in connection with the display of several pairs of 
shoes that you desire to feature or emphasize. 

The unit background is cut from wallboard and 
painted a pale green color. The ornaments on the side 
flank pieces are done in gold. 

Just in front of the unit is placed a low plateau made 
of wallboard and painted a pale green to match the 
background. 

Upon the plateau are placed three shoe boxes, and 
upon the boxes a three way show stand upon which to 
display the shoes. 

The idea of the circular card decorated with the 
artificial flowers placed directly on the hose stand 
makes a very attractive treatment. 
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All of these designs are elastic in their measure and 
easy to construct. If they are installed in your window 
as described, very attractive displays will be the result. 





How Much Is the Eye Worth? 


A thousand dollars is the value placed on the 
windowed front of a successful shoe store in a city 
of 30,000. The landlord says it is worth that, and 
it must be, because the shoe merchant cheerfully pays 
the rent. The windows themselves, with all their 
fittings, cost only a few hundred dollars. If they were 
out on a prarie they wouldn’t be worth the trouble of 
lugging home. But being on the main street of a small 
but flourishing city, they are worth $1,000. So it is the 
street that makes them valuable. A lot of people pass 
along that street, more than pass along any other 
street in the city. They pass along the street because 
it is convenient for them to do so. 

Supposing people found it more convenient to pass 
along another street. Then the value of those store 
windows would slump down toward their prairie 
appraisement, and business in the store would pine 
away. Hence the merchant, for his own protection, 
studies community planning, or city planning, as they 
also call it. He wants to know how the city will grow 
the next few years, and along what streets its people 
will pass, so that he can lease his store and plan his 
sales accordingly. It is protection for his own business 
as surely as an insurance policy is protection on his 
stock. 





Something New for Your Hosiery 
Display 


This is the so-called Angelo period ~~ ae | fizture origi- 
nated by the Onli-Wa Fizture wey Dayton, O. 

This stand is made with removable hosiery top so it can be fitted 
on any standard with 4%" upright. he extending side 
arms are movable upon which a number of different angles for dis- 
playing hosiery can be obtained. The stand is made complete or with 
the separate top only, in all of the different — of asad finish 
or enamel which will match any fizture in color 
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How to keep your customers 


Educate them to the use of Miller Shoe Trees so that their shoes will 


give the maximum service. 


Miller Shoe Trees are a positive necessity in preserving the fit and 
appearance of shoes as well as a sure means of increasing their wear 


and comfort. 


Catalog for the Asking 


0. A. Miller Treeing Machine Co. 


Shoe Tree Division 


Brockton, Mass. 











Any new article, machine design or pugrove- 
ment thereof, or any new combination of parts or 
Py eat Ly any known article which increases 

may be patented if it 
faveives Invention, 


IF YOU HAVE ANY NEW IDEAS 
which you feel are useful, practical and novel,take 
rompt action toward protecting your rights. 
f you have invented any new machine, or new 
combination of parts of improvements, or new 


w desi; 
SEND. DRAWING, MODEL OR DESCRIPTION 
of it for information as to procedure to secure 


tection 
prow WRITE TODAY FOR BLANK FORM 
“Evidence of Conception 
to be returned to me with drawing. description or 
model of your idea. Promptly u receipt by 
ne — = idea { will write you fully as t pro- 


No Charge for the Above Information 
y communicatio! held in strict“confidence 
I and ti thorough attention ts 
given LY each case. I offer you efficient, re!iable and 

service—based upon practical experience. 








i 4 i ye 
today for How to Obtain a 


free boo 
Porent This book will ~~ you valuable informa- 
tion, and it may save you much time and effort. 


Send for it NO 
practice is devoted exclusively to “eS 
ge 8 ee 


My 
States and. foreign patente a 


CARE NCE. _ SRIEN, .i- Patent 
| er 115 ts —- Bidg., Washington, 


Please send me your free bo book, * "How to Obtain a 
Patent,’’ and blank f “Evidence of 
ception” without any 





“CLIFTON” 
Gem Duck 


Has Stood the T est of Years 


Used with our wet process, it pro- 
duces a perfect innersole, as it is 
easily formed in, and hugs the lip, 
producing strength where strength is 
most needed. 


The Trade Prefers 
“‘Clifton’’ Gem Duck 
when once tried 


“Clifton” shoe covering cloths, also 
“Clifton” backing and plumping 
cloths give satisfactory results. 


CLIFTON MFG. CO. 


BROOKSIDE AVENUE, JAMAICA PLAIN 
BOSTON 30, MASS. 
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The Shoe Store Service Department 
of the Boot and Shoe Recorder 


What It Is and What It Does 


This is the dealer’s consulting and statistical department—an adjunct to his own organization 


and facilities. 


Its function is to bring to bear upon the individual shoe dealer’s problems the 


cumulative experience of thousands of other merchants. You are invited to communicate with this 
department for conference and data on any problems you are facing. Particularly the following: 


Equipment— 


If you are opening a new store or refurnishing (possibly 
remodeling) an old one—if you are considering new seating 
or shelving arrangements, showcases or equipment, send 
us an outline of your requirements. We can give you an 
idea as to the cost of what you have in mind, help you in 
selecting or specifying, and put you in touch with the 
makers of the wanted equipment. 


Trimming— 


New thought on this subject is always wanted. Boot and 
Shoe Recorder representatives are always out over the 
country gathering the most recent and practical ideas for 
shoe store window and interior trims for all occasions. 
We will gladly help you in planning your trims, in deter- 
mining the right fixtures and materials to use, with a view 
to both attractiveness and economy. 


Sign Designing— 


Your sign writer may feel free to confer with us whenever 
you wish to work up unique color schemes, lettering, deco- 
rative touches and illustrative treatment for special occa- 
sions. If you have no sign writer, a high-class service in 
the production of show cards, window backs, etc., can be 
arranged for through this Shoe Store Service Department. 


Advertising— 


What to advertise, and when and how—if you would like 
the help of experienced and highly successful shoe adver- 
tising men in solving these problems, write our Shoe Store 
Service Department, Chicago. State the types of shoes 
handled, class of trade sought, present condition of stock, 
and describe the numbers you particularly want to push. 
Send samples of ads. 


Lighting— 

The lighting is an important factor in the effectiveness of 
shoe window displays. For shoes the lighting require- 
ments are different from those of dry goods, clothing, and 
other merchandise which is set higher up in the window. 
Likewise in the shoe interior, there is need of more light 
and even more radiation on the floor. In applying the 
correct principles for your lighting we can help. 


Accounting— 


In most shoe stores there is room for improvement in the 
method of accounting. If you feel that this is the case in 
your store, discuss it with us and see if we can suggest 
means of lessening the amount of work entailed or of hav- 
ing more complete records more readily to hand. We can 
advise where the needed forms, etc., can be procured ready 
for use. 


When you want anything in the line of equipment for store interior, window or office, and are 
uncertain where to buy it, write this department for the desired information 


Check Items in Which You Are Interested 
Manufacturers’ Catalog Will Be Sent You 

0 Store Arrangement 0 Stock Boxes 

0 Store Front Construction 

0 Counters 

OC Shelving 

C) Show Cases 











Remarks 
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BOOT AND SHOE RECORDER April 28, 1923 


THEY BUY THEM 


FOR REAL SERVICE 


FISHING 
HUNTING 


HIKING 
They’re 


Bid a) 


IN STOCK HAND SEWED 


684B—16 inch Choco- an a inch Cheep 
H ate hrome-. ou e 
late Chrome Single Sole Wenup Cheaene Gudite- 
Monarch Oak Outsole. 
SUE kanes nanwied $9.75 

. le 

Write for Catalo Sty 
J 8 699B 


HAND MADE SHOE CO. 


CHIPPEWA FALLS WISCONSIN 








Mr. Merchant! 


Tell your men and women customers 
that they can forget their feet by 
wearing the Dr. Case Arch Spring 
Shoe, a positive 

relief for foot 

trouble. 

> ~vienhanbecmncebmenlitteliee 
Bamne te Bewwe TAD, FBR aecccnceesseccesiectnevsscnsernsssevsvsenoces $3.35 

The 


KORRECT - OPEDIC 


Shoe 
IN STOCK 


Send for our little booklet “How To Forget Your We have taken exceptional pains in the produc- 


” illustrated iti f ‘ tion of these shoes. They offer an opportunity 
Feet,” an illustrated exposition of foot comfort ins suis cal gedit” teal te cae eae 


catalog. 
FREDERICK S. PECK THE BRADFORD SHOE Co. 


Factory Boston Salesroom COLUMBUS, OHIO 
Worcester, Mass. 207 Essex St. “Just a Lite Different” 
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Comparative Leather and Hide Prices 
Upper Leather (Price Per Foot) 
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Leather Trading Moderate in Volume 


Flurry in Fancy Colors a Stimulus to Upper Leather Business—Staple Lines 
Quiet—Sole Leather Firm and Fairly Active—Raw Material High 


not showing the improvement 

desired. The best business is on 
novelty leathers and the popular finishes 
of calf and kid. There is a good call for 
the better grades of sole leather and in 
spite of moderate business in both upper 
and sole leathers, prices are held firmly 
and tanners show no disposition to sell 
leather at a loss. 

While business is quiet, tanners hesitate 
at making bids for raw hides and skins, so 
that the advance in raw material is not 
making the excitement that might have 
been expected in the packing centers. 
Tanners are apparently showing the same 
degree of conservatism that leather 
buyers are and are not going to be caught 
with large quantities of raw material on 
hand. 

It is puzzling for the leather and shoe 
trade to figure out why they are not shar- 
ing as they should be in the prosperity 
which other industries are known to be 
experiencing. Expansion of general busi- 
ness is moderate and healthy, and if 
leather were being used proportionately 
the tanneries of this country would be 
run at 25 to 40 per cent greater capacity 
than they are today. 


I INES of leather for staple shoes are 


Sole Leather Firm and Active 


There is a fair volume of sole leather 
moving and tannery receipts are larger 
than a few months ago when transporta- 
tion was congested. The regular deliveries 
are taking care of the desirable weights of 
sole leather. Prices are substantially the 
same on the standard lines as for some 
months past although there have been 
advances. Buyers are less inclined to 
purchase ahead of their needs. 


Plump Weights of Calf Most Wanted 


The upper leather market is showing 
only a fair business. Some claim that it is 
early for really active trading in upper 
leathers and the fact that shoe manu- 
facturers are operating conservatively 
also holds up a larger volume of upper 
leather sales. Tanners of calf leather report 
but little change although they say that 
makers of men’s shoes are the best pur- 
chasers. Plump weights of standard 
tannages are in best demand with colors 
quoted at 45c, 40c and 35c per foot. 
Light weights and blacks bring from 3c to 
5c less per grade. Cheaper grades of calf 
leather are quotable as low as from 20c 
to 30c. Business, which is quiet in suede 
leathers, is expected to show improvement 


shortly. Top selections are quoted at 
from 50c to 60c; the medium and lower 
selections are quoted at 30c to 40c per 
foot. 
Side Leathers Quiet 

Side upper leathers are sharing in the 
slump which is considered but temporary 
and better business is looked forward to 
within a short time. There are so many 
selections, grades and makes classed under 
“side leathérs’’ that one line may be very 
active while others are dull. The better 
grades of full grain colors of chrome side 
are quoted at 28c to 30c per foot; No. 2 
selections from 24¢ to 26c and lower 
grades anywhere from 18c to 22c and 23c 
per foot. Some job lots and off selections 
can be had at 10c to 18c. The latter include 
snuffed leathers. There is a fair call for 
combination and barked tanned leathers 
at from 22c and 26c per foot. The elk 
leathers are in fair sale and the top selec- 
tions which are used for sport shoes are 
quoted from 35c to 46c per foot. Business 
is not so active on the buck finishes which 
bring from 38c to 48c per foot for colors. 
The call is fair for the heavy waterproof 
grain, kip and veal for heavy shoes, the 
prices ranging from 20c to 30c. 

(Continued on page 133) 
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How Does the Crepe Rubber Sole Compare 
with the Vulcanized ‘Type? 


By W. A. NORTH 


General Manager Footwear Sales United States Rubber Company 


To the Editor of the Boot § Shoe Recorder: 


ITHOUT seeking to detract in 

\ \ any way from the merits of crepe 

rubber soles, which you featured 

so effectively in a two-page article in your 

issue of March 3, it seems advisable to call 

your attention to the fact that the state- 

ments in that article were not all ture. 
In the article you said, for instance: 


The vulcanizing of ordinary soles is 
conducive to friction caused by a struggle 
of the atoms when compressed to assume 
their natural condition. ‘‘Drawing’’ 
and “Burning” in the wearers’ feet re- 
sult. 


No one acquainted with the recent 
history of fabric rubber-sole footwear can 
read the foregoing without feeling a touch 
of indignation. For years the manufac- 
turers of this type of shoe wrestled with the 
problem of “drawing’’ and “burning’’ of 
the feet and effectively solved it. To bring 
it out again as a bugaboo with which to 
scare off prospective buyers of vulcanized 
rubber soles arouses anything but pleasant 
emotions. 


Heat Caused By Actual Friction 


As to the generation of heat, it should be 
remembered that heat comes from motion. 
The crepe sole certainly permits a good 
deal more movement of the particles— 
“‘atoms’’—with relation to each other than 
the vulcanized type of sole. We are 
frankly uncertain as to “‘the struggle of 
atoms when compressed to assume their 
natural position.’ This may be true, but 
it doesn’t cause heat, as heat is the result 
of friction by actual movement, which is 
apparently greater in the case of un 
vulcanized soles than in vulcanized. 

But the truth is that “drawing” and 
“‘burning”’ occur when there is not proper 
ventilation for the foot’s perspiration. 
The type of insole used is the factor in both 
instances which determines whether or 
not there would be experienced a burning 
or drawing sensation. 


Para or Plantation 


Your article states that “‘crepe”’ is a 
trade name for a high grade of Para 
rubber. So far as we know these soles are 
made from Plantation crepe, and we have 
never seen any of them that have been 
made of Para rubber. In rubber circles, 
“crepe’’ is a trade name specifically applied 
to a form of plantation rubber and is never 
applied to any form of Para rubber. 


There is no thought of depreciating the 
value of the crepe sole. But it has a very 
limited use, while vulcanized soles cover, 
and will continue to cover, a very wide 
sphere of usefulness. The crepe sole is 
used on sport shoes; there seems little 
likelihood that it can ever be adapted to 
general purpose use. 


Vulcanized Sole Perfected 


Speak well of the crepe sole if you will, 
but please do not do so at the expense of 
vulcanized soles, especially when in order 





N the article displayed on this page 

in addition to correcting certain 

current misapprehensions exist- 
ing concerning the.rubber sole of 
other than the crepe type, Mr. North 
strikes a timely note in his concluding 
paragraph when he says: 

“It (referring to the vulcanized 
rubber sole) is universally a sturdy, 
dependable article of commerce. The 
crepe sole, on the other hand, is more 
or less of a novelty. Let us not lose 
our sense of proportion.” 

It is human to look longer at that 
which is new than at that to which 
we have become accustomed by long 
years of usage. In the field of style 
footwear we read columns about col- 
ored kid sandals, for instance, and 
are apt to overlook the humbler, but 
ever-with-us oxford which, in the long 
run and over a period of years, far out- 
sells the novelty. Don’t, therefore, 
get theidea that the vulcanized rubber 
sole is something which can be safely 
neglected. Not everyone will ask for 
the sole of crepe. 





to do so it becomes necessary to make 
statements that are so easily proved to be 
quite incorrect. 

After years of experimentation the 
vulcanized sole has been brought to a per- 
fection which makes it the popular type of 
sole for all purpose summer wear. It is 
universally a sturdy, dependable article of 
commerce. The crepe sole, on the other 
hand, is still more or less of a novelty. 
Let us not lose our sense of proportion. 


Sneakers for the Camp 


The popular sneaker is a mighty good 
shoe for camp wear, and, already mer- 


chants are outfitting boys and girls who 
are going to summer camps, as well as 
men and women who beat it to a camp in 
the woods to enjoy their ease during the 
long summer. 

A standard camp shoe has a heavy white 
duck upper, bal style, and a thick white 
rubber sole, having a wedge heel. It has 
a heavy leather insole, and a fibre counter, 
guaranteed to wear. The basket ball style 
of sneaker, with the suction cup, non slip 
sole, is preferred by many campers. It 
serves for basket ball, and other games, of 
the school camp, as well as for tramping. 
A lighter type of sneaker is used for tennis 
dancing, and for leisure hour wear. 

Bathing shoes, and camp slippers, also 
fit into outfits for summer camp life. 
Cleaners, too, should be added, for sneakers 
are whitened, by campers and worn to 
church. 

Fitting out a camper, for a school camp, 
means a sale of several pairs of sneakers, 
and fitting out a family, for a camping 
season in the woods, or by the lake, also 
means the sale of several pairs. 

A window display of sneakers for camp 
life, with suggestions of the delights of 
life in a camp, is good merchandising. It 
sells sneakers to the stay-at-homes, as well 
as to the dwellers in the wilderness. 





Leather Trading Moderate 
(Continued from page 131) 
Patent in Fair Call 

There is a fair call for -the various 
makes of patent leather. The medium 
and cheaper grades are more active at 
prices ranging from 24c to 32c per foot. 
The top selections of patent chrome sides 
are quoted at 45c, 40c and 35c. The best 
grades of patent kips are quoted at 48c 
per foot. A better export business is re- 
ported in patent leather. Japanners and 
finishers are busy now that the weather 
is more favorable and tanneries are 
operated at fair capacity. 


Demand for Faney Kid Colors 

Tanners of kid are enjoying improved 
business in fancy colors. The demands of 
the novelty shoe trade have been a source 
of much new business to the manufactur- 
ers of kid. Kid tanners have been so 
successful in making a great variety of 
colors that their business was bound to 
improve when the novelty shoe manu- 
facturers began to make so many different 
styles. 
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RANNALLY 
QUALITY 
* ve fav. or, 


“Bobs” are made with full seven iron in- 
soles, nine iron outsoles, five iron sole lea- 
ther counter and four iron sole leather box 
toes. 


K 1703 
Young Men’s Mahogany Bal. 
Beee S OS Gi ce ccccocscoscesseteescced $4.15 


Better Dress Shoes For Boys 
In-Stock Send Us a Trial Order Today 


The sectional or cut-open view of “‘Bobs”’ illustrates the shoulder-channel construction. 
The specifications of ‘“Bobs”’ leave nothing to be improved. 


BANNALL' 
QUALITY 
ve Par. OP, 


““Bobs”’ are made of Ruepings full grain calf 
leather: full toe vamps, solid leather bases 
—Rubber heels. Rock Oak outsoles and in- 


K 1703 
Boys’ Mahogany Bal. 
Bina FB OO Bibs csc cicevcccicuctccecucd $3.40 


Terms 5% 10 Days—Net 30 Days 


KANNALLY-WICK CORPORATION 


MANUFACTURERS 


HIGHLAND, 


ILLINOIS 
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Try to Walk Trade Mark Reg. 


Mothers Delighted 


Every mother of a toddling youngster wants a shoe 
a little stiffer than a soft baby shoe and yet not too 
rigid. ‘Tri-To-Walk” footwear is what she wants— 
and you want. 


Two-Strap of 
First Quality 
Elk 
in all 
. Popular 
Shades. , 
Pear! Chrome 
Sole. 
Guaranteed 
not to rip. 


Send for catalog of In ~y ty Soles, “Tri-To-Walk” 
and Hard Soles 
LITTLE WITCH SHOE CoO. 


(With which is lidated S s Soft Sole Shoe Co.) 
144 WASHINGTON ST., SALEM, MASS. 

















BASEBALL 
SHOES 


High Grade Materials—Perfect Fit 
Sound Quality 


Teams Are Outfitting Now 
Why Don’t You Bid for This Business? 
~ 


“FOOT-LITE”’ 
BALLET SLIPPERS 


Hard Toe--Soft Toe 
IN STOCK 


Write for Catalog 


BROOKS SHOE MFG. CO. 


1731-41 N. SIXTH ST., PHILADELPHIA 
CHICAGO BRANCH, 119 S. WABASH AVE. 
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SHOE TRAVELER ® 


(This Department is conducted by Helen M. Haney, Associate Editor) 


Interchangeable Mileage Gets Another Set-Back 


not yet an assured fact. Following 

the refusal of the Interstate Com- 
merce Commission to give a re-hearing to 
the railroads, a number of the eastern 
railroads made application and have been 
granted a permanent injunction by three 
judges of the United States District Court 
in Boston. 

While the injunction applies only in 
favor of the eastern roads, which took the 
matter to court, if the injunction were up- 
held it would almost necessarily be ap- 
plied to all railroads in every part of the 
country. 


"= interchangeable mileage book is 


Decision a Surprise 


The decision of the court in this case 
which was handed down April 23, came as 
a distinct surprise to many who had be- 
lieved that the entire matter was settled. 

The next move on the part of the travel- 
ers will be to appeal from the decision of 
the District Court to the Supreme Court 
of the United States and get a clear de- 
finite ruling either for or against. An- 
nouncement to this effect has been made 
already, according to T. A. Delany, sec- 
retary of the National Shoe Travelers As- 
sociation, by those in charge of the fight. 
Says Mr. Delany: 


Thinks Delay Only Temporary 


“The railroads have accomplished their 
immediate objective, by temporarily de- 
laying the inauguraton of this worthwhile 
boon to the nations’ business, which we 
claimed, and presented evidence before 
the commission to prove, would really re- 
sult in augmented earnings to the carriers 
in their freight business as well as in a net 
increase in passenger revenue.” 


Adds New Men to Push New 
Selling Plans 


The Diamond Shoe Company of New 
York and Brockton reports recent revi- 
sions and additions to its sales force. 
Further details from its Sales Department 
disclose a campaign to boost intensive 
solicitation of orders from month to month 
for factory and stock. 

In each unit of Territory the representa- 
tive will reside in and work out of a big 


South Eastern Corner, Maine, New Hamp- 
central city or buying point. Regular 


customers and prospects will therefore 
have’ the benefit of frequent personal 
service. Believing in the value of stock 
business, they have added to the style 
range so that, in or out of season, a dealer 





L. E. BINGELL 


Who covers Pe lvania, except Philadelphia, 
and part of Maryland for the Kecelsior Rey Co. 





will be assured of the last minute ideas for 
fill in and added starters. 

The men are now in their territories 
with complete samples and inside stories, 
of the new plans and the Yorker Brand. 

M. W. Glickman, Philadelphia and 
nearby towns; western New Jersey. 

M. Lopen, works in conjunction with 
above. “‘Mike’’ Gruber, Baltimore, Wash- 
ington, Maryland, West Virginia, Vir- 
ginia, North Carolina. 

Douglas Osik, Cleveland; upper half of 
Ohio; Detroit. 

B. B. Shafer, Detroit; Michigan. 

G. Lashbrook, Cincinatti; lower half 
of Ohio; Indiana, Kentucky, Tennessee. 

C. N. Rosner, eastern half of Pennsyl- 
vania. 

F. W. Ballou, New York State above 
Albany. 

W. S. Winter, Pittsburgh, Western 
half of Pennsylvania, eastern bord 
Ohio towns. 


A. B. Askew, Texas,” Oklahoma, Louis- 
iana, Arkansas. 
~ A. J. Sieberlish, Pacific Coast. 
' J. W. Badke, Chicago, Indiana cities 
suburban to Chicago. 


Excelsior Shoe Salesmen’s 
Roster 


The following is a list of the Excelsior 
Shoe Company’s sales men and the terrri- 
tories covered by them: 

Territory No. 1, W. H. Ware, No. 20; 
Washington, Oregon, California, Nevada, 
Idaho, Utah, Helena, Butte, Missoula, 
and Great Falls, Montana. 

Territory No. 2, Ben Reynolds, No. 37; 
All of Montana except four towns re- 
served for W. H. Ware; all of Wyoming, 
except Cheyenne and Laramia, North 
Dakota, South Dakota; all of Minnesota 
except Minneapolis, St. Paul, and Duluth, 
part of Iowa, part of Nebraska. 

Territory No. 3, J. F. Davis, No. 5; 
Colorado, Cheyenne and Laramie, Wyom- 
ing, New Mexico, Arizona, Kansas, Wes- 
tern Oklahoma, St. Joseph and Kansas 
City, Missouri, and El Paso, Texas. 

Territory No. 4, B. L. Callaway, No. 21; 
all of Texas, except El Paso, Louisiana 
and Southern Arkansas. 

Territory No. 5, H. L. Ware, No. 13; 
F. B. Schrier, No. 13; Ben Reynolds, No. 
37; all of Iowa, all of Nebraska, Mil- 
waukee, Superior, Racine and Kenosha, 
Milwaukee, St. Paul, Minneapolis and 
Duluth, Minnesota, also the following 
counties in Illinois: Cook, McHenry, Lake, 
Dupage, Kankakee, all of Wills, except 
Joliet. 

Territory No. 6, W. E. Hinesley, No. 8; 
all of Missouri except S. E. Corner and 
St. Joseph and Kansas City, S. E. Corner 
of Kansas, Northern Arkansas, Eastern 
Oklahoma. 

Territory No. 7, D. J. Edwards, No. 27; 
all of Illinois except counties reserved for 
H. L. Ware; Southern Indiana, Northern 
Michigan, S. E. Corner of Missouri, small 
towns in Pennsylvania, 

Territory No. 8, E. E. Thomas, No. 18; 
Northern Indiana, Southern Indiana. 

Territory No. 9, R. E. Cardon; North- 
ern Ohio; all of New York State except 
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Popular Sellers In Stock 
Ready To Ship 
EVANGELINE 


(Reg. U. S. Patent Off.) 


Stock No. 4997 Stock No. 5504 


Coffee Elk Blucher Oxford, 93 (Sport) Patent Leather One-Strap, Two-Button 
Last, Ceylon Crepe Rubber Sole and pump, 96 Last, 15¢-inch Rubber Heel, 
Heel. Widths A to D. Goodyear Welt. Widths A to D. 


Price $4.25 Price $3.75 
No. 5505—Same in Black Kid 3.60 


CRUMBS OF COMFORT 


(Reg. U. S. Patent Off.)] 


Send for Complete 
Catalog of Stock 
Shoes 
Stock No. 4442 
Black Kid Oxford, Imitation. Stitched Stock No. 3606 
Tip, Rubber Heel, 68 Last. Kid Oxford, Kid Tip, Rubber Heel, 76 
Price $2.50 Last, Turn. 
Price $2.50 


No. 4444—Same style, Brown Kid 
Price $2.75 


A. H. BERRY SHOE CO. 


PORTLAND, MAINE 
BOSTON SALESROOM :: 186 LINCOLN STREET :: = (4th Floor) 
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B. B. RUFFIN 


Whose portrait is shown above reports excellent 
business with the Lund-Williams Shoe Company 
line in Tennessee and Kentucky. Mr. Ruffin 
has many friends in this territory and sta 

very high with the trade. 








shire, Vermont, Massachusetts and Rhode 
Island. 

Territory No. 10, Dave C. Williams, 
No. 19; Southern Ohio, Eastern Kentucky, 
West Virginia. 

Territory No. 11, G. B. Handley, No. 
17; Western Kentucky, Tennessee, Hamil- 
ton County, Ohio. 

Territory No. 12, George C. Seymour, 
No. 26; Mississippi, Alabama, part of 
Georgia, part of Florida, part of South 
Carolina. 

Territory No. 13, C. F. Getsinger, No. 
15; Virginia, North Carolina, larger cities 
in South Carolina, larger cities in Georgia, 
larger cities in Florida. 

Territory No. 14, L. E. Bingell, No. 3; 
Pennsylvania except Philadelphia and 
part of Maryland. 

Territory No. 15, L. H. Revare, No. 14; 
J. B. Schwartz, No. 16; J. Wasserberger, 
No. 22; M. M. Schlosser, No. 11; S. E. 
Corner New York, New Jersey, Phila- 
delphia, Pa., Maryland, Delaware, Con- 
necticut. 


Bates on Trip for Groat 


O. H. Bates of the Groat Shoe Company, 
manufacturers of men’s welt shoes, 
Spencer, Mass., started the first of the 
week on an extended Western trip. The 
Groat Company, which is a little over a 
year old, is operating the north wing of the 
Prouty factory at a capacity of 1,200 to 
1,500 pairs daily. They have opened five 
retail stores and also have an excellent 
Cuban trade. 





R. M. MARTIN 


Who covers Missouri, Iowa and Northwestern 
Part of Illinois iy “the Stonefield-Evans Shoe 
Company 





R. M. Martin Says Men Want 
Better Shoes 


R. M. Martin travels Missouri, Iowa 
and northwestern part of Illinois for 
Stonefield-Evans Shoe Company. Mr. 
Martin writes to the Recorder: “I repre- 
sent a factory that makes the finest strict- 
ly hand-lasted shoes obtainable at popular 
prices. I am very optimistic in regard to 
spring and fall business, as I find that 
there is a strong demand for better shoes 
for men.” 


Roth Salesmen’s Roster 


William H. Graves, sales manager, large 
towns in the Middle West; Jay Jaffe, 
Michigan, Wisconsin, Minnesota, Cleve- 
land and Toledo; D. B. Goldman, Ohio 
and West Virginia; George Stamler, Penn- 
sylvania; Dave E. Bullard, Kentucky, 
Tennessee and Alabama; W. H. Goldman, 
Arkansas, Louisiana, Mississippi and Ok- 
lahoma; J. W. Fife, Texas; Joseph Janow, 
Virginia, North Carolina, South Carolina 
and Georgia; Otto Kaufman, Cincinnati; 
Al. Willey, Indiana; R. H. Turner, North 
and South Dakota, Nebraska, Kansas; 
Missouri; O. M. Mennes, west of Denver; 
George Cadwallader, Chicago. 


Richardson Has New Car 


Mortimer Richardson, of Gale Bros. 
Corp., with office at 216 Lincoln Street, 
Boston, manufacturers of women’s shoes 
at Portsmouth and Manchester, N. H., 
has just returned from an extensive trip 
through the South. That it was success- 
ful may be judged from the fact that on 
his return he purchased a new Buick car. 





BOB PAGE 
Who travels Alabama, a portion o, no 
and Florida for the Marion S| Company. 





“Bob” Page Sells Marion 
Shoes in the South 


“Bob” Page, well-known Southern 
salesman, takes pleasure in announcing 
that he is now associated with the Marion 
Shoe Company. His territory comprises 
Alabama, a portion of Mississippi, and 
Florida. After a recent trip to the factory, 
lie has returned to his territory with his 
complete line of “snappy” stock oxfords 
and attractive fall samples made especially 
for his Southern trade. 

Mr. Page is anxious to show his line of 
“Western Quality and Eastern Style” 
shoes to his old customers and the numer- 
ous Marion dealers in the South. 


Columbus Firms’ Salesmen 
will Soon Be on Road 


The Shukraft Company, Riley Shoe 
Company and Bradford Shoe Company 
representatives are now in their terri- 
tories. ” 


Marcus Sells Mason Shoes 


M. E. Marcus recently joined the sales 
force of the Mason Shoe Manufacturing 
Company, Chippewa Falls, Wis. Mr. Mar- 
cus will carry the Mason line in the state 
of Ohio. 


Maurer with Rice & Hutchins 
Cleveland Company 


The Rice & Hutchins Cleveland Com- 
pany has recently added to its list of sales- 
men R. J. Maurer, who will cover South- 
eastern Ohio. Mr. Maurer was formerly 
connected with the Potter Shoe Company 
of Cincinnati. 





BOOT AND S HOE{RECORDER 


April 28, 1923 


‘Constant Comfort 


‘‘America’s Best Comfort Shoes’’ 


ey i Quality Black Kid Oxford, 13-8 


te 752R—Same Style in Ha ae a 
In ‘Stock—Auburn, ‘A to D; ‘St. Louis, A to 
4. 


No. 49R—Best ~ “Black Kid One-Strap 
Pump, 12-8 Wi eel. 

In Sock—Aabusn, J AA to E; St. Louis, A to 
D $3.35 


No. 749R—Same Style i mm! Havana Brown Kid. 
In | phy ey yay Kto ; St. Louis, A to D; 
Angeles, A $3.60 


No. Y a ~Grade Black Kid Oxford, 11-8 
Wingfoot H 

In Stock—Auburn, eee Louis and Los Angie 
AAA-A to C-E 


ie, 878R—Same si le i / ws Jy = Brown Kid. 
eine 


“Walk and be Healthy’’ 
in Constant Comfort 


Shoes 


These shoes are made on a 
basis of giving foot relief by 
being at all times comfortable. 


At the same time, they are 
neat and attractive in ap- 
pearance. 





en Hea Kid Two-Strap Sandal, 12-8 
t H 

In oy ny Ey AA to E; St. Louis, A to E; 
Los Angeles, A to E . $2.85 
No. ‘Sima Style in Next Grade With- 
out Ornam 

In Stock Auburn AA to E; St. Louis, A to E; 
Los Angeles, B to E $2.50 


fie. , Stet: Kid Oxford,712-8 Wingfoot 
is geen, St. Louis and Los 


Ag ‘en. Style with Stock Tip. 
In Stock—Auburn, B to E 


No. 87R—Black Kid Two-Strap Sandal, 12-8 
yrtastost Heel. 
Stock—Auburn, AA to E; St. Louie, } 38 


No. 387R—Same Style in Next Grade. 
In Stock—Auburn, B to E; St. Louis, B to E; 
Los BtoE $2.15 


No. 90R—Black Kid Oxford, 9-8 Wingfoot 
Hestock—Au », C to EE; St. Louis, D to E; 
Los Angeles, C to $2.25 


ie, Son —Game Style “i Plain T: 
Auburn. EE; St. Leuk, Cc 4] E; 


No. 86R—Black Kid One-Strap Sandal, 9-8 


Wingfoot Heel. 
In Stock—Auburn, B to E; St. Louis, B to E; 
Los Angeles, C to E $2.00 


“COMPLETE LINES of Oxfords, Strap Sandals, Boots and Juliets Always IN STOCK” 


AULT-WILLIAMSON SHOE CO. Manufacturers, Auburn, Me. 


LOS ANGELES BRANCH, 109 E. 8th STREET 








BOSTON OFFICE, 139 LINCOLN STREET 


ST. LOUIS BRANCH, 414 NORTH 12th STREET 


The Beot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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SALESMEN “sll (WHOLESALE 


There are at the present time a con- 
siderable number of salesmen who'sell the 
wholesale shoe trade out on the road. 
Some have just returned and others are 
just starting. The reports are very en- 
couraging as regards new business, par- 
ticularly from the Middle West, North 
west and Pacific Coast, and business is 
also stated to be fair in the South. The 
staple lines do not seem to be selling as 
well as was hoped, but wholesalers are 
insistent on immediate orders of novelty 
lines. 


Kreider Man Back from Trip 


Leslie J. Gordon of A. S. Kreider Shoe 
Company, whose office is in the United 
States Hotel, Boston, has just returned 
from a successful five weeks’ trip in the 
South and West. He carries a general line 
of welts and McKays, and states that in 
point of volume it is one of the best trips 
he has had in a long time. James J. Giard, 
who covers New England for A. S. Kreider 
Shoe Company, and M. S. Saffron, cover- 
ing nearby territories, left on Monday of 
this week. 


Spaulding Men to Go Out in 
May 

Alden K. Wood, who covers the West 
for L. H. Spaulding & Company of 
Lowell, and Warren C. Brown of the same 
Company, who covers the South, start on 
their regular trips about the first of May. 
The Spaulding Company, in addition to 
their women’s McKay line, have added 
welts and have just got their new samples 
out. It meets the need of a low-priced 
welt and yet carries style and durability 
with it. 


New Samples Being Made 


Demers & Crowell of Haverhill, are 
now getting out an exclusive line of 
women’s turn fabric shoes and the 
samples will soon be on display at 139 
Lincoln Street, Boston, Room 215. 


MacNaughton Says Business 
Is Good 


A. W. MacNaughton, who sells the 
wholesale trade for Eby Shoe Company of 
Lititz, Pa., has just returned from an 
extended trip to the Pacific Coast and 
the Middle West. He reports excellent con- 
ditions on the coast, the general retail 
business there being very prosperous and 
the lumber business booming with the 
mills operated day and night. He says 


that real estate business is very active in 
Los Angeles and that building all through 
the coast cities has taken on a remarkable 
interest. 


Nichols Recovering from 
Operation 


Walter W. Nichols who sells the whole- 
sale trade for C. A. Grosvenor Shoe 
Company of Worcester, with offices in the 
United States Hotel, has been operated 
on for appendicitis at the Melrose, Mass., 





D. H. McCULLOCH 


Better known as “Mac.” Who covers Wisconsin, 

Minnesota, North Dakota for the yy Shoe 

Co. He is a delightful sal 

o. 2S a lireless worker, and is only tnaliafied when 
is 





battling some one for top place in the per- 
centage column 





Hospital and has so far recovered that 
he has been removed to his home. His 
friends will be glad to know that he 
expects soon to be out in much improved 
health. Arthur L. Kenney, representing 
the same company, expects to be at the 
Boston office for some time before going 
on the road. The new Grosvenor factory at 
Oxford is being operated at full capacity. 


Hotel Sample Rooms. Being 
Shifted 


Leonard, Stevens, Company, of Bel- 
fast, Maine, which has been purchased 
by R. P. Hazzard of Gardiner, are giving 
up their office on the second floor of the 
United States Hotel and it might be 
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mentioned that there is a general shifting 
of offices due on that floor after the first 
of May as a number of the boys are after 
the® desirable offices and it is undeter- 
mined just now how the selection will be 
made. 


Novelties Good, Says Mears 


Ralph H. Mears, who has for years 
been one of the best known of the sales- 
men selling the wholesale trade, has just 
returned to his office in the United States 
Hotel, Boston, from a five weeks’ Western 
trip. He reports satisfactory business 
and states that the trade in the Northwest 
is more favorable to novelties than staple 
shoes. Mr. Mears is carrying some ex- 
cellent,lines of women’s turn footwear for 
Haverhill factories. 


Talbot Off on Trip 


John Talbot of McElwain, Holmes & 
Talbot of Boston, is on a two weeks’ trip 
in the Middle West with the firm’s line of 
women’s McKays. 


Harry Laybold Returns 


Harry Laybold, 139 ‘Lincoln Street, 
Boston, has just returned from a trip to 
northern New England where he reports 
conditions favorable for good business. 


Foster in the West 


W. K. Foster is on an extended Western 
trip with the line of Wm. C. Foster’s Sons 
of Rowley, Mass., and the W. K. Foster 
Shoe Company line of Newburyport, 
Mass. They make men’s laeaeane and 
women’s turns. 


Jellerson with Wood 
and Smith 


Jos. J. Jellerson who Fhas been in the 
shoe business for fifty years and has few, 
if any, seniors in the matter of selling the 
wholesale shoe trade, has given up the line 
of the Norway Shoe Company and on 
April 1, took on the line of Wood and 
Smith of Lewiston, Maine, who are making 
4,000 pairs daily of infants’ McKays. 


Perry in the Middle West 


George S. Perry, 143 Lincoln Street, 
who carries the line of Perry-Malcolm 
Company of Lawrence, Mass., is on a trip 
to the Middle West with a new line of 
samples. 


Hyman Returns to Rochester 


Harold Hyman of the Le-Hy Shoe 
Manufacturing Corp of Rochester, N. Y., 


. 


makers of growing girls’, misses’ and 
children’s welts, has been spending 
several days in the Boston market and 
has now returned to Rochester. 
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” conGiTUDinat ‘tela! 


Aer 


The arch of a normal foot. When it weakens and breaks down it can ony, be restored by 
gradually increasing the pressure at the right place, with an ADJUSTABLE arch support. 


What are you doing to correct 
foot troubles? 


Are you being sidetracked from the sound principles of orthopedic correction? 
Is your better judgment on foot correction being warped and twisted? 
Are you taking “things for granted” when the light of experience would 


shoot them full of holes? 

Are you between the ‘‘devil and the deep blue sea” as to what is right in shoe 
construction after hearing so many “scientific selling talks’’? 

Are your customers coming back with kicks that the shoe has not done the job? 


Mr. Shoe Dealer, these are questions for you to give your serious con- 
sideration. When a confiding customer places his or her feet in your care 
you have assumed a responsibility which reaches beyond the cash register. 


A Dr. Scholl Foot Appliance 
is not a “cure-all” 


Dr. Scholl has studied this question for 23 years. His 
investigation and research have demonstrated that each 
case of foot trouble must be treated individually. He 
has proven through years of practical experience that an 
adjustable arch support is the only scientific means of 
successfully treating a case of arch trouble. The appliance 
must be constructed on anatomic-orthopedic principles 
to correct. 

There are as many different types of foot trouble as 
there are feet. Any shoe, regardless of its style, shape, 
last, material or construction, will fit and give satisfaction 
to a certain percentage of such feet but no one shoe 
has ever been perfected that will relieve and correct all 
forms of foot ailments, or even any considerable number 
of foot abnormalities. 

Study the illustration at the left and you will quickly 
understand why a Dr. Scholl Foot-Eazer or Arch Sup- 

“+ ; : a port is the true, scientific, common-sense, orthopedic 
ofa Dr. Scholl Arch Support. Oneot these method of restoring a weakened or broken-down arch 


supports can quickly be adjusted to meet sa: 
any flat or weak foot condition. to normal condition. 


The thousands of shoe dealers who concentrate on Dr. Scholl Service know 
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Tipped-in ankles, caused 
by weak foot 


Bunion and Hallux Valgus 


Callouses on ball of foot, caused 
by transverse arch breaking down 
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What would you do to 
relieve these feet and 
correct the cause? 


Here are seven types of foot trouble with which the shoe dealer comes in 
contact daily. There are a great many other foot abnormalities, some 
of which combine two or more of the conditions pictured on this page. 


Have you any shoe in your store that you could conscientiously 
recommend to fit a// these feet? Have you any number of types of 
shoes in your store that will suit a// these feet? Do you know of 
any shoe which you believe would relieve and correct al/ these foot 
troubles ? 

Suppose you had a case where the longitudinal and the transverse 
arches (and there are thousands of such cases) had weakened and 
broken down, what would you do with such a foot ? 

Dr. Scholl’s System of foot correction is the answer. Ask any of 
the thousands of shoe dealers who have built business on the Dr. 
Scholl principle. 


All these troubles easily and 
quickly solved 


With a Dr. Scholl’s Foot-Eazer or Arch Support you can take any 
sensible, comfort or style shoe and convert it into a real, scientific 
orthopedic shoe. One of these supports can be quickly adjusted to 
properly distribute the body’s weight and to give the right pres- 
sure at the right spot. The support can then be re-adjusted, little 
at a time, until the arch has been restored to its normal position. 


As 7 persons out of every 10 have some form of foot trouble, this . 
question of foot correction is a big one for the shoe merchant to con- 
sider. If the public is not getting satisfactory foot comfort service, 
then isn’t there grave danger of “‘killing the goose that lays the golden 
eggs”? Think it over. Dr. Scholl Service extends to every village, 
town and city throughout the world. 


THE SCHOLL MFG. CO. 


Largest Manufacturers of Foot Specialties in the World 


213 W. Schiller St. 62 W. 14th St. 112 Adelaide St., E. 
Chicago New York City Toronto 


Branches and distributing agencies in all parts of the world 


Contracted toes and corns Corns on the toes 


Give instant foot relief—permanent correction—make friends and money 
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SPEEDSTER 
A Doggy Sport Shoe 


For Lively Boys 
When it Comes to Shoe Style, 


Big Brother has nothing on the lively 

oungster who sports a pair of Teeple’s 
: ster Oxfords. This shoe is of the 
finest, softest Khaki elk leather. Any 
boy may well be proud of its he- 
mannish lines. You've a_ sizeable 
market for it. 


STYLE 54 
(Illustrated) 


Khaki Brown Elk; brown kip tip, 

saddle and backstay. Dryden stud- 

ded sole, 1 to 6. Leather sole, 10 to 13 44 
50 


"lto2 3.25 
Little Men's 10 to 13%........ 2.85 





May 5th Delivery 
STYLE 62 


Patent chrome, corded four-row tip 
Boys’ 2% to 6 $3.50 
Youths’ 1 to 2 3.25 
Little Men's 10 to 13%........ 2.85 

Prices Based on Even Dozens Entire Order 

5%—10 Days 
FIVE STYLES 


Five Teeple Styles on one Teeple last are all 
the boys’ welts that most stores need. Con- 


centrating uction on these makes possible 
a quality far above the price. 
* THREE SPECIFICATIONS 
All Teeple Shoes are made with 

Prime Fine Soles cut by J. D. Neilson Co. 
Dryden Double-Wear Rubber Heels. 

Fred Rueping Leather Co.'s Upper Stock. 

Write for Catalog 


TEEPLE SHOE CO. 
WAUPUN WISCONSIN 














“Walk and 
Be Healthy’’ 

















Fitted with 
ACROBATS, 


youngsters can 
walk all day in 


COMFORT! 





4 NORMAL THE ACROBAT 
CHILDS FOOT SHOE FITS IT 


Children’s Footprint; 
Make Our Pattern 










CROBAT Shoes are made on Nature 
Lasts. They comply with every 
mother’s demand for shoes that pro- 
mote normal growth of their children’s feet— 
shoes with a natural, easy fit. 
Furthermore, Acrobats have a flexible all- 
leather oak-tanned sole. The entire absence of 
filling in the Acrobat “Double Welt” con- 
struction (patented) accounts for these springy, 
resilient soles. This construction also accounts 
for their’long,. rip-proof wear. 


cROB4A> 


CHILDREN’S 


SHOES 


PATENTED DOUBLE WELT 


Made in styles that are proved 
Winners. For babies, boys, girls 
and young women. 


Write for samples, agency proposition and 
Catalog 23-S; which completely illustrates our _ 
Spring and Summer numbers. 


Shaft-Pierce Shoe Co. 


219 3rd Street, Faribault, Minn. 











Specialists in Children’s Good Shoes since 1892 








The Boot and Shoe R der will app 


ciate your mentioning the publication in replies to advertisements. 
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Making Every Year a Good Year 


for many years 








RITTEN permanently into every WALK-OVER Dealer’s ledger is the profitable 

story of Famous WALK-OVERS. 
The SOLACE, shown above—a dependable seller week in and week out—constantly mov- 
ing, keeping sales up even when general business is off—supplying a class of customers who 
do not seek style—and there’s a lot of them.: Nurses ask for it—women who are familiar 
with its foot-freedom will wear no other—for its generous ball-joint and snug-fitting heel 
have made an impression that has been bringing customers back to WALK-OVER Dealers 
for years—asking for the SOLACE. 


Carried in Stock-Dept. 6-Campello and St. Louis 


Cash in on the fame of the WALK-OVER name. Send for Famous 
N WALK-OVERS In-Stock Booklet, “A Fit for Every Man and Woman.’’ 


i Geo. E. KEITH COMPANY | 
\z Makers of Wak-Over Shoes for Men and Women Le! 


EXCLUSIVE AGENCIES IN ALL IMPORTANT CITIES OF U.S. AND THE WORLD OVER. 


CAMPELLO~BROCKTON, Massachusetts 
St. Louis, Missouri 
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B800 


B830 


a» 


$3.15 


B595 $2.35 


Reduce the Risk 


When HANNAHSONS can supply you with 
Fashionable Fabric Footwear from stock, why 
should you risk a makeup order? 


As a merchant you are always subject to 
certain business hazards. But you can reduce 
the risk by buying proven styles from stock— 
especially when such attractive HANNAH- 
SONS novelties are available at low prices. 


It will pay you handsomely to get acquainted 
with HANNAHSONS Fashionable Fabric Foot- 


HANNAHSONS SHOE CO. 
HAVERHILL, MASS. 


Manufacturers 
Send for HANNAHSONS NEWS 


$1.85 


$3.15 


B786 $3.10 





DESCRIPTIONS 


B 859 Black Satin One Strap, Suede 
Collar and Cut Out Tongue Turn, 15-8 
Full Louis Heel, widths A to D, 
Code “Madlyn” 


B 861 Same as above except imitation 
turn, 12-8 Cuban heel, three cut-outs, 
B to D, code “Sylvia” / <n 0 


B576 White Canvas One Strap, 
Patent Checker Board trimmed, I mita- 
tion turn, 12-8 Cuban heel. Widths 
B to D, code “Erato”.... ... $1.85 


B 830 Black Satin Two Button One 
Strap, suede trimmed, imitation turn, 
B to D, code “Rainbow” ... $3.15 


B 800 White Satin One Strap, leather 
lined 14-8 Louis heel, widths B to D, 
code “Helen” 
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DESCRIPTIONS 


B 805 Silver White Satin Brocaded 
One Strap Pump, Leather Lined, 14-8 
Louis Heel, widths B to D, code 
“Vera” oe —— ' . $3.25 
B 595 White " Whipcord One Strap, 
Two Button, White Kid Trimmed, 
Side Cutouts, Imitation Turn, 12-8 
Cuban Heel. B to D. Code “Pola” 
" $2.35 
B786 Black Satin Wide One Strap, 
9-8 Flapper Heel, Rhinestone Button, 
Genuine Turn, Leather Lined, Widths, 
B to D, code “Clover”. . . 
B776 As above except imitation turn 
code “Edna” 
B 742 Black Satin One Strap, Button, 
9-8 Heel, Black Drill lined, Imitation 
turn, widths B to D, code “Inda”’. $2.15 
B 813 Black Satin Tongue and Buckle 
One Strap, Genuine Turn, 16-8 Full 
Louis Heel. Ato D. Code “Beatrice” 
$4.00 
B814 As above, except Brocade 
Quarter, 14-8 Full Spanish Heel, Code 


“Bernice”. 








The prize. n surprise 





ee 
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NEW YORK 


Bell-Ringing and Styles Discussed 


New York Retail Merchants Get Together at Big Meeting; 
Address Made by N.S. R.A. Field Secretary 


HE get-together spirit of New York 

City retail shoe merchants is becom- 
ing more pronounced. At the spring 
quarterly dinner of the Retail Shoe Deal- 
ers’ Association of New York, on April 19, 
at the Hotel Continental, this spirit 
reached a high point. The attendance of 
more than one hundred was the best for 
some time past, and the general character 
of the meeting showed a decided enthusi- 
asm in association affairs. 

In addition to the program of speeches 
and the open forum, the occasion was fur- 
ther heightened by the appearance of 
L. M. Hart, president of Cammeyer’s, ‘and 
one of the oldest, if not the oldest, in point 
of service, retail shoe men in the country. 
Mr. Hart has been in the retail shoe busi- 
ness for more than half a century. His 
appearance at the meeting, the first he 
has attended, was a surprise to his son, 
Percy E. Hart, president of the associa- 
tion, and to most of the members. 


Loving Cup for Percy E. Hart 


John Slater, president of the National 
Association and president emeritus of the 
local organization, introduced L. M. Hart 
to the assemblage and then drifted into a 
eulogy of Percy Hart, winding up by pre- 
senting the latter with a silver coffee serv- 
ice, a token of appreciation of the local 
association for his work, especially in 
bringing the finances of the association 
through a recent crisis. Inscribed on the 
coffee service was the following: 

“Manifesting the appreciation of the 
Retail Shoe Dealers’ Association of New 
York for the time and efforts so generously 
spent in their behalf by President Percy 
Hart.” 

Another old-timer in the trade, “Bob” 
Roberts, who is so well known that intro- 
ductions were unnecessary, was present at 
the meeting. 


Bell Ringing Methods Described 


The principal addresses of the evening 
were made by Arthur D. Anderson, editor 
of the Boot and Shoe Recorder, who re- 
viewed the Holly Bill in the Wisconsin 
Legislature and brought good news to the 
local association members of the defeat 
of the bill in the State Senate, and Sam 
Davis, field secretary of the National 
Shoe Retailers’ Association. Mr. Ander- 
son took up the subject of shoe selling by 
door-bell ringers, and warned the New 
York retail merchants to prepare to fight 
the activities of these competitors. Com- 
ment developed that the door-bell-ringing 
operations have not made much of an 
impression so far in New York, but evi- 


dence of their work was forthcoming, and 
Mr. Anderson’s message apparently struck 
home. He told in detail of the operations 
of the door-bell ringers in Providence, 
where he had made a special investigation 
of the situation. 


Sam Davis Urges Organization 


Mr. Davis gave a spirited address on 
the subject of organization and the get- 
together spirit in business. He asserted 
that we have arrived at a new era in busi- 
ness and made out a strong case for the 
necessity of local, state and national as- 
sociations. He urged the shoe men to 
become active in their association work, 
and declared that only by putting a lot 





Another of the sandal types, this one being a 
combination of black satin and patent. Also 
made in all evening inations such as 
gold and gold—by Silva § Co., Brooklyn. 





into their associations could they hope to 
take a lot out of them. 

The time devoted to the open forum 
was limited and only a few questions were 
brought up for discussion. The question 
of colored kids was broached and a suc- 
cinct answer given by Maurice Miller, of 
I. Miller & Sons. He declared that his 
organizution had gone after colored kid 
business enthusiastically, and had been 
successful in selling good quantities of 
them right up to the present. The pre- 
dominating color so far, he declared, had 
been red, with blue running strong, but 
hard to get. The Miller firm, he said, is 
planning to run strong on colored kids up 
to June 1 in high-grade shoes, and looks 
for the movement to go still farther in the 
lower grades. 

The colored kid vogue, he said, started 
out with high heels, but has now switched 
to low and medium heels. Also, rounder 
toes have been called for. The trend to- 
ward rounder toes, he declared, was no- 
ticeable even in white shoes. 


Where to Buy 


Women’s Shoes 


a 














FINE TURN NOVELTIES 
we are ee Ky ,in our new 
Gibvcle and tnwensel cordon. 

Latest Models, All Leathers and Satins 

FELSTINER-O’CONNELL SHOE CO., INC. 

162 Winter St., Haverhill, Mass. 








STOCKBRIDGE SHOE COMPANY 
= = 











4re the last word in footwear 
for stylish women 














FASHION FOOTWEAR 
Women’s Fine Turns 
and Novelties 


TESSIER & BOWDOIN 
2 Washington St., Haverhill, Mass. 








E.A.& M. C. Witherell Co. 
Manufacturers 
Women’s Turns, 
Bootsand Slippers 


Fi 
Haverhill, Mass. 
Boston Office 
Rice Bidg. Reom 406 








Black Satin One-Straps, one or two 
buttons, made with 15-8 full Louis, 14-8 
Spanish full Louis or 9-8 Cuban heel. 
Samples charged at reg prices. Write 
for prices. 

ORIENTAL SLIPPER COMPANY, Inc. 
118 Phoenix Row HAVERHILL, MASS. 














J.W.BARNARD & SON 
Andover - - Mass. 
Makers of the 
CELEBRATED 
BARNARD 
COMFORT 
SHOE 
for Ladies 

















Shoes of Worth 


A. E. NETTLETON CO. 
Syracuse, 


N. ¥., U.S.A. 
MEN'S FINE SHOES EXCLUSIVELY 



































Another 














(P) M. A. PACKARD CO., Makers 
BROCKTON 
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Men Buying Lighter Colors 


On the men’s shoe style situation, Jesse 
Adler, in answer to a question, said that 
lighter colors are coming in strong, with 
lasts keeping to the French toe and 
brogue effects. Men also are “trading 
up” in their footwear, hé asserted, with 
average prices running around $7 and $8 
now, against $5 and $6 a short time ago. 
In reply to another question he said that 
his stores had found more calls for C and 
D widths than for the narrower widths, 
and that the average merchant needed to 
carry but few As and Bs in stock ia men’s 
shoes. He also said that blacks and pat- 
ent leathers are growing stronger, a natu- 
ral reaction when light shoes sell well. 

Mr. Davis, to whom Mr. Slater had 
turned over the conduct of the open forum 
brought up the question of stocks and 
mark-downs and asserted that in his 
opinion the average retail merchant over- 
bought, at least bought too many styles. 
He drew attention to staple shoes and 
urged them to devote more interest to 
pushing them and to getting their sales- 
men interested in showing staples rather 
than in bringing out the latest novelty for 
the perusal of each new customer. A 
higher average sales is needed, he said. 

During the evennig a musical program 


April 28. 1925 


was rendered by singers from the Slater 
and I. Blyn organizations. Evan Davies 
also entertained with a humorous mono- 
logue and songs. 





An effective sandal-ty, “Back A ay oped 

in black patent ong id by S. W. 

Feldstein § Co., —y 4 Soo 
Yancy 





Trying Colors in Men’s Shoes 


An attempt to inject colors into men’s 
shoes is being made by the London Shoe 
Stores here. In the windows of their chain 
shops they are showing a semi-brogue 
oxford in solid gray and solid brown buck- 
skin. 
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Summer Shoes Show Varied Styles 


Bright Colors Vie with All Whites and with Satins and 
Brocades—Short Vamp Appears to Be Gaining 


OLORS for summer show the reds, 

blues and greens, all white, and color 
trimmed shoes; also shoes of Pharaoh calf, 
Paisley, Persian, satin and _brocades. 
Question comes on the relative sales of the 
colors, some saying the new bright colors 
will sell best; others saying that white 
shoes will be best, when days get hot and 
sunny, and others advocating the color 
trimmed white shoes. 

The new stagey last, with the high heel, 
high instep, and short vamp, seems to be 
gaining. Straps and Egyptian patterns 
continue to sell. Ventilated shoes, always 
cool, are popular for summer. Yet there is 
new interest in the closed type of shoe, 
that is, the shoe without any open work 
effects. Heels show a range of from 6-8 to 
16-8, all selling. 

Health shoes, now considered staples, 
are at a new high peak in sames. Boots 
are mentioned, but, except for health, com- 
fort and mail order lines, that is about all 
there is to boots so far. 

One maker of novelties, when asked if 
the new Egyptian colors in suedes would 
sell during the fall, replied “It is too early 
to tell.” 


“The Four Hundred” 


Cushing Shoe Company has a line of 
welt noveltie swhich critics call ‘““The Four 
Hundred.”” They number that many. 
And every number is entitled to admission 
to shoe style society. 

Pharaoh-Shuz come first, by right of 
descent, as well as supreme novelty. They 
are patterned in Egyptian styles. Of 
Pharaoh calf, the smartest of them are 
made. This is a suede calf, brocaded with 
diamond, round or oval figures. The 
figures are of a color to contrast with the 
base color of the suede. The process of 
making it, by the way, is new, and is 
patented. 

Some of these Pharaoh-Shuz are of all 
Pharaoh calf, even the wood heels being 
covered with Pharaoh calf. Others have 
white vamps, or bamboo vamps, or blue 
vamps, and Pharaoh calf quarters. 

Other shining lights of this society of 
shoes are sandals of snake green calf, a good 
Egyptian style, for the snake had its part 
in Egyptian history. Also, there are shoes 
of apple green. Critics date the apple 
green color back to the garden of Eden. 
Tomato, a bright red, is used too. 





April 28, 1923 


So far, white shoes, trimmed with 
Tomato, snake green, apple green, peri- 
winkle blue and dandelion are outselling 
all white shoes. 

Sport oxfords, also numerous among 
“The Four Hundred,” are of white with 
novelty trimmings, most all the trimmings 
being of the ribbon style, and of bright 
colors. Some have ivory white soles, 
wood heels covered white, and top lift of 
white leather, or rubber. 

Incidentally, jazz oxfords,,of patent 
leather, a familiar plain pattern, low heel 
shoe, have broken into the shoe style 
society again. 

Besides ‘““The Four Hundred,” or shoes 
in the fashion, the Cushing Company has 
bread and butter welts, plain shoes of kid 
and calf, and a new line of health shoes, 
made by ““The Cushing Process.”” One of 
these, an oxford, of kid, has a flexible 
shank. It is a welt shoe, with a turn sole, 
making a meaty bottom. The other, 
made in boot and oxford styles, has a 
built in arch supporting counter, and a 
new process, molded shank, the sole being 
molded up to fit under and support the 
inside metatarsal bones. 


Golden Slippers 


It may be that mortals, plain every day 
mortals, will get golden slippers for tread- 
ing this mundane sphere, instead of await- 
ing their arrival in the celestial realms 
above. For tanners of the North Shore 
district are working on methods of plating 
leather with gold leaf by machinery. If 
they succeed, gold kid, now made by hand 
and worth from $2 to $2.50 a foot, will be- 
come popular in price. Then everybody 
can have a pair of golden slippers. 


Colors Aren’t New 


If anybody thinks the reds, greens and 
blue shoes are new, he is wrong, for they 
were made way back in colonial days. A 
few specimens of them are preserved in the 
Essex Institute, in Salem. And in the 
Peabody Museum, across the street, are 
some shoes from far lands that make even 
extreme novelties of today look as simple 
as kindergarten work. 


Speaks For Boots 


Thomas A Kelley, the Lynn tanner, 
tells of a coming increase in the production 
of staple style boots, for next fall and 
winter, and some prospects for novelty 
boots. 


12-Day Schedule 


Some Lynn firms are putting through 
shoes on a 12-day schedule. That is, they 
ship shoes 12 days after the order is turned 
into the cuttingroom. Makers of light and 
dainty McKay shoes are doing this. 
Formerly, three, or even four weeks, were 
given to the making of shoes. They were 


BOOT AND SHOE RECORDER 


left on the lasts to dry, and to take the 
shape of lasts. But the present styles of 
light and dainty shoes, especially those 
with cut-outs, dry quickly. So time is 
saved in the making, to the satisfaction of 
both manufacturers and their customers. 
These days of quick style changes call for 
quick production. The 12 days’ schedule 
is even bettered, on some special orders. 


White Trimmed Novelties 


Mitchell Shoe Company is featuring 
colored trimmed novelties, in strap and 
oxford patterns. The shop is on a quick 
production basis, and is keeping up with 
the rapid changes in styles. 


The Gyp Pump 


T. J. Sullivan & Co. is making the Gyp 
pump, a modified Egyptian sandal, with 
instep and front strap, and Egyptian per- 
forations in the vamp, underlaid with colors 
that make a contrast with colors of the 
vamp, as, for instance, white or patent 
vamps, with underlays of any of the 
fashionable colors. The shoe promises to 
be as popular as was the firm’s Victory 
pump. Red, green, blue and white shoes 
also are going through the factory. In- 
cidentally, the firm has just taken ad- 
ditional space, and is increasing its pro- 
duction. 


A Sandal of Blue 


T. J. Kiely & Co. are making colored 
sandals, of the Egyptian pattern. One of 
blue, in growing girls’ sizes, is particularly 
attractive. Also, the firm is working on 
new designs in white shoes for June 
delivery. 


A Factory Garden 


The ground before the new A. M. 
Creighton factory, Lynn, has been made 
into a lawn, and planted with trees and 
shrubs. The factory, one of the finest in 
the country, will become the factory 
beautiful in the summer time. 


50,000,000 Stockings 


Ipswich, in Essex county, not far from 
Lynn, is making stockings for men, women 
and children, at the rate of 50,000,000 
pairs annually. It has been making stock- 
ings for a century. 


An Optimist 


I’m glad the grass grows right side up. 

I’m glad the rain rains right side down. 

I’m glad every dog is a pup before he grows 
into a hound. 

I’m glad the sun shines in the sky, and not 
down in the mud and dirt. 

But most of all, I’m glad that my 

False teeth are never known to hurt. 

—From Indiana Shoe Traveler Live Wire 

Bulletin. 
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BROOKLYN 


In-Stock Business Good 


Few Manufacturers, However, Have Stocked Extreme Novel- 
ties in Colors; Patent Straps and Sandal-Types Selling 


ONDITIONS in the Brooklyn shoe 
production center remain without 
visible change. New orders are coming in 
slowly, but the manufacturers believe 
that this is due to the coming style show. 
Many retail merchants have announced 
their intention of waiting until the Brook- 
lyn style show has been staged before 
placing additional orders. 


A good volume of current business is 
being done by in-stock departments here. 
Patent leather strapped and sandal 
effects, and satins appear to lead in the 
in-stock demand. So far as can be 
learned, no colored kids have been 
stocked by the manufacturers. 

On the colored kid proposition, many of 
the manufacturers are more enthusiastic 
than they were a month or so ago. Cur- 
rent demand is the bright spot in the 
business and some of the factories have 
colored kid orders on hand to run them 
for four or five weeks. The manufac- 
turers, however, are playing the game 
cautiously and are ready to curtail 


production at the first sign of a waning of 
the vogue. Red is the predominating 
color at present, with blue following next. 
Blue kid is difficult to obtain according to 
several manufacturers. Calls for green 
have been relatively few, but the growing 
use of green shades in women’s apparel is 
being watched for possible effect upon the 
shoe trade. 


Brooklyn Daily Output Is 
Nearly 115,000 Pairs a Day 


Among the interesting facts about 
industrial Brooklyn developed in an 
analysis recently made by the Stock- 
holders’ committee of the Brooklyn 
Rapid Transit Company to develop a 
program of expansion, was that Brooklyn 
has 173 shoe manufacturing plants, with 
a daily average production of 114,856 
pairs. In publishing this fact the stock- 
holders’ committee compared Brooklyn 
with Lynn, Mass., as a shoe center and 
asserted that the latter city had fewer 
factories. 





HAVERHILL 


“Cashing In’ on Novelty Craze 


Wide Variety of Patterns, Materials and Colors Going 
Through Haverhill Factories 


HE extensive repatation which Hav- 
erhill enjoys as acenter for the design- 
ing and production of women’s novelty 
footwear is further enhanced by the 


present style conditions. The demand , 


from merchants in all parts of the country 
for novelties in women’s shoes continues 
unabated. There is every reason to expect 
that this demand will increase as time 
goes on and new ideas in pattern effects 
are worked out by clever designers. 
Haverhill is being visited daily by shoe 
buyers from near and far; all of whom are 
looking for novel effects and new patterns. 
Haverhill manufacturers are almost daily 
showing something different to please the 
eye and fatten the till of the retail mer- 
chant. 

“After all,”’ said one shoe buyer visiting 
Haverhill, “it is the consumer who is the 
boss in our business. We must please the 
ladies who come to our stores seeking 
novelties. Staples are all very well, but 
if it wasn’t for the novelties such as we 
buy in Haverhill, our business would soon 
be reduced to small proportions. A day’s 
tour among Haverhill factories gives me 
new inspiration regarding style and the 


result is the placing of orders for some of 
the new styles which I see.” 


Not Too Many of One Pattern 

“I believe,” continued this visitor 
merchant, “that buyers should be careful, 
when placing orders for novelties, not to 
have too many of one kind. They should 
diversify their purchases and make 
selections with an eye to a quick clean up. 
Some novelties, of course, go better than 
others. The merchant who places orders 
along the lines which I have indicated 
can very soon determine which will be the 
sellers and which the ‘stickers.’ Then he 
can reorder or not, according to the 
demand. In these days of novelties it 
behooves the merchant to use care in his 
buying. 

“Relations between manufacturer and 
merchant are mutual. [f the merchant 
buys intelligently the goods will move 
promptly and he will develop into a good 
customer. The contrary is true regarding 
unintelligent buying. Haverhill manu- 
facturers are certainly wizards when it 
comes to getting out novelties at moderate 
prices. These, today, constitute the big 
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items in shoe merchants’ sales and prefits. 
The novelty game is a big one and Haver- 
hill shoe manufacturers play it to the 
limit.” 


Returned from Extended Trip 


Phil English, Jr. of Witherell & Dobbins 
Company returned last week from a trip 
covering several thousand miles, calling 
on the wholesale trade in the principal 
cities West and South. He met many 
customers and secured a_ substantial 
amount of business for the “W. & D.”’ line 
of women’s turns. 


Haverhill Manufacturer Sees 
Good Business 


James H. W. Whitcomb of Whitcomb 
Shoe Company, manufacturers of men’s 
footwear in Haverhill, has been in the 
West during the past week or ten days 
calling on the trade in Chicago. Mr. 
Whitcomb reports that the business out- 
look in Chicago and the Middle West is 
excellent and that he obtained some good 
orders for the house with which he is 
affiliated. 


Great Demand for Colored 
Kids 

Haverhill shoe manufacturers are having 
a great call for bright colors in women’s 
footwear. This necessitates extensive pur- 
chases of upper leather in red, blue, green 
and other bright shades. Difficulties are 
experienced in obtaining sufficient amounts 
of these brilliant leathers to supply the 
needs of the factories. Haverhill manu- 
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facturers are daily in the market to 
purchase, also to urge prompt shipments. 
The Egyptian models which are so popular 
at present, are either in whole or in part 
made of these colored leathers. There is 
every prospect that brilliant shoes will be 
in vogue right through the coming summer. 


Patent Leather in Good De- 
mand 


Closely following the brilliant colors in 
upper leathers comes the patent or bright 
black stock. There is a steady call for 
women’s patent leather shoes in whole, or 
combined with a contrasting material. 
Along with the large sales of white shoes 
which are now made at local factories, 
patent leather is an effective addition. 


Young Shoeman in Military 
Work 


Everett Bradley of Bradley Shoe Co., 
who saw service overseas during the 
World War, is recruiting Haverhill young 
men for military training at Camp 
Devens in August next. Mr. Bradley is 
intensely interested in this work, which 
is growing each year as young men come 
to apppreciate the benefits obtained by 
the Citizens’ military training camps. 


Added a Line of Satins 


The Oniental Slipper Co., Inc., of Haver- 
hill, manufacturers of women’s boudoirs, 
has recently added a line of black satin 
one-straps made with full Louis or Cuban 
heels. 





PHILADELPHIA 


Advance Orders Being Placed 


Manufaeturers Report Unusually Large Number for This 
Time of Year; Industrial Conditions Continue Good 


CCORDING to the state employ- 
ment bureau the employment situa- 
tion is becoming more tense. There is an 
increasing demand for male and female, 
skilled and unskilled labor and the supply 
has dropped far behind the demand. It is 
reported there is a wider gulf between sup- 
ply and demand in the agricultural field 
than in either the industrial or construc- 
tion fields. As the season progresses the 
call for farm and dairy labor increases. 
Farmers report that their employees are 
leaving the farms. to enter industrial 
* plants and ‘they -are cutting down “their 
plantings accordingly. 

Increases have also been noted in the 
demand for railroad track laborers, public 
improvement and industrial and con- 
struction work. Pattern makers, first class 
machinists and molders are in constant 
demand. Electrical plants are calling for 
assemblers and inspectors. 


Scarcity of female labor is felt mostly in 
factories. There is an increasing demand 
for operators for clothing factories and 
for weavers and winders for textile mills. 
Trained stenographers and typists can be 
placed immediately and inquiries for 
general clerical help are steadily increas- 
ing. 

Other Lines Active 

Lumber dealers report demand good 
and prospects for continued prosperity 
favorable, automobile dealers report a 
shortage of cars and are about one month 


~behind - in’ deliveries; * hardwear, * paints, 


and oils are in active demand due to the 
briskness of the building trade, the light- 
ing fixture business follows the building 
boom, radio sales are holding their own, 
and wholesalers and retailers of furniture 
report satisfactory trade. Demand for 
wool from both worsted and woolen mills 
is better. Prices on the better grades have 
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advanced and this has helped to stimulate 
the trade. 


Some Cutting for Fall 

While the chief interest of the factories 
continues to be centered on the vast 
variety of novelties they are turning out 
there has been a little shifting of their 
attention to what is going to be worn in 
fall. In one or two cases factories have 
actually started to cut conservative models 
for fall while others have come to the 
conclusion that the present novelties will 
not go big very much longer and that 
something else will have to take their 
place. Meanwhile any extreme combina- 
tion in red, blue, and green or other 
brilliant color continues to go big. It is a 
little early and a little too cold for whites 
but they are expected to be very popular 
in both plain white and with brilliant 
trimmings. 

Factories report that the trade has come 
to appreciate the fact that they must do 
some advance ordering if they are to have 
satisfactory service and that an unusually 
large number of advance orders has 
already been placed. 

Another innovation reported by the 
factories is the fact that retailers are 
placing repeat orders for some of the latest 
novelties. Such a step is welcomed by the 
trade in general here as being a possible 
indication of a tendency towards standard- 
ization rather than a constant seeking for 
some new fad or wrinkle. 

Demand for red, green, and blue glazed 
kid continued. The rank and file of the 
glazed kid manufacturers here are ignoring 
this fad and hoping for a return to staples. 
The few firms which have gone into the 
colored kid game are pushing it hard and 
are getting an average of ten cents a foot 
more for their skins than the staple people 
are getting. There is a feeling in certain 
quarters that the popularity of these 
colored shoes will not last much longer 
and that the glazed kid trade will then 
come into some nice business on blacks 
and browns. There is very little activity 
in the glazed kid market at present except 
for the fancy colored skins. Manufacturers, 
however, are running their plants and 
putting the output into stock. There is 
a very acute shortage of the highest grade 
of skins, medium grades being about the 
only skins the tanners have in stock. 
Prices are very high and very firm. They 
are so high that the belief is held by some 
that they have curtailed buying. 


Cold Weather Hurts Whole- 
sale Trade 


Wholesalers were reporting a very 
active demand for novelties and summer 
sport shoes until the two inches of snow 
and the icicles came along last week and 
clamped the lid down tight on the whole 
business. Whites are expected to go big, 
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plain and with colored trimming, as soon 
as seasonable weather comes along. 
Brilliant colors are strong now. Red is the 
outstanding feature of this situation. 
Besides the solid colors of red, green and 
blue there is also considerable call for 
these colors in combination with patent 
leather. Prices show a tendency to advance. 


Retail Association Meets 


The Philadelphia Retail Association on 
April 18 visited Albert Forster's new 
store at 6156-58 Ridge Avenue. In the 
style discussion which took place it was 
predicted that plain white cut-outs would 
be more popular than white trimmed with 
colors, though some of the members 
present favored the trimmed whites. 
Good business in sport heels was also 
predicted. The next meeting of the 
association will take the form of a visit 
to the retail stores in Wilmington, Del. 


Retail Offerings 


Niederman’s are offering at $10 black 
satin pumps with black suede straps; 
beige suede with kid at $11.50; and patent 
with gray suede at $10.50. 

The John Wanamaker store is offering 
open-front sandals of boot height, being 
nearly twelve inches tall from sole to top, 
with interlacing front strappings button- 
ing on alternate sides. They are of soft 
glace kidskin in mountain haze, lipstick 
red, or pearl gray. They are offered, also, 
in black suede with patent leather strap- 
pings. They have a short vamp, round toe, 
and Spanish heel. The price is $32. 

Strawbridge and Clothier are offering 
“Polly-Moc” sports shoes for girls. They 
have soft toes, open work in the vamps, 
and a buckled strap concealed by a 
fringed tongue. They are in tan, beige, or 
gray elk skin and are offered in different 
sizes at $3.75 and $4.25. This store is also 
featuring a line of arch preserver shoes in 
black glazed kid, brown kid, tan calf 
oxfords, patent leather two-strap pumps, 
black or brown glazed kid strap oxfords, 
black satin strap pumps, and white canvas 
one-strap pumps. The Sorosis Shoe Com- 
pany is offering two-strap pumps with 
Spanish heels in brown suede at $10.50. 

Dalsimer’s are offering at $5.90 a one- 
strap dress pump in black satin with 
black suede and in patent colt with gray 
suede. At $6.90 they are offering a street 
pump with one strap in gray suede with 
patent colt and in tan calf with brown 
calf. For men this store is offering a $9 
oxford of imported black calf and Nor- 
wegian tan calf with a square toe and a 
shield tip. Steigerwalt’s are offering 
children’s shoes in all tan and white rein- 
skin with white buck trimming at $6.50. 
The Walk-Over stores are offering at $6.75 
men’s oxfords in ruby red calfskin. They 
have square toes, six rows of stitching, 
and a gable edge. 
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BROCKTON 
Featuring Varied Styles for Fall 


Sport Footwear Gives Unusual Opportunity for Variety in 
Men’s Footwear 


ROCKTON shoe manufacturing con- 
cerns are making their canvass for 
fall business on the basis of varied styles 
combined with excellence of materials and 
workmanship. Men’s welt shoes, which 
have always constituted Brockton’s prin- 
cipal output, are today being carefully 
considered from the standpoint of varied 
style as beneficial alike to manufacturer 
and merchant. With women’s footwear 
there is an opportunity for novelty designs 
which are not possible in men’s lines. The 
appeal of novelty in women’s apparel is 
stronger today than ever before, as wit- 
ness thealmost unlimited variety of patterns 
which are being produced and sold at the 
present time. Women’s welts such as are 
produced in Brockton are capable of con- 
siderable pattern variation and this plan is 
being worked out to good advantage. The 
need to jazz up, as the saying goes, on the 
men’s styles, is quite apparent to all 
merchants as offering opportunities for 
larger sales than are possible in the con- 
servative lasts and patterns which have so 
generally prevailed. Brockton manufac- 
turers are therefore making efforts in that 
direction and are meeting with consider- 
able success. 


Sport Shoes Are Making Trade History 


The steadily increasing sales of men’s 
sport shoes offer an excellent opportunity 
for variety in men’s shoe styles. This class 
of goods is now being sold far and wide 
throughout the country by salesmen rep- 
resenting Brockton shoe manufacturing 
houses. This statement particularly applies 
to goods for immediate delivery, yet in 
the fall samples many ideas out of the 
ordinary have been worked out and are 
being brought before the merchants. The 
retail shoe dealers who are alive to the 
opportunities thus offered to make added 


sales in men’s shoes will no doubt respond 
to this idea of varied style and will place 
their orders accordingly. More men’s shoes 
must be sold by all merchants. The way to 
sell more men’s shoes is to have more styles 
which will be salable and satisfactory. 
Brockton manufacturers are supplying 
to merchants these opportunities. The 
returns which are being received from the 
new samples, both for summer and fall 
trade, are of such a nature as to encouraze 
manufacturers to continue their efforts 
along these lines. 


Factory Association Prosper- 
ing 

The building on Court Street. owned 
by the Brockton Factory Association, 
built eleven years ago, has been placed on 
a dividend-paying basis. The land on 
which the building stands includes 81,000 
square feet. The structure is of brick; six 
stories in height and is fully occupied by 
several shoe manufacturing and kindred 
concerns. The stockholders of the associa- 
tion are local business men who were 
sufficiently public spirited to subscribe 
the funds which made the building pos- 
sible. 


Shoe Firm Gets Verdict 


The Three K Shoe Co., manufacturers, 
in the neighboring town of Stoughton, 
have obtained a verdict of $2,200 against 
P. Miller and Samuel Winer, shoe jobbers 
in Brockton, doing business under the 
firm name of Morse & Winer. The Three 
K Shoe Co. brought suit against these 
shoe jobbers on the claim that orders 
placed with the Stoughton concern in 
February, 1920, were in part refused by 
the defendants. 





ROCHESTER 
Business Shows Good Improvement 


Exceptional Demand for Sandal Type Footwear Develops— 
Black Patent Leads with Colored Kid Second 


USINESS in local shoe stores showed 

a decided improvement during the 

past week. Fair weather brought the 
shoppers out in force and merchants in 
every part of the city report a good week’s 
business. In women’s shoes, everything is 
good and selling well. The downtown 
stores catering to “chicken” trade report 
an exceptional demand for sandals and 
find it difficult to keep up their stocks on 


this particular type of shoe. Sandals in 
patent are the big sellers just now with 
sandals in colored kids and nubucks 
running a close second. 

At the new Miller store, combination 
oxfords in light brown have sold well and 
Mr. Stillman feels that they will be in 
demand until the beginning of the white 
season. White footwear is beginning to 
appear in the downtown window displays 














Where to Buy 


Standard Shoe Materials 














r, W. “W.@. DONALD, View 
E. JON 


F. E. JONES CO. 


coors MAT KID 


COLORS 
95 South Street, Boston 


Treas. 








C angest Manufacturers 


in the World of 


id Surpass LEATHER © 











The One 
Waterproof 
Leather That 
Takes and Re- 
tains a Polish. 


CREESE & COOK ¢:0. 
Tanneries at Danverspert 95 South St., Beston, Mass 





COATED GEM DUCK 
poner BACKING CLOTH 
ubber and Leather 
— Foot Welting 
Sheet Rubber Soling 


B. F. CHAMBERLIN 
184 Summer St. 


Formerly Walpole Shoe Supply Co. 





ELDITE 
ILLER 


THOMPSON-FIELD COMPANY. | 


MAKERS OF HIGH GRADE SHOE SPECIALTIES 
1064 MONTELLO STREET 








Beggs & Cobb, Inc., Boston, Mass 











DO YOU KNOW? 

that Be can buy it—or 
oon 8 nape LETTS the 
This Teter a it quik 
meeting immediate needs. 
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Where to Buy 


Shoe Ornaments 


































RRO SPER REESE AANA SAAR) 


FRESH FROM KING TUT’S TOMb 
In line with nt style tend 
encies toward designs Egyptian 
we are showing a remarkable 
array of Egyptian ornaments 
Deliveries can be made immedi 
ately. 
EDW. E. KAHN CO. 

29) Adams St.. Brookiyn N. 











BROOKLYA, A.Y. 
We specialize in Artistic 
stone Ornaments for 


iD 
Women's Shoes. Samples 


sent on uest. 
Inquire Department A 








D. W. COULTAS CO. 


Manufacturers 


Rhinestone Buckles 
BIG DEMAND 
Write for Samples 


PROVIDENCE - - - R.! 


Especially tor 
Shoe Manufacturers 
For good covered 
Buckles and Leather 
Bows write tothe 
Vanity Novelty Works 

1261 Atiantic Ave. 

Brooklyn, N. Y. 











— 








“Just Enough Better Te Be Thoroughly Worth While” 


BONGIOVANNI BROS. 
Largest Rhinestone Buckle 


Manufacturers in America 
High Class Buckles at Popular Prices 
2927 3RD AVENUE NEW YORK CITY 


BEADED 
BUCKLES 


AND NOVELTY EI 





















PARISIAN BEADING WORKS 
1028 Arch Street, PHILADELPHIA. 





$< 
pe ss 
itKe mark of ™ 


600d shoe buckles 
ever since 1905 


SOK 
tv N.Y 


ITZROY Ob60E 


New York ¢ 


PHONE F 


1o2 W 54 


L.ALTERSON & CO. 
t 


St 








No matter what policy you may 
pursue in selling to the shoe trade, 
nevertheless, you need the 


Boot and Shoe Recorder 
All the Time 
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and local shoe men are looking forward to 
an exceptionally good white season. 

Sport shoes carrying the new crepe 
rubber sole are displayed everywhere, but 
as yet have not proven to be big sellers. 
For dress wear, satins are still selling well 
and local shoe men expect their popularity 
to continue. 


Triangle Holds Window 
Demonstration 


William LaMontagne, proprietor of the 
Triangle Shoe Store, 36 State Street, 
reports that business is good on State 
Street and that both men and women are 
buying new footwear. The Triangle Shoe 
Store has been open about one month and 
Mr. LaMontagne, who is a great believer 
in advertising, reports that liberal use of 
newspaper space is building a good busi- 
ness for the new store. To stimulate busi- 
ness on Saturday, Mr. LaMontagne 
engaged a very attractive young lady 
model to demonstrate the points of 
superiority of “Triangle Brand’’ shoes. 
The demonstration which was held in the 
specious show windows, served to bring in 
many extra customers. 


Harry A. Chase Ill 


Friends of Harry A. Chase, vice-presi- 
dent of the Shoe Retailer Publishing 
Company and secretary of the New York 
State Retail Shoe Dealers Association, will 
regret the fact that he has been confined 
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to his home since the first of the month 
suffering from an unusual ailment, the 
result of an operation which he recently 
underwent. The Rochester Retail Shoe 
Dealers Association have seen to it that 
Mr. Chase received flowers to cheer him 
up and everyone is hoping that he will 
soon be back on the job. 


Building Big Sport Shoe Busi- 
ness 


C. E. Shields, proprietor of the Shields 
Boot Shop, has a plan for selling more 
sport shoes, and meeting the competition 
of sporting goods houses which has prover 
very effective. This shop carries the Nor- 
man and Bennett line of golf and sport 
shoes and is enjoying a good business on 
this type of footwear. 

To build up this business, Mr. Shields 
has arranged for display cases of these 
shoes in the various golf clubs and even 
at this early date, customers are saying: 
“Show me that shoe you have in the case 
at the Oak Hill Club.” 


Egyptian Novelty Attracts 


The Shields Boot Shop are displaying 
a gaudy vari-colored wooden “Ishiam”’ 
novelty to be attached on the tongue or 
strap of milady’s footwear which is 
attracting much attention and selling to 
those women who demand the latest in 
footwear. 





BUFFALO 


Business Not “‘Hitting on All Six’”’ 


Retail Merchants Fear that Weather Will Jump from Winter 
to Summer Without Intermediate Sales 


HILE some improvement has been 

noted in sales of footwear, business 
has not reached its spring stride. This is 
due almost entirely to the prolongation 
of winter temperatures far beyond the 
time it is customary to look for seasonable 
weather. Neither men or women with few 
exceptions have yet discarded their cold- 
weather garments except for a day or two 
at a time and it is a matter of record that 
new shoes are not purchased until a new 
suit makes the old footwear appear 
shabby. 

There is some apprehension as May 
approaches that there will be no spring 
weather at all this season, but a jump 
from winter to summer. In that event the 
sale of spring footwear promises to be 
curtailed to the point where many dealers 
will face a serious loss through the 
necessity of sacrificing their stocks at 
post-season prices. 


School Girls Buying More Freely 


While the average womon shopper is 
holding off there is one type of customer 


who is not letting the weather interfere 
with her inclination to slip her “‘tootsies” 
into a new pair of low-heeled shoes, and 
that is the school-girl “‘flapper.”” Dealers 
report quite an active demand for the 
many styles of oxfords in all the sport 
effects from the young girls who aspire 
to be leaders in their “‘set.” 

The delay in the opening of the golf 
season has deferred the expected rush of 
male devotees of this popular game for 
the novelties in outdoor footwear, but 
as soon as the links dry out there promises 
to be an immediate pick up in this class of 
shoes. 


Becker Store is Sold 


One of the most important changes in 
shoe store ownership took place recently 
when the establishment at 194 William 
Street, operated for many years by Fred- 
erick Becker was sold to Frederick F. 
Schlenker and William S. Linsner. For the 
past two years Fred Becker has divided 
his time between his retail store and the 












April 28, 1923 


John Ebberts Shoe Co., for whom he 
travels from coast to coast. In retiring it 
is Mr. Becker’s intention to put in all his 
time with the Ebberts firm. 

Fred F. Schlenker, one of the successors, 
has been identified with the retail shoe 
business for the past 32 years, 23 years of 
which he has spent in the store in which 
he has become a partner, having full 
charge in the absence of Mr. Becker. 
William S. Linsner, the other partner, 
has been in the retail business on various 
occasions and by a strange coincidence 
was Fred Schlenker’s first employer. 

The store carries a full line of moderate 
priced footwear for men, women and 
children and has gained a city-wide repu- 
tation in its long career for correct fitting 
and general all-round satisfaction. 


Geyer Store to Move 


Shortly after the first of May the shoe 
store of Otto L. Geyer will move from 
its present location, 47-49 Court Street, 
to larger quarters at 78 West Chippewa 

“Street, just three doors from Franklin 
Street in the heart of Buffalo’s newer 
shopping district. This larger store will 
afford space for increased business and 
will be equipped with modern fixtures 
that will offer every convenience to the 
customers who buy foot comfort when 
they purchase arch support footwear. 
Both men’s and women’s shoes are 
carried in stock. Besides the shoe store 
Mr. Geyer conducts a large and up-to- 
date repair shop in connection. 


Tanning Firm Incorporates 


G. F. Zeller’s Sons, old established 
tanners of sole and harness leathers, have 
incorporated with paid-up capital of 
over $1,000,000. This company is one of 


the oldest business concerns in the 
leather trade, having been located at 
Howard, Smith and Coit streets for more 
than 30 years. The officers are: Henry C. 
Zeller, president; Edward G. Zeller, vice- 
president and Charles E. Ernst, secre- 
tary-treasurer. 


Buffalo Notes 


The Amherst Shoe and Repair Store 
is a new enterprise opened at 267 Amherst 
Street by B. Schwartz and N. Schwartz. 
Among other brands of footwear they are 
featuring McElwain shoes. © 

J. N. Adams department store is ad- 
vertising spring and summer footwear 
for women at $5.85, among the latter 
styles basket cut out models and sport 
models with new “Clico” crude rubber 
soles and heels. 

Eastwood & Son’s Main Street store is 
displaying a new slipper design in patent 
leather, broad slashed strap over instep 
and narrow slashings on both sides and 
with low heel, priced at $8.00. 
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BALTIMORE 


Post-Easter Business Good 


Has More Than Made Up for Blows Administered by Weather 
Previous to Holiday 


ALTIMORE has expegienced an 
unusual post-Easter business this 
season. The weather has been from one 
extreme to another ending with the coldest 
Easter this city has had for 50 years. 

The men’s stores report business as 
being normal for this season. The jobbers 
report business as being of the usual 
volume and the usual spring shades pre- 
vailing. 


New Store Opened 


Frank Zimmerman, proprietor of the 
Peoples Department Stores, recently 
opened a new shoe store at Park Avenue 
and Saratoga Street. This is a new venture 
for a shoe store, being just about a square 
from the main shopping district. The store 
is up to the minute in every way and 
very attractive. Mr. Zimmerman was the 
recipient of many floral designs expressing 
good wishes for the success of the new 
enterprise. 


Cahn Opens Branch Store 


Cahn’s Quality Shop recently opened 
a branch store at 126 E. Baltimore Street, 
which location was occupied by them some 
years ago. J. E. Jones, formerly associated 
with the main store, has charge of theshoe 


department. Mr. Jones was for years 
connected with the New York clothing 
House, in charge of their shoe depayt- 
ment. Many expressions of success ‘in 
the way of floral designs were received 
by the firm upon the opening day. « 

Ted Leason of the Hub reports an 
excellent season up to this date with a 
good demand for combination shades and 
sandals. Mr. Leason states that from all 
indications this will be a sandal season. 
Low heels are in demand which is com 
trary to the expectations of a majority of 
the buyers. 


‘ 


Sport Shoes Strong , 


Sports will be the best udfind this 
spring is the opinion’of Kirschenbaum 
Co. and the demand is very heavy for 
Easter despite the backward season. 
S. Halle reports the findings business as 
being excellent. Rhinestone buckles, laces 
and baby shoes are selling well and findings 
are moving along nicely. The Baltimore 
Shoe House noticed a decided increase in 
business during. the last month and all 
indications are that this season will be 
an exceptional one. Orders from the field 
force are very gratifying and collection 
are showing a good healthy improvement. 





NEW ORLEANS 


Better Quality in Demand : 


Sandals in Colors to Match the Gown Are Being Sold Freely 
—Brogue Type for Men 


HERE is a better tone among the 

shoe dealers here than there has been 
for some time. They report that the tide 
of trade has passed the low level and is 
now on the flow to a higher level. There 
has been a steady increase in the demand 
for shoes of a better quality. 

The winter season in women’s shoes has 
passed. The Easter business was much 
better. Even though there was a very 
late season. Right around Easter time 
New Orleans had its coldest weather, and 
this harmed the business. If it had not 
been for this spell there is no telling what 
the business would have amounted to. 
The cold also retarded the sale of summer 
goods. But now these goods are selling 
exceedingly well with an_ increasing 
demand. 

Sandals are the best sellers in the 
Lady’s shoes. They hifing sold to match 
the color of the dresses. Prices range in 
price from $3.50 to $6.00 they having been 


selling for some time but the demand is 
increasing, and now are all the reigning 
fad. The next best seller in the lady’s 
shoe is white trimmed in colors. For dress 
these shoes are replacing the old stand-bys. 

In the men’s types the brogues and 
creased vamps are in the limelight nows 


Where to Buy 


Ballet Slippers 
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when vy! see how thoroughly 
beauty is blended with strength 
in this Arrowhead Style N0.36 


Even when Mothers say they want strength above all else in 
their children’s stockings, you know they want beauty too. 


There's no trick in selling good looks or long wear, but it takes 
a master hand to combine the two—at a price that makes the 
customer tell her neighbor what a great value she has found. 


That's what we have made for you in Style 36. It is a ribbed, 
three-quarter length roll top stocking for Misses, strongly 
knit of mercerized yarn that wears almost like steel—and so 
pretty that the little lady who wears them is “dressed up” 
whether that was the mother’s intention or not. 


Style No. 36 is featured in the Na- RICHMOND HOSIERY MILLS, Inc. 
tional Magazines that carry Ar- 
rowhead advertising, and ‘you Established 1896 


will find it a ready seller and a CHATTANOOGA TENN. 


quick profit maker. 


Order it by number—Style No. 36 
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The Correct 


for ait OCCASIONS 


No. 831X—Black Satin Mavis, 14-8 Spanish 
Louis Heel, 38 Last, Dime Toe, Widths AA- C, 
carried at Montgomery only, Code “ osie.’ 
PNenhemscnstcthtsendedesdeeeses .$*.85 
No. 832X—Same as above only with 16-8 
Spanish Louis Heel, Dime Toe, Widths AA- Cc, 
— at Montgomery only, Code “Blossom.” 
rice x 


No. 478X—Black Satin Margaret, 14-8 Louis 
Heel, 38 Last, Dime Toe, Widths AA-C, 
carried at Chica o, Denver and Newburyport, 
Code “Dale.” Price $4.15 





Every 
Buyer 
Knows 


There is a vast difference 
in the grades of satin. 
Compare shoes of cheap 
satin with ours which are 
made of Skinner’s top 
grade. It is especially 


constructed for us. 





No. 841X—Black Satin Susan, fancy stitched, 
14-8 Spanish Louis Heel, 38 Last, Dime Toe, 
Widths AA-C, Carried at Montgomery $235 
Code “Velour.” Price 
No. 853X—Same as above only plain, 14-8 
Spanish Louis Heel, 56 Last, Quarter Toe, 
idths AA- Cc, carried at New York only, 
Code “Noda.” Price $4.50 


No. 842X—Black Satin Dolly, 17-8 Louis Heel, 
45 Last, Nickel Toe, Widths AA-C, carried at 
Chicago, Kansas City and San Francisco 
Code “Belmar.” Price $4. 15 








No. 583X—Black Satin Susan, 9-8 Manish 
Heel, 42 Last, Half Dollar Toe, Widths AA-C, 
carried at Newburyport, New York, Denver, 
Kansas City and San Francisco, Code 
“Majestic.” $4.15 
No. 855X—Same as above only 14-8 Cuban 
Heel, 41 Last, Quarter Toe, Widths AA-C, 
carried at San Francisco and Newbury; o 
Code “Wisp.” Price 


Newburyport, Mass. 


IN-STOCK DEPARTMENTS 
Boome. Mass.—179 Lincoin St., 416 Albany 
2. 
New York, N. Y.—108-110 Duane St. 
San Francisco, Calif.—770 Mission St., 
Keil Bidg. 
Kansas C in. eam and Main Sts., 
215 Sheidley Bidg. 


Chicago, Ill.—19 So. Wells St., 310 Lee 
2 


mery, Ala.—105 Bibb St., Cotton 
“ioe Bidg. 

Denver, Colo.—Corner Arapahoe and 15th 
Sts., Room 414-415 Mercantile Bidg. 

Newburyport, Mass. 


OTHER OFFICES 
Philadelphia, Pa.—929 Chestnut St. 
Seattle, Wash.—2716 Warren Ave. 
Pittsburgh, Pa.—Hotel Henry. : 
Indianapolis, Ind.—424 Saks Bldg. 





D. DODGE SHOE COMPANY 











No. 814X—Black Satin Mavis, 14-8 Spanish 
Louis Heel, 46 Last, Dime Toe, Widths AA- C, 
carried at Newburyport only, Code ee 
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GOODRICH TURN NOVELTIES 


READY TO SHIP 


Stock No. 119 
Black Satin “Elfin” 
Black Ooze collar and overlay 
15-8 LXV heel 
Ready Now $5.75 Net. 


Stock No. 117 
Black Satin “‘Pal’’ 

Black Satin vamp and quarter, with 
Black Ooze saddle, 8-8 wood heel, 
medium toe 
Ready Now. $5.50 Net. 





Less than 3 pairs of a style 25 cents 
shipping charge 


Made with steel anchored shanks 


You will value thefopportunity to secure,Goodrich Turn novel- 
ties at 24 hours’ notice. Goodrich Quality is there, in our stock 
styles as in our made-to-order goods. We have but one grade, 
and that as you know is distinguished for its excellence. 


HAZEN B. GOODRICH & CO. 





70 Washington St., Haverhill, Mass. 
































Patent One Strap 


WELTS IN STOCK 


(18 pair case lots only) 


io. 410—Plain toe .... ; 
. 411—Same with imitation tip a 
. 412—Same with Mil. heel, Imitation tip 
No. 1000—Jazz Oxford. ... 
No. 1001—Blu. Jazz Oxford 


Terms 5%—Thirty days 


STERN BROS. SHOE CO. 
40-42 LINCOLN ST., BOSTON, MASS. 


Kid. 36pair lots 
only. 





GREELEY 
BOUDOIRS 


Made on a round or 
pointed toe last, in 
best fashion, and sold 
at prices which attract 
“trade. Send for sam- 
ples and prices. 


In Black or Colored 


If Your Jobber Cannot Supply You, Write Us. 
A. W. GREELEY .*. Haverhill, Mass. 





High Grade Wooden Sol 














Boots and Shoes 


Full Oil Grain 
Waterproof Leather, 
Sole Leather 
Counters High-cut 
Buckle Shoes $2.25 
High-cut Boots $4.25 
Riemer’s Steel 
Rims for Sole 
and Heel.........50 


A. H. RIEMER SHOE CO. 
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‘BETTY IN STOCK 


Beige ooze with 
brown ina- 


























nations. 16-8 S; « 
ish heel. ~— 
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When we ke Wolni Shoes, we visualize the 

woman customer who is hard to please; who wants Imported hand braided Leather Slipper—For 
ior e ye 

i we manu Sctue dom ¢ bey oy fa travel, bath, beach and camp. 

moderate prices. And they turn much more 


quickly than more expensive footwear, for the s: 
is there and the price is just right. wad Ladies’, 3 to 8 


= shall oy ond yy Hy font our showscome Men’s, 6 to 11 
Luao< ieee Minimum quantity, 36 pairs per run. No 
samples. Satisfaction guaranteed. 





























NEW YORK OFFICE: 
Marbridge Building, Room 703 


WOLNICAR SHOE CO., INC. Golo Slipper Company 
Pitkin Ave., Cor. New Jersey Ave., Brooklyn, N. Y. 129 Duane Street, New York, N. . a 




















SHOE BUTTONS 
f 


°o 
Finest Quality 
Fresh Water Pearl 


; White 
Black 
and 
Size 14 Colors Size 16 
Shanks guaranteed for machine sewing. If you cannot 
procure our buttons from your jobber, write us and we will 


supply them. 
Prices and samples sent on request. 


HAWKEYE PEARL BUTTON CO. 


New York Office Muscatine 
930 Broadway Iowa 





ON OCEAN FRONT FIREPROOF 


The Breakers 
APPROVED BY 


Atlantic City, N. J. MEDICAL MEN 
SPECIAL SPRING RATES As a. sturdy support, for the ankles of 


American Plan $7 up European Plan $2.50 up = = y_Yentilated Foot 
surgeons recommend its use: e 


The famous season for famous VENTILATIONS: Make, your as = 
people when service, food > complete by i 
and comfort are at their best. = oe 


PLAN YOUR TRIP NOW! 


Garage Concerts Dancing Golf SHOE CO. 
1156 No. Main St. 


| JOEL HILLMAN, Proprietor Brockton, Mass. 


The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements, 
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GLOVE-GRIP SHOES 















































The “Y” Last 


A Shoe that Speeds up 
sales and Plumps profits 


This is one of the strongest selling numbers ever added to 
the “Glove-Grip” line. 


The principle of the shoe was worked out with the best 
orthopedic experts and is pronounced the most practical and 
perfect combination of style and comfort features to be built 
into a shoe. 


S—720 The “Y” last has several separate and distinguishing features. 
Ladies’ Oxford of Brown Kid, Folded Tip, 12-8 The Glove-Grip” feature supports the arch. The straight 
Half rubber heel. inside affords generous toe room. A cleverly fashioned forepart 
In Stock provides plenty of ball room. A low heel maintains correct 

AAA, AA and A 4 to 6, B 3 tol0, C-D-E 234to 10 body balance. 
Price, $6.60 All of these features combined nicely in this handsome 
oxford reduces fitting problems to the vanishing point and 


S—730 makes profit possibilities through rapid sales, loom up big. 


For dress or general wear THIS model on the “Y” LAST is 


Ladies’ Oxford of Glazed Kangaroo Folded Tip, 
12-8 Half Rubber Heel. SOME SHOE. 


In Stock A trial order will prove its trade-getting and satisfying power. 


AAA, AA and A 4to 10, B3 to 10, C-D-E2 4% to 10 SEND FOR NEW SPRING AND 
Price, $6.35 SUMMER STYLE CATALOGUE—S 











M. N. ARNOLD SHOE COMPANY 
NORTH ABINGTON $e r= a4 MASS. 


. af me ~~ 10Hi 
Boston Office 3 2 Room 801 aA O High Street 


GLOVE, | 
GRIP ° | 
\ SHOES // 
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Job Lots a Specialty 
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Rosenbers ¢ Son 
140-144 SR 4 Sal Mass. 
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Anderson - Owens’ OVER - SIZE Specialties. 








‘New CrossStra 
14-8 Cuban Heel. 
In Stock May 15 
611—Black Kid $4.50 
me Ee. ..... bed Merchants are finding a ready sale for 
$44 to 10 E & EE these OVERSIZE shoes. They are 601—Black Kid. .$4.00 
made as good as can be, and are 3% to 10 EEE only 
designed to FIT women with big feet 
and ankles. Combining trim appear- 
ance with comfort, they make the foot 


look smaller than it really is. 


All Goodyear Welts; “O’Sullivan” 

Rubber Heels; “Crawford” Arch-Sup- 

porting Shanks; “Red-Line-In” | 

Linings. 

—_—— a Send For A Few Pairs On Approval Pr the 
610—Black Kid Two Strap bs NOTE—To sizes 844 and 9 add 25 cents 605—Brown Kid Oxford. . 


615—Brown Kid Two Strap 9% and 10 add 50 cents. Sizes 34% to 10 C-EE 
Sizes 3% to 10 C-EE 


‘ANDERSON- OWENS SHOE CO. i 


Tan Royal Calf Oxford No. 32 


IN STOCK 


A New Number representing the Acme of 
Style in Men’s Welt Shoes 


This is our “Plaza” last, number 52. 
Has stitched tip, vamp and lace stay. 
Invisible eyelets. Heavy single sole. Wing- 
foot rubber heel. Sizes 7 to 11 A, 6 to 11 B, 
5 to 11 C and D. 


READY NOW 
Price $5.50 
Terms: 2% 10, Net 30 Days 


New Comfort Oxford 
In Stock May 15 








In Stock Now 








| 
| 
| 
| 
| 




















Stock No. B 9 


All visiting shoe buyers in New York are invited 
to make our New York City offices, 755 Marbridge 
Building, their‘ headquarters during their stay. 
Messrs. R. P. Whitman and Ben Goldstein in charge. 


WHITMAN AND KEITH CO. 
BROCKTON (CAMPELLO STATION) MASS. 


See "O@GEe C BOBEE S BEE BE BEESE Eeee ass Whilaan £2 Gon ae SeaRCEmENE 
Grade Shoe 
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PN INZZRAISKES 


Doe Skin! 


Newest Popular “ Wrinkle’ in a Bates Trouser-Crease 





Sia 


PORT styles for Men this season will 

have no livelier or more attractive 
sensation than this handsome Trouser- 
Crease Oxford. 


ZN | 


It is the smartest, newest Bates develop- 
ment of an ideal Summer Sport Oxford 
for Men. Already we know its sales in 
retail stores will be heavy. 


AW 


Z 
3 


” 


a 
a 


It is built of White Doe Skin, on our 
Plain-O last. It has a light oak-tanned 
sole, with natural-finish edge, and a 
Wingfoot wedge heel with finish to match. 


It is quarter-lined with white leather, has 
a leather counter, and is our best con- 
struction in every detail. Made in A, B, 
C and D widths. 





Style 2816 will be ready for delivery May 
14, to enable dealers to sell it during the 
Memorial Day rush. 





A 





DO NOT DELAY ORDERING 


DESY SOVIET ea 


A\ 


\ 


A. J. BATES COMPANY ‘ae 
$4.85 


er = - * 
Webst Massachusetts “Plain-O” Last 
IN STOCK 


LAW 


— 


WK Ai AIGA WATS SIA ASIINNA_UIN 
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ROSSETT-Shoe 


MAKES LIFES WALK EASY 


‘The 


; | ? SELECT 
IT’S \ A LINE THAT 
YOUR ae APPEALS TO 
PROFITS VIRILE MEN 


AND | WHO 


PATRONAGE DEMAND 
STYLE 


THAT 2 COMBINED 
MUST | Es WITH 
BE i COMFORT 


CONSERVED, AND 
MR. RETAILER i REAL VALUE 


Select, therefore, the shoe that insures your profit and at the same time ties the cus- 
tomer up to your store doing both in so thorough a way that you are always “‘in right 
with yourself and your trade. With such a shoe in your store your customer sells him- 
self on the style and appeal accepting the price as logical and fair for what he is re- 
ceiving. 

If this is the kind of shoe that you are looking for, here it is 

IN STOCK for Immediate Delivery, backed by national and 

co-operative advertising. Make your decision NOW to carry 

THE CROSSETT SHOE—IT PAYS. Catalog of shoes and 

advertising prospectus mailed on request. 


IN STOCK 


S-3013 S-3015 
HAIG LAST LATONIA LAST 


Smooth Ruby Calf, Rubber Heel; A, 7-11; Black Calf, Rubber Heel; A, 7-11; B, C, and 
B, C and D, 6-11 D, 6-11 
Price $6.00 Price $6.00 


LEWIS A. CROSSETT COMPANY North Abington, Mass. 


The Boot and Shoe R der will app iate your mentioning the publication in replies to advertisements. 
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Security 
Shoes 


Arch Security Shoes mean 
foot comfort. Their sale 
means profit and satisfied 
customers to you. They 
are high quality F o o t - 
Schulze Shoes embodying 
the Crawford Steel Arch 
Supporting Shank, which 
corrects b r o k e n arches 
and keeps normal feet 
healthy, and at the same 
time are attractive and 
stylish in appearance. 
They make repeat cus- 
tomers and bring new ones 
to your store. 



































Sell Health Seuame with Areh Securities 


There are four attractive numbers to select from: 


9002. The women’s black kid lace oxford with imitation 9200. A women’s patent leather lace oxford with imitation 
perforated tip and quarter, 14-8 Cuban rubber heel, 76 perforated tip, white stitched sole, ecigevuaie Welt, 76 last. 
last. Widths: AAA-E. Price .. has .. $4.25 Widths: AA-E. Price... .. $4.25 








9003. Two strap pump in black kid with imitation per- 9125. Is the women’s Havana brown lace kid oxford with 
forated tip, 14-8 Cuban rubber heel, ean Welt. Widths: perforated imitation tip, 14-8 Cuban rubber heel, owe 
AA-E. Price... ..... .. $4.25 Welt, 76 Last. Widths: AAA-E. Price... ..$4.50 


FOOT, SCHULZE & CO. - - St. Paul, Minn. 


“Better All Leather Footwear” 
The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 











April 28, 1923 




















Take a Rothman shoe in your hand. Study the trim lines, 
feel the perfect balance. Then observe the well-pitched 
“MEMPHIS” heel, the cleanly-set edge, and the lustrous finish. Think 

an , of the price for which you can sell that shoe. There is, 
however, but one way to assure yourself that Roth- 
man Shoes are ‘“‘the goods,” and that’s to see the shoe 
yourself. Take advantage of this opportunity when 
visiting the Brooklyn Style Show, Hotel Commodore, 
May 21, 22, 23 and 24. You are cordially invited to call 


at our showrooms. 


White \~ He ~~ epee — BENJAM IN ROTHMAN INC. 
es ‘o oul. Also a - ie low Manufacturerf of 


Cuban heel. WOMENS HIGH GRADE FOOTWEAR 
43 -TO™ 4] - WEST: IGT - STREET: NEW- YORK 





— 


























a 


High grade turns 
in the latest styles 


and first class 


Ss 


$5.00 ~— Cworrkmanship 


OOOO OOOO eee oe 


—— — — — as 


le No. 114—White Kid, Leather Lined, Turn, made in White Kid ‘ - ar § 3 v ' 
- $5.00 


oy 2 
8-8 Covered Heel. Widths, A 4 to 7; B and C, 
, 4 


o 7 ‘ — 
Ready fer Shipment May § and Black Satin. IN STOCK NOW 


Style No. 111—White Washable Kid, Wide Strap, 
Two-Button, Neverslip Stay, Turn, 15-8 Full Louis 
heel. Widths A, 4 to 7; B and C, 3 to7 


Write or Wire. Order 
filled same day re 


ceived. 


$5.00 H. W. Felstiner & Co. 


Style No. 113—Black Satin, Black Suede Trim. 


wry gee’, * Cypee Heel, Turn, ye 
A, 4 to 7; Band C, 3 to éunweahaneas 0 “ 
Style No. 112—S style in White Kid, White e 
Re: sce A ate 7, Baad C5 toy, 85.08 88 Wingate Street Haverhill, Mass. 


Terms: 2-10, Net 
30 Days. 


_———<——<-— = — =: 








OOOO ee ee 


—_—-—-—- s 








_———— = - : 
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The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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ARCH 


REEIEE 


Our Service 
Your Profit— 


Our prompt and alert service to retailers on 
Arch Relief shoes in stock is making it possible 
for you to get a greater turnover, hence, a 


better profit. 


Merchants now handling them 
are making money. Many new 
dealers are taking on Arch 
Reliefs daily 


No. 6414—In Stock, White Nile Cloth 
Arch Relief Oxford, Goodyear Welt 
12-8 Ivory, Wingfoot Rubber Heel. 
Combination Last No. 118, Price. $3.85 


x 


No. 6011—In Stock, Black Kid Arch 
Relief Oxford, Goodyear Welt, 12-8 
Rubber Heel. Combination Last No. 
EL RE 50 
No. 6010—Same as above, Brown Kid. 

$5.35 


ni 


No. 6005—In Stocx, Black Kid Arch 
Relief Oxford, Goodyear Welt, 13-8 
Rubber Heel. Combination Last No. 
131.@@Price 

‘0. 6004—Same as above 
| ee re 


Write for our special selling plan on Arch Relief 
shoes. Itis sure to increase the totalof your sales slips. 


THE RILEY SHOE 
MFG. COMPANY 


COLUMBUS 


OHIO 
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IN STOCK 
NOW 








The Well-Dressed Young Men Demand Them 


Plain Toes In Lighter Colors 
and Blacks 


No. 300—Black Eric Calf, Plain Toe Oxford, Trouser 
Crease Vamp, Scot last, Plump Leather Soles, 
one-half Rubber Heels. 


B wide—Sizes 7 to 11 C & D—Sizes 6 to 10 


No. 350—No 36 Colored Calf—The Season's most popular 
color—Trouser Crease Vamp, Scot Last, Plump 
Leather Soles, one-half Rubber Heels. 


B wide—Sizes 7 to 11 C & D—Sizes 6 to 10 


Less than 12 pairs, extra 
charge 35 cents per pair 








The Preston B. Keith Shoe Co. 


Brockton, Mass. Campello Station 














Here Are 


Good Taste 
and 
Good Quality 


No. B-355—Black Satin One 
Strap, two rows black silk braid 
on vamp and quarter, 8-8 Mil. 
heel. A, B, C widths. 

Price $4.25 


“Marguerite” 


COLLINS & STAPLES 


IN STOCK 
FOR 


IMMEDIATE 
SHIPMENT 


Terms: 5% 10 days 


Less than four pairs, 25 cents 
service charge. 


No. B-360—Black Satin One 
Strap. Black Suede collar, 
Satin inlay, 14-8 Spanish Louis 
eel. AA, A, B, C, D widths. 

Price $4.60 


READY NOW 


“Nita’”’ 


No. B-670—WHITE POL one KLOTH One 
Strap, White Kid collar. White Polar wa 
inlay, 14-8 a Louis heel AA, A, 

D widths.. 


GEO. H. LEWIS 
Southern Representative 

GENE RICKER 

Boston Office, 183 Essex Street 
E. J. WILLIAMS 

189 West Madison Street, Chicago, Ill. 
LYM AN W. STOCKBRIDGE 
New England 


HAVERHILL, MASS. 

















will appreciate your mentioning the publication in replies to advertisements. 
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More...More 


There is no limit to your sales 
when you carry the MARY 
ADAMS HI-ARCHA LINE. 


This line is easy to sell because 
it is so complete and supplies 
every demand. 


All made on combination lasts, 
snug fitting instep, steel arch 
support, and a variety of lasts. 


3279 — Kid Oxf. Mil. aay Welt, as illustrated i in 
worsen, Ato E, 3 Pack ce eeen . 

3281 Tan Calf. . ; 

3282 Gun Calf. . 

3283 All Patent. thas Sa hn ee AS Kee 

3284 All Brown Kid ; 

1304 Black Kid Blucher Ox. - Walking 1 Heel, Welt, « to 


D, ape 
1305 Ten, tail, samno Lac ck Cais oa hte Seana Se ae 135 


1310 Brown Kid, same. . $4.60 
1306 Patent One ‘Strap, ‘Two Button, Welt, Mil. wr 
4.25 


AtoE, %. ia 
1307 Black Kid, same... .. .. 4.25 
1302 Black Kid Ox. Welt, Cuban ‘Heel, ’ Dress ‘Toe, A to 
E, % $4.25 
1303 Brown Kid, ee occ: pone eea aes 
Order your samples today, oute and ‘advertising window 
display free. 


HARPER & KIRSCHTEN SHOE COMPANY 


231 W. MONROE STREET 


CHICAGO, ILLINOIS 




















Style 230 


Siyle 251 


No. 230—Gray Suede Oxford, Gun Metal Trim, 
Low Heel, Rubber Top Lift, B-D Welt. .$5.00 


No. 227—Gun Metal Oxford; Patent Saddle, 


Lift Welt B-C 





No. 121—Tan Calf Blucher Sport Oxford, 
Plain Toe “Clico” Crepe Rubber Sole and Heel. 











No. 264—Patent “Tut” Sandal, Cut Sides and 
front. Low Rubber Heel, B-D 


No. 251—Patent Strap, Cut Out Sides and seed 
Shield Tip and Heel Stay, Low Heel, Rubber Front. Leather Spanish Heel, Rubber Lift, 


No. 265—Black Satin, ‘“‘Tut’’ Sandal, Black 
Suede Cut Out Trim, Cov. Low Heel, B-D.$4.25 


No. 259—Same Style, Low Heel, B-D.... .$4.00 


No. 250—Black Satin, 
Cut Out Trim, Cov. Spanish Heel, B-D. .$4.25 


with Black Suede 


Send for Catalog of Novelties in Stock 


THE BOARDMAN SHOE CO. 


564 ATLANTIC AVENUE « 


BOSTON, MASS. 

















The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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DR. COPLAND’S 
HEALTH SHOE 


In Hand Turned and 
Arch Supporting Welts 


ORTHOPEDICALLY CORRECT 


Look for DR. COPLAND’S name 
on sole 


CRESCENT SHOE CO. 


April 28, 1923 


yet 


A REAL STYLISH SHOE 


No need any more to force ungraceful comfort 


shoes on customers who yearn for style. 
DR. COPLAND’S SHOES 


provide popularly fashioned footwear that gives real 
comfort and satisfaction at extremely low prices. 


ASK US TO SEND YOU SAMPLES AND 
OUR NEW STYLE FOLDER 


159 Duane St., New York 


New York’s Fastest Growing Shoe House 


Changes in Business 


Current Events in Failures, Sus- 
pensions and Activities in the 
Shoe and Leather Trade. 


BUSINESS REVERSES 
Birmingham, Ala.—J. Shiland, general merchan- 
dise, petitioned or petitioner in bankruptoy. 
Courtland, Ala.—J. M. Jetton, general merchan- 
dise, petitioned or petitioner in bankruptcy. 
Selma, Ala.— Young Shoe Co.,wholesale boots and 
shoes, called meeting of creditors at New York 
City. 
Whiting, Indiana.—Mrs. Mandel Pitzele ¢ ‘The 


Plainfield, N. J.—Max Epstein (“Boston Shoe Mar- 
ket") boots and shoes, petitioned or petitioner in 
bankruptcy. 

New York C ity.—Harry Greenwald, (“Beaver Shoe 
Company”) (22 Beaver street) boots and shoes, 
petitioned or petitioner in bankruptcy. 

Greenville, N. C.—A. K. or Curry A. Hatem 
(“The Fashion”) petitioned or petitioner in 
bankruptcy 

Center, R. D.—Farmers Supply Co., general 
merchandise, reported assigned. 

Cleveland, N. D.—Cleveland Mercantile Co., 
general ‘merchandise, assigned. 

Grand Forks, N. D.—P. W. Gifford, general 
merchandise, reported assigned. 

Milbank, N. D.—Erlandson & Johnson Co., general 
merchandise, petitioned or petitioner in bank- 
Fruptcy. 

Cincinnati, O.,—Rupp & Wittgenfeld, leather and 
aoe upplies, petitioned or petitioner in bank- 


rup' 
a S. C.—The Mayfield Company, general 





Leader”’) boots and shoes, etc. reported rs 

Le Mars, lowa.—N. Hurwitz, boots and shoes, ote., 
petitioned or petitioner in bankruptcy. 

Vinton, La.—Ashley B. Hall, general merchandise, 
petitioned or petitioner in bankruptcy. 

New Windsor, Maryland—Sauble W. Earle, general 
— petitioned or petitioner in bank- 


Lowail, Lites ‘Quaker Shoe Co., shoe manufac- 
turers, called meeting of creditors. Liabilities 
reported to be $15,000 

New Bedford, Mass. Desjardins Bros. Co., boots 
and shoes, reported called meeting of creditors. 

Grand Rapids, Mich.—Howard F. Johnson Shoe 
Co., — manufacturers, receiver reported 
appoint 

Qua Rapids, Mich.—Howard F. Johnson Shoe 
Co., shoe manufacturers, receiver report 
appointed. 

Appleton, inn.—Samuel Sharp, general mer- 

chandise, ted assigned. 

St. La Mo.—Jack Bleiweiss (Jack's Shoe Store) 
= 8. Broadway) boots and shoes, petitioned 

or petitioner in bankruptcy. 

Atlantic City, N. J.—M. Gordon (2423 Atlantic 
Avenue) boots and shoes, reported offering to 
compromise at 20 per cent. 

Chrome, N. J.—Michael G. Cantor, boots and 
shoes, etc., reported offering to compromise at 20 
per cent. 

Brooklyn, N. Y.—Solomon Hess, (27 Belmont 
Avenue) boots and shoes, reported called meet- 
ing of creditors. 

Meyer Weinstein, (131 Third Avenue) boots 
and shoes, etc., petitioned or petitioner in bank- 
rupticy. 


merchandi . petitioned or petitioner in bank- 


ruptcy. 
Hemingway, S. C.—Eaddy & Creel Bros. Inc., 
boots and shoes, “petitioned or petitioner in bank- 


Hughes'8 Springs, Texas.—J. W. Sistrunk, general 
merchandise, petitioned or petitioner in bank- 


ruptcy. 

Lindale, Texas.—Boaz Bros. general merchandise, 

petitioned or petitioner in bankruptcy. 
+ Virginia.— Mrs. Wegenheim 
and shoes, etc. petitioner or petitioned in 

ao tcy 

Chippewa P Falls, Wis.—Harriet ae (Hoening 
.) general merchandise, assigned 


BUSINESS CHANGES 


Florence, Alabama—Guarantee Shoe Co., Boots 
sh reported 


and shoes, out of business. 
Ogden, Ill.—Frank A. Brown, general .store, 
pees aes or -_ out “4 
Bovine Green, Ky.—S. and M. Gyecabore. boots 
and . reported selling or sold out 
Brockton, Mass. ee occasin | Co. moccasin 
manufacturers, rece: 
increased authorized cuital to $15,000. 
Lynn, Mass.—Lynn M Co., manu- 
facturers, recently d busi and 
increased enthesiest capital to $5,000. 
Stanley and Evans, leather, succeeded by 
Stanley-Jackson Co., Inc. 
Newport, N. H.—L. Marcus (American Clo. Co.) 
clothing, a etec., recently commenced busi- 
ness. 











Newark, N. J.—L. M. Smith and Sons, Inc., 
wholesale leather, reported out of business. 

Newark, J.—R aphael Ballister (1104 Ferry 
Street) reported selling or sold out. 

Paterson, N. J.—Israel Jacobs (21 & 40 Main 
— & 210 Market Street) shoes, succeeded at 

210 Market Street by Robert S. Goldman. 

Brooklyn, N. Y.—W. Will Frederick (Kings 
Quality Boot Shop) (2538 Pitkin Avenue) boots 
and s ed selling or sold out. 

—— N. Y.—Tann & Jabron (217 Smith 
Street) shoes, dissolved partnership, succeeded 
by David Jabron. 

Brooklyn, N. Y.—Feldman & Goldfarb Shoe Co. 
Se pes with authorized capital of 

R. H. Menig Co., shoe manufacturers, incor- 
porated with authorized capital of $10,000 

Wallace F. McPhee, (1262 Flatbush Ave. 
shoes, succeeded by Max Harris. 

Esrael Stein (2028 pion Street) shoes, re- 
ported selling or sold ou 

New York City—I. me (2159 First Avenue) 
boots and shoes, succeeded by Rosenblum and 
Janovici. 

Simon Siegel (247 Broome St.) (101 Rivington 
a quate and shoes, succeeded by Simon Siegel 
a 

New York City.—Shaar & Silvering (29-31 De- 
lancey Street) shoes, reported sold out. 

Joseph Friedman Leather Corporation, lea- 
Sa with authorized capital of 

Dickerman & Protzel Shoe, Inc. (89 Reade 
Street) yy shoes, dissolved partnership 
succeeded Dickerman, Inc. 

Harry bik (270 Bleeker Street) shoes, 
succeeded by Capital Shoe Stores, Incorporated 

Gartzman & & Lipsky (179 Clinton Street) shoes. 


1 Gartzman. 
Ozone Park, 





. Y¥.—Joseph Fram (4224 Jerome 
Avenue ) ean, etc., out of business. 
“Bavia E Y.—Black Bros., shoes, succeeded by 


Copeland. 
Utica, N. ¥. —Bride & Dillon, leather and findings, 
dissolved partnership, succeeded by David W 


ide. 
Greensboro, N. C.—Irvine Shoe Co., shoes, suc- 
ceeded by C. Mebane 
Mount My Ohio.—S. B. Schertsler, shoes, etc., 
Louis B. Greer. 
io.—Springfield Leather Co., lea- 
ted with authorized canital 


yreensburg, Pennsylvania.— Morris Raphael, boots 
and shoes, reported age Sd sold out. 

Colorado, Texas.—J. ireen and Company. 
pone ten reported sold or closed out busine ss 





ital 
ots 


ny. 
‘ss 
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High cut Boots—$2.90 to $3.65 
Write for samples 


Walking 
Wooden Sole Footwear 


Oil Grain and Wax Veal—Leather uppers 
1 buckle shoes 
$1.42) to $1.95 


REECE WOODEN SOLE 
SHOE COMPANY 


Columbus 








is one reason for the rapidly 
growing popularity of the 
ote] Martinique. 

Another is the consistent 
economy of the entire estab- 
lishment. Here you may enjoy 
a Club Breakfast at 45c., con- 
sisting of Fruit or Cereal, Bacon 
and Egg, and Rolls and Coffee 
—Special Luncheon and Din- 
ners of superior quality are also 
served at the most moderate 
possible prices. 

No location can be possibly 
more convenient than that of 
the Martinique. One block 
from the Pennsylvania Station 
(via enclosed subway) — Nine 
blocks from Grand Central — 
one block from the greatest 
and best Shops of the City— 
half a dozen blocks from the 
Opera and the leading Theatres 
ry - —— connected with 

e Subway to any part of the 
City you wash to Saneh. 











Affiliated with Hotel MAlpin 


Broadway-32"0 33 Sts, 
NEW YORK 
A.E.Singleton, cManager, 





Information for Shoe Merchants 


“Where to Buy” constitutes a source of 
knowledge so that he who runs these 
read—and learn. 








WANTED TO PURCHASE 








DO YOU CONTEMPLATE 
Retiring or going out of business? We will 
pay value for your entire or surplus 
shoes. Leases ba ing a short term to run taken 
over. Established 25 years. 

FECHTER-OLENICK MERCANTILE 
CORPORATION 
650 Broadway, New York Tel. 0095[Spring 








THE NEW YORK EXPORT 
PURCHASING CORPORATION 
596 BROADWAY, NEW YORK, N. ¥. 
WILL slaw SELLERS. FOR 
BUY |SURPLUS STOCKS CASH 




















MISCELLANEOUS 





MYERS Tine 
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OFFICERS OF THE CORPORATION 
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PUBLISHER'S NOTICE 


SUBSCRIPTION—The ay ory price of the 
Boot and Shoe Recorder is $5.00 a year in ad- 
vance, which includes in the United 
States, Cuba, Hawaiian 

v Islands, 

‘ Fl Selvador 

d *, 

F Brazil, Colom! 

Urugua 


Spain, The Ba 


FOREIGN SUBSCRIPTION—The price to all 
ign countries except the above is $10.00 
Ril cabscriptions are payable in advance. 
ADVERTISING RATES—Card of Advertising 
Rates furnished on tion. For rates 
for Wants, For Sales, etc., see Want Page. 
tion is taken 
to 














BOSTON OFFICE, 207 South Street. 

BROCKTON OFFICE: 224 Moraine St. Gee. 
W. R. Hill, Manager. Telephone 507. 

CHICAGO OFFICE: 189 West Madison &t. 
Telephone Main 1089. B. C. Bowen, Manager. 

ST. LOUIS OFFICE: 1627 Locust &. B.C. 

wen, Manager. 

NEW YORE OFFICE: Room 101, Graham Bidg., 
127 Duane St. H. Walter Scott, Manager. 
Telephone 2425 Canal. 

PHILADELPHIA OFFICE: Suite 1420, Widener 
Building. H. Walter Scott, Manager. 

HAVERHILL OFFICE: Chamber of Commeres. 
Rooms, Haverhill National Bank Bldg. Gee. 
w.R. Hill, Manager. 

CT ak Bldg. Hi. M: Bowen, Manager. Tele- 

. H. M. wen, » 
phone Canal 4426. 

ROCHESTER OFFICE: 623 Powers Bidg., 
Rossiter L. Seward, Western New York Repre- 
sentative. Telephone Main 969. 

LYNN OFFICE: Fred A. Gannon. 

MILWAUKEE OFFICE: Leonard E. Meyer. 

C. Bowen, M ), 405 Broadway. 


elephone Broadway 1827. 

WASHINGTON OFFICE: William L. Daley, 
26 Jackson Place, N. W 

PARIS OFFICE: 2 Rue des Italiens. L. Hub- 
bard, Manager. 


LONDON OFFICE: John G Cute. Manager, 


11 Haymarket, London, S England. 
AUSTRALIAN OFFICE: 430 Lit. Collins 

Melbourne. G. Jervis Manton, Manager. 
CONTINENTAL OFFICE: William Salaman, 

Manager, Wasagasse 2, Vienna, Austria. 


ARGENTINA: Buenos Aires, Rivadavia, 2721, 

P. Sabazzini, Gerente. 

BRAZIL: Gerente. John S. Fitch, 88 Ree 
General Camara, 88 Sob. 

CHILE: Santiago, Las Rosas 1123-1127. Otto 
Fubrimann, Gerente. 


CUBA: Mr. H. Gomes, Corrales, 2A Havana, 
JAPANESE OFFICE: Yokohame. J. F. Wager, 


anager 
SPAIN: Gerente, Leoncio de Miguel, Librere. 
Editor, 20 Fuencarral, Madrid. 
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Recorder rates for space less than one-eighth page per 


26 times 52 times 


CLASSIFIED AND OPPORTUNITIES DEPARTMENT 


ITIONS WANTED—Four cents per word for each insertion. 
Minimum amount accepted, seventy-five cents. For other 
advertisements, seven cents per word for each insertion. 


“Want” 


$2.50 


6.09 7.50 
12.00 10.00 


Payment in advance is required, except when regular advertisers, as amounts are too small to open accounts 


Minimum amount accrpied. 

received up to noon on Tuesday of week of publication date. When 
advertisers desire enswers to come in care 
5.00 must be allowed in each advertisement for address. When adveetiners 
desire replies forwarded 
address must be counted in the advertisement and paid for accordingly. 
Answers to ads must be sent under letter postage. 


$1.25. Ads under this heading will be 
of this office. twelve words 
led direct to their address, each word of the 














SALESMEN WANTED 


SALESMEN WANTED 


SALESMEN WANTED 








ALESMAN WANTED—Enxperienced salesman 
to sell ladies’ shoes exclusively J —, full par- 
Gasiege in first letter. Onl men with 
rience need ap Lt ~ op unity. 
Write; Walk-Over a. Shop, 1021 State St., 


trie, Pa. 


ANTED—Experienced salesman for } ee 

outside of Chicago, must have good references 

and an acquaintance in the territory. Clinton Shoe 
Mfg. Co., Clinton, Iowa. 





ALESMEN in Western and Southern states, 
also City of Chicago and New York, selling 
retail trade, to sell as a side line good wearing st tch- 
down Barefoot and Salley Sandals, Biay fords, 
Men's Ventilated Oxfords and Kid Romeos. 1924 
line ready June 15th. Made in modern up-state 


WANTED — Salesman for the State of Wiscon- 
sin, to sell our line of growing girls’, misses’, 
children's os infants’ McKay and turn sewed 
be sold with other ee ay 

ission. Apply with — to 
Albright Co., Inc., Orwigsburg. 





New York factory. Will pay 6 per cent 

State experience, territory covered and give refer- 

ences. Confidential. Write fully to D-940 care 

ne and Shoe Recorder, 207 South Street, Boston, 
ass. 





GALESMEN— Sell good line felt slippers, retail 
trade; excellent o perennity for shoe men, all 
territories. Address 36, care Boot and Shoe 
Recorder, 207 South St.. Boston, Mass. 


HE BOARDMAN SHOE CO. has several open- 
ings in the South, West, and Middle West for 
experienced salesmen, with established trade, to sell 
women's novelties and staples in —_ on straight 
commission. Give full details and references in first 
letter. Address 564 Atlantic Ave., Boston. 


ALESMAN! Live Women's Novelty House 

carrying large stocks at all times has several 
choice Southern and Western territories open. 
Can be carried in connection with a non-confliciing 
line. Excellent opportunity for real producers. 
Address D-937, Boot and Shoe Recorder, 207 
South St., Boston, Mass. 








SALESMAN WANTED to carry an established 
line of ladies’ and men’s all-worsted and silk and 
worsted hosiery to the retail men’s furnishi 

shoe trade in New England on a commission is 
as a side line. Address D-927, care Boot and Shoe 
Recorder, 207 South St., Boston, Mass. 





SALESMEN WANTED 


We have openings for experienced 
shoe salesmen in Pennsylvania, Texas, 
North Carolina, Southern Wisconsin 
and the New England States. Line 
consists of high-grade work and Semi- 
Dress welt and nailed shoes. Give full 
persiculare with application. Edward 

- Luedke Shoe Co., Milwaukee, Wis. 








SALESMAN to cover territory outside New Eng- 
land on commission for retail line misses’, chi 
dren's and wing girls’ high-grade McKay. ‘Must 
have No. 1 accounts. one other “apply. 
Address D-922, care Boot and Shoe Recorder, 207 
South St., Boston, Mass. 


ALESM EN—Gide line 25 
shoe 





comm 
nt wilt co it. 

on Diana Manufactur- 
ing Co., = wd Pa 





WANTED—Salesmen having established trade 
to sell on 6 per cent commission basis, manu- 
facturers in stock line of medium price turns. 
Sizes from infants’ to growing girls’, also a short 
line of ladies’ comfort sli —" objection Lo non- 
conflicting line. Prefer salesmen working territory 
close. Give references, lines carried and territory 
covered in first letter. Address D-938, care Boot 
and Shoe Recorder, 207 South St., Boston, Mass. 


E CONCENTRATE ON 7 SAMPLES of men's 

dress welis, to sell at $6.00. Every number a 
live one, a volume seller, all solid leather. Four 
shades, two lasts. A few choice territories open, 
including Minneapolis, Detroit, San Francisco 
and Portland, for live wires. Commission 6 per cent. 
Apply Excelsior Shoe & Slipper Co., Cedarburg, 
Wisconsin 


H'GH GRADE WORK SHOE SALESMEN 
WANTED —Illinois, Iowa, New York, Uhio. 
Steven Strong Shoe Company, Milwaukee, Wis. 








ws NTED—High-powered salesmen only to sell 
a line worthy of representation of big uci 
and men. Fifteen styles of men's r. ne | 
dress welts to retail at $5.00, with all the style and 
=r: any well-posted retail buyer could ask for. 
ad agae to Came gaan omens Som chase, p 
styles of men’s unlined welts, medium wei 
retanned and elk leathers, with workmanship ‘a 
dress shoes. Entire line ——— 
Every style built on new ideas of the season. 
Complete line carried on Floor B to Ee” Strictly 
6 per cent ——— —-. 
ritories open. nly unless you are a big 
oa Bradien & stcalf Company, Milwau- 





Wana manufacturer_of quality work and 
yt would like to get in communi- 

oatet on = igh-grade salesmen who have estab- 
_— business in the States of Louisiana and 
mene. Must have confidence enough in 

om ability to travel on straight 7 cent com- 
ddreas 1-908, care and Shoe 





ESIDENT SALESMAN WANTED—Follow- 

ing cities and slate: Detroit, Mich.; Toledo, 
Ohio; Col oO. and Baltimore. 
States a Maine, N: he Vt., wNo.E. Pa., No. E. 
Mass., Va., Ia., No. Texas; Okla., Kas. and Neb. 
Pay 6 per cent ‘Com. Send references, and general 
experience and information in first letter to receive 
consideration. No —y my y & men need apply.” 
ve ag 939 care Leet & Shoe Recorder, 207 
South St., Boston, Mass. 





Recorder, 189 W. Madison St., Chicago, Ill. 


ALESMEN WANIt kU—Shoe salesmen to carry 

as side line on commission basis best medium- 
= line of spata, — shoes, woolskin slippers, 
Sy and canves 6 We invite replies 
from all parts of the Unit States. Tell us what 
territory you cover and send references in first 
letter. We pay liberal commissions and our goods 
are priced to sell. Apply The Brown Warner Mfg. 
Co., Franklin, Ohio. 





Some wonderful ter- 





Opportunity 


Excellent opportunity is of- 
fered to salesmen in various 
parts of the country to carry 
specialty side line of three or 
four Goodyear welt work shoes. 

* Splendid value. Easy to handle. 
Write giving full particulars as 
to territory. Indiana Shoe Cor- 
poration, Marion, Ind. 











Salesmen Wanted 


An established manufacturer with 
large and efficient Stock Ln eee 
is rearranging some t 
wishes to get in touch with gtpericnced 
salesmen for Growing Girls 
and Children’s Welts ph ah y - for 
New England, New York State, Ohio 
and Pennsylvania. 


Do not waste your time or ours un- 
less you have had experience in selling 
a eta te line and have been a success 
in selling it. Address Box D-919, care 
Boot and Shoe Recorder, 207 South St., 

ton, Mass. 








Where Are the 
Live Men? 


Covering 


NEW YORK STATE 
CONNECTICUT 
NEW JERSEY 

KENTUCKY 


We will place short line of 
Women’s Welts to retail at five 
and six dollars with successful 
salesmen now carrying a good 
Men’s line and desire to carry 
Women’s in conjunction. Give 
full information in first letter 
Address D-931, care Boot and 
Shoe Recorder, 127 Duane St., 
New York, N. Y. 








A prominent Eastern Manufacturer, 
with a well established line of Women’s 
Welt Merchandise, desires five good 
salesmen to cover the five following 
territories: 


1. Ohio 


2. Michi 


and t Ai 

3. Philadelphia, Baltimore, Wash- 
ington, Virginia, North and South 
Carolina. 

4. Mi and Wi i 

5. Oklahoma and Texas. 


In these da ae of rapidly changing 
styles and high cost of travel, we find 
it mecessary for a salesman today to 
carry more than one line. Therefore 
we are interested only in salesmen who 
will ca in conjunction a non-con- 
flicting line so as to able to create 
enough business at each stopping off 
pines t to make the jump profitable. 


Replies will be treated in confidence 
Must give full particulars as to pre- 
_h — and ence, age 

‘erences, Hy Address D-943 care 
— and Shoe Recorder, 207 South St. 
ton, Mass. 




















= 
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SALESMEN WANTED 


TO LET 


MISCELLANEOUS 








SIDE LINE SALESMAN WANTED 
To Say a short line of Women’s High 
Grade All-leather Turn Health (com- 
fort) Shoes. Carried In Stock, and soon 
to be advertised regularly to the retail 
trade. Give details of lines now carried, 
and territories covered, with references. 
Address D-933 care Boot and Shoe 
— 207 South Street, Boston, 

ass. 








S City" TO LET—Best location in a New England 
a  & 140,000 and a drawing tion of 

0,000. 20x 100, excellent opportunity for a 
a *s shoe store. Apvly Box D-942 care t and 
Shoe Recorder, 207 South St., Boston, Mass. 





FOR RENT 











POSITION WANTED 


See. Young man, 35, 
offers expert knowledge, merchandising, buying, 
managing, creating volume, building an organiza- 
tion, installing complete system for chain store. 
Will function 100 per cent, create a real outlet for 
your merchandise, 15 years in this line of work, 
still at it. Full of Pep and a hard worker. Address 
D-941, care Boot and Shoe Recorder, 207 South 
St., Boston, Mass. 





PACE —_ RENT—For shoe department in 
high class Specialty Shop, catering also to 
popular priced trade. Store established 7 years in 
the heart x the most pi s town in the 
country. - of recognized ability and 
gendis Se considered. Frances Shop, South 
ndiana. 





For RENT in Altoona, Pa., 3 new store rooms, 
just finished in the sr - Dubdioe- 
Size 12x 35. Each store has 2 modern display 
windows, high ceilings, balcony in back for oflice, 
steam heated, running water, best of location 
A Schulte Cigars occupying corner store and 
Goldschmid Bros. Clothing Store adjoining in same 
building, — front, steel constructed building. 
unity for Specialty Shoe Stores. 





Factory Position Wanted 


by a party who now is shoe salesman 
and formerly was shoe factory supt. 
and salesmanager in both men’s and 
women’s shoes. Will take big reduc- 
tion in income to get off the road. 
Address D-932 care Boot and Shoe 
Recorder, 207 South St., Boston, Mass. 








Big City Salesman 


Able to style and sell shoes to large 
users. Have traveled and sold shoes 
from coast to coast. Address D-934, 
care Boot and Shoe Recorder, 127 
Duane St., New York, N. Y. 














LINE WANTED 


LINE! WANTED—Young man, with eight years’ 

retail experience, desires connection with manu- 

facturer or jobber of ny xp 3 novelties for Eastern 

Pennsylvania. Possess A cter, neat appear- 

ance and fine be Address D-924 care 

Boot and Shoe Recorder, 207 South St., Boston, 
ass. 








TO LET 


Te LET on the best locations i , South Reon 
for a shoe pane. Appl - At —94 Goodwin, 6 
North Main St., 





8S. Norw: 


Apply to Goldechmi Bros., Goldschmid Building, 
llth Ave. and 12th Street, Altoona, Pa 


FAMOUS GLASS 
FIXTURES 
Shown in Catalog 18 
Wood Fixtures 
Catalog No. 14 
Metal Fixtures 
Catalog No. 20 
Window Valances 
In Stock—Ask for Samples 
Window Rugs and Plush 
Write for Samples 


The Hecht Fixture Co. 
Medinah Bldg., Wells and Jackson, 





FOR SALE 


NEW YORK SHOW ROOM . 
| 70 West 36th Street Chicago 


Just East of Broadwa 








FoR SALE—Good paying shoe business in live 
Ohic railroad town situated in very 
agricultural district. Clean stock, inventory a 
$7,000. Reason for selling, retiring. Address D- 048 
care Sess and Shoe Recorder, 207 South St., 
Boston, Mass. 





WANTED TO PURCHASE 


CASH PAID 


for entire shoe stocks or surplus stocks of 
shoes or other merchandise. Any quan- 
tity. Prompt attention given. 


KIRSCH-BLACHER CO., Inc. 
293 Church St., New York, N.Y. 
Phone Canal 0679 














We buy quick and pay hishest cam 
holesale s' 


and w of shoes or 





BROOKLYN PURCHASING SYNDICATE 
610 Broadway, Brooklya 
Phone Stagg 1757 








PART OF DUANE STREET STORE TO 
SUBLET 


Wholesaler occupyingattractive store 
on Duane Street would be interested 
in renting part of space. Suitable to 
carry some stock. anufacturer of 
women’s shoes would find this an 
unusual, attractive proposition where 
their line would be we steady and 
permanent Sate. Address D-935 
care Boot and Shoe Recorder, 127Duane 
St., New Yo N. Y. 








HIGHEST CASH PRICES PAID 
ire shoe stocks. We also 











SHOE STORE NN 
CHAIRS 
SETTEES 





WINDOW DISPLAY FIXTURES 


The OSCAR ONKEN CO. 
1181 4th St. CINCINNATI, OHIO 











Milbradt Rolling 
Step Ladders 


are made in a great many 
styles to suit all kinds 
of stores and shelving. 
They will enable you to 
get along with less help, 
save the wear and tear 
on your shelving, and 
the a rance of 
our store. ipped sub- 
| to —— and sat- 





Write emi our latest cata- 

showing 18 styles of 
ladders as well as other 
store fixtures. 


Milbradt 
Manufacturing Co. 


—— 2416 No. 10th Street 
ST. LOUIS, MO. 











The subscription 
Hawaiian aod sade, Phaippine Tal 
El Salvador, via, 


Each issue copyrighted by 


Cable Address BOOTRECO 





ee et ones Shoe Recorder 


poe Islands, Alaska, . onde M exico, Costa 


ruguay, Spain, 





No Subscription Accepted for Less Than One Year 


Member of the Associated Dato Papers, Inc. Member 
the Boot and Shoe Recorder P’ 


the United Publishers Corporation 


is 7 4 a year in advance, which ~~ postage in she Snieot States, Cuba, 
min’ ‘epub onduras, Ni 
Balearic Islands and the Canary Islands. 


ion. Mi 
ne Uieiled Fe at the Pest Opies hee, abe ¢ Gadd Bae ym pe 


ISSUED EVERY SATURDAY AT 207 SOUTH STREET, BOSTON, saaee., U.S. A. 


Printed in U.S. A. 
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SPEAKING ABOUT SERVICE! 


During the year 1922, 98.9% of all orders 
received in our IN STOCK DEPARTMENT 
were shipped within 48 hours. 


Can you beat that for service? 





for your 
No. 76-—POCONO. Women’s K. Tan Eric approval 


Calf, Saddle Lace Oxford. Crepe Rubber 


Sole and Heel. 
B, C, D, 4 to 8 


It isn’t the question of “will 


Both of these two these sport oxfords be 
styles are made 


from 


SCHMIDT’S BOTH STYLES 


popular --- they are. 


K.ERIC CALF IN STOCK 


the famous leather These sport oxfords are 
for those who play and 


that has helped to also for those who don’t. 
make golf styles 
popular 


THE 


PBZ. 


Send your order 
No. 83—ESSEX. Men’s K. Tan Eric Calf, 


today 
Saddle Lace Oxford. Crepe Rubber Sole 


We'll do the rest. end Heel. 6 to 11 


M. A. PACKARD COMPANY 


BROCKTON, MASSACHUSETTS 


your mentioning the publication in lies to advertisements. 
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A Vital Point for the Reader 
of this Paper 

















ABP STANDARD No. 1 


‘*To consider FIRST the inter- 
est of the subscriber.”’ 























or member of The A B P Inc., of which this paper is one, has 
subscribed to this and mine other standards covering every 
department of publishing practice. The AB P label stands for all that 
is best in publishing; the things which make a business paper one of 
the essential working tools of the successful business or professional 


man. 


In interpreting Standard No. 1 the 
constitution bars from membership 
papers of free circulation, publica- 
tions which are owned directly or in- 
directly by an association or an ad- 
vertiser; and in the words of the 
constitution itself,—member papers 
“must not be organs or mouthpieces 
of any house or combination of 
houses to further its or their special 
interest as against the joint interest 
of the trade or class.” 


This assures you of a paper with- 
out prejudice or bias; one which 
must be independent of any consid- 
eration other than the common wel- 


fare of its field. 


Because such a paper must have a 
legitimate PAID circulation, its con- 
trol is wholly in the hands of the 


subscribers. ‘The subscribers deter- 
mine whether the paper shall live or 
die by giving or withholding their 
subscriptions. 


This is not true of the paper with a 
circulation controlled by the ones 
who issue it; which goes to you 
whether or not it is needed or want- 
ed. The obligation of such a paper 
necessarily is to its advertisers or 
whatever interests may be back of it. 


The A B P type of papef must earn 
and deserve your approval—you con- 
trol its circulation, its life. It must 
render you adequate service; it must 
fight your just battles; it must 
deal fairly with every factor with due 
regard to the rights of other factors. 
Enlightened selfishness justifies the 
fullest support of such a publication. 


Standard No. 1 is placed first because it TS first in our conception of 


publishing practice. 


Everything else is secondary to the main purpose 


of serving the subscriber wijh courage and unswerving fidelity 





HEADQUARTERS: 








THE ASSOCIATED BUSINESS PAPERS, Inc. 


JESSE H. NEAL, Executive Secretary 


220 WEST 42nd STREET 
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NEW YORK CITY 








THE WOMAN WHOSE PET HOBBY 
IS SMART FOOTWEAR IS THE 
FIRST CUSTOMER FOR FOX SLIP- 
PERS, PUMPS AND OXFORDS. 


FOX FOOTERY PERMITS HER TO 
GRATIFY HER DESIRE FOR VA- 
RIETY IN HIGH COLORS AND 
BLACK, AND IN KID AND SATIN 
WITHOUT PLACING TOO GREAT 
A STRAIN ON HER PURSE. 





ANY WOMAN WOULD LIKE TO 
BUY MORE THAN A SINGLE PAIR. 


CHARLES K. Fox, Inc, 
HaverHict, Mass., U.S. A. 


BOSTON: 54 LINCOLN ST New YORK: MARBRIDGE BLDG.. 
BROADWAY AND 34TH ST.. ROOM 632. CHICAGO: GREAT 
NORTHERN BUILDING 





el} ela » 
om 
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Vol. 83, No. 7. Published every week by the Boot and Shoe Recorder Publishing Company, 207 South St., Boston, Mass. 
Entered as second class matter April 15, 1922, at the Post Office at Boston, Mass., under the Act of Congress of March 3, 
1879. Subscription price, $5.00 a year. Printed in U. S. A. 
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—“—= Janners 


Levor Grain Kid 


Cabrettas 


Levor Grain Goat 
Chevrettes 


The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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<SUTETET ATT Shoe Shown by Courtesy of Ye, UMMM, 


=/€ Y 4 ANDREW GELLER ’ . 
G Ve Shoe Manufacturing Co. Inc. \, > : Li) 
Bice 





\S 


AUUUUUUUUUUUTUULUUELULUUEUTTAAN 


YO 








of VODE KID me 7 


Zh, 


NUT 





Color 38 
BLUE 








HAVLUUUUUTELUUUAALECAUEAALUTUHNY 





THE 
STANDARD 
— |B tiem aes 


sero 





Vode Kid 
Colors Comprise cA Leather of 


Red 


Blue Endless Style Possibilities 


Green 


White HE men who make an art of shoemaking, appre- 
Gray ciate the subtle charm of VODE KID colors, and 
Fawn their endless style possibilities. 








UUUUUUUCAMUUEAUTTEEEACUUUAAECEUANAUEANAUELEAMACUCUUCMACGAANTOUTHAAAE 


Havana Brown Their handiwork must always be authentic in every 
Camel detail, and VODE KID wholly satisfies their wants 
Golden Brown _leatherwise. 
Bronze Under their deft modeling, VODE KID produces 
“airy, light and many hued” shoes, in which the most 
critical customers delight. 


The Standard Kid Company | 


209 South Street :: Boston, Mass. 


Branches in New York, Philadelphia 
Cincinnati, Chicago and St. Louis 
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Summer Styles ”, Ready For 
For Women Mar Immediate 
In Stock Delivery 


The Whitest of White Goodyear Welts 
Here We Are Again With Our Whites 


ALL MADE OF WHITE “POLAR KLOTH”’ WITH WHITE IVORY WELTING 
AND ALL GOODYEAR WELTS. ALL CARRY WHITE ENAMELED HEELS 
WITH WHITE WINGFOOT TOPLIFTS 


$3.15 $3.00 


Stock No » BS 10—White “Polar Kloth” One Strap.¥On 
~ ate m Pumyr 9-8 Heel. Wide Toe. Width °B, Cand D. 
P 


83-8. Price Stock No. B501—White “Polar Kloth” Oxford. 9-8 Heel. 
Wide Toe. Widths B,C and D. Sizes 3-8. Price... .$3.00 


$3.15 


Steck No. B509—White “Polar Kloth” One 2 Som. One 
Button Pump. 14-8 seeel. Medium Toe. idths = B. - ; 
and D. Sizes 3-8. Pric ——— 
TERMS: Stock No. B500—White “Polar Kloth” Oxford. 14-8 Heel. 
Medium Toe. Widths B,C and D. Sizes 3-8. Price $3.00 
5% 10 Days 


Single Pair 
10c. Extra 


Write for 
Calalog of 24 
Other Styles 

Carried 

In Stock 


Stock No. B518—White “Polar Kloth” Stout An< J Stock No. B517—White “Polar Kloth” Stout Ankle. 
Oxford. Wide Full Toe. 12-8 Heel. Width EE. a Wide Full Toe. One Button, One,Strap Pump. 12-8 ¥ 
3%-9. Price Width EE. Sizes 34-9. Price $3 


SMITH SHOE COMPANY, Inc. 


MANUFACTURERS OF WOMEN’S GOODYEAR WELTS 
LYNN 266 BROAD STREET 
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EETURE ARCH 


























‘THE new scientifically correct arch support recom- 
mended by the Florsheim Shoe Company and to 
be had only in Florsheim Shoes for men. 


An exclusive feature built into any style, giving the 
wearer the refined appearance always found in The 
Florsheim Shoe, with the added comfort of a flexible- 
rigid arch. 


Gives rigid support to the arch under the weight 
of the body and still leaves the shoe flexible to ex- 
ercise the muscles when walking. Combines all arch 
support features. 


cAddress our Feeture cArch Department for further information 


The FLORSHEIM SHOE COMPANY 
Manufacturers - CHICAGO 


Look for Name in Shoe Ss 
\ 
| enn ae a 
_ 


; a a 
‘for icim ) _ [Siexibie | 
feel 





























ture Arch 
Gf “AD 
\Nxiste Rigin SHAN 


The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 








BOOT AND SHOE RECORDER 


May 5, 1923 





A Correction: 


The Boot and Shoe Recorder desires to correct an 
error which occurred in the Fred Rueping Leather Co. 
advertisement of April 21, in which appeared a heading 
with the words “Rueping’s Rue-Suede Sides.” This 
heading should have read: RUEPING’S RUE-SUEDE 
CALF. The corrected description follows: 








Rueping’s 
Rue-Suede Calf 


is something more than just a “‘suede.”’ It has 
a refinement of finish and mellowness of feel 
that stamp it as a leather par excellence— 
the leather to specify when ordering suede 
shoes. 


Representative manufacturers are now 
sampling these leathers for the fall trade. 


Ruepiug’s Rue-Suede Calf 


White Salmon Otter Brown 
Black Nude Mandalay 
Silver Grey Sand Hindu 
Aluminum Grey Bobolink Kangaroo Grey 
Scotch Grey Beige Nigger Brown 
Pearl Grey Stone Grey: Sand Brown 
Mule Grey Tobacco Brown Mignon 
Traprock Bamboo Comet 
Mouse Grey Snuff Brown Bitter Sweet 
Mole Grey Oakwood Zinnia Red 
Taupe Light Otter Killarney 
Hazel 


Color cards cheerfully furnished 
on request. 


Fred Rueping Leather Company 


Fond du Lac Wisconsin 


Branches: 


Boston; Cinci ti Milwaukee; St.Louis; New York; 
Chicago; Sant rancisco; Montreal; Northampton, England 
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IN STOCK STYLES 


Orders Shipped Same Day as Received 





The Best of 
Materials Are 
Used in These 

Shoes. 





B 0685 G $6.25 Bae P $5.75 
Net 30 days Net 30 days 


Women’s Medium Gray Delhi Calf Coronado Ox- Women! os —— Gray Delhi Calf One-Strap 
ford, Mouse Gray, Ooze Trim, Welt, Cumnock Last “Ee andal, Black Calf Trim, Welt, Cum- 
1% inch Military Heel with Rubber Top Lift. Lift. ast, 134 inch Cuban Heel with Rubber Top 
AAA 5% to 8 

AAS two8 ast Piws 

A 4% to8 A 4% to8 
sett ia! 
; > 3% to 8 


A Limited num- 
ber In Stock. 
Anticipate your 
requirements 
now. 


TEAM 








B 0619 E $5.75 B 0680 F $5.50 
Net 30 days Net 30 days 
Women’s Fog Gray Delhi Calf Quarter, Patent Women’s White Delhi Calf Quarter and Vamp, 
Vamp, One-Strap Valkyrie Pump, Welt, Cambridge One-Strap Pump, Welt, Cambridge Last, Imitation 
Last, Imitation Tip with Toe Poaskines, 1 Winch Tip with Toe Poadhines, 1% inch Wood Covered 
Wood Covered Cuban Heel. Cuban Heel. 
AAA 5% to 8 AAA 5% to 8 
AA 5 to8 A 
; 4% to9 
4 to 9 <4 
C 3%08 C 3%t08 


Note the Prices--Consider the High Quality of Utz & Dunn Shoes--Then Order. 


UTZ & DUNN CO. 
ROCHESTER «~ NEW YORK 


DENVER OFFICE NEW YORK OFFICE 
218pCharles Bidg., Denver, Colo. Bush Terminal Sales Building 
TIGER & McNUTT 130-132 West 42d St., Room 1521 
Representatives S. A. McOMBER, Representative 


>. 
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LOS ANGELES OFFICE 
709 Forrester Bldg., Los Angeles, Cal. 
G. C. McATEE, Representative 
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BOX-TOES 
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IT’S THE BEAUTY OF THE TOE THAT SELLS THE SHOE 


Vulco-Unit Box Toes reproduce and retain the beauty of the most stylish 
last. This is one reason why over 125,000,000 pairs are used annually 





THE GENUINE VULCO-UNIT BOX TOE IS MADE AND SOLD ONLY BY 


BYCKWITH MFG, CO. 


Largest Manufacturers of Box Toes in the World 
lll SUMMER STREET. BOSTON. 


Chicago G.W. KIBBY & CO. 4 } GEO.A.SPRINGMEIER CO. Cincinnati 
OSCAR E WRIGHT CO. f m6 St Louis 
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N Exclusive Model in Men’s Fine 

Shoes, combining style and com- 
fort. For seventy years Edwin Clapp 
Shoes have maintained their position 
of leadership through absolute de- 
pendability in manufacture and 
service. 


EDWIN CLAPP & SON, INC. 
EAST WEYMOUTH, MASS. 











“e¢ Stagger? 203 


TABLISHED 189° 
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o=N 
C.H.ALDEN CQ 


Us. 


An Alden Style 


that can be 
delivered promptly 


Made in 
Gallun’s No. 4, 
also Black, 
Ato D 








ONCENTRATION of our 
efforts has enabled us to offer 


that which the times and the trade 
require. 


ooo9d 9 


—best quality of Stock with our Standard of 
Workmanship, at prices lower than could 
have been accomplished in any other way. 


ooo9o 8 


We are also able to give quick deliveries on 
certain lines. But this is not in any way an 
in-stock proposition. 


C. H. ALDEN CO. 


FACTORY BOSTON OFFICE 
ABINGTON, MASS. 10 HIGH ST. 
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RANKLIN men’s Golf Stockings 

are aman’s stockings in looks and 

wear. Men instinctively choose 
them. They satisfy desire and need—and 
retail within the price-limit of most men. 


The Complete Franklin Line 
Women’s stockings and men’s half those in Wool and 
Silk-and-Wool;seamless and full fashioned; in solid colors, 
fancy and heather mixtures, with and without clocks. 
Men’s Wool and Silk-and-Wool Golf Hose. 
Boys’ and Girls’ Wool Golf Hose. 

Children’s Wool Hose in Black and Heathers. 
Leading Wholesalers Sell Franklin 
SULLOWAY MILLS, Franklin, N. H. 

E. M. Townsend & Co., Sole Agents 
345 Broadway, New York 
Boston Philadelphia Chicago 
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Distributing Houses 














Located at advantageous points assure quick and satisfactory delivery service to you. 














KREIDER Shoes for Young Folks sell rapidly. Stocks should be constantly replenished 
in double quick time. We are prepared to serve you so that you may have rapid turnover. 


Children’s Turns In Stock 











exe 


| 


WHA 
/ \ | mn, 5 - 
by Am Olle, 
WY LT 
” Pa NO eS, G) eo) 
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No, 24€—Patent One Bar, Turn Soles. 
Childs’, Spring Heel, 5-8. . . . 
Childs’, Spring Heel, 3-5 ... 


No. 231—Patent One Far,Gray Rhino Inlay, Turn No. 237—Patent One Bar, Mouse Inlay, Turn Sole. 
~~? . Childs’, Spring Heel, 84-11......... $1.85 
ae. spring see 8 ‘ell d Childs” Spring = ss8 : 
childs’, Spring Heel, 5 ¢ . childs’, Spri eel, 3- 
Childs’, Spring Heel, 3-5 a ae 
FOR FUTURE BUSINESS 


The child is your customer today and your prospect for repeat business. Aim to please 
the child by giving him what he wants. 


Posted Buyers Choose and Sell Kreider Shoes 


DAS Wraider Co. 


Manufacturers 
DISTRIBUTING HOUSES 


51 No. 3rd St., Philadelphia, Pa. 923 Penn Ave., Pittsburgh, Pa. 123 Duane 8t., New York, N. Y. 
1408 Washington Ave., St. Louis, Mo. 312-318 W. Monroe 8t., Chicago, IIl. 
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Corrective Footwear for Women 








Carried In Stock in Many Styles 
All Ready for Immediate Shipment 


You should feature this line in 
your stock for a steady and con- 
tinuous trade builder. 


No. 467. Price $4.25 
(Arch Suprort) 
Black Kid Melba One Strap, Imitation 
Tip, Welt 13-8 Rubber eae. Newport Last. 
A to 


No. 470. Price $4.00 
(Arch Support) , 
Black Kid Oxford, Kid Tip, Welt, 13-8 
Rubber Heel. Tremont = 
A to 


No. 477.—Price $3.95 
g kin, Melba, One na 
Peters White Reignskin Melba, No. 472. Price $4.00 - 
Strap, Stitch ang bog 13-8 Rubber Heel. (Flexible Arch) Black Kid Oxford, Kid Tip, Welt 
Newport Last. AA to D. 13-8 Rubber Heel. Tremont Last AAA to E 


Illustrated Catalog of All Styles Sent on Request 


Thomson-Crooker Shoe Co. 


18-26 Station{Street - - - Boston, Mass. 
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Men's 3-8” Heel 
Sizes 12 to 22, Ine. Men’s 7-8’; also 6-8” 
Whole Heel 
Sizes 4 to }}, Inc. 


Men's 4-8’’ Heel 
Sizes 4 to }}, Inc. 


Women's 3-8’ 
Cuban Heel 
_ Sizes 000 to 8, Inc. 


Children’s 5-16’" 
uvenile 
i Wedge Heel 
Sizes 0 to 5, Inc. 


Women's 
Special Cu 
Sizes 1, 3, 5, 


Misses’, Boy 
Youth’ « 
Gents’ 


‘s, 
Little 
4-8/’and5-8’ Cupped 

Heel 
3-8’ Junior Heel Sizes 00B to 4B, Inc. 


Sizes 9 to 12, Inc. 
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cA Type and Size 
for Every Shoe 


There’s a distinct advantage in having all the shoes you buy 
DRYDEN Heeled. This is a feature well worth bringing to the 
attention of your customers. It means full protection for you 
and full satisfaction for your trade on one of the most important 
elements of footwear service. 


Twenty-five years practical experience in Designing—Manu- 
facturing and Merchandising Rubber Heels guarantees Perfection 
in every detail of the DRYDEN DOUBLE WEAR. 


Note the many better class Shoe Manufacturers now attaching 
these Superior Heels. 


DRYDEN DOUBLE WEAR Heels are made in all sizes and 
styles for Men, Women and Children. 
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Two Shoes That 


For Mechanics, Car- 
penters and all 
Indoor Workers 


s fo 
last 


thion’” Insole ; 
, Sizes 6-12 Width D 


For Farmers and other 


Outdoor Workers 


No. eee ay ‘ola ~ _ " sper, ¢ ally 
tan nh ~? ~ = ns ad ~ yard “acids, 
. i fea 

12 


Co mfort 
No. 2837, ‘Wi ie c. Siz s & Ww: fdthe Da 
E, Sizes 5~12. 


No. 2837 Elk or No. 2830 Retan 
Price to the Trade 


$ 5 


i \ . SOLID OAK 


A ms a x TANNED I 
| Jae COUNTER 
WINGFOOT aA % ae: rn 
RUBBER HEEL Sg 


SOFT QUILTED 

WOOL CUSHION 
INSOLE WITH OAK 
TANNED LEATHER BASE 


SOLID OAK TANNED i 
OUTER SOLE "i 
STITCHED: THROUGH INNER SOLE 


AND FASTENED UNDERNEATH 


INSIDE CORK 
FILLING 
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Smash Sales Records 


Sensational sellers! Remark- 
able repeaters! Two shoes 
that have startled thou- 
sands of retailers with their 
unequalled, rapid rate of 
turnover. 


Filling the definite needs and desires of 
all your work-shoe trade—delivering 
such splendid foot comfort and service 
that they repeat almost without excep- 
tion—shoes made to sell and to serve— 
and fulfilling both aims. 


Note the exclusive, patented “‘Kwilted 
Cushion’”’—the only cushion insole that 
stays comfortable as long as the shoe 
is worn—built in so it is a permanent 
part of the shoe. It isa genuine com- 
fort feature that cannot be used by 
any other manufacturer. 


Order by mail—NOW—for 
at once delivery. Join the 
preferred list of dealers for 
whom these shoes are creat- 
ing permanent, profitable 
business. 


Mh 


Great Lakes Shoe Company 
Milwaukee, Wis. 


Stock 


2. 

Yo a? 
> a& 
“ZY 2asnaaae® 
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IF SHE TURNS YOUR SHOE OVER 


Just before she says, “I’ll take that pair,” she hesitates for 
a moment. She looks at the shoe on her foot, bends her toes 
critically. 

She picks up the mate, examines the leather and the 
stitching. 

Then she turns the shoe over, perhaps scarcely conscious 
of doing so. And her eye follows the line of the sole, the 
curve of the arch to the heel itself. 

If it is an Armstrong Circle A Heel it will add the last touch to the 
whole shoe. Designed as it is to contribute style and dignity to any 
shoe, the Armstrong Circle A Heel is rich in color, clean cut and well 


finished. 
You can specify Armstrong Circle A Heels on your several lines with 
the assurance that you are asking not only for the heel of quality 
materials, but also a heel that will contribute one more selling point to 
your shoes. 
ARMSTRONG CORK COMPANY 
Shoe Products Division 
LANCASTER vs = PA. Ona t card or on your letterhead draw 
an outline of your heel and specify color. Mail 


it to us, and we willsend you asample pair of 
heels so that you may test them on your own 


— ; 
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Black Kid Rest Cure Oxford 


$5.00 


IN STOCK AAA-E 


Write for new Spring Catalog showing latest La France Styles 


WILLIAMS, CLARK & CO. 


LYNN, MASS. 





The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 








BOOT AND SHOE RECORDER May 5, 1923 


$4.65 


IN STOCK NOW! 


B, C, D, Widths 
X—CFEFRY RED CALF, WHIP LAST, GABLE EDGE, WINGFOOT HEEL. 


[This advertisement is repeated by request] 


MARION SHOE CO. 
MARION, INDIANA 
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$4.65 
IN STOCK NOW! 


B, C, D, Widths 


11X—BLACK CALF, BLACK SEAL TOP, WHIP LAST, WINGFOOT HEEL. 
12X—TONY RED CALF, BROWN SEAL TOP, WHIP LAST, WINGFOOT HEEL. 


[This advertisement is repeated by request] 


MARION SHOE CO. 
MARION, INDIANA 





——— ke 


3] WESTERN QUALITY [E 
eo” 
S| EASTERN STYLE [E 
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Batirealls 
ASKELE 
Service Boot 


S. G. Buell, Leon, Kansas, says: 
“Your No. 1966 Haskell Boot is one of 
my best sellers in the oil field, often 
lasting six to eight months, which 
speaks well for it as oil is hard on 
shone. It has almost as neat appear- 
ance as a dress shoe.” 


IN STOCK—$6.00 


No. 1966—8-inch Blucher, Light 
Tan, 1967 Mahogany Full Grain 
Leather, Solid Leather Counters, 
Box-toes, Insoles, Heels, Out-soles; 
Full Grain, % Gussett, Fab inside 
Back Stay, Long Leather Outside 
Back Stay and best drill lining. 


No. 1978—Same, Moccasin Toe 
$6.50 
The correct height of this boot, with 
its style, makes it an ideal service boot 
for outdoor wear—for work or for 


tramping. 


Further details on request. 


Battreall Shoe Co. 


MANUFACTURERS 


ST.JOSEPH MO. 








Guests from 


FAR and NEAR 


T= ““Essex”’ register records the 
names of guests from far away 

Countries as well as nearby 
places. People return for the service 
that pleases, therefore the list of 
regular patrons constantly grows 
larger. Make the “‘Essex”’ your home 
while in Boston. P 


RATES ARE LOWER 
The Essex Hotei Co. 


J.J. McCarthy, Pres. T. A. McCarthy, Treas. 


oston, Mass 
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'Sheridan-Plaza 
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CHICAGO 


Sheridan Road at Wilson Avenue 
Uptown Chicago’s Most Favored Hotel 


For your greater comfort, on your next visit to 
Chicago, come to Hotel Sheridan-Plaza-on the 
famed North Shore. Convenient to bathing 
beaches, golf links, parks and bridle paths. In 
the center of a rich retail district where are 
some of the finest boot and shoe shops in 
Chicago. 


Whether on business or pleasure, for a week, 
month or year, not elsewhere can you find 
locationor accommodations better suited to your 
comfort and enjoyment. 


Five hundred rooms, each with private bath. 
Music and dancing evenings. In this hotel is 
one of Chicago's leading restaurants and the 
far-famed Narcissus Grill (cafeteria), patronized 
by thousands daily. 


Eighteen minutes from downtown; elevated express 
trains; surface cars; motor busses to and from _down- 
town, through Lincoln Park, stop at the door. Excep- 
tional garage accomodations. 


European pian. Excellent 
rooms with private bath, $3 a 
day and up. Reservations are 
advisable. 
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SNUGLERS 


Reg. U.'S. Pat. Off. 


There are three ways to extend winter profits 
in felts through spring and summer. First— 
feature the fast selling quality line of Snug-lers. 
Second—replace your missing numbers with 
smart new Snug-lers styles, one of which is 
shown above. Third—through effective win- 
dow and interior display identify your store 
with the best in felt footwear— Snug-lers. 


United States @ Rubber Company 

















No. 3125—Black Satin Turn, 15-8 Full 
Covered Spanish Heel. Widths AA-A-B-C. 
Not less than 12 pairs................ 
No. 3126—As above, 8-8 Covered Heel. ¢ 

Not less than 12 pairs................ $5. 


No. 3923—White Levor’s Kid, Hand Turned 
Sole, 8-8 Heel. Widths A-B-C. Not less 
OS ee 
No. 3919—As above, Black Satin. Widths 
A-B-C. Not less than 12 pairs... .... .$4.50 


No. 3925—Black Satin, Hand Turned, 8-8 
Covered Heel. Widths A-B-C. Not less 
GUN Se ED kk ns cocnchuweenscas ae 


$5.25 
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No. 3153—Black Satin, Red Paisley cloth 
quarter, with Red French cording, 14-8 


— heel, turn sole. Widths A-C. .. .$4.35 
o. 3902—Same style as above, all black 
errr SC 


The SEASON’S 
POPULAR 
NOVELTIES 


IN STOCK 


READY TO SHIP 
SEND FOR CATALOG 


White Kid, Black Sat- 
in, Red Paisley and 40 
IN STOCK Numbers. 


. . No. 3931—Black Satin, hand turn sole, 14-8 
A newspaper cut furnished junior Spanish heel. Widths A-C. .....$4.75 
free if desired, with 36-pair No. 3109—Same as above, 8-8 heel. Widths 
UO OOO GE. BD DEO BG ih occ ccciencdnnvecccetscessce ue 
number. 


Wire your order to insure 
quick delivery. 


ROGERS BROS. 
SHOE CO. 


59 Lincoln Street 
Boston - - Mass. 
Phone Liberty 0976 


Largest Women’s Specialty 
Shoe Wholesalers in 

New England No. 3306—Black Satin, imitation turn, black 

suede inlay, 15-8 full covered heel. Widths 

No. 3304—Same as above white Levor’s kid. 

, 0 Serer ere 


Pacific Coast Branch: 135 Bush Street 
San Francisco, Cal. 
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The retailer who meets his obligations promptly is invariably one who is 
alive to the advantages of concentration. Fewer lines result in cleaner stocks 








Perfect Fitting Oxfords 


in every size known to the shoe world 





Why buy “‘regular’’ widths from one house and ‘‘unusual’’ widths from another ? 








LENDER FOO A top grade glazed kid, whole quarter 
ARCH FITTER oxford built over a wonderful fitting com- 


TRADE MARK bination last with a medium recede toe 
that will never “die.” 


Oxfords as staple as “sugar in a grocery store,” 
shoes that can be sized in from week to week, in 
any size 
1 to 12 
all widths 
AAAA to EEE 


Like all W. B. Coon Co footwear they are care- 
fully made, of honest materials with quality units 
suchas ““Red-Line-In” linings, “Diamond” fast 
color eyelets, leather counters and boxes and 
B925—Black glazed kid oxford, a re-inforced steel shank that will satisfy the 
peuiecsted tn. 568 Genlietes woman who wants a shoe of more than ordinary 
Wingfoot foe Gudea wah strength through the arch, but one that will not 
Pere seme emg Pricey + Pm prove objectionable to the woman who simply 
ene thie Price — a good looking shoe that will fit and wear 
well. 
B926—Same as above in Havana 
Brown kid. Price 


From a Small Town in Pennsylvania 
P.S. It may be interesting to you; during the year 1922 we did a business on your shoes of about 
$2400. We carry a stock of about $400 showing a turnover of six times. This is a record we are 
proud of and we doubt very much if you have any other dealer on your books doing this. If there is 
we would like to know it. 
On a cost basis this dealer turned his stock of W.B. Coon Co shoes four times. An unusual turnover 


in a town of three thousand. In some of the larger communities certain dealers are turning W. B. Coon 








Co shoes once a month. 





Extra for large sizes 
Chicago Office 
506 Security Bldg. 
Chicago, Ill. ROCHESTER, N. Y. 10% and 11 


11% and 12.. 
A Catalog and Price List will be 
sent upon request 
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99% Welt Shoes 
70% Without Hobs 
93% Sizes 72-112 


Instructions 


Bids for these shoes will be opened on May 
16th, at the Office of the Quartermaster General, 
Room 2150, Munitions Bldg., Washington,D.C. 

Specifications and terms of sale may be ob- 
tained from any of the following addresses: 

Q. M. Supply Officer, Ist Ave. and 59th St., 
Brooklyn, N. Y. 

Q. M. Supply Officer, 1819 W. Pershing Rd., 
Chicago, Ill. 
¢ Q.M. Supply Officer, Ft. Mason, San Fran- 
cisco, Cal. 

Q. M. Supply Officer, Ft. Sam Houston, San 
Antonio, Tex. 


Details as to description, sizes, widths and 
quantities on hand have been compiled from the 
best information, and are approximately cor- 
rect, but no guarantee is given as to the exact- 
ness of the lists furnished. 5 

The Government reserves the right to reject 
any or all bids. 
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pairs of Trench Shoes 


Approximately 2,569,000 pairs of standard specification unused 
trench shoes are offered for sale by sealed bid on May 16th, “as is”’ 
and “where is.”” These shoes are at 14 depots and 80 army posts, as 
shown below. Bids may be made for the entire lot, or for the quan- 
tity at any specified point or points. 


DEPOTS 
Total 
Juantity 
New York, N. Y.. 90,061 
Schenectady, N. Y . .314,028 
Boston, Mass... 
Philadelphia, Pa... 
New Orleans, La.. 
Chicago, Ill 
St. Louis, Mo 
San Francisco, Cal 
Fort Bliss, Tex. ..... 
Ft. Sam Houston, T 
Jeffersonville, Ind. 
Columbus, Ohio. .... 
New Cumberland, Pa.. 
Washington, D. C.... 


Quantity 

Moultrie, S. C ‘ 542 
‘t. peGaee, ° a y 

t. Jay, N 

. Slocum, N Y 

*t. Screven, Ga... 

*t. Hancock, N. ; 

. Du Port, Del. ‘ 
Kcy West Barracks, Fla. 
Ft. Morgan, Ala... 
Plattsburg Barracks, N.Y 
Ft. Totten, N. 
Ft. Sheridan, Il. . 
Ft. Barrancas, Fla... 
Erie Proving Grounds, ‘Lac arne, Ohio 
Savanna Proving Grounds, ill 5 
Air. I. D., Fairfield, Ohio... 
Ft. Wadsworth, N. Y. 
Fr. W 
Ft. Washington, 
Washington Barracks, DV. C. 
Ft. Humphreys, Va 
Carlisle Barracks, Carlisle, Pa 
Camp Alfred Vail, N. 
Ft. Monroe, Va.. 
Madison Barracks, N. Y. 
Ft. Andrews, Mass. 
Ft. Adams, R. I. 
Coast Defences of L. e Sound 
Watervliet Arsenal, N. Y...... 





Ft. Rodman, Mass 

Ft. Strong, Mass... 

Ft. Williams, Me 

Camp Devens, Mass 
Watertpwn Arsenal, Mass.. 
Rock Island —- Ill 

Front Royal, 

Ft. McPherson, “Ga. 

Ft. Caswell, N. C 

Scott Field, Belleville, Ill 

Ft. Benjamin Harrison, Ind 
Ft. Brady, Mich 

Camp Jackson, S. Cc. 

Kelly Field, Tex 

Ft. Ringgold, Tex. 

Camp Normoyle, Tex.. 

Ft. Reno, Okla....... 

Ft. Brown, Tex. 

Ft. Clark, Tex.. 

Nogales, Ariz. 

Ft. Sam Houston, ‘Tex. (Post) 
Jefferson Barracks, Mo 

Camp Holabird, Baltimore, Md. 
Aberdeen Proving Grounds, Md. . 
Curtis Bay, Md. . 

Frankford Arsenal, |, Philadelphia, Pa. 
Ft. Porter, N. , 

Ft. Howard, Ind. 

Camp Eustis, Va.... 

Ft. Thomas, Ky 

Langley Field, Hampton, Va 
Ft. Ontario, N. 

Raritan Arsenal, Metuchen, N. J 
Hot Springs, Ark 

AS Bragg, N. C 

Ft. Hamilton, N. Y 

| Se pe Arsenal, Cal... 

Keogh, Montana 
ae General ain San Francisco... 
Ft. Ward, Washington. . ; 
Ft. Stevens, TS 
Presidio of San Francisco, Ci 
Rockwell Field, California. . 

Ft. Worden, Washington. .. ” 
Presidio of Monterey, California 
Ft. Winfield Scott, California. . 
Vancouver Barracks, Washington. 
Mitchell Field, Long Island, 

Ft. Oglethorpe, Georgia. .. 

Ft. Benning, Georgia 

Ft. Logan, Colorado. . 


Total 
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The Pharoah 


Fashioned 
by 


BRAUER 


Smartly styled and correct in every detail, 
characteristic of Brauer’s craftsmanship 


To Order in All Combinations 





FIVE WEEKS’ DELIVERY 


BRAUER BROS. SHOE. @. °G'?A'* 


Fashioners of Women’s Novelty 
Welts and Turns 




















Note the Screw Top 
Cover. No Leakage. 


READY NOW 
For 
Your White-Shoe Trade 


The reputation built in years past by Liquid Blanco is today a 
valuable merchandising asset to retail shoe merchants. The 


name “Blanco”’ is signal of the best white shoe cleaner available. 


for cleaning white 











There is also much demand for the well-known cake dressing 
in white. This product is also made in khaki and web colors. 


LAING-HARRAR & CHAMBERLIN 


Sole Agents for the U.S. A. 
PHILADELPHIA - - PENNSYLVANIA 
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POPULAR STYLES 


To Retail at $5 and $6 


Good practical styles—perfect fitting lasts and patterns—good 
shoemaking! That’s the story behind this well known line. 





Model shown in. design is 
our Russian Calf Oxford 
on 127 last —a neat, square 
toe effect. 








tf 
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: " : No. 529—Barnet’s Sunset Calf Oxford—Van Ruba 
No. 514 - Black Eric Calt Blucher-Oxford. 124 Last . 
8-8 Rubber Heel, Permanent Crease Up Vamp. Tip, Saddle and Back Stay, 124 Last, 8-8 Rubber 


eel. 


LULU UL EA 


JOHNSON BROS. SHOE MFG. CO. 


HALLOWELL MAINE 





Ad) 
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Felt and Satin 
Slippers 


for 


men, women and children. Bedroom and House 
slippers in a wide variety of styles and prices. 


Frank H. Pfeiffer Co., Inc., 


24 Washington Sq. Worcester, Mass. 


=“ 


High Grade Felt 
Slippers 


A complete line for up-to-date merchants. Felt 
slippers for the whole family. 


LIND SHOE & SLIPPER CO. 


106-108 GOLD STREET WORCESTER, MASS. 


Boston Office: 82 Lincoln Street 


Bae 


+) 











The accompanying panels show a num- 
ber of felt slipper models which are 
typical of the product of Worcester 
Manufacturers. 


These merely suggest the wide variety 
of selection offered to shoe buyers in 


~ the home of the Felt Slipper Industry. 


Any requirement in this line can be 
filled in Worcester—and filled with a 
greater certainty of value of satisfaction 
to the buyer than in any other market 
in the world. 


Buy Felt Slippers in Worcester. 


High Grade Felt 
and Quilted 

















Satin Slippers in the lar colors and styles. Also 
—— soft soles in ‘ae and black, in kid and 
cabretta, 


NEW ENGLAND SLIPPER CO., 


140 Green Street, Worcester, Mass. 


— a 
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Nationally Advertised 
“UNICO” 


felt oSippers 


A complete line 


Manufacturers of felt slippers for men, women,: 
misses and children. 


Outing Shoe Co., Worcester, Mass. 
Boston Office: 530 Atlantic Ave. 


Wellipucl Poot Nan 


This trade name covers our complete line of brocade 
and kid soft soles. A wide variety to select from of 
finest quality and workmanship. 


WORCESTER FELT GOODS CO. 
47 HERMON STREET, WORCESTER: MASS. 


Sales Manager—Martin H. Strauss 
Boston Office: 113 Lincoln Street, Rooms 606-607 


ee 







































































REG. U.S. PAT OFF. 


Groco felt slippers are made in a wide variety of 
styles and colors. First class material and workman- 
ship. Write for catalogue. 


C. A. GROSVENOR SHOE CO. 
70 CENTRAL STREET, WORCESTER MASS. 
Boston Office: 139 Lincoln Street 


The House of Quality 
Service and Price 


We manufacture a wide assortment of soft sole felt 
slippers for men and women—all colors. 


National Felt Slipper Co., Inc., 


Factory and Office 
8 Beach Street, Worcester, Mass. 
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Why not please 
the person who buys your shoe ? 


Style is 75% of a sale. An overwhelming majority of 
the retail trade sell most of their shoés on looks—backed 
always, of course, by a general belief in the responsibility of 
the house. 


You have only to consider the recent drive in the so- 
called “flapper” shoe. What was it sold on? Material? 
Maker’s name? Branded goods? No! Style alone stimu- 
lated the demand. 


West Virginia Fibre furnishes the best replacement for 
counter and inner sole. No exceptions to its being the best. 
It will resist water, wear longer and cost less than the ordi- 
nary leather employed. Why not consult the needs of the 
people who buy your shoes? The greater durability of West 
Virginia will give them longer wear and better service. The 
saving can be put into more “style,” where it will show for 
more and please better. The result will be greater satisfac- 
tion, more “repeat”’ orders, faster sales—better business. 


In the present condition of the shoe trade this is worth 
thinking over. 
Pulp Products Dept. 


West Virginia Pulp & Paper Company 


200 Fifth Avenue 732 Sherman Street 

New York, N. Y. Chicago, IIl. 
West Virginia Fibre resists water longer than leather or any of its substitutes. After 
thorough soaking West Virginia Fibre has three times the tensile strength of leather 
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HANNAHSONG 


Canvas and Satin 
Fabric Novelties 
Ju Stock-In Slyle 





B864 $3.25 


BS864 Black Satin with Suede Two Button One Strap, 
Side Cut outs), Leniegtion w turn, awe a. Leute hoot, widths 
B to D. code “Pep”..... .. $3.25 


% 


B830 $3.15 


B830 Black Satin Two Button One Strap, suede trim- 
$3.15 


med, imitation turn, Bto D, code “Rainbow”’.. 


me 


B786 $3.10 


B786 Black Satin Wide One Strap, 9/8 Flapper Heel, 
rhinestone button, genuine turn, leather lined, widths, 
B to D code “Clover”... $3. 10 


B776 As above except imitation turn code “Edna” 
$2.75 


B859 $3.85 


BS8S59 Black Satin One Strap, Suede Collar and Cut 
Out Tongue Turn, 15/8 Full Louis Heel, widths A to D 
Code ““Madlyn” $3.85 


B861 Same as above except imitation turn, ar Cuban 
heel, three cut-outs, B to D, code “Sylvia’’.. 3.15 


B774 $2.85 


B774 Black Satin Ore Strap, brocade quarter, 9/8 
heel, leather lined, imitation turn, widths B to D, code 
$2.85 


B720 $3.85 


B720 Black Satin, Fan Flare Tongue, Metal Orna- 
ment, Genuine Turn, 16-8 Full Louis heel, widths A to 
D, code “Pan” $3.85 
B730 Same as above except, 
code ‘Pat’ 
B833 Same as above except 14/8 Jr. 
“Eleanor” 
BS834 Same as above except 16/8 Half Louis hee! 
code “Ellen” $3.60 
B835 Same as above except 12/8 Baby Louis heel, 
code “Lorrey” $3.60 
B836 Same as above except 12/8 Military heel, code 
“Sully” $3. 60 


14-8 Full Louis heel, 
$3.85 

Louis heel,”"code 
$3.60 


HANNAHSON 


HAVERHILL, MASS. 


B800 $3.15 


B8OO White Satin One Strap,. leather lined 14-8 Louis 
heel, widths B to D, code * .- $3.15 


*Helen” 


B805 $3.25 


B8OS5 White Satin Brocaded One Strap Pump. Leather 


Lined, 14/8 Louis Heel, widths B to D, code “Vera” 
$3.25 


B782 $3.75 


B782 Black Satin One Strap, Steel Beaded Vamp and 
Strap, Genuine turn, 16/8 Full Louis heel, widths A to 
D, code “Becky” $3.75 


B742 $2.15 


B74 2Black Satin One Strap, Button, 9/8 Heel, Black 
Drill lined, Imitation turn, widths Cto D, code “Inda’ 


$2.15 





B595 $2.35 


B595 White Whipcord One Strap, 
White Kid Trimmed, Side Cutouts, Imitation turn 
Cuban heel, widths B to D, code ‘Pola’ $2. 


Two Button, 
12/8 
35 


B582 $1.85 


BS82 White Canvas Patent Trimmed One Strap, two 
button, imitation turn, 9/8 heel, widths B to D, code 

“Enid” $1.85 
B580 Same as above except with 12/8 Cuban heel, 
codef*Thelma’ $1.85 


B650 $2.35 


B650 White Whipcord One Strap, Genuine Turn, 


14/8 Ts Full Louis heel, widths A to D, code 
“Ett $2.35 


B527 $2.15 


BS27 White Whipcord One Strap, Arnold Welt, 9/8 
ibe heel, imitation corded tip, widths B to 2: code 


FANNAHSONS, 





B365 $1.60 


B365 White Canvas Two Button One Strap, 12-8 Cub- 
an heel, imit. turn, widths B to D, code “Grace $1.60 


B252 $4.00 


B252 Levor’s White Washable Kid One Strap, 
genuine turn, leather lined, covered 12/8 Cuban heel, 
B to D, code “Buddy” 

B250 As above except with 15/8 Full Louis heel, 
A to C, code “Billie $4.25 


B576 $1.85 


B 576White Canvas One Strap, Patent checker board 
trimmed, Imitation turn, 12/8 Cuban heel, Te tod 


code “Erato” 


BS560 $1.60 


B 560White Canvas One Strap, ,, imitation turn, 9-8 

Military heel, widths B to D, code “Dandy”... $1.60 

B6S58 As above except genuine turn, ents * “Clyde”’ 
$2.00 


B210 $3.50 


B210 Levor’s White Washable Kid One Strap, 
imitation turn, leather lined, covered 9/8 heel, B to 
D, code “Trixie” $3.50 





B565 $1.60 


B565 White Canvas One Strap Buckle Pump, 9/8 
Military heel, imit. turn, widths B to D, code ““Queen’ 

B657 As above except genuine turn, 9/8 Military heel, 
A to D, code “Chic’ $2.00 


HAVERHILL, MASS. 


OE i em SON 











Fashionable and Profitable 
ra 


HANNAHSONS styles truly° reflect the mode 
of the moment. Intimately and constantly in 
touch with style centers, HANNAHSONS de- 
signers are always in step with style tendencies 
and quickly? develop models which are fine fit- 
ting, as well as fashionable. 


Underneath the attractive outward appearance 
is the established, dependable quality of HAN- 
NAHSONS footwear. It is this quality which 
makes for service and for the complete satisfac- 


tion of the man who sells HANNAHSONS 


shoes—and for the woman who wears them. 


eNot alone do HANNAHSONS shoes provide 
an attractive profit margin but they are unusu- 
ally profitable because of their turnover qualities 
and availability? from stock in sizes, dozens or 


cases. 


Join the thousands of prosperous merchants who 


are merchandising}|’ HANNAHSONS Fashion- 


able F@twear with extra profits. 


HANNAH SON 


HAVERHILL, MASS. 





















































BOOT AND SHOE RECORDER 


May 5, 1923 





Donkey 





GENERAL REPRESENTATIVES FOR 


Colt 


a 


Everything you can ask 


for in Patent Leather 


S style becomes a more im- 
portant factor in shoes, the 
call for patent leather shows steady 
increase. 
Next Fall will be another great 
patent leather season, unless all 
present signs fail. 


And those signs are the most 
definite we have ever known. 


No leather requires more careful 
selection than patent. 


Careless or indiscriminate accept- 
ance of any leather, so long as it is 
shiny, often costs thousands of 
dollars in your customers’ lost 
confidence. 


DONKEY COLT has always been 
a highly standardized patent 
leather. 


As such, it will repay your spec- 
ification. 


TOLMAN, DOW & CO., Inc., 
174 Lincoln Street, Boston, Mass. 


drew St. 202 E. 7th St. 


CONTINENTAL EUROPE— 





Rochester, N. Y. Cincinnati, Ohio Greater, N.Y. St. Louis, 
Mr. Charles L. Kirk Mohr-Holters Sales Co. New Castle Leather Co. T. M. Fitzgerald & 
22 An 100 Gold St. 1602 Locust St. 


NEW CASTLE LEATHER CO.— 
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IN STOCK NOW! 





STOC K No. 4732 


Black or Tan “Mello” Calf 
Ozford (Pickwick Last) 
Carried in Stock 
B, C and D widths, sizes 6-10 


Price $4.25 Net 30 Days 


OGDEN SHOE COMPANY Niitausts 























ALWAYS IN STOCK | 


We specialize in women’s 
hand turned comfort shoes 
for the house or for the 
street. We have thirty styles 
carried in stock. 


No. 2012—KID SANDAL, om toe, 12-8 No. 209 — KID SANDAL, medium toe, 12-8 
rubber heel. B,C, D and E... $2.10 rubber heel. B,C, D and 'E $2.00 


H. K. GARDINER COMPANY 
PITTSFIELD, NEW HAMPSHIRE 


Boston Sample Room 134 Lincoln Street 
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TRADE 


Turn-style- 
Welt-wear- 


Wilson-sewed! 


UNDAMENTAL improvements 

in shoemaking give Wilson Sewed 
shoes unsurpassed and exclusive selling 
features—everything of style and 
material that may be put into any 
shoe—plus the inherent advantages 
of the Wilson process. 


Weight for weight, grade for grade, 
and dollar for dollar—regardless of 
who makes them—Wilson Sewed shoes 
are more durable, dependable, and 
better to sell than any light, airy 
style-shoes the same factory might 
make by the older ‘Turn or McKay 
methods. 


Any responsible shoe manufacturer 
will be granted a license to make for 
you better footwear for women— 
light, flexible, tackless Wilson Sewed 
shoes, free from slack linings, soft 
toe-boxes, and trouble. 


A score of famous factories make 
them now. 


Ask the next shoe traveler 
to show you a sample 
Wilson Sewed 
shoe. 


WILCQON rk 
EWED 


Stampt on the Sole 


DP 








To Manufacturers 


USMC Machines and Service 
are guaranteed to | 
all Wilson Sewed Licensees 

















Address all Inquiries 


Wilson Process Incorporated 


Canadian Pacific Building 


City of New York 

















“Will you have _parrot-colored 
shoes—or have you any other 
preference?”’ asked Cerno, the shoe- 


maker. 
+ 


Parrot-colored shoes, forsoothl! 
Green, yellow, red, and blue! Sounds 
as up-to-date as Fifth Avenue, 
doesn’t it? But no, the so-called 
millinery footwear problems are not 
so modern. That remark dates back 
quite a few fashionable generations 
more than 2000 years. 

+ 
Cerno was the shoemaker in one of 
Aristophanes’ plays of about 414 
B.C.—and I might add that he 
“‘made his sale.”’ 

+ 
But he had more than parrot-colors 
and parrot sales-talk to offer. He 
had a reputation. It had been said 
of him that in his art he was 
unerring, that his handiwork com~ 
pared with that of the goddess 
Athena, and that his shoes were 
“an enchantment to the senses.” 

+ 
In other words, his “‘latest patterns”’ 
were never freakish, his shoemaking 
was durable, dependable, and well 
finished, and his shoes were delight- 
ful to the eye and unusually comfort- 
able to the foot. 

+ 
Ah, if Cerno were at work today, 
his factory would be making Wilson 
Sewed. To all the age-old 
attractions of style and craftsman- 
ship, he would have added the 
new Wilson Sewed improvements. 
Leaders on three continents make 
Wilson Sewed. 

+ 
Hark to Hanger, Chattaway & Smith, 
famous shoe manufacturers of Leices- 
ter! This firm says that Wilson 
Sewed shoes in England “have grad- 
ually gained favour, and are today 
acknowledged to represent the premier 
system of light shoemaking.” 

+ 
For the benefit of your business, 
find out why. Ask any traveler. 
Ask anyone why Wilson Sewed 
gives better service-and-selling 
results than McKay or Turn. Ask 
me, if you like. I'll mail you 
Booklet B, photographs and all, 
post-free and post-haste. H. L. A. 
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New High Colors 


are now available in 


WEILDA 


Don’t Say Suede—Say “WEILDA” 





Bright colors are the favored 
ones --- especially for combi- 
nations in sport shoes. 


They are ready for you in 
the favorite fashion leather-- 
WEILDA CALF. 





‘‘Lawrence Leathers 
are 
Reliable Leathers” 











BOOT AND SHOE RECORDER 


Red - Green 
Blue - Orchid 


| Sunflower 


CALE 


You will see nothing so beau- 
tiful in colored leather as 


these new WEILDA shades. 


And the velvety softness of 
the leather completes an at- 
traction that few women can 
resist. 





————____—_ 











A. C. LAWRENCE LEATHER CO. 


210 SOUTH STREET, BOSTON, MASS. 


New York icago Philadelphia Gloversville Rochester 
i Milwaukee St. Louis 
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An Expressive Leather 


ACE CALF, “the expressive 
leather,” has an inimitable glow 
to its coloring, and “‘a Mellow as 
Moonlight feel,”’ that clothes the 
shoe made from it in a quality 


atmosphere. 


J. S. BARNET & SONS, Inc. 


Tanneries Salesrooms, 75 South St. 
LYNN, MASS., U.S.A BOSTON, MASS., U.S. A. 


CABLE ADDRESS ‘*‘TENRAB" 


} 
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nirued His Stock ) 
(el mt 


(ur SPECIAL MERCHANDISING 
PLAN WAS PROBABLY ONLY ONE 
REASON WHYA CUSTOMER WHO 
PURCHASED MORE THAN 30, 
000 PAIRS OF WALK-CROFT 
SHOES LAST YEAR TURNED 
HIS STOCK BETTER THAN 
ONCE A MONTH. 


Walk-G: 


~SMART SHOES FOR WOMEN ARE MADE BY 


BANCROFT WALKER COMPANY 
AT THEIR FACTORY IN BOSTON. 
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Get Them Today! 


THESE WOBST COMFORT 
LEADERS ATTRACT VOLUME 
BUSINESS ON PRICE AND 
REPEAT BUSINESS ON 
QUALITY. 


No. 600 


Genuine Black Glazed Kid Comfort Strap Slippers with Leather 
Insoles and 9-8 Rubber Heels. One width —- anybody. 
Sizes, 24 to 8 $1.65 
No. 601—Two-strap, same as above. Sizes, 214. to 8. 13- 8 Rubber 
Heel, D and E width $1. 


a IN STOCK 
G ion wl 7 “y- ~ Glas ze os , be = a Sate 2 Leather —_ FOR 
Neg vin IMMEDIATE SHIPMENT 


No. 606—Same as above, 13-8 Rubber Heel. D and E width. 
Sizes, 2'» to Y $2.10 






































WOBST SHOE COMPANY 























411-415 VLIET ST. - MILWAUKEE, WIS. 











RUSSELL’S 
IKE WALTON 


of Chocolate Chrome with 
Double Vamp and Outer 
Sole of ‘‘Maple Pac.” 


FISHING— HIKING— OUTING 
SEASON WILL SOON BE HERE 


Be sure.to have a good supply of RUSSELL’S OUTING 
FOOTWEAR on hand to meet the Spring and Summer demand 
which this year bids fair to be bigger than ever. 


Send for Catalog and Dealer’s Price 
W. C. RUSSELL MOCCASIN CO. 


Berlin - - Wisconsin 
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Is this the way you do it? 


Customer: “] want a pair of good rubbers.” 
Salesman: “Then you want the genuine 


Goodyear Gold Seal — it’s known to be the 
finest rubber footwear made. Here’s a pair 
your size— see how strong the rubber is? It 
will outlast three ordinary pairs of rubbers. 
And it costs less per mile of wear than any 
other rubbers you can buy!” 


Customer: “Sold.” 


Results—More profit—easier, quicker sales 
— and SATISFIED customers. 





If these are the results you want, write the 
nearest Goodyear branch office and ask 
about the Gold Seal agency proposition. 


The Original and Only Genuine 


GOODYEAR 
RUBBER CO. 


Gen’l Offices, 787-9 Broadway, New York 


Branch Service Offices: 


Milwaukee, Wis., 380-2 East Water St. St.Louis, Mo., 1103 Washington Ave. 
St. Paul, Minn., 371-7 Sibley St. Portland, Ore., 61-7 Fourth St. 
Kansas City, Mo., 807 Baltimore Ave. San Francisco, Cal., 539 Mission St. 


Founded 1853 
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Specialize! 
Then Concentrate ! 


COMPANY 











Would you hunt big game with buck shot? 
Not by a long shot! You specialize on your am- 
munition, and then concentrate on one or two 
shots. 


Why use buckshot in your shoe business? Why 
not select the best obtainable men’s and boys’ line, 
the best women’s and girls’ line, the best children’s 
line? Then you will “bring down” big business 
all the time. 


We do not pretend to offer you anything in the line 
of women’s, girls’ and children’s lines—that’s not 
our specialty, but we do offer you an unequalled 
‘line of Popular-Priced Men's and Boys’ Welts 
“made everypart Solid Leather.” You know that 
we are right. The inspection of our samples will 
strengthen your resolution. 


ia 
mf J. W. CARTER & CO. 


SPECIALTY MANUFACTURERS OF 
Men’s and Boys’ 
] |, Goodyear Welt Dress Shoes Popularly Priced 


oD sli Hin: Bi | NASHVILLE, TENNESSEE 














Ap 
wei 


Our salesman will call without obligation on your part. Write or wire. 














MADE everypart 
SOLID LEATHER 











| Jounaway Last 


No. 90—Runaway Last, Spanish Red Calf, fitted three 
rows close, black, red, black. Flat Eyelets, Leather 
Lined Quarters, Leather Heel Pads, Goodrich Rubber 
Heels, Extension Sole, stitched one row white one row 
red. ‘Widths B, C, D. Price $3.85, Less 4% 20 Days 
Same pattern can be had in Gun Metal Calf with white 
stitching. Same pattern in Hazel Brown Calf stitched 
white, orange, white. Sole stitched orange, white. 
Write for Illustrated Price List. Shipped via “Carter 
Express” at freight rate. Carter pays the difference. 
Next open date of delivery for orders booked immedi- 
ately, May 15th. 
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Summer with its vacationists will be here before you know 
it. Many far sighted dealers have ordered in their Daniel 
Green Comfys for June list, and earlier, knowing that 
there is a ready sale for them right now. 


Don’t forget the extra sales that can be made through dis- 
playing the dainty creations in Daniel Green Boudoirs. 


Every man, woman and child that goes away this Summer 
is a prospective purchaser of something in our ‘line. 


Take advantage of this sales opportunity by having a 
full stock of our various slippers, and keep them before 
the public eye. 


MMM PE CC 


They already know the quality. 
Did you get the new catalog? 


Daniel Green Felt Shoe Company 
Dolgeville, N. Y. 


New York Sales Office Chicago Sales Office Boston Sales Office 
116 East 13th St. 189 West Madison St. 10 High Street 


Daniel Green). 
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ai ONEST, high- 
‘Honest is grade sole ve 


ole isn’t necessarily pretty, or light 


Leqther | in color. 


OFT, pure Acid bleaching may make a good 
water Is a par- looking sole, but the “wear” it 


ticularly impor- 
tant asset in a sole takes out of the leather often comes back to 


leather tannery. plague you in customer complaint. 





We are especially 
fortunate in the nat- 


ally soft and pure pa 
eo. the Ashland Al ASHLAND LEATHER CO. 


Plant. 
ant BOSTON + CHICAGO - ST.LOUIS 








Gun Metal Calf, 
No. 99 —— Oseets 
Sport t ingle 
Sole, Half Wingfoot 
Rubber Heel. 


EBER UNION 

MADE SHOES 
do not cease their influence 
with the first sale. 


Their inbuilt value and always 
correct style rarely fail to 
make many more sales to the 
man who tries them 


$5 to $8 at retail. 


MA Deo) On alo 0. 4 Ole mel s & OF Omm O OF 


1328 Broadway, Marbridge Bldg. NORTH ADAMS.MASS 


New York Office, H. HARRIS, 
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CHIPPEWA 


Good Boots Mean Good Customers 


No. 200—Men’s 6-inch Chocolate Waterproof Chippewa Chrome. 
Goodyear Welt unlined. Double Sole Chromeliner, two-row stitching. 
In stock D only . $3.35 





No. 534— Women’s 15-inch Chocolate Waterproof Chippew a Chrome 
Hand-sewed vamp, Goodyear Welt unlined. Single sole. In stock 
C and D only $7.00 


. 533—Same as above—12 inch. In stock C and D only 
» as above—l2 inch. California Calf only 
. 554—Same as above—15 inch. California Calf only 
. 593—Same as above—12 inch. Chocolate Elk 
. 594—-Same as above—15 inch. Chocolate Elk 





No. 574—Men's 16-inch Chocolate Wa f Chi 
Goodyear Welt, Hand-sewed Vamp. Single Sole. 

In stock C, D and E only 

No. 573—Same as above—12 inch. In Chocolate only 
No. 571—Same as above— 8 inch. In Chocolate only 





No. 584—Men’'s 16-inch B. D. Eisendrath’s Waterproof Paris City 
Veal. Goodyear Welt Hand-sewed Vamp and Quarter. Single Sole. 
Widths A to E. In stock C, D and E only $il 
No. 583—Same as above—12 inch 


There’s nobody quite so particular about the fit 
and comfort of a hiking or hunting boot as the 
man or woman who regularly puts them to their 
intended use. 


Hand sewn—by expert boot makers—over spe- 
cially designed lasts THE ORIGINAL CHIPPE- 
WAS will find friends and favor with your cus- 
tomers. They will build a new and pleasing class 
of trade for you. 

Just as the “‘class’”’ of customers vary—so does the “‘class”’ 


of hiking footwear lift one line above another—and the 
hand-sewed boot will always be superior. 


Our hand sewing is made in such a manner not to require 
a vamp lining to protect the foot from water or dust. 


A post-card will bring an Original Chippewa salesman ora 
catalogue—write today. 


pr ped for ORIGINAL CHIPPEWA trade mark on bottom 
of each s 


CHIPPEWA SHOE MFG. CO. 


CHIPPEWA FALLS WISCONSIN 
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A common-sense evidence — on 
quality footwear that the 
shoes are made for the weafer’s 


convenience 
Shoe Lacing Hooks 
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STICKLES 


utdoor Girl 


TRADE MARK 
REG.US. PAT. OFF. 


HIKING FOOTWEAR 


NATIONAL TRAVEL AND OUTDOOR LIFE 
HIKING -- CAMPING -- TOURING 

MORE POPULAR THAN EVER 
Hiking Boots and Oxfords complete the outing equipment with 


comfort few, realize. 


The uppers are made of soft elk stock, a 


full grain leather that is serviceable. Patterns that fit snugly— 
lasts that are designed especially for OUTDOOR GIRL Foot- 
wear to give the maximum comfort. 


HIGH CUT 
OR 
LOW CUTS 


No.9964—14 inch Choc. Elk. Hiking Boot 
Cap toe Box toe Blucher. Oak Sole 
In Stock Ato D. Sizes2%to9. Price. .$6.25 


No. 9973—A 14 inch Khaki Elk with Kid 
Lined Vamps same style as above illustration. 


In Stock, A to D, Sizes 2% to 9. Price. .. $7.50 


No. 9524—Choc. Elk Hiking Oxford. Moccasin 
Hand sewed vamp. Oak Bend Sole Sizes 24% 
to8. AtoD. Price... ......++++++ ++ -G425 
No. 9523—Khaki Elk Bluch. Oxf. ‘ Gusset 
Oak Bend Sole Cap Toe Box Toe. Sizes 24% 
to 8.AtoD. Price... ......-000++++ +. $4.50 


THE L. D. STICKLES SHOE CO. 


MANUFACTURERS 


RED WING oe 


2 MINNESOTA 
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Quan tity, yes-but quality 


Step into any department store, 
large clothing shop, drygoods or general 
store that is selling War Department 
surplus wearing apparel, textiles and 
general merchandise, and examine the 
quality of the commodities displayed. 

Look into the department store ad- 
vertising pages of the metropolitan 
dailies and see what stress is being laid 
on the quality of the merchandise be- 
ing offered to the public today. 

Check up on these two statements 
and the results will astound you. 

Little emphasis has been laid on the 
quality of War Department commod- 
ities in the past, due to the fact that 
large amounts of the higher grade mer- 
chandise were withdrawn by the Army 
for equipping and outfitting a contem- 
plated large reserve force of officers and 


enlisted men. With the reduction of 
this reserve to a minimum, these huge 
stocks of high grade merchandise have 
been made available as surplus. The 
higher the quality, the better your 
prices. 


Much of this surplus is available in early 
sales, a list of which appears in the panel af 
this advertisement. There is a catalog for each 
sale, and buyers for clothing, drygoods, hard- 
ware, sporting goods and department stores 
should have all of the catalogues—the Q. M. 
catalogs especially. Send for these catalogs as 
directed in the sales date announcements in the 
panel. However, it is always the best idea to 
send your name to Major J. L. Frink, Chief, 
Sales Promotion Section, Room 2515, Muni- 
tions Bldg., Washington, D. C., who will see 
that you will be put on the War Department 
mailing list for catalogs of all sales in which 
he thinks you will be interested. 
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SELLING PROGRAM 





Sey 15th.—Q. M, 
pplies, San Francisco 
our , Auction. pe cata- 
logs write Q.M.S O ,Q.M. 
Intermediate ty San 
Francisco, Calif. 
May 15th—Land and 
Foundation, Fairmont, 
W. Va., Auction. For 
catalogs write CO., Q. 
M. Depot, effersonville, 
Ind., or John Erwin, 
qeeqenets. Jersey City, 


J 

May 16th—TI en h 
Sho s, Washington, D. C 
Sealed’ Bids. For pro- 
posals write Quarter- 
master General, Muni- 
tions Bldg., Washington, 
D. C., or 6 M.S.O. at the 
following locat ons: 
59th. St. & 1 st 
Brooklyn, N. Y.; 

est Pershing 
Chicago, Ill.; San Antonio 
Tex,; San Francisco, Cal., 
or Chief, Sales Promo- 
tion Section, Office Di- 
rector of Sales, Room 
2515, Munitions Bldg., 
Washington, D. C 
May 17th—Q ° 
Sup ies, Chicago, IIl., 
Auction. For catalogs 
write Q M.S.O. General 
Intermediate Depot, 1819 
West Pershing oad, 
Chicago, Il. 





SEND FOR CATALOG 














WAR DEPARTMENT 





May 22nd—Ordn nce 
Supplies, Frankford 
Arsenal, Philadelphia, Pa. 
Auction. For catalogs 
write C. O., Frankford 
Arsenal. Philadelphia, Pa. 
May 22nd—A r m y 
Supply Base, Norfolk, 
Va., Sealed Bids. For 
specifications & proposals 
write uartermaster 
Genera Munitions Bldg. 
C.O., Army Supply 
Besa, Norfolk, Va. 
May 23rd—Ordnance 
Seep ies, Tullytown, Pa. 
Auction. For _ catalogs 
write C.O., Frankford 
Arsenal, Philadelphia, Pa. 
May 2th—Q. M. 
sanqyes, New York, 
N. . Auction. For 
catalogs write Q.M S.O., 
General Intermediate 
Depot, Ist. Ave. & 59th. 
St., Brooklyn, N. Y. 
Ma 28th—Buildings 
an Improvements, 
Ancor, Ohio, Auction. 
For catalogs write C. O., 
Q. M. Depot, Jefferson- 
ville, Ind., or 
Swepston, Auctioneer, 
Chillicothe. O. 
The Government reserves 
oe right to reject any or 
a 





= 2 SEND FOR CATALUG 
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Eyelet Equipped 
Shoes are Uni- 
versal Favorites 


Visible eyelets have grown 
to be a significant footwear 
detail to the buying public. 
National advertising is edu- 
cating the discriminating con- 
sumer to look for these eye- 
lets as an indication of the 
quality and modernity of 
the shoe. 


The practical style value of 
visible eyelets imparts to all 
shoes on which they appear 
the guarantee that the shoes 
were built for the wearer’s 
convenience. 


Visible eyelets add a definite 
sales value to the shoes you 
sell. 


UNITED FAST COLOR 
EYELET COMPANY 


Boston, Massachusetts 
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For Well Dressed Men 


It is the part of good merchandising to have a few well selected 
numbers in patent leather oxfords. Here are two which, for dis- 
tinctive styling and careful shoemaking, will commend your store 
to well dressed men. 


No. Y239 No. Y341 
Patent Leather Bal Oxford, neat Deliveries Patent Leather Dancing Oxford, 


pattern with harmony of square . Light Flexible Sole, Velvet Bot- 
in about 


lines. Wingfoot Rubber Heel, Kid re goat a = 
= . en s, 1 er Lin- 
Quarter Lining, Derby Last. Thirty Day 8 = Oe 


$4.90 $4.55 


Write for agency proposition and 
dealer helps portfolio 


THE GODING 
SHOE COMPANY 


833-855 West Chicago Avenue, Chicago 


The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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FIFTY YEARS PRODUCING HONEST LEATHERS 
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129 SOUTH STREET, BOSTON, MASS, 
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“‘Note the Hug at the 
Heel and the Grip on 


the Foot.”’ 


Pattern illustrated is in patent and gold. 
This is only a suggestion of unlimited possibil- 
ities with colored leathers. 

There is a distinct touch of newness in 
every style we create. Each graceful line, 
each beautiful cutout, each pleasing com- 
bination of leathers bespeaks the quality 
craftsmanship for which the firm is famous. 


The completing unit in the dress of the 
woman of good taste is a pair of attractive 


shoes. She is particular in making her 
selection. It pays to present to her footwear 
that is dependable and satisfactory. The 
Kimball & Sherman line will close many a sale 
for you and reflect credit upon}your business 
reputation. 


KIMBALL & SHERMAN CO. 


Haverhill, Mass. 
Boston Office, Rice Building, 10 High St., Room 701 
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Constant 77 Quclr ty 


WHE manufacturer of foot- 

] wear, in purchasing mater- 

_~ J ials, demands and expects 

@| established quality. The 

@ merchant who buys from 

him acts likewise. This 

attitude, to a large extent, is the 
result of consumer requirement. 


In a footwear fabric such as satin, 
the buyer seeks tensile strength, 
genuine durability and permanent 
lustre. Cedar Cliff Satins have met 
successfully each of these specifi- 
cations. 


Cedar Cliff Quality is unfluctuating. 
It is necessary that we keep it at a 
clearly defined level in order to justify 
the confidence of many users. This 
we do—unfailingly. 


Manufacturers of fine footwear must 
incorporate the best of everything 
into their products. First on the 
list of fabrics stands Cedar Cliff. In 
every type of high-grade shoe it 
functions faithfully. 


“Vhe CEDAR CLIFF 
SILIL COMPANY 


231-2585 


FOURTH ANVE. 


NEW YORK 








SHOE SATI 
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THREE LIVE NUMBERS 
FOR 


QUICK TURNOVER 


Style No. 111—White Washable Kid, vite Strap, 


hy le No. 114—White Kid, Leather Lined, Turn, 
. Full Louis 


Co ores Heel. Widths, A 4 to 7; B and C, Two-Button, Neverslip Stay, Turn, 15-8 
= heel. Widths A, 4 to 7; B and C, 3 to7 


We fill orders the same day that 
that can be produced by expert they are received, so that there is 
little chance for delay. 


designers and skilled workmen. $5.00 


; Style No. 113—Black S:tin, Black Suede Trim. Y i leased with Fel- 
Can be shipped immediately from Leather Lined 8-8 Covered Heel, Turn, Width Y _ will be P > 
A, 4to7: Band C,3to7 ... $5.00 stiner Shoes and our policy of 


‘ . Style No. 112—Same styie in White Kid, Whit 
stock as described on this page. Kid Trim. Sizes A, 4 to 7. He , to 7..$8.00 service. 


ALL NUMBERS IN. STOCK 


TERMS H. W. Felstiner & Co. 


2-10 
88 Wingate Street Haverhill, Mass. 


This footwear represents the best 


Mem sm ne nL 


CURATIVE QUALITIES 
PLUS STYLE 


BTL LULL LELULLLLLLEU LULL LULU ot © LULL 
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SUT 
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COUNTS 


These are two of the valuble features that 
make Dr. A. Reed Shoes a constant source 


of profit and customer satisfaction. 
IN STOCK 
apap aga Many numbers are carried in stock, for 


No. 252—Built with ° . 
the famous, Stein- prompt delivery, for your convenience. All 
carries rubber hee! styles represent the latest achievements in 


staple shoemaking. 
Write us today for a copy of the Dr. A. 
Reed catalog. In it you will find many 
helpful suggestions. 


John Ebberts Shoe Co., Inc. 


Exclusive Manufacturers 


Buffalo - - New York 
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SHOE DISPLAY FIXTURES shown 
here are of Louis XVI Period Design. 


They have distinctive character and 
will add greatly to the attractiveness 
of your display windows. 





A well arranged grouping of 
merchandise on attractive fix- 
tures produces more sales 





Hugh Lyons & Company 


Lansing, Michigan 


SALES OFFICES: 


New York, 35 W. 32nd Street Boston, 52 Chauncy Street Chicago, 217 W. Jackson Blvd. 
Baltimore, 1 N. Eutaw Street 


The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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IN DEMAND!!! 





STOC K No. 2346 
Black or Brown Calf Blucher, 
plain Toe, Creased Vamp 
Ozford, Rob Roy Last. In 

Stock C and D, 6 to 10. 


Price $5.25. 5/30 Net 45 Days 


OGDEN SHOE COMPANY 


MILWAUKEE WISCONSIN 











BRANDED OR UNBRANDED 


Every Number a Proven Seller _ 
STOCK No. B966 


» (ILLUSTRATED ) 


Ovation Last, Code Dome, Men’s Foxed Oxford, 
Barnet’s Van Ruba Calf Vamp, Top, Tip, Foxing 
and Eye, Stay, Single Sole, Rubber Top Lift. 
Widths A to D. 


Price $5.90 


10 cents extra for less than three pairs. Sample pair sent 
prepaid on request, and will be charged at the regular 
case lot price. No price marks on shoes or carton. 


Terms on all stock shoes NET 30 DA YS 


Send for Spring and Summer Stock Style Catalogue 


CHARLES A. EATON COMPANY 


“The Sterl ng Shoemakers of New England” 
WOMEN’S STYLES 1 MEN’S STYLES 


' sean BROCKTON, MASS. a 


| | BOSTON— 207 Essex Street NEW YORK 127 Duane Street ATLANTA —238 Peachtree Arcade 
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Moder ate 


Price 


ISE buyers don’t waste 
VJ time “‘shopping around”’ 
for the very newest 
style effects for moderate price- 


ing. 


They come direct to us for 


W elts 


and 
Me Kays 
of 
Individuality 


a 


You should see our newest 
ideas in 


Sport Shoes 


and 


oD 
Sandal Yes’ FG NANARARANANAR 


DONN D. SARGENT CoO. 


Sacem, MASSACHUSETTS 


BOSTON OFFICE FACTORIES 
195 ESSEX STREET 407 BRIDGE STREET 


The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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JUDGE IT BY ITS USERS 


























Heard In The 
Buyer’s Office 


= Y dear boy, don’t try to tell me 
that any other HAVANA 
BROWN Kid is just as good as New 
Castle. 
“‘We’ve tried ’em all out and we know 
that New Castle HAVANA BROWN 
has a different shade that distinguishes 
it from all the others---and that the 
color stays put indefinitely. 


“We take New Castle HAVANA 
BROWN as our standard.”’ 


New Castle Leather 


Company 
New York 


NEW CASTLE KID 
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The Solution Is on Your Desk 


There’s a United Last factory, or 
branch expertly equipped to solve 
that last improvement problem 
that is bothering you—within easy 
reach of your factory or your store. 


Use the telephone on your desk— 
call us in, and watch us get busy. 


Consultation with us is the first 
step toward perfecting your lasts. 


United Last 
Company 


HEADQUARTERS 
Boston, Mass. 


a 


Factories 


Brock Ton 
NEWARK 
Lynn 
Cuicaco 
New York 
ROcHESTER 
HAVERHILL 
AUBURN 
Sr. Lovis 


MILWAUKEE 


S71 
Show ‘Rooms 
Boston 


212 Essex Street 


CINCINNATI 
803 Syracuse Street 
Sr. Louis 
Adv. Bldg., Room 303 
Cuicaco 
Wells Bldg., Room 406 
PHILADELPHIA 
331 Arch Street 


MILWAUKEE 
10 Metropolitan Bldg. 


The Boot and Shee Recorder will appreciate your mentioning the publication in replies to advertisements. 
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For Immediate Shipment 


The shoe with 
1000 Miles Service 


TRADE-MARK 


STOCK No. 4113 


Cherry Red “‘Mello” Calf 
Ozford (Rob Roy Last) 
Carried in Stock 
C and D widths, sizes 6-10 


Price $4.00 Net 30 Days 


OGDEN SHOE COMPANY 


MILWAUKEE, WISCONSIN 
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Our new May Catalog 
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Stock No. 709—Welt Price $4.50 P ”“* . 
and staples. Stock No. 729—Welt.. .. . Price $4.50 


Last No. 54 Width AA to C Last No. 77 Widths AA to D 
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Patent Effects— 
W hite Novelties— 
In Vogue 


we 


Current demand indicates tendencies 
toward Patent Leather footwear with 
cutouts, also Patent in combination. 
Keen buyers are basing business on 
strap shoes. Novelty whites, also, 
constitute an excellent merchandis- 
ing proposition. 


From scores of new ideas, Allen- 
Goller style men have carefully 
picked the choicest and most promis- 
ing. ‘These are now fully developed. 
Volume buyers have placed their 
stamp of approval upon them and 
are busy selling them. 


Three leading Allen-Goller styles are 
here illustrated, each a sound invest- 
ment for the buyer interested in case 
lots for rapid turnover. An Allen- 
Goller salesman will gladly show you 
the entire line. Wire or write now. 














ALLEN, GOLLER SHOE Co We 





ei 60 K STREET, SOUTH BOSTON, MASS. | 4 th 
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“Nothing in the shoe 
bul the Foot” 








* in-Built” Comfort 
and Protection 


From the viewpoint of shoe specialists, 
shoes built with Crawford Arch Sup- 
ports are scientifically correct. From 
the viewpoint of your customers, they 
are unusually desirable because they 
correct fallen arches in a pleasant, natu- 
ral way. 


The Crawford Arch Supporting Shank 
is built right into the shoe—fitted be- 
tween the insole and outsole and locked 
to the insole. It is part of the shoe— 
in-built support and comfort that give 
ease to the foot and preserve the shape of 
the shoe, assuring lasting fit and comfort. 














Show your customers shoes with 
Crawford Arch Supporting 
Shanks They'll buy! 














On the head of the rivet which locks the 
shank to the insole, and which is flush 
with the insole, you will find this trade 
mark. Look for the trade mark. \ 1! i« 
your protection. 








United Shoe Machinery Corporation 


Boston, Mass. 
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Introducing 


“Che Herodtas’ 


Delivery Four to Five weeks after receipt of order. 


Light Welted Egyptian Sandal 


No. 15130—Patent Leather as above. 
No. 21130—White Nubuck as above. 


No. 39134—Smoked Elk as above, ex- 
cept Nut Brown Calf Straps, 
Tip, Back Stay and Underlay. 


Price $5.00 per Pair 


WRITE OR WIRE FOR OUR BROCHURE ON 
ULTRA-MODERN MID-SUMMER STYLES. 


THE JUVENILE SHOE CORPORATION 


OF AMERICA 
CARTHAGE, MISSOURI 
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WAAAAAAAARAAAAARAARAAARAAA DARA AAAARAREAAAARAARAAREAARADADS \ 


A GIFT OF THE GODS 


THOUSANDS OF YEARS AGO THE 
GOD O-SI-RIS AND HIS DIVINE 
SPOUSE, I-SIS, WERE INDUCED BY 
THE POVERTY OF HUMANITY TO 
DESCEND INTO THE VALLEY OF 
THE NILE AND LEND THEIR AID 
TO THE GOODLY PEOPLE. AMONG 
OTHER USEFUL THINGS THEY 
TAUGHT THEM WAS THE USE OF 
THE SANDAL—AS A PROTECTION 
AGAINST THE FIERCE HEAT ON THE 
SUN-BAKED BANKS OF THE NILE. 
THUS, THE SANDAL MADE ITS DE- 
BUT INTO THE EARLY CIVILIZA- 
TION. 


REALIZING THE DEMAND FOR 
NOVELTY FOOTWEAR FOR THE 
YOUNG WOMAN TRADE, WE HAVE 
ACQUIRED ANOTHER FACTORY IN 
WHICH WE WILL MAKE. THIS 
CLASS OF SHOES WITH SUPERI- - 
ORITY IN QUALITY, DESIGN AND 
WORKMANSHIP. 


WE KNOW THAT THIS WILL BE AS 
WELCOME AN ADDITION TO OUR 
ESTABLISHED CLIENTELE AS WERE 
THOSE FIRST SANDALS TO THE 
EARLY EGYPTIANS. 
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NAVY 
« OXFORD 


Gunmetal Upper 
Grain Oak Soles 
No Slip Lining 


Two Oxfords ! 
Two Big Sellers! 


On account of an unusually large num- 
ber of orders on the two numbers illus- 
trated, we have anticipated to a limited 
extent the demands of the next few 
weeks. First comers can take advantage 
of this situation by getting welt oxfords 
of this good quality in season, which 
means now! May we submit a sample 
case and prices ? 




















ROSENWASSER BROS. 


INCORPORATED 
24 Orchard Street 
OFFICERS’ 


Long Island City, N. Y. Me “oxrorp 


Mahogany Upper 

Grain Oak Soles 
No Slip Lining 
Rubber Heels 
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What Was Washington’s Prayer? 
Lack of footwear played havoc with the Americans and, no doubt, prolonged 
the Revolutionary War. Seizures of hides and shoes by the British, at the 
beginning of the War—the tragic winter at Valley Forge—Ticonderoga held 
by 12,000 Americans who shared only 900 pairs of shoes, are events that held 


in balance success and failure in the War for Independence. 


Footwear still plays an all-important part in the daily battle of individuals for 
personal success and independence. Educator Shoes made by Rice & Hutchins, 
have played an important role in the successes of millions of people for over 20 
ORES. ; states ‘ ' 

Unapproachable in satisfying the combined desires of wearers for comfort and 
economy, Educators claim a two-fold victory for independence— 


for the consumer who equips himself with efficient Educators— 


for the retailer who specializes in Educator Shoes and assures himself of steady 
and ever-increasing profits from satisfied customers. 


RICE & HUTCHINS 


BOSTON INCORPORATED U.S.A. 


a 














FDUCATOR 














SHOE® 
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Study the “Long Swings” of Style 


Can the Fundamental Characteristics of a Season 
Be Partially Controlled ? 


moved up or down in “long swings” over periods 

of months in duration, while “short’’ swings 
moved prices up or down hourly or over night. For in- 
vestment he advocated a serious study of the “long 
swings.” 

The very same factors can be applied to shoe stocks— 
there should be “long swings” of straps, tongues, ox- 
fords or pumps with shorter swings of colorsor materials. 
The movements should have more concert of action to 
them—more men of the trade pinning their faith on 
typical characteristics of style, leaving the details for 
each factory man and merchant to make as he sees fit. 

The more serious students of the trade are coming to 
the conviction that the shoe industry should formulate 
general characteristics of a season or period of months 
—as is done in the garment trades when a unity of in- 
terest is developed for a long skirt, a long sleeve and a 
high neck. If a similar shoe trade study were made, a 


N | OT long ago Babson discovered that stocks 


general program of action could be followed in the 


harmonizing colors, with emphasis upon straps or 
tongues, gore patterns or cut-outs, high sides or gypsy 
seams, etc.—thereby protecting the mass of the trade 
for a longer period than the three weeks’ splurge of today. 

The general types of heels and lengths of vamps would 
be followed leaving to each merchant and manufacturer 
the individuality of materials and patterns and stitch- 
ings, etc., but holding to the fundamentals. 

This movement has already had considerable mo- 
mentum among thinking merchants, manufacturers 
and tanners, it will not stifle individuality but it will 
stop the circus of freaks and jazz shoes and patterns 
based upon whim and not the good taste of a season. 

Take a look at any well-dressed crowd of women. 
Invariably you will find no two shoes alike in type, 
pattern, color, height of heel, length of vamp and major 


classifications. But in clothes there is a certain un- 
written similarity in silhouette, length of skirt, sleeve 
and depth of neck. 

The mode is acknowledged in garments while the 
shoe sale is created by whim of designer, pressure of 
salesman and earnestness of the store salesman. 

It is only by luck that so many women are well shod, 
in harmony with their costume or in contrast in colors. 
The shoe man had little to do with the successful sale to 
the customer—it was the better taste of the woman that 
detérmined the selection. 

The shoe industry must step along into the newer 
method of merchandising, if it is to profit proportion- 
ately to its service. Pretty shoes will continue and there 
never will be a return to the ugly, volume shoes of the 
past—bought six months ahead and sold like sugar, for 
even im the country communities good taste in footwear 
is increasing. This may be a bitter statement for some 


to swallow but times have changed—pretty shoes have 
-made a permanent place in the wardrobe of every 


woman. 

There are symptoms of unity of action between the 
shoe merchant, manufacturer and tanner. The styles 
conference of last week is a groping out for some con- 
cert of action. As vivid a portrayal of unity of style 
thought is graphically shown in this issue. The report 
from leading shoe merchants, sent on to N. S. R. A. 
headquarters were used as a basis for the conference 
committee report. The community details on style as 
pictured by these merchants have a remarkable unity 
of style expression. The merchant in Portland, Maine, is 
not sofar away from the merchant in Portland, Oregon— 
the confusion comes in having factories and salesmen 
continually saying “This is the latest” and the mer- 
chant being “sold’’ and not “buying” soon finds his 
shelves contain a little of everything and not much of any- 
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thing. No style was ever dead which had behind it con- 
viction that it harmonized with women’s costume or 
men’s taste, and was on the right last and material. The 
great majority of the dead shoes of the country were 
killed by neglect, and not by popular disapproval. 

The summaries of style, as graphically presented in 
this issue, should serve a valuable purpose of giving 
confidence to the merchant that his stock has much of 
saleability in it if the right mental condition prevails in 
his store. New shoes must be bought and your staff 
may sell them out too speedily in the light of the re- 
maining numbers, but no man ever went broke making 
a profit. Sweeten up, and stimulate the courage of your 
staff to sell more shoes. 

In this issue you get the opinions of merchants in 
many cities—study them for points of similarity and for 
contrast—would it not be possible to build up some sort 
of a general program within certain basic character- 
istics that would give to women and men smart and 
stylish footwear, harmonious with dress; and that 
would give at the same time individualism even be- 
tween two stores in the same town. 

A false movement toward higher heels or different 
lasts makes many losses whereas a unity on funda- 
mentals would permit pretty shoes to be sold with safety 
to more merchants. We would like merchant comment 
on this subject for it is coming up in the trade more and 
more in the coming months. 


Reasons Why Style Will 
Endure 


F man can be said to “‘understand’’ woman, and offer 
deductions based on understanding, there is re- 
aSsurance in these words of a merchandising expert: 
“What can be done by merchants that is more certain 
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of this country than any other factor we have.” 

Why is it that more shoe merchants, manufacturers, 
tanners and supply men are noting the reactions of 
dress and garment fashions as picked up by their wives 
and daughters? It is because to truly sell feminine ar- 
ticles—fine footwear—a knowledge of womanly whims 
is necessary—per example—colored kid shoes were 
customer boosted instead of merchant developed. The 
woman makes the style. 





Whatever the Price—a Profit 


ITH everyone in the same boat, all must row 
together. The business of each shoe merchant 
is to sell his shoes at prices that yield a profit. 
It has been demonstrated that merchants have 
found profit in the current level of shoe prices, 
and few would return to the “three dollar days,” when 
retail profit was too often conspicuous by its absence. 
People are buying shoes on a millinery basis—style first, 
quality second and price third. 

Buying right, at the right price, to yield the right 
profit, may affect the price at which an order is placed, 
without in any way affecting the level of shoe prices. 
Speaking generally, all are in the same boat, so far as 
wholesale costs are concerned, and economic factors 
beyond ordinary control are making everything higher 
than pre-war levels—materials, labor, expenses, prices 
and profits. There is no resisting the general up-trend of 
prices and ultimately the shoe bought for style will com- 
mand the price asked. 

The pressure of trade and consumer opinion has not 
operated in any way to hold down commodity prices, be- 
causeit has been more than offset by the general national 
prosperity. Supply and demand, not personal opinion, 
make prices high or low. Buy by style and let the price 
come where it will—within 





to insure the permanence of 
their business than the im- 
provement of the community 
life and where can that im- 
provement best be made? 
It is through the woman. 
We are going to go to the 
women of this country be- 
cause the women regulate 
the social life of this country. 
It is the women that make 
the old man dress up on 
Sunday. It is the woman 
that makes Johnny take off 


The Most 


inserts and no 


glazed kid are 


Advanced Infor- 


mation 


Cablegram from Recorder Paris Office 
Very Significant of Trend 


Paris, May 4—Fall dress colors, olive and moss 
green torun about parallel with shell and pheas- 
ant brown and to be followed by navy blue. 

In the evening shades for gowns, rose, pink, 
raspberry, yellow, almond, emerald green and 
flag blue; these in order named with metallic 
trimmings. The shoe trend is strongly strap 
styles for first place, oxford styles with elastic 
lacings second and short fancy 

ue effects. Half boots in colored 
ing pushed by Perugia. 


reasonable bounds, and you 
get volume and turn-over. 


Hold ’Em On by the 
. Fos 

Some real Egyptian san- 
dals, made for stage girls, 
have straps that pass be- 
tween the big toe and the 
next toes, so the chorus ladies 
hold them on by their toes. 

The shoes are of gold satin, 
trimmed with lotus flowers, 





his cap and wipe his shoes Two ~~~ ~ as are _ = and Egyptian jewels. Just 
i tones in oxfords are excellent. Fancy leather : 
when he comes into the ccianm pasetoatndir tis Ttaed aidan over ane soles and straps—that’s all 
house. glaxed on ngg hm * a — lack there is to them. There’s a 
ee tent leather, fancy stit with patent 
The women wear long leather very strong. Fancy decorated heels on ball strap across the forepart 


skirts when it is the style and 
wear short skirts when it is 
the style and style will do 
more to control the women 





all models day and evening 
effects. Opera slippers in metal brocades and in 
plain or beaded satin for evening. 


of the foot, and heel and toe 
straps, which pass through 
loops in the heel and toe, then 
twine along the leg crosswise. 


sandal 


wear, 


L. Hubbard 
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Boot and Shoe Recorder CREED 


Getting More Shoes Sold Right: not only “more” but “right;” sold for the right purpose, to 
the right wearer, in the right fitting, for the right price, at the right profit. This is the great 
problem of the retail] shoe merchants. The chief purpose of the Boot and Shoe Recorder is 
to help solve it; for this is the basic problem upon which depends the progress of the 
entire allied industries relating to shoes and leather; their production and distribution. 
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© Jast Visiting wilh the Pubhsber 


What Style Next? 


It is to be hoped that the coming style show season 
will help to clarify style trend at least in the minds of 
the smaller retail shoe merchants throughout the 
country. In the season just closing they have been 
harried by the fear of frequent style change and, not 
being in as close a touch with the markets of the 
country as were their larger brothers, have been at a 
considerable disadvantage. 


This is not exactly as it should be. While I should 
dislike to see brought about any condition which 
would put an end to individualism in buying, I 
would like to see; certain definite trends clearly de- 
fined far enough in advance to work to the decided 
advantage of both manufacturer and retail merchant. 


An economic wrong is perpetrated every time an 
industry so far loses its sense of proportion as to 
make unnecessary and too frequent changes in the 
nature of its output. 
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This is the lobby of the ballroom in the Commodore Hotel where the Brooklyn Style Show will be staged. 


Over a Thousand Buyers Already Registered 
For Brooklyn Show 


S movements develop form and substance, so do 
they invariably reach culminating points. So in 
the past several years during which style has 

become the dominant factor in the shoe industry, the 


development of the style exposition 
has gradually concentrated in interest 
at the point of greatest style creation 
—and probably most authoritative 
certainty—Brooklyn. 

Therefore, the announcement of 
the annual exhibition of Brooklyn shoe 
creations and shoe production is a sub- 
ject of keenest interest to every in- 
dividual interested in the sale of 
footwear, whether he be directly in- 
terested in the product of the exhi- 
bitors or not: 


A Definite Trend Assured 


Brooklyn in its style show at the 
Hotel Commodore on May 21 to May 
24, will influence the design and last 
and material of every style shoe for 


woman or child bought for fall selling by every retail 
merchant of the United States. 

Therefore, the importance of this trade event cannot 
be minimized. Naturally until the show is held, it is 


unfair to state what will be offered— 
but this much may be said without 
violation of confidence—the styles 
shown on the runway and in the 
sample rooms will refléct a definite 
trend—and so far as human foresight 
permits, will be shoes for which a 
market among the consuming public 
is reasonably assured. 


Beauty of Footwear Assured 


Brooklyn leadership requires origi- 
nality and originality will be in evi- 
dence but business necessity requires 
a margin of safety—and that mar- 
gin of safety will be considered. 

But, and to this statement there is 
no qualification—the keynote of the 
Brooklyn Style Shoe will-be beauty— 
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beauty of footwear, beauty of display, beauty of en- 
vironment. The most beautiful shoes thus far produced 
will be exhibited to the trade in a fitting setting. As 
Ziegfeld has glorified the American girl—as the big 
electric signs on Broadway put it—so Brooklyn will 
glorify the American shoeing of such a girl. And the 
combination at the style shoe will be effected. Beau- 
tiful shoes upon the feet of beautiful girls in a setting 
created by a master of beautiful ef- 
fects of coloring and lighting, set to 
the music of a world famous orchestra 
and interspersed with entertainment 
features that represent the best the 
theatrical world can offer—that is 
footwear raised to the nth power of 
style appeal—and that is the Brook- 
lyn Style Show. 

It is business, to be sure, but it is 
more than business—it is pride of 
craft—it is the extra touch that di- 
vides the best from the mediocre— 
the class from the mass. 


Buyers from Every Section 


With the experience of the past to 
draw from, it is not surprising that 
the coming event is being looked for- 
ward to in all shoedom. It is quite 
reasonable that over a thousand of 
the most representative retail shoe 
merchants of the country have al- 
ready signified their intention of ac- 
cepting the invitation that has been 
extended to them to attend—or that 
one of the principal problems of the 
committee of the Shoe Manufactur- 
ers’ Board of Trade will be that of as- 
signment of seating to those who will 
be present at the various reviews. 

But again experience has helped 
and the arrangements perfected for 
the comfort and convenience of the 
association’s guests will assure these 
and avoid confusion or disappoint- 
ment. 
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Harmony of Golors.and Musie ... 

When it is stated that the arrangement of the review 
will be under the personal direction of Ned Wayburn 
— who is identified with the most successful reviews of 
the theatrical world—and that his resources in that field 
will be drawn upon to the limit to provide the enter- 
tainment features that will be interspersed throughout 
the model parade—the continuity of the review and 
its presentation is assured. When to 
this is added the efforts of Paul White- 
man’s orchestra— known not only 
in New York but wherever a Victrola 
is owned—the assurance extends to 
the ear as well as to the eye. 


As to the actual display of shoes 
themselves, when it is stated that the 
thirty-six models who will parade the 
runway were selected from among 
three hundred and thirty-four candi- 
dates, then it is a fair assumption 
that the shoes will be ideally dis- 
played—and in addition to this each 
shoe has been studied and a gown 
harmonizing with it will be created 
by Oppenheim, Collins & Co. 


Sample Rooms Wide Open 


But the visitor to New York will 
not be confined to the runway for his 
style information. Two entire floors 
of the Hotel Commodore will be taken 
over by the exhibiting members of 
the Board of Trade and these for the 
period of the show will be used as 
sample rooms equipped with full 
sample lines and manned by com- 
plete selling staffs. 

For it is anticipated that this will 
be not alone an exposition but a mar- 
ket place—with unlimited opportuni- 
ties for buying, for comparison of at- 
tractiveness and values and in short 
an epitome of high grade shoe produc- 
tion as it is today. 


Beautiful girls to show beautiful shoes al Brooklyn show 




















of the Association of Commerce of De- 
catur, and eighteen Decatur shoe mer- 
chants, were present. 

H. W. Rogers, President of the Deca- 
tur Shoe Retailers’ Association, is taking 
active charge of the local arrange- 
ment. 

Last year at Peoria there was consid- 
erable dissatisfaction on the part of trav- 
eling men because the hotel manage- 
ment attempted to charge what the tra- 
velers thought were excessive prices for 
sample roomsand display space. Nothing 
like that is going to happen this year. 
The management of the Orlando Hotel, 
where the convention will be held, has 
agreed with the association that current 
rates of rooms will prevail without ex- 
ception and no prices will be boosted on 
account of the convention. Each shoe 
traveler, however, will be charged a reg- 
istration fee of $10, which will include 
free tickets to the banquet and all other 
entertainment features of the Conven- 
tion. 

The Illinois Association has always 
featured evening entertainment as a 
part of the convention program, and 
will do so again this year, so that no 
traveling man need think he is being 
held up or feel that he is being over- 
charged by the Association when he 
pays $10 registration fee. 

The general outline of the program 
has been decided upon, but President 
Schulein is waiting until he has heard 
from more of the members before he an- 
nounces the particular topics that will 
be discussed. 

Every merchant in the state of Lilinois 
has some particular problem or prob- 
lems that is giving him undue concern. 
The best place to get a solution of these 
problems is in a convention. Somebody 
else probably has the answer. What is 
your problem? What are the particular 
questions you would like to hear dis- 
cussed at the Illinois convention? If you 
are a merchant in the state of Lllinois, or 
live in close proximity to Illinois, write 


Illinois Plans Big Convention 


Chicago—““The kind of a convention the shoe 
merchants of Illinois want is the kind we are going to 
have at Decatur, July 9, 10 and 11th,” said Arthur E. 
Schulein, President of the Association at the close of a 
preliminary meeting at which several of the directors 
of the State Association, Frank King of the Shoe 
Travelers’ Association, Robert B. Irwin, Jr., Secretary 
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Types of Brooklyn shoes. Reading 
from top to bottom are:— 
typefof white kid with 
colored trim by Laz § Abowitz. 
Black satin sli, aa over the 
French last by the Vanity Shoe Co. 
Strap pump with combination 


I in pastel 
yy wy 4 of kid by Harry Smolen 
Co 
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to Mr. Schulein, Rockford, Lllinois, tell him your 
problem and make suggestions for the program. He 
will appreciate your co-operation. 


What Are You Doing with Unsalable 





Shoes? 


During the recent convention of the Tri-States Shoe 
Retailers’ Associaton at Litte Rock, Arkansas, the 


State Director of the Near East Relief 
Association made a short talk on con- 
ditions in the Near East and what his 
association was doing to relieve the 
suffering and destitution. 

Evidently the talk “took’’ with O. S. 
Poe, President of the Tri-State Associa- 
tion. Shortly after the convention he 
took an inventory of his stock; sorted 
out nearly 500 pairs of unsalable shoes 
and donated them to the Near East Re- 
lief Association. This is probably the 
largest single donation of shoes ever 
made to this cause and the shoes are cer- 
tainly placed where they are needed. 





New Hosiery Plant Being 
Built 

Recognizing the rapid growth of 
demand for the finer grades of women’s 
silk hosiery, The Allen A Company 
has started work in Kenosha, Wis., 
upon a modern reinforced concrete and 
glass fire proof building, five stories 
high, dimensions 90 x 170, to be 
devoted entirely to the making of up- 
to-the-minute style merchandise. 


They will specialize upon ladies 
extra fine gauge chiffon silks, lace and 


. embroidered hosiery of the latest pat- 


terns, and plan to produce in this new 
plant from season to season, the 
advanced styles that women of fashion 
demand. 

Sufficient equipment will be installed 
to increase the company’s present full 
fashioned silk production nearly 50 
per cent, or 6000 dozen per week, which 
will make possible an increased business 
volume of several million dollars per 
year. 

The company reports their Shelboy- 
gan children’s hosiery mill and the 
Green Bay men’s hosiery mill both 
running at full capacity, and they are 
said to be contemplating the early 
opening of additional cotton hosiery 
mills in the South. 
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WHAT LEADING MERCHANTS BELIEVE 


WILL SELL“ MEN 
in July August & September 


Men’s Survey 


Little Rock, Ark. 


PATTERNS—25% or more Perforated in Brogueish 
Effects, especially on Fall Oxfords. 

LASTS—Wider Toes, Haig Type Good. 

HEELS—90% Rubber Heels. 

COLORS—Medium and Lighter Tans increasing, 
Blacks also. 

SPORT SHOES—Calfskins, Smooth and Boarded. 
Scotch Grain and Moore Calf. 70% Tans, 30% 
Blacks. 

(Signed) KEMPNER’S, 
(Dave Kempner). 


Atlanta, Ga. 


PATTERNS—Oxfords. 

LASTS—Brogues and Square Toes and All Others. 

HEELS—7 to 9/8. Leather and Rubber. 

COLORS—75% Brown or Tan, 25% Black. 

LEATHERS—Russia, Brown Kid, and Black. Dull 
Calf. 

SPORT SHOES—White or Tan. 


(Signed) BYCK BROS. CO. 


Memphis, Tenn. 


PATTERNS—Blucher Oxfords and Bal. Oxfords. 
LASTS—Modified English, Medium Wide and Square. 
HEELS—Low Leather, Rubber. 


COLORS—Chestnut Brown Calf, Dark Brown Kid, 
Black Kid. 

LEATHERS—Calf, Kid. Very few Patents. 

SPORT SHOES—Very good in Smoked Elk, Dark 
Brown Trims, White Canvas, Palm Beach Cloth. 
Good all through South with Rubber Heels. 


(Signed) SHERRON SHOE CO., 
(Tom Sherron.) 


Denver, Colo. 


PATTERNS—Oxfords. 

LASTS—Medium Broad. 

HEELS—Filat. 

COLORS—Black, Brown. 

LEATHERS—Calf, Kid. 

SPORT SHOES—White Btick, Elk Combinations. 


(Signed) H. E. FONTIUS. 


Kokomo, Ind. 


PATTERNS—Oxfords—Léess 
Heavy Stocks. - , 

LASTS—More Conservative, Toes not so Broad or 
Heavy. 

HEELS—Not so Heavy or Broad. 

COLORS—Brown, Black, Combinations. 

LEATHERS—Calf, Kid, Elk. 

SPORT SHOES—Brown, Combinations, mostly Rub- 
ber Soles. (Signed) YV. E. VAILE. 


of Perforations and 














Cleveland, O. 


PATTERNS—Oxfords 95%, Boots 5%. 

LASTS—Medium French, Wide English. 

HEELS—7/8, 8/8. 

COLORS—Russia, Colored Sport. For September, Gun 
Metal, Russia, Patent. . 

LEATHERS—We look for large demand in Creased 
Vamp Plain Toe Oxfords. 

SPORT SHOES—75% Black, 25% Russia. 


(Signed) THE CHISHOLM BOOT SHOP. 





Philadelphia, Pa. 


PATTERNS—Plain. Some Perforated Tips. 

LASTS—French, semi-French, Brogue, or English 
Types. Increase on English, Decrease on French 
Types. Brogues Staple. 

HEELS—Inch Lower on Brogues. Flanged. Practically 
all Rubber. 

COLORS—Lighter Shades. Some Tony Reds but 
volume on Lighter Shades. 

LEATHERS—Large percentage Black. Suggest 40% 
Black, 60% Tan. 

SPORT SHOES—Suggest running the entire gamut 
of patterns. Rubber soles and the new crepe soles very 
strong. Flexible leather sole with spring rubber heel. 
Plain toes predominating. Instep saddles, blucher and 
straight lace. Two-tone effects very strong. 

This in a general outline is as simple as I can advise 
the men’s shoes. 


(Signed) GEO. N. GEUTING. 


Chicago, Ill. 


PATTERNS—The style pickers among men continue 
to want plainer patterns. Shoes which require fine 
leathers, good workmanship, and are devoid of all 
loudness. All things considered the shoes that these 
men are buying are the most stylish we have had for 
some time. Plain shoes are always to be welcomed in 
place of wing tips, perforations, etc., which are just 
leaving us. If spice is desired in men’s shoes let us put 
it where it belongs, in sport footwear. It will serve 
the purpose of selling an extra pair of shoes to the 
men who know and will fill the wants of the younger 
men who will wear a sport shoe to business or school. 

LASTS—No particular demand for a new last. No 
radically new lasts have been presented which are 
worthy of consideration. 

HEELS—Will naturally conform to the present lasts 
with a tendency to slightly reduce their breadth. 

COLORS—In taking into consideration the entire 
volume of men’s sales, leather will probably sell in 
this order: Tony shades calfskin, brown shades calf- 
skin, black high lustre calfskin, patent, brown kid- 

skin, and Kangaroos. 
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LEATHERS—Careful consideration should be given 
to the strong tendency now apparent for patents and 
the right kind of black calfskins. It is probable that 
the only reason more are not sold is due to the fact 
that merchants have not given the patents and 
black calfskins the same opportunity for sale as their 
colored leathers. It would be well to compile the 
opinions of large volume buyers of the country to get 
concrete information for selling later than September. 
If done at this time it would give merchants time to 
work out from under a stock in colors which may 
represent a large proportion of their investment. 


(Signed) HASSEL’S, 
(A. E. Taylor.) 


Boston, Mass. 


PATTERNS—Circular Seam, Blucher, ‘‘Plug’’ Oxfords 

LASTS—Full Toe, Broad Shank, no Square Toe 
Types. 

HEELS—7/8 Flange and 8/8 Square, 95% Rubber. 

COLORS—Lighter color Russia growing in favor; Tony 
Red still favorite. 

LEATHERS—Smooth Calfskin, Black or Tan; few 
Grains; some Patent. 

SPORT SHOES—Rubber and Crepe Soled in solid 
colors; preferably Tan, No. 3 color or (Yucatan 
Elk). White Buckskin will be good. 


(Signed) W. W. WILLSON. 







San Francisco, Cal. 


PATTERNS—Somewhat Plainer. 

LASTS—Moderate French Brogue, and Medum En- 
glish. 

HEELS—8/8. : 

COLORS—Trifle Lighter Shades. 

LEATHERS-—-Bright Finished Calfskins in Tan or 
Black. 

SPORT SHOES—No Change. 


(Signed) WM. KAUFMANN. 


New Orleans, La. 


PATTERNS—Blucher Oxfords in Soft Toe, Quarter 
Oxfords in Cap Toe, stitching to lead perforations. 
LASTS—Broader French-English will lead in volume 

sales, followed by usual custom last in quality shoes. 
HEELS—7/8 will predominate in All Styles. 
COLORS—Medium Shade of Brown, then Tony Red, 
Black. 
LEATHERS—Calfskin 75%, Kid 25%. 
SPORT SHOES—White Buck with Tan Trim and 


Rubber Soles. 
(Signed) N.E. JACOBS. 


May 5, 1923 













May 5, 1923 


WHAT LEADING MERCHANTS BELIEVE 


WILL SELL Ar WOMEN 
in July August & September 
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Women's Survey 


Des Moines, Iowa 


Conservative 


PATTERNS—Oxfords. 

LASTS—Medium, Narrow. 

HEELS—Cuban, 10/8 to 14/8. 

MATERIALS—Black Kid, White Kid, Canvas, Brown 
Kid, Black Russia. 


Fashionable 


PATTERNS—Oxfords and Straps. 
LASTS—Medium, Narrow. 

HEELS—Box Cuban 10/8 to 14/8. 
MATERIALS—White Kid or Buck, Russia Calf. 


Sports 


PATTERNS—Oxfords and Straps. 

LASTS—Medium and Wide. 

HEELS—8/8 to 12/8. 

MATERIALS—Combinations of Beige and Dark Tan, 
White Buck or Canvas with Patent. 


(Signed) MILO A. SLADE. 


Washington, D. C. 


Conservative 


PATTERNS—Oxfords, One or Two-Strap; Boots. 
LASTS—As at Present. 


HEELS—9/8 to 14/8. 
MATERIALS—Black or Brown Kid, Gun Metal, 
Patent, Brown Suedes. 


Fashionable 


PATTERNS—One-Straps, Two-Straps, and Gorings, 

LASTS—Modified and Full Toes. 

HEELS—10/8 to 14/8. 

MATERIALS—Coco, Brown or Gray Suedes. Tan or 
Black Calf. Patent. 


Sports 


PATTERNS—Blucher Oxfords, One- and Two-Straps, 
Gorings. 

LASTS—As at Present. 

HEELS—7/8 to 11/7. 

MATERIALS—Coco, Brown, Beige, Gray Suede. 
Suedes in Combination. Tan or Black Calf. 


(Signed) WM. HAHN & CO. 
(G. HAHN) 


Pittsburgh, Pa. 


Conservative 


PATTERNS—Lace Oxfords and One- and Two-Straps. 
LASTS—Medium Toes. 








82 








HEELS—9/8 to 13/8. 
MATERIALS—White, Brown, Black Kid. 






Fashionable 


PATTERNS—Oxfords and Strap Effects. 
LASTS—Narrow Toe and French. 
HEELS—12/8 to 15/8 Louis, and-Cuban Covered. 








Sports 


PATTERNS—Blucher Oxfords, Fancy Straps. 

LASTS—Medium Toes. 

HEELS—7/8 to 10/8. 

MATERIALS—Whites, Tans, Colors; Saddles, Cut- 
outs, Overlays with Blending Colors. 












(Signed) CAL. J. MEUSCH. 






Cleveland, O. 


Conservative 


PATTERNS—Oxfords, Tailored Straps, Fancy Straps. 

LASTS—Medium Broad, Broad, Orthopedic. 

HEELS—9/8 to 12/8. 

MATERIALS—Tan, Brown, Black Calf, Brown or 
Black Kid, Patent. 


Fashionable 


PATTERNS—One- and Two-Straps, Quarter Cutouts, 
Fancy. 

LASTS—Medium. 

HEELS—12/8 or 14/8. 

MATERIALS—Black or Brown Suedes, Black Kid, 
Patent. 













Sports 
PATTERNS—Apron Oxfords, Trimmed Straps. 
LASTS—Medium Broad, Broad. 
HEELS—8/8 to 11/8. 
MATERIALS—Suedes, All Colors of Brown, Two- 
Tones of Calf. 









(Signed) PETOT SHOE STORES. 
(Charles Petot). 






Cincinnati, O. 


Conservative 





PATTERNS—Straps and Oxfords. 

LASTS—Same as Now in Vogue. 

HEELS—#8/8 to 13/8. 

MATERIALS—White Kid, Buck, Fabrics, Black or 
Brown Kid, Black or Tan Calf. Patent. 









Fashionable 


PATTERNS—Straps and Oxfords. 

LASTS—Same as Now in Vogue. 

HEELS—10/8 to 15/8. 

MATERIALS—White Kid, Buck, Fabrics, Patent, 
Black or Tan Calf. 
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Sports 

PATTERNS—Straps and Oxfords. 

LASTS—Same as Now in Vogue. 

HEELS—8/8 to 13/8. 

MATERIALS—White Buck, Fabrics, G. J. and 31 
Gray Ooze with Leather Trimmings. Black Ooze 
with Patent or Gun Metal, Brown Ooze with Brown 
Kid or Calf Trimmings. 


(Signed) H. C. VOLLRAITH. 
(c/o H. S. Pogue Co.) 


Kokomo, Ind. 


Conservative 


PATTERNS—Oxfords. 
LASTS—Medium Toes, Combination. 

HEELS—13/8 to 10/8. 

MATERIALS—Brown Kid, Black Kid, White Fabric. 


Fashionable 


PATTERNS—Straps, Cutouts, Plain and Combination. 

LASTS—Medium Toes and Vamps. 

HEELS—Spanish 15/8 to 13/8 not Too Light, Cuban 
14/8 and 13/8. 

MATERIALS—Patent, White Kid, Fabric, Suedes and 
Combinations. 

Sport 

PATTERNS—Straps and Oxfords. 

LASTS—Medium Full Toes: 

HEELS—One to One-Quarter Inches. Rubber Soles 
and Heels. 

MATERIALS—Calf, Elk, Fabric, Suede. Plain and 
Combinations. 


(Signed) W. E. VAILE. 


Boston, Mass. 
Conservative 


PATTERNS—One and Two-Straps, and Oxfords. 
LASTS—Medium Toe. 

HEELS—10/8 to 12/8. 

MATERIALS—Black or Tan Russia, Kid. 


Fashionable 


PATTERNS—Straps, Medium Tongues. 
LASTS—Medium Toe. 

HEELS—14/8 to 16/8. 

MATERIALS—Colored Buckskins, Combinations. 


Sports 


PATTERNS—Saddle and Wing Cap Oxfords. 

LASTS—Medium Toe. 

HEELS—Rubber and Crepe Soles. 

MATERIALS—Tan Russia, Buckskins, and Combina- 
tions. 


(Signed) THAYER McNEIL COMPANY. 
(Harold McNeil). 
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Minneapolis, Minn. 
Conservative 


PATTERNS—Oxfords, One and Two-Straps. 
LASTS—Medium and Wider Toes. 
HEELS—8/8, 10/8, 12/8, 14/8. 
MATERIALS—White Kid, Black Kid, Brown Kid, 
Ooze. . 
Fashionable 


PATTERNS—Straps. 
LASTS—Medium Toes. 
HEELS—8/8, 10/8, 12/8, 14/8. 
MATERIALS—Everything. 


Sports 


PATTERNS—Sandals, Straps, Oxfords. 
LASTS—Broad Toes. 

HEELS—Low. 

MATERIALS—Buck, Ooze, Smoked Russia, Grains. 


(Signed) GEO. A. PIERCE. 


San Francisco, Cal. 
Conservative 


PATTERNS—Oxfords and Straps. 
LASTS—Unchanged. 

HEELS—10/8, 14/8. 

MATERIALS—Black Kid, Brown Kid, Black Ooze. 
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Sports 


PATTERNS—Oxfords. 
LASTS—Unchanged. 
HEELS—10/8, 12/8. 
MATERIALS—Buck, 
Punched Up. 


Ooze, Calf. Trimmed and 


(Signed) C. L. WILLS. 


Denver, Colo. 


Conservative 


PATTERNS—Oxfords and Straps. 
LASTS—Medium. 

HEELS—8/8 to 14/8. 

MATERIALS—Brown Kid, Brown Calf, Black Kid. 


Fashionable 
PATTERNS—Sandal Effects. 
LASTS—Medium. 

HEELS—8/8 to 11/8. 
MATERIALS—Suedes, Patents, Elks. 

Sports 
PATTERNS—Oxfords and Sandals. 
LASTS—Medium. 

HEELS—7/8 to 12/8. 
MATERIALS—Nu_ Buck, Patent Combinations, 
Smoked Elks. 
(Signed) FONTIUS SHOE COMPANY. 
(H. E. Fontius). 


Turn Survey 


Atlanta, Ga. 


Conservative 


PATTERNS—Straps. 
LASTS—Medium Vamps and Toes. 
HEELS—10/8 to 16/8. 
MATERIALS—Everything. 


Fashionable 


PATTERNS—Straps—F ancy. 
LASTS—Medium—Few French. 
HEELS—14/8 to 17/8. 
MATERIALS—Everything. 


Evening 


PATTERNS—Straps—Fancy. 
LASTS—Medium and French. 
HEELS—14/8 to 17/8. 
MATERIALS—Brocades, Satins, Paisley. 


(Signed) BYCK BROS. CO. 


Portland, Me. 


Conservative 


PATTERNS—One and Two-Strap Pumps. 
LASTS—Medium Round Toe. 
HEELS—12/8 to 14/8. 
MATERIALS—Black Kid, Satin. 


Fashionable 


PATTERNS—Colonial Tongues, One-Strap Cutouts, 
Cross Straps. 

LASTS—Narrow Toes. 

HEELS—Junior Louis, Full Louis. 

MATERIALS—Patent, Satin, Suede. 


Evening 


PATTERNS—Strap Pumps, Colonials. 
LASTS—Narrow Toe. 
HEELS—Junior Louis, Full Louis. 
MATERIALS—Silver, Satin, Patent. 


(Signed) T. H. BLACK. 
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Boston, Mass. 
Conservative 


PATTERNS—Straps and Medium Tongues. 
LASTS—Medium Toe. 
HEELS—10/8 to 12/8. 


MATERIALS—Black Kid, Tan Kid, Russia, White ~ 


Canvas, Buck. 
Fashionable 


PATTERNS—Straps and Cutouts. 
LASTS—Medium French. 

HEELS—15/8 to 17/8. 
‘ MATERIALS—Anything. 

Evening 

PATTERNS—Straps and Operas, Some Tongues. 
LASTS—Medium French. 

HEELS—15/8 to 17/8. 

MATERIALS—Brocades, etc. 


(Signed) THAYER McNEIL COMPANY. 
(Harold McNeil). 


New York City 


Fashionable 


PATTERNS—Light, Airy Straps. 
LASTS—Slightly Broader Toes. 
HEELS—16/8 to 18/8. 
MATERIALS—Patents, Colored Kid, Ooze. 


Evening 
PATTERNS—Straps. 
LASTS—Medium Toes. 
HEELS—16/8 to 18/8. 
MATERIALS—Paisleys, Satins, Brocades. 


(Signed) SOL .MAYER. 


Pittsburgh, Pa. 
Fashionable 


PATTERNS—Always Dignified One-Strap, Pretty 
Grecian and Egyptian Straps and Cutouts. 

LASTS—Dime, Quarter and Fuller Shaped Toes. 

HEELS—Boxwood 9/8 to 12/8—Spanish 12/8 to 14/8 
—Louis 14/8 to 16/8. 

MATERIALS—Patent, Satin, White Kid, Beige in 
Suede, Limited Number Red or Blue Kid. 


(Signed) P. LUDEBUEHT & SON. 
(Christian Ludebueht.) 


New Orleans, La. 
Conservative 


PATTERNS—One and Two-Straps. 
LASTS—Medium Toe. 

HEELS—13/8 to 14/8, Cuban or Spanish Louis. 
MATERIALS—Black Kid, Brown Kid, Black Ooze. 
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Fashionable 


PATTERNS—Straps; Light, Airy Sandal Effects. 
LASTS—Medium Width Toe on Vamp 3” to 31%”. 
HEELS—15/8 to 17/8 Spanish; 13/8 Cuban. 
MATERIALS—White Kid, Colored Kid. September 
Satins, Ooze, Colored Kids, Patent with Ooze Com- 
binations. ° 
Evening 


PATTERNS—Very Light Strap Effects. 
LASTS—Modified French. 

HEELS—15/8 to 17/8 Spanish. 
MATERIALS—Silver Brocade, Colored Kids. 


(Signed) J. R. JACOBS. 


Houston, Tex. 
Conservative 


PATTERNS—Subdivided into Oxfords and Straps. 
LASTS—Same as Spring. 
HEELS—Leather with Rubber Tops; Few Wood, 9/8 
to 14/8. 
MATERIALS—Black Kid, Brown Kid, White Kid 
Fabrics. 
Fashionable 
PATTERNS—Subdivided into Straps, Anklets, Ox- 
fords, Cutouts, Underlays, Trims. 
LASTS—tTendency to Broader, Rounder Toe, Short 
Forepart. 
HEELS—Spanish Louis 12/8 to 15/8. 
MATERIALS—Black Satin, Lighter Colored Suede, 
White Kid, White Fabric. 


Evening 


PATTERNS—Fancy or Plain Straps; Anklets, Brace- 
lets; Cutouts, Underlays, Trims. 

LASTS—Many as at Present. Slight Tendency to 
French Toe. 

HEELS—Louis and Spanish 13/8 to 16/8. Boxwood 
12/8 to 14/8. 

MATERIALS—Silver, Radium, Brocade, Bronze, few 
Egyptian, Cloths, few Satins and Silks. 


(Signed) BUCKLEY SHOE COMPANY. 
(John G. Buckley.) 


Boston, Mass. 
Conservative 


PATTERNS—Straps, Entirely. 
LASTS—Medium Full Toe. 

HEELS—12/8 to 15/8, Box, Baby Louis. 
MATERIALS—Black Kid, Patent, White Kid. 


Fashionable 


PATTERNS—Straps, Sandals, Cutout Ties. 

LASTS—Medium Toe, 3’”’ Vamp—Some “‘Stage”’ Toes. 
HEELS—10/8 Covered, 14/8 to 16/8 Louis and 
Spanish. 
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MATERIALS—Fallow, Beige, Both Trimmed with 
Kid to Contrast or Harmonize; Black Suede, White 
Kid Trimmed with Colors; Red, Green. Bright 
Colors Limited. 


Evening 


PATTERNS-Straps. 

LASTS—Narrower Toes, Longer Vamps. 
HEELS—14/8 to 17/8 Louis and Spanish. 
MATERIALS~—Silver, Gold, Brocades, some “Paisley.” 


(Signed) W. W. WILLSON. 


Cincinnatti, O. 


Conservative 


PATTERNS—Oxford and Straps. 

LASTS—Same as Now. 

HEELS—Wood, Leather 10/8 to 13/8. 

MATERIALS—White Fabrics, Black or Brown Kid, 
Patent, Black Satin. 


Fashionable 


PATTERNS—Straps and Oxfords. 

LASTS—Same as Now. 

HEELS—10/8 to 14/8, Wood, Cuban and Spanish 
Louis. 

MATERIALS—White Kid, White Cloth, Patent, 
Black Satin, Brown Satin, Colored Ooze, Colored 
Kid in Tans and Browns. 


Evening 


PATTERNS—Straps and Tongues. 

LASTS—Along Present Lines. 

HEELS—Wood, Cuban and Spanish Louis, 10/8 to 

14/8. Full Louis 14/8 to 17/8. 

MATERIALS—Black, White Satin Brocades, Plain 
Satin, Silver, Gold Brocades, Satin Beaded. 


(Signed) H. & S. POGUE Do. 
(H. C. Vollrath.) 


Cleveland, O. 


Conservative 


PATTERNS—Straps, Two-Straps Preferred. 
LASTS—No Change. 

HEELS—12/8 to 16/8. 

MATERIALS—Black Satin, Patent, Black Ooze. 


Fashionable 


PATTERNS—Straps with Fancy Cutouts. 

LASTS—No Change. 

HEELS—12/8 to 16/8 Cuban; 14/8 to 17/8 Louis. 

MATERIALS—Fancy Satins, Patent, Black Ooze, 
Some Colored Oozes. 
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Evening 


PATTERNS—One and Two-Straps. 

LASTS—No Change. 

HEELS—14/8 to 17/8 Louis. 

MATERIALS—Satin, Patent, Silver Brocade, Gold 


Brocade. 


(Signed) A. C. LA ROSE. 


Pittsburgh, Pa. 
Conservative 


PATTERNS—One Straps. 

LASTS—Medium Narorw. 

HEELS—13/8 to 15/8 Louis and Box Covered. 
MATERIALS—Kid, Patent and Ooze for September. 


Fashionable 


PATTERNS—Straps, Fancy Patterns. 
LASTS—Medium to Frenchy. 

HEELS—12/8 to 17/8 Louis and Box Covered. 
MATERIALS— Whites and Satins. 


Evening 


PATTERNS—Straps with Ornamentations. 
LASTS—Medium Narrow and Frenchy. 
HEELS—14/8 to 18/8 Louis and Box Covered. 
MATERIALS—Satin, Silver and White. 


(Signed) CAL J. MUESCH 
Cleveland, O. 


Conservative 


PATTERNS—One-Straps. 
LASTS—Medium. 

HEELS—12/8 to 14/8. 
MATERIALS—Black Satin, Black Kid. 


Fashionable 


PATTERNS—Profusion of Unique. 
LASTS—Medium, Semi-French. 
HEELS—12/8 to 17/8. 
MATERIALS—Satins, Brown Suedes, Patents. 


Evening 


PATTERNS—One-Strap. 
LASTS—Medium, Semi-French. 
HEELS—14/8 to 17/8. 
MATERIALS—White Kid, Silver Cloth, Brocade, 
White Satin. 
(Signed) PETOT SHOE CO. 


Minneapolis, Minn. 
Fashionable 


PATTERNS—Anything with Style and Fitting Quality 
LASTS— 

HEELS—12/8, 14/8, 16/8. 

MATERIALS— 
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Evening 
PATTERNS— 
LASTS—No Change. 
HEELS—10/8, 14/8, 16,8. 
MATERIALS—Satins, Suedes, Patents. 


(Signed) GEO. A. PIERCE. 


Kokomo, Ind. 


Conservative 


PATTERNS—Oxfords. 

LASTS—Medium and Broad. Vamps not too long. 
HEELS—13/8 to 10/8. 

MATERIALS—Kid, Fabric. 


Fashionable 


PATTERNS—Straps, Cutouts, Combinations. 

LASTS—Nickel toes. Vamps short but not extreme. 

HEELS—Spanish 13/8 to 15/8, Louis 14/8 to 16/8. 

MATERIALS—Satin, Patent, White ‘Kid, Colored 
Suede. 


Evening 


PATTERNS—Fancy Straps. 

LASTS—Nickel toes. Vamps not too short. 
HEELS—Spanish 15/8, Louis 16/8 to 17/8. 
MATERIALS—Satin, Brocaded; Gold or Silver, Plain, 


also Combinations. 


(Signed) V.E. VAILE. 


Des Moines, Iowa 


Conservative 


PATTERNS—Straps. 

LASTS—Narrow. 

HEELS—Box Cuban, Spanish, and Louis 10/8 to 14/8. 
MATERIALS—Black Satin, Black Kid, White Kid. 


Fashionable 


PATTERNS—Straps. Some Cutouts. 

LASTS—Narrow. 

HEELS—Spanish, Baby Louis, Louis, 12/8 to 16/8. 

MATERIALS—Silver, Gold, Metal Cloth. Plain and 
Brocaded. 


(Signed) MILO A. SLADE. 


Denver, Colo. 


Conservative 


PATTERNS—Straps. 
LASTS—Medium. 

HEELS—Baby Louis, Spanish, Block. 
MATERIALS—White Kid, Black Kid, Satin. 


Fashionable 


PATTERNS—Fancy Straps. 

LASTS—Medium. 

HEELS—Louis, 15/8 to 17/8; Spanish, 16/8. 

MATERIALS—White Kid, Colored Ooze, Black Satin, 
Colored Kids. 


Evening 


PATTERNS—Fancy. 
LASTS—Medium. 

HEELS—High. 
MATERIALS—Pastel Shades, Satins. 


(Signed) FONTIUS SHOE CO. 
(H. E. Fontius.) 


San Francisco, Cal. 
Conservative 


PATTERNS—Straps and Oxfords. 

LASTS—Present type to continue. 

HEELS—Wood and Leather, 10/8 to 14/8. 

MATERIALS—Black or Brown Kid, Patent, Black 
Calf. 


Fashionable 


PATTERNS—Straps 65%. All other effects, 35%. 

LASTS—The present trend to continue. Medium Toes. 

HEELS—Boxwood, 10/8 to 14/8; Louis and Spanish, 
13/8 to 17/8. 

MATERIALS—Black Satin, Black Ooze with Patent 
or Kid Trimmings. Patent, Medium Dark Type of 
Brown Ooze with Trimmings of Calf or Kid to blend 
or contrast. Colored Kids of Field Mouse or Medium 

- Dark Brown. Brown Satin. 


Evening 


PATTERNS—Straps 75%. 


. LASTS—In keeping with present trend. 


HEELS—Boxwood, or Junior Louis, 12/8 to 14/8. 
Louis or Spanish, 14/8 to 17/8. 

MATERIALS—Plain Black Satin, Black Silk, or 
Satin Brocades, Silver Brocade, Gold Brocade, Multi- 
colored Brocades. 


(Signed) THE WHITE HOUSE, 
(Harry A. Gilson.) 
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WHAT LEADING MERCHANTS BELIEVE 


WILL SELLAr CHILDREN 
in July August & September 


Children’s Survey 


Chicago, IIl. 
School 


PATTERNS—Oxfords and Lace Boots. 
LEATHERS—Brown Elk, Brown Grain, Black Grain, 
Smooth Calf. ; 


Sport Effects for Play 
PATTERNS—Oxfords and Pony Cut Lace Boots. 


LEATHERS—Brown, Beige, Smoked Elk, also Com- 
binations of these Colors. 


Dress 


PATTERNS—Strap Patterns and a few Colonials. 

LEATHERS—Patent and Light Weight Dull Calf. 

GROWING GIRLS’—Follow Trend of Women’s Styles 

BOYS’ AND YOUTHS’—Follow Trend of Men’s 
Styles. 


(Signed) F. E. FOSTER & COMPANY, 
(Carl Berrgstables.) 


Cleveland, O. 
School 


PATTERNS—Straps and Sandals, in both Plain and 
Combination Leathers. 

LEATHERS—Patent, Mahogany, Pearl, Smoked Elk. 
September Misses will wear Patent, Tan, Gun Metal, 
Plain Toe Creased Vamp Blucher Oxfords; also 
Boots. 


Dress 


GROWING GIRLS’—Straps and Oxfords with Patent 
Vamps and Quarters Trimmed in Different Colored 
Suedes and Oozes, Inlays and Saddle Effects. 

Black Satin, Patent Strap Slippers with 7/8 to 8/8 
Heels. 

BOYS’ AND YOUTHS’—Patent Plain Toe Lace 
Oxfords. 

(Signed) STONE SHOE CO., 
(Clyde K. Taylor.) 


Columbus, O. 
School 


PATTERNS—Oxfords and Straps. 
LEATHERS—Tan Calf, Gray, Beige, Elk. 


Sport Effects for Play 


PATTERNS—Sandals and Sport Oxfords. 
LEATHERS—Brown, Beige, Gray Elks. 


Dress 


PATTERNS—Straps and Sandals. 

LEATHERS—Patent, White Calf, Canvas. 

GROWING GIRLS’—Patent Sandals, Satins, White 
Calf, Canvas. 

BOYS’ AND YOUTHS’—Brown Oxfords in Plain and 
Two Tones. 


(Signed) THE A. E. PITTS SHOE CO., 
(L. J. Bergman.) 
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Cincinnati, O. 
' School 


PATTERNS—Oxfords and Straps. 
LEATHERS—Russia Calf, Colored Elks. 


Sport Effects for Play 


PATTERNS—Sport Oxfords and Sandals, Moccasins. 

LEATHERS—Gray Elk, Smoked Elk, and Combina- 
tions. 

Dress 

PATTERNS—Straps and Cutouts. 

LEATHERS—Patent, White Calf, White Canvas; 
Colored Kids, Red especially. 

GROWING GIRLS’—White and Patent Sandals. Red 
Trim Good. 

BOYS’ AND YOUTHS’—Brown Oxfords, 
Oxfords, and Two Tones. 


(Signed) PATTER SHOE CO. 
(H. S. Gordon.) 


Kokomo, Ind. 
School 
PATTERNS—Oxfords and Straps. 
LEATHERS—Brown Calf, Patent. 
Sport Effects for Play 


PATTERNS—Oxfords and Barefoot Styles. 
LEATHERS—Brown Calf and Elk in Combination, 
Plain Brown, Smoke, Tony Red. 


Patent 


Dress 


PATTERNS—Patent Straps, White Straps, Strap 
Combinations. 

LEATHERS—Patent Fabric, White Fabric. 

GROWING GIRLS’—Follow women’s styles only 
with 8/8 to 10/8 heels. 

BOYS’ AND YOUTHS’—Follow men’s styles. Careful 
of heavy styles in small sizes. 


(Signed) V. E. VAILE. 


Denver, Colo. 
School 
PATTERNS—Oxfords. 
LEATHERS—Black Calf, Brown Calf, Brown Calf in 
Combination. 


Sport Effects for Play 


PATTERNS—Oxfords. 
LEATHERS—Elks. 


Dress 
PATTERNS—Straps, Ties, Colonials. 
LEATHERS—Patent, White Kid, Linen. 


GROWING GIRLS’—As above. 
BOYS’ AND YOUTHS’—Calf Oxfords and Boots. 


(Signed) H. E. FONTIUS. 


Louisville, Ky. 
School 


PATTERNS—Oxfords and Boots. 
LEATHERS—Tan Calf, Patent, Col. Elk, two tones 
75%. 

Sport Effects for Play 
PATTERNS—Straps with cutouts, Fancy Sandals. 
LEATHERS—White Kid, Canvas, Col. Elks; Green, 

Red, Black Kids. 


Dress 


PATTERNS—Straps with cutouts; two tone effects. 

LEATHERS—Patent, Beige, White Kid Trimmed with 
Colored Kid. 

GROWING GIRLS—Straps, Oxfords, and Sandals. 
Cutout and fancy effects. 

BOYS’ AND YOUTHS’—Sport Oxfords, Perforated 
High Shoes. More Oxfords than in previous years due 
to sport models. 


(Signed) BYCK BROS. & CO. 
(Forrest G. Wright.) 


Helena, Ark. 


School 


PATTERNS—One and Two Straps, Sandals, Oxfords. 
LEATHERS—Patent, White Cloth, Kid, Buck, Calf. 


Sport Effects for Play 


PATTERNS—Straps. 

LEATHERS—Patent, Satin, Patent with Brocaded 
Quarter, Suede. 

GROWING GIRLS’—Satin, Patent, Suede. 

BOYS’ AND YOUTHS’—Calf Oxfords, Patent, Two- 
Tones. 

(Signed) HART SHOE STORE, 
(Joe Hart.) 


Fort Smith, Ark. 
School 


PATTERNS—Lace, Ortho Lasts. 
LEATHERS—Brown Calf, Two Tones, Smoked Elk. 


Sport Effects for Play 


PATTERNS—Oxfords and Straps with Saddles. 
LEATHERS—Smoked Elk, Brown Calf, Patent, White 
and Black Combinations. 


Dress 


PATTERNS—Pumps, Sandal Effect most Prominent. 

LEATHERS—White Kid, Patent, Black Satin. 

BOYS’ AND YOUTHS’—Full English Ortho Toes, 
High Lace, Brown Calf, Smoked Elk. 


(Signed) A. F. Herden. 
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Big Demand for Space at Boston Show 














ITH exhibit space in the 
big Mechanics’ Building 


already largely alloted, and 
with the various committees organ- 
ized and actively at work, the annual 
“Boston Show,” otherwise the New 
England International Shoe and 
Leather Exposition and Style Show, 
to be held July 9, 10, 11 and 12, 
will be enabled to make a flying 
start. 
There hasnever beensuch an early 
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In charge of the work con- 
nected with planning and run- 
ning the exposition will be the 
following men: 

General Manager—Chester I. 
Campbell. 

Executive committee—Albert 
N. Blake, Chairman. 

Exhibits committee—Major 
Charles T. Cahill, Chairman. 

Style . Revue committee— 
Herman E. Lewis, Chairman. 

Publicity committee—G. W. 
Langdon, Jr., Chairman. 

Shoe Retailers’ Co-operative 
committee—W. W. Willson, 
Chairman. 


N 2 


Working Exhibit Which Proved So 
Popular Last Year Again to Be 
a Feature—Style Review Will Be 
Held Three Evenings— Complete 
Program to Be Announced Later 


July event, and every United States. 
consul and trade commissioner 
throughout the world has also re- 
ceived notification. 

Mr. Chester I. Campbell will 
again serve as General Manager of 
the Exposition, and the various 
committees are as follows: 

Executive Committee—Albert N. 
Blake, Chairman, Watson Shoe Co., 
Lynn; Herbert T. Drake, Emerson 
Shoe Co., Rockland; Herman E. 


and enthusiastic demand for booths 
since the exposition was established, 





Hospitality committee—A. L. 
Puffer, Chairman. 


Lewis, Herman E. Lewis, Inc., 
Haverhill; Arthur W. Wellington, 








and it now looks as though space 
would be at an actual premium weeks before the 
opening date. 


Several New Features Planned 


The great four day’s Market-Fair will be carried out 
along the same lines of previous expositions, with the 
introduction of several new features, and last year’s 
innovation of an educational working exhibit in the 
basement of the building will again be followed. The 
shoe factory on this occasion will be for the production 
of women’s wear, the 1922 installation having been one 
for the fabrication of men’s shoes, and in this depart- 
ment there will also be a number of other interesting 
industrial operations connected with the shoe and 
leather industries in full blast. This feature last year 
made a big hit with the trade and general public alike. 

In the Exposition proper the big shoe cities like 
Lynn and Haverhill will be largely represented, and 
the Style Revue, to be held in Grand Hall on the 
evenings of July 10, 11 and 12, will be a bonafide style 
proposition with unusually artistic accessories. 


George Walmsley in Charge of Style Revue 


The general details of the Style Revue will be under 
the direction of Mr. George R. Walmsley as heretofore. 

The complete program for the four days, which will 
inelude various trade conferences and other events of 
intcrest, will be announced later. Already the retail 
and wholesale shoe trade of the entire country is being 
notified by circular-letter and otherwise of the big 


United States Leather Co., Boston; 
Charles C. Hoyt, Farnsworth, Hoyt Company, Boston; 
Charles T. Cahill, United Shoe Machinery Corporation, 
Boston; Thomas F. Anderson, Secretary, Boston. 

Exhibits Committee—Major Chas. T. Cahill, Chair- 
man, United Shoe Machinery Corp., Boston; Arthur 
W. Wellington, United States Leather Co., Boston; Frank 
S. Farnum, Churchill and Alden Company, Brockton; 
Willis R. Fisher, A. C. Lawrence Leather Co., Boston; 
Charles C. Hoyt, Farnsworth, Hoyt Company, Boston; 
W. I. Wardell, United States Rubber Company, Boston; 
Maynard Hutchinson, McElwain, Hutchinson & 
Winch, Boston; John J. Blaney, Bristol Patent Leather 
Co., Boston. 

Style Revue Committee—Herman E. Lewis, Chair- 
man, Herman E. Lewis, Inc., Haverhill; A. A. Mead, 
Upham Bros. Co., Stoughton; Edward Marshall, 
United Last Co., Boston; W. W. Willson, Rice & 
Hutchins, Inc., Boston; A. F. Bancroft, Bancroft- 
Walker Co., Boston. 

Publicity Committee—Geo. W. Langdon, Jr., 
Chairman, Hazen B. Goodrich & Co., Haverhill; B. L. 
Wales, M. N. Arnold Shoe Co., North Abington; 
Harland P. Leighton, P. J. Harney Shoe Co., Lynn; 
Frederick W. Small, Gilchrist & Co., Boston; Roland 
H. Haviland, Stetson Shoe Co., South Weymouth; 
Edward O’ Connor, Farnsworth, Hoyt Company, 
Boston. 

Shoe Retailers’ Co-operative Committee— W. W. 
Willson, Chairman, President Massachusetts Retail. 

(Continued on page 97) 
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How Can We Lower the Cost of Distribution? 


H. L. Nunn, Milwaukee Shoe Manufacturer, Makes Pointed Address 
Before Chicago Shoe and Leather Association 


public that there is something wrong,” said H. 

L. Nunn, Milwaukee manufacturer in a recent 
address to the members of the Chicago Shoe and Leather 
Association. 

A spirit of unrest and dissatisfaction exists because 
of the wide spread between the price of raw material 
and the retail price of finished products. This is es- 
pecially true with regard to the products that have 
their beginning on the farm. 

“The problem of production seems 
to have been better taken care of. 
Some economists say to apply the 
same efficient methods in distribu- 
tion that have been successful in 
production. In my opinion the solu- 
tion does not lie in big corporations 
manufacturing and distributing di- 
rect to the consumer and thereby 
eliminating the retail merchant. 


Efficiency the Order of the Day 


“The small saving that could be 
gained by this method would prob- 
ably not equal the increase in cost, 
due to the elimination of individual 
store competition, nor would the 
people be as well served through 
such organized distribution, be- 
cause with it individuality and per- 
sonality would to a great extent be 
eliminated and personal service 
abandoned. 

“There are now two large units manufacturing shoes 
who are also to a great extent producing their own 
leather, cartons and even stains and dye, but there is 
little danger of the small manufacturer who is efficient 
being eliminated by this competition. 

“People are demanding more in the way of style, 
varieties of lasts, patterns and material than ever before 
and these can best be supplied by the smaller manu- 
facturer who can, because he is smaller, put more in- 
dividuality, and personality into his product. 


Toute seems to be a general feeling among the 


necessary m 


Wage Reductions Futile 


“The problem of distribution as it exists today would 
look tremendous to our ancestors could they come back 
and view present conditions; likewise living conditions 
as they exist today would look like sheer extravagance 
as compared with what was prevalent in the days of our 


“The answer to the problem of distribu- 
tion,” says Mr. Nunn, “will be found in 
the elimination of waste due to the un- 


and to careless manufacturing.” 


ancestors. We are accustomed to so many things today 
that did not exist in former days, that it is idle to talk 
about economy in the elimination of service. It is also 
idle to talk of cutting down wages as the means of 
solving the problem. Every workman in every walk of 
life must be paid a fair wage for services rendered. 
“The answer to the problem of distribution must 
come through the elimination of waste. The elimination 
of unnecessary middlemen in certain positions, but 
largely through the elimination of waste due to careless 
buying, and careless manufacturing 
to prevent left-overs with their 
attendant loss. The public must be 
taught that so long as they demand 
high styles that they will neces- 
sarily have to pay high prices. 


Class Legislation Censured 


“We are on fairly safe ground if 
commodities are produced at the 
cost of raw materials, plus a fair 
margin of profit for manufacturing 
and distributed at a fair margin of 
profit plus the cost of distribu- 
tion.” 

Mr. Nunn took a rap at class 
legislation and especially at a high 
tariff made to protect certain big 

_ interests and not to work to the 
good of the ultimate consumer. 

Free and fair competition is the 
best guarantor of fair prices. The 
manufacturer, the wholesaler and 

the merchant who play the game fairly have a right to 
live and a chance to live. There is no place in the scheme 
of economy for the inefficient, and sooner or later he 
will eliminate himself. 

“Large retail merchants in the big cities,” said Mr. 
Nunn “have frequently refused to handle trade mark 
shoes and so have made it necessary for the manufac- 
turers to open their own stores in order to get an ade- 
quate distribution of their product. 


to careless buying 


The Small Merchant's Best Bet 


“Tn turn this has caused many of the large merchants 
to form close working agreements with other manu- 
facturers, and? as a total result the consumers are re- 
ceiving better shoes for their money than they other- 
wise would get. Unfortunately this condition has not 

(Continued on page 97) 
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Building Advertising on ““Walk and Be 
Healthy” Plan 


An Idea for a Quiet Day 


ting of extra expenses that do not add to the 
actual value of the article sold, all business, 
therefore the merchant is inclined to look askance on 
the idea of anything that costs money outside of ac- 
tually necessary expenses. 
Still the merchant who does things first, who of course 
measures costs carefully prior to participation in any 
scheme, will more than likely 


B tse of must always guard against the initia- 


portunity to get greater value out of your shoes than 
ever before. 

We charge you nothing for this service. 

What we seek is your approval of our desire to per- 
form the greatest possible service to you.” 

Note—Bring the children, too. 


A Window Display 
For a window display pro- 





be first in the minds of a 
town’s trade. A tremendous 
appreciation of orthopedic 
shoes is sweeping the coun- 
try carried on a wave of in- 
tensive education into the 
direct connection feet have 
with health and happiness. 

Why then wouldn’t pro- 
fessional advice given by the 
shoé merchant as an occa- 


cure a form from a ladies’ 
tailor and dress it in a 
nurse’s uniform with a card 
reading, “Ask. the Doctor 
About the Importance of the 
Shape of Your Shoes.” and 
feature the time when doctor 
will be present. If it can be 
arranged to have him give a 








little talk on health so much 








the better. It might be better 








to feature this talk. 





sional service, to focus atten- 








tion on fitting service and 


If handled properly this 





idea of giving advice by the 





special type shoes, prove a 





wholesale to one’s trade will 








strictly money-making propo- 





sition? An orthopedic de- 


prove a good one for it is 








partment that has been given 


simply performing a helpful 








the stimulus of professional 


service to further instill in the 








minds of folk the service of 





sanction ought to gain a 





the shoe store. 





decided advantage over one 








not so favorably placed. 





Get a Doctor’s Services 


Get a local doctor to meet 
your trade during one or two 
hours on a day that is usually 
a quiet one. In advance of 


Street - 





Your, NAME TERE 


~- Jowm 


The Element of Vanity Used 


A perusal of women’s mag- 
azines will bring to light any 
number of articles on care of 
the feet and the relation of 
feet to health. Articles will be 








this run your advertising 
and mail matter to thorough- 
ly acquaint the trade with the innovation. 

Such advertising might read as the following sug- 
gestion: 

Come in and talk it over with the doctor. There 
isn’t any foot trouble that cannot be relieved with shoes 
properly fitted. Those aching, burning feet of yours can 
be helped. Those strains in back, legs and arches are due 
more than anything else to a slighting of one’s feet. 

Why go on when a few minutes talk with our doctor 
at the store Wednesday will settle the matter? 

We are here to see you get the best possible value 
out of your shoes, and the doctor will know whether our 
BLANK LAST SHOES will help you. It is your op- 


Feature Ad 


found on the effect of exer- 
cises on the complexion, etc. 

Such disinterested comment will have more value 
than anything said by the shoe merchant. Walking 
is given an important place in a healthful day’s 
activities. 

The Sentimental Appeal 

And the desires are the things to emphasize if the 
idea is to ““Walk and Be Healthy.” 

The idea “Walk and Be Healthy” depends on a 
direct appeal to sentiment with the admonition as an 
effect rather than a cause. The heart is stronger than 
reason in most folk, and health is usually taken as a 
matter of course until its absence makes it desirable. 





BOOT AND SHOE RECORDER 


May 5, 1923 


Here Are Some of the Problems You Face 
in Opening a New Store 


Even the Question of How Your Window Glass Is Fitted 
Important These Days, Says W. W. Willson 


In the course of 
an interesting ad- 
dress before the 
pupils of the New 
England Shoe and 
Leather  Associa- 
tion’s Continuation 
Class, April 20, W. 
W. Willson, of Rice 
& Hutchins, Inc., 
and president of 
the Massachusetts 
Retail Shoe Mer- 
chants’ Association, 
explained the fun- 
damentals of mod- 
ern shoe retailing. 

“The shoe re- 
tailer,” he said, 
“while last in the 
circle of operations, 
is by no means the least important. The methods of re- 
tailing footwear have undergone a radical change dur- 
ing the past 25 or 30 years. Formerly shoes were sold 
over the counter in practically a single width, while to- 
day it is more a matter of fitting than of selling. 


Section of City Is Problem No. 1 

‘The merchant who today plans to establish a retail 
shoe store, must first carefully study the question of 
which section of the city his store is to be located in, 
what street and which side of the street. The width and 
depth of his store are also important considerations, 
for right here in Boston there are shoe stores the rental 
of which is $1500 per front foot, and the total rental 
may be anything up to $20,000 or $25,000 annually, 
compared with $5,000 or $10,000 rentals at an earlier 
period. 

“The prospective merchant also must decide whether 
he is to handle men’s or women’s footwear, or both, and 
whether he shall sell an average $5.00 or $6.00 line, or 
$7,00, $8.00 or $12.00 line. He is obliged to figure out 
how many pairs of shoes he must sell to meet expenses. 
All of these problems, together with the cost of light, 
heat, advertising, etc., must be thoroughly studied 
before the store is started at all. 


W. W. WILLSON 


Today, he says, it is more a question of 
fitting than of selling 


Store Fittings Very Important 


“In earlier years the fittings of a retail shoe store 
were of far less importance than today. All modern 


stores must be fitted up properly in walnut or other 
expensive woods on the principle of a single box to a 
shelf. The mere question of chairs and their alignment 
is of much importance. 

“Comparing the retail shoe stores of 30 or 40 years 
ago with those of today, one of the most striking con- 
trasts would be that of lighting. The window is a large 
part of what the merchant is paying his high rent for. 
This must be as well constructed as architects can make 
it and every square inch must be accounted for. Even 
the glass panes are mitred so as to save every possible 
square inch of visibility. 

“Tt sometimes takes many weeks to properly work 
out the plans for a new store, and then comes the 
question of the line of goods to be carried. The shoes 
when received must be opened and carefully checked 
up before being placed on the shelves. 


Size Shortage Fatal 


“After this comes the question of selling, and this 
requires good management and judgment, especially 
in the matter of proper fitting of a customer by the 
salesman. The modern salesman measures the feet of a 
customer with a measuring-stick, and it is up to the 
store to have the correct sizes on hand for the customers. 

“An average store will carry 55 or 60 different sizes 
and widths of each style that it has on hand. That is 
why retail shoe stores need so much shelf room today. 

“A good many people think that the retail shoe mer- 
chant makes large profits, but the fact is that in recent 
years the average retailer has made but little money. 


Salesman Must Know Foot Anatomy 


“Today people are demanding service in footwear 
requirements more than ever before. The salesman of 
the present time must know something about the 
anatomy of the feet, so as to be able to detect foot 
troubles. There is need of a lot of judgment on this 
point, and also in ‘sizing up’ the customer when he 
first enters the store. A customer should always be 
properly greeted by someone, for half the battle in the 
retail shoe business is making a good impression upon 
the prospective client. 

“The salesman, himself, must make the most of his 
opportunities in each case, but at the same time should 
not try to sell any customer, so to speak, ‘gold bricks.’ 
The retail shoe business today requiresreal salesmanship, 
and the salesman should remember that he is there to 


serve the customer. 
(Continued on page 97) 
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An attractive display of men’s shoes in the store of the H. A. Meyer Shoe Co., Wabash Avenue 
and Monroe Street, Chicago 


What’s Doing in the Men’s Style Game? 


By E. C. LOGAN 


S spring business gets under way there are cer- 

tain distinct tendencies in men’s shoe business 

that will undoubtedly have a great influence 6n 
business during the later spring and summer, and will 
also have an important bearing on fall purchases. 


First—The increasing demand for 
black leathers. 

Second—The switching of demand 
from dark to light shades of tan. 

Third—The tendency to keep fancy 
patterns in the sport class and make 
dress shoes “‘dressy”? through simple 
elegance in design and materials. 


Black shoes are black and tan shoes are tan. No 
longer do you have to lead a man into strong daylight 
to determine the color of his footwear. The color line 
is becoming more and more distinct. The natural re- 
sult has been an increasing demand for black shoes 
both for street and semi-dress. 


Black Shoes Still in Favor 


The increase in demand for black shoes was strongly 
apparent during the late fall and throughout the win- 
ter, but it was the general belief that the business would 
switch back to tan as soon as the sun began to shine 
straight down. 

A survey of a score or more of the prominent men’s 
stores of Chicago, however, indicates that the demand 


for black has not receded and many of the buyers and 
managers are of the opinion that percentages of sales 
as between black and colors will not materially change 
during the hot weather months. 


Patents Getting Stronger 


Already the heavy grain leathers in black are receiv- 
ing less attention and as the weather grows warmer, 
black calf in the smooth tannages will also become less 
popular, but an ever-increasing demand for patents 
and the natural increase in black kid will keep present 
ratios still in balance. 

More black shoes are being seen on the street and 
decidedly more patents are being used for street wear. 
One of the best sellers in stores that are featuring it, is 
a patent blucher oxford, plain toe with trouser crease. 
Patents with tips on both medium square toes and on 
conservative round toes are selling well. The plain toe 
dress oxford in patent is also selling well both to the 
man who wears it only for evening and the man who 
dresses up in his Sunday clothes regardless of the time 
of day. On an average, patents are producing about 15 
per cent of the total volume in the stores included in 
the survey. 

Black Shoes and Gray Clothes 


The manager of two of Chicago’s high grade stores 
says he expects his stores to sell more black shoes dur- 
ing the summer on account of the prevalence of gray 
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in men’s clothing. ‘““Hundreds of our customers,” says 
this manager, “ask our advice in making their selec- 
tions. It is only natural that we should sell more black 
oxfords this year because black footwear harmonizes 
better with gray clothing. 

“Another thing that will keep patents on the move 
during hot weather months is that young men will 
buy them to wear with white flannel trousets,where 
they formerly bought white canvas. Some white leathers 
and white fabrics will be worn of course, but patent 
oxfords with white flannels will be a big bet. 


Light Tans Mean More Blacks 


“When men’s clothing ran more to browns and tans, 
we, of course, sold more tan shoes but now that tans 
have become lighter in color, it is necessary that a 
man have a pair of black oxfords also, even if he buy 
a tan pair to match his business suit. Certainly if he 
buys a sport shoe he will in ninety-five cases out of a 
hundred buy a tan.” 

In the two stores under this man’s management, 
sales are about fifty-fifty between blacks and tans with 
patents in with the black. 

Another prominent merchant says, “We do not at- 
tempt to dictate to our customers what they shall buy. 
We are here to serve them the way they wish to be 
served and sell them what they want, and a surpris- 
ingly large number of them are asking for black. 
Within the last week or ten days, though, we can see it 
is beginning to switch to tans and to decidedly lighter 
shades of tan. This is especially true in the higher 
grades, but even in shoes at eight and nine dollars, num- 
ber four and number three shades are outselling the 
cherry and dark brown by big odds. Blacks both in 
calf and patents look good in moderate quantities 
through the summer.” 


How Hassel Found Out 


Otto Hassel wanted to know just what the man on 
the street thought of black and colors, and to find out 
he trimmed one window with shoes which he had in 
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black calf and tan calf in the identical patterns. They 
set a left shoe of black and a right shoe of tan together 
with the price card between, showing both shoes at 
the same price. Temporarily they used the same stock 
number; so when a man came in he asked for the stock 
number and designated between black and tan. The 
shoes varied all the way from six dollars to ten dollars 
in price and comprised grain, boarded and plain leathers. 
The tans varied all the way from very light to very 
dark, including the cherry or reddish shades. 

The records show that the choice has been over- 
whelmingly for blacks in all grades. Patents have been 
strong, and both plain and boarded leathers are selling, 
but the call favors the plain leathers. 


Tans Will Be Stronger Later 


And recognized as an authority on men’s shoes, 
A. E. Taylor, manager of Hassel’s, has been surprised 
at the prevalence of call for black in this test, and is of 
the opinion that two weeks hence the demand will 
favor the tans; but even at that he is watching tans 
closely and is experimenting with some new finishes 
in black leathers that he expects to use for fall. 


Tans Decidedly Lighter 


The second trend that will bear watching is the de- 
cided switch from dark to lighter shades in tan. 

The real dark mahogany brown shades have ceased 
to be except in the lower grades of men’s shoes. The 
cherry shades that have better stood the test of time 
also seem to be losing favor, especially in the higher 
grade lines and are being replaced with medium and 
light shades. 

In shoes retailing at $10 and upwards, scarcely any- 
thing darker than a number four or nut brown is shown, 
while number three or light tan is rapidly pushing to 
the forefront. 

Even in Medium Grades 


Even in oxfords at $7.50 to $9 these lighter shades, 
especially the nut brown is gaining in popularity. In 





Men’s Sport Shoes Are 
Getting ‘‘Doggy” 


Types of sport shoes chosen by expert 


as “base” shoes. On these he has had built a wide variety, patter 


and even triple wing tips, perforations, pinkings and the whole bag of tricks. 
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Survey of Men’s Shoes 


Best Shade of 


Tan 


Black Tan 


Equali00% Best Lasts 


Patent 


Plain Toes 
Trousers Crease Soles 


Crepe 
Present sales and Future Tendencies 





Medium and 


50 | 50 20 Light Medium Toe 


Very Good, Black! Starting |Increasing tendency to black until hot weather 
Colored & Patent 


Good {Increasing tendency to lighter shades 


Boarded and grain, Tan and Black 








No. 3 Brogue and 


Custom 


No. 3 in grain for the sportively inclined 
No. 4 Plain finish conservative tastes 
Sport types in two tones 








Medium French 
for young men 
Custom for 40 


Medium and 
Light 


Black calf will recede in favor of tan 
Patents will increase 
Gray clothes will keep blacks good 











Medium French 
Custom 
Plain 


Medium and 
Light, Cherry 
Fair 


Tans will increase with warm weather 
Patents will remain good 
Kids will increase 





Medium French 
Custom 


Nos. 4-3 
Cherry 


Good, Black 


and Tan 


Expect black calf to grow less 
Patents will hold 
Kids will increase 








Medium French 
Brogue 
Custom 


Nos. 4-3 
Cherry 


Very Good 


Sold blacks early. Will sell them again 
Strong for fall. Tans 75 per cent for summer 








Nos. 4-3 
Cherry 


Brogue 
Custom 


Medium French |Good in Black calf, 
Tan and Patent 
Dress 


Expect blacks to keep strong through the 
summer and increase for fall. Strong tendency 
toward lighter shades in tan 





Nos. 4-3 
Cherry 


Expect more light tans, less blacks for sum- 
mer. Grain and boarded leathers for young me 





Medium French 
Custom 
Brogue 


Nos. 4-3 
Cherry 




















Tendency toward lighter shades of tan 
Decided increase in black calf and patent 











the lower grades, the reddish and darker brown shades 
are best, because low grade leathers do not look finished 
in the lighter shades. Some stores that bought heavily 
on the darker shades are getting out from under as 
rapidly as possible, and rebuying lighter shades. 

It is not good policy, however, for the average mer- 
chant to be stampeded into giving away the darker 
shades on his shelves and filling up again with real 
light shoes. These changes hit first and hardest in the 
big centers and radiate from the big centers to the 
smaller communities. 

Lighter shades of tan gained prominence in New 
York long before they “cut much ice” in Chicago, but 
these changes are on the way. Sooner or later they will 
hit your town no matter where it is and it is time to 
take note and get ready. 


Bright Leather Finishes 
Leathers in which the graining and boarding is 
prominent are usually heavy and: best fitted for fall 
and winter footwear. There are some leathers, however, 
that show slight boarding and finished bright that are 
proving popular for spring and summer wear. 
Even Scotch grains in medium and light shades are 


selling well to young men; and by the way, there is no 
age limit on the “young.” A man may be young in 
ideas and “thinks” and old in years and vice versa. 

Brogue lasts and heavily grained leather go together. 
Straight lasts and vici kid or kangaroo harmonize. 
Custom lasts and smooth finishes of either Russia calf 
or gun metal make a pleasing combination. The popu- 
lar medium wide square or “French” toe and slightly 
boarded leathers or smooth finishes are rightly 
combined. 

Heavy Leathers on Brogue Lasts 

Scotch grain leather on a straight last would not 
be a pleasing combination and would be a poor seller. 
Likewise vici kid on a brogue last would be inharmoni- 
ous and would please very few people. 

Scotch grains, Nowegian grains, golf grains and 
similar leathers in the lighteg.shades on brogue lasts 
are pleasing to young men with pep and vigor who like 
swagger footwear. 

The whole thing in making footwear that will sell, 
is harmonize the leather to the last and design a pat- 
tern that will to the best advantage bring out the 
lines of the last and emphasize the beauty of the 
leather. 
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Patterns are Pleasing 


Men of taste continue to pick plain neat patterns. 
In the higher grades there is almost a total absence of 
loudness. Neat attractive stitchings have to a great 
extent replaced large perforations. Where perforations 
are used on the tips they are small and inconspicuous 

There is a place for conspicuous patterns even in the 
high grades and that is in sport shoes. Why not keep 
it there? Then the man who admires that type of foot- 
wear can have it. He is the man who will buy an extra 
pair. 

All things considered, the shoes that are now selling 
in the high and medium high grades are the most 
pleasing in both lasts and patterns that we have had 
for years and there is no indication of a radical change 
for fall except that fall shoes will be built*heavier and 
more sturdy. In the lower grades darker shades will 
necessarily prevail and louder patterns will be more in 
evidence. 

Lasts Well Stabilized 

The last situation is so well taken care of that there 
is no indication of any radical developments along 
this line. Progressive factories will, as ever, continue 
to strengthen their line of lasts, but the new ones will 
be on the order of what are now being shown. 

In the so called French, or square toes, the medium- 
width toe will continue the most popular. The extreme 
narrow and the real wide square toes each have their 
place in the large stock, but can be eliminated in the 
smaller stores. The short forepart brogue is daily gain- 
ing friends among the younger element who like swagger 
sport type footwear. In the custom lasts both the 
medium full and medium narrow have many adherents, 
and one or the other, or both are essential in high and 
medium high grades. These lasts are best adapted to 
smooth or slightly boarded leathers in black and colors 
and to patents. 

There is always some business on straight lasts in 
kid and kangaroo and also a placefor the “corn dodger” 
or modifications of this type for the man who is think- 
ing in terms of comfort more than style. 

Then there is one other type of last. The medium 
round toe with short forepart for plain toe, trouser- 
crease shoe. 

With this line-up 99 men out of 100 can be pleased 
and fitted if his feet are normal. 


Looking Toward Fall 

The taste of communities vary and ideas of indi- 
vidual merchants are also widely at variance. In some 
stores right now the reddish shades are the best sellers, 
while in other stores in the same vicinity, and selling 
the same grades, the medium and lighter shades of 
tan are taking the lead. Likewise with patents; a cer- 
tain State Street store is selling 22 per cent patents, 
while another store in the same block, handling about 
the same grade of merchandise, is selling only 7 per 
cent patents. But both of these stores are selling more 
patents and more black leathers than a year ago. 
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These are the things the merchant has to look out for 
in planning his fall purchases. 

If lighter shades of tan are going to prevail in men’s 
shoes for fall, it means more black shoes will be sold, 
and consequently fewer pairs of colors. But it also 
means that good dressers who do buy tans for street 
or business wear will also buy black for dress and 
semi-dress. Do not overlook the opportunity to sell the 
extra pair. 

If you respect your own judgment your sales force 
will likewise respect it. But if you get cold feet and 
become unsold on what you have bought, the same 
mental attitude will prevail among the sales people 
unless you by some chance can hide it from them. 

Confidence is the bed rock of successful salesmanship, 
and anything you btiy can be sold if you truly believe 
in it when you buy it and keep on believing in it. 

Cold feet—tack of confidence—in merchandise on 
the shelves is the cause of more losses than bad judg- 
ment in style picking. 

The merchant who has the faculty of keeping his 
sales force sold on his judgment and ability as a buyer, 
is not likely to have his shelves cluttered up with a 
surplus of unsalable shoes. 





New Home Being Planned for Boston 
Shoe Trades Club 


Boston, May 2—Having received an offer which 
made it possible for the club to save a large sum of 
money, the Boston Shoe Trades Club on May 1 vacated 
its old home at 22 High Street. The lease would have 
expired June 1 in any event and could not have been re- 
newed. Pending the time when new quarters will have 
been secured, a private dining room has been taken in 
the United States Hotel, at Beach and Lincoln Streets, 
in the heart of the wholesale shoe district. Furniture and 
equipment owned by the club has been put into tem- 
porary storage. ¥ 

Some three or four available sites are now under con- 
sideration by the committee in charge and it is con- 
fidently expected that the club will be in a new and 
luxurious home within a short time. 





Low with Goodyear Rubber 


Milwaukee—James Low, on April 19, became 
manager of the Milwaukee branch of the Goodyear 


Rubber Company. Mr. Low is well known to shoe 
merchants through his long connection with the shoe 
business in the city of Chicago and more recently with 
the Rubber Department of the R. S. Smith & Sons 
Company. 

In announcing his new connection, Mr. Low states 
his pleasure in being back with a rubber line that will 
give him an opportunity to renew his contact with the 
shoe merchants, as well as an opportunity to be of 
continued service to them. 
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Big Demand for Space at Boston Show 
(Continued from page 89) 


Shoe Merchants’ Association, Boston; Henry E. Hagan, 
Boston; John Fischer, Boston; Irving B. Howe, Boston; 
Geo. O. Jones, Boston; Frederick W. Small, Boston; 
James A. McFaul, President, and Merton A. Lane, 
Secretary, Maine Retail Shoe Merchants Association, 
Portland, Me; Walter C. Roose, President, and R. V. 
Blanchard Whitney, Secretary, New Hampshire Retail 
Shoe Merchants Association, Manchester, N. H.; 
Clarence A. Brown, President, and B. J. Boynton, 
Secretary, Vermont Retail Shoe Merchants Association, 
Rutland, Vt.; F. S. Fenner, President, and Frank 
Kenyon, Secretary, Rhode Island Retail Shoe Mer- 
chants Association, Providence, R. I.; M. F. Badger, 
President, and W. F. Meyer, Secretary, Connecticut 
Retail Shoe Merchants’ Association, New Haven, Conn. 

Hospitality Committee—A. L. Puffer, Chairman, 
President Boston Shoe Travelers’ Association; Thomas 
A. Delany, S. L. Curry, Frank W. Lord, F. P. Fanning, 
W. M. Oakman, George J. Loveley, L. A Hunt, T. E. 
Murphy, William Noll. 





How Can We Lower the Cost of 
Distribution? 
(Continued from page 90) 


been worked out so satisfactorily among the small 
merchants and in the smaller towns. 

“The smaller merchant will have to learn to con- 
centrate on fewer lines in order to reduce his own selling 
expense and that of the manufacturers who serve him. 

“The solution of the problem of distribution as it 
exists today means a great deal to industry; to farming, 
to manufacturing, to mining, and to every other 
branch of trade. 

“There is great danger in the spread between the cost 
of farm products, and the commodities that the farmer 
has to buy. Some way or another better methods of 
distribution must be found for farm products. A 
product that is being consumed twelve months in the 
year cannot be profitably marketed in three months of 
that time. 

“Producers, manufacturers, distributors and con- 
sumers must learn that tolerance is a great virtue. It is 
risky to judge the other fellow without knowing all the 
facts. The golden rule is just as true and is working just 
as surely today as when it was first annunciated. Let us 
in doing our business bear in mind that immortal 
saying of Mr. Lincoln, ‘With malice toward none, but 
charity toward all.’ ” 





German Tanners in Boston 


Boston, May 2.—Baron Heyl, and C. H. Eiseler, of 
the noted Heyl tannery of Germany, were among the 
visitors to Boston market this week. They spent some 
time in tanneries about Boston. 
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Here Are Some of the Problems You 
Face in Opening a New Store 
(Continued from page 92) 


“Shoe styles today are so numerous that the average 
human mind can scarcely grasp them all.” 


Independent Merchant Still On Top 


In response to questions, Mr. Willson added that the 
so-called independent shoe retailers still predominate, 
and after these come the chain stores maintained by 
various manufacturing concerns. The chain store idea 
appears to be constantly growing. If the independent 
retailer is aggressive in his methods, he, however, has as 
good chance of success as the chain store. 

Mr. Willson also said that the one-price plan in retail 
shoe distribution has certain advantages, but it is 
doubtful if the trade is all headed in that direction. As a 
rule, the one-price stores are those which specialize on 
footwear retailing for $7.00 or $8.00. Boston is said to 
lead all other American cities in the number of its one- 
price shoe stores. 


Common Causes of Failure 


The speaker described the distributing system of 
Rice & Hutchins, Inc., and explained how the mana- 
gers of the wholesale and retail stores confer with the 
factory superintendents and decide on questions of 
styles. 

Asked what is the principal cause of failures in the 
retail shoe trade, Mr. Willson said that it is usually 
trying to carry too much merchandise or too much of 
the wrong line. The dealer who puts in the right shoe 
at the right time and in the right quantity and mer- 
chandises his stock properly is the successful one. 

The speaker urged the pupils to carefully read the 
shoe and leather trade papers and style publications in 
order to keep up with style changes. Even the designers, 
he said, sometimes make mistakes. These can get a 
good deal of help from shoe traveling salesmen. 


Too Many Clearance Sales 


There is a feeling in the trade that clearance sales 
have perhaps been rather overdone in the past, and the 
speaker thought that February and August are the best 
months for such sales. The dealer cannot feel that he 
has made a net profit until he has sold the last 10 pairs 
of any particular line. He should avoid buying too 
many shoes of the same size. On the whole, it is easier 
to work up a volume of business in women’s shoes than 
in men’s. 

In closing Mr. Willson expressed the opinion that 
the average retail shoe merchant today is a much more 
intelligent business man than his predecessor of a few 
years ago. The Harvard Bureau of Business Research 
has been a wonderful help in this connection. There 
are splendid opportunities in the retail shoe field today, 
and manufacturers should encourage in every way pos- 
sible the continued improvement of shoe retailing. 
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mca = 
PROFITABLE MERCHANDISE for YOU 


GALLUN’S No. 11 TAN RUSSIA CALF OXFORD 


—IN STOCK— 


Here is our “‘Fenway” last, No. 170, five rows stitched 
tip, vamp, lace and top. Invisible eyelets. Heavy single 
sole. Wingfoot rubber heel. Sizes 7 toll, A; 6 to 11, B; 
5 to 11, C and D. 


READY NOW! 
PRICE $6.00 
Terms: 2% 10, Net 30 Days 














All visiting shoe buyers in New York are invited 
to make our New York City offices, 755 Mar- 
bridge Building, their headquarters during their 


ng, 
stay. Messrs. ft. P. Whitmanfand Ben Goldstein 
in charge. Stock No. B 7 


WHITMAN & KEITH CO. 


BROCKTON, (Campello Station) MASS. 
































——--~- 


LEATHER 




















“Chromok” makes better medium priced shoes 
because it is specially made for just this grade 


W. D. Byron & Sons Leather Co. 


Williamsport, Md. o- am eo Boston, Mass. 


Also Makers of 
Famous Oak Tanned Flexible Inner Soles, Flexible Sides and Bends 





The Boot and Shee Recorder will appreciate your mentioning the publication in replies to advertisements. 
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TURNS IN STOCK 


SHIPMENTS MADE UPON RECEIPT OF ORDER 
HESE are GENUINE WHITE KID. They are staple styles. Why take chances 


on a lot of fancy designs in whites when you can buy from our stock, these numbers? 
They have proven all over the United States to be the best patterns in general. 

If you want white kid slippers you will make no mistake in placing your orders 
immediately. Our supply is limited. 


IN STOCK IN STOCK 
Price $4.00 Price $4.00 


No. 223— Two- 


‘ No. 226—Genuine “oa a f° > button one strap. 
White Kid two- ees” — Genuine White 
button one strap. Sx a a 13-8 Spanish Junior 


Imt. Fr. cord silk gros grain = — fal-breasted covered heel. 
IN STOCK binding. Leather quarter and int. Fr. cord silk binding. Vents in quarter. 
Price $3.75 sock lining. Vents in quarter. Solid leather Leather quarter and sock-lining. Solid leather 


— 213 ith Flapper heel. B-C grain counter. High-grade soles, 8-8 military grain counter. High-grade sole. Ocean pearl 
re covered heels. Ocean pearl buttons. B-C, 214-8. buttons. Sizes 214-8, B-C. 


REGARDING PRICES — 


All prices are based on orders of not less than 12 pair lots. 
Single pairs at 25 cents per pair extra to cover costs of shipments. 
Terms 2% 10 days, Net 30 days. 











IN STOCK 
Price $3.75 
IN STOCK No. 823—Patent Chrome one strap. Spanish 
Price $3.90 unior Louis full-breasted celluloid covered IN STOCK 
- eel. Imt. Fr. cord binding. Leather quarter Price $3.75 
No. 506—Two-button one strap Patent and sock lining. Solid leather grain counter. P 
leather vamp and inlay. Gray buck quarter. High-grade sole. Ocean Pearl buttons. Sizes | No. 213—Genuine Levor’s White Washable 
Imt. Fr. cord silk binding. Leather quarter 2444, B-C. Kid. Two button one strap. Fine sole. Solid 
and sock lining. Solid leather grain counter. No. 713—Like 823 in black kid. Full breasted _ leather counter. Leather quarter and sock 


H de sole. Ocean pearl buttons, 9-8 Spanish Junior Louis covered heel. Sizes lining. Full Junior Spanish covered heel. 
+> penne heel. Sizes 244-8, B-C. 2%4, B-C. Price $ Pearl buttons. Imt. Fr. bound. B-C, 24.8. 


KARELIS SHOE CO. 
HAVERHILL, MASS. 


‘ho-Sest- and Gine-Secsben wib-aggunthntn gute ceundieliindy > gelliintion Uy sactnes eg ebvemmaaneen: 
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assis sclasisietineaiaseeasioaeneausietion 
POPULAR SPRINGTIME 
MODELS 





Brooklyn —— 


The Sheba—No. 1014—Back Satin Vamp and 
Fox, Black Ooze collar and strap, with eight 
cutouts. 

Spanish heel, 16-8 on 60 last 

Spanish heel, 14-8 on 77 last 

Spanish heel, 16-8 on 90 last 


Spanish heel, 16-8 on 60 last 
Spanish heel, 14-8 on 77 last 
Spanish heel, 16-8 on 90 last 


$7 50 





6s ; 99 SOLD IN CASE LOTS IN THE 
The Herline FOLLOWING SIZE SCHEDULE 


va 
a 
Te 
we 
a 
va 
2 i \ The Sheba—No. 1090—All Over White Kid 
a 
Te 
wa 
va 


No. 90 Last 3% 4 eb 6 6147 7 
' ee 








WIRE IMMEDIATELY YOUR 





11-13 EMERSON PLACE - BROOKLYN, N. Y. 











w 
Ys 
: 
Y 
$7.00 cf 
“The Sheba’’ : 
No. 60 Last 
The Herline—No. 980—All Over Beige Ooze 
Color G. No. 88 Field Mouse Kid collar and 
front strap Sandal. 
: 
% 


ORDERS, AND DON’T FORGET TO a 

MENTION THE NUMBER OF LAST 

YOU DESIRE. Terms: 3% off, 10 days 
- TRIANGLE SHOE MFG. CO., Inc. 


2B SSSI TESTIS TESTIS ESS ESSE SOREN SOREN 


The Boot and Shee Record ciate your mentioning the publication in replies to advertisements. 
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CUSHING 


SHOES 





Cushing Shoe Company specializes in the 
production of smart welts, with a_ liberal 
measure of style and good workmanship. 


The Cushing organization of trained executives 
and skilled workmen guarantees the worth of 
every style proceeding from the factory and 
makes possible its success. All that is really 
new, salable and in accord with Fashion’s 
dictates is found in the’Cushing line. Base 
your business on “Women’s Wonder Welts— 
None Better Made.” 


























All Patent Colt One Strap. Five Cutouts on 
Fan Strapand Three on Quarter. 13-8 Heel, 
Rubber Toplift. Light Welt. 


RY CUSHING SHOE CO 


New York Office: 


857 Marbridge Building LYNN MASS. 


ai 
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cA Lifetime of Shoemaking 
€ xpertence —Plus— the 


\" Enthusiasm and Energy of 
| a Young Firm. 
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“JEAN” - 





White Kid, Trimmed with 
Red—Green—Blue—Ivory 


In (olors 


Red (Champagne 
Green Field ~Mouse 
Blue Pearl Gray 


In Highest Grade Kid 


TOOTH 
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The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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See following pages 





The College Woman we 
aM Finow-aal Ver Shoes 
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frOR this College Woman We All Know, school days 


have been a sweetly serious business—not a week-end 
party covering four years. 


She has matured from careless girlhood to serious woman- 
hood and, placed on her own responsibility, has learned 
Thrift, Restraint and Mental Poise. 


Each Spring the colleges of the nation are pouring out a 
bright stream of such women to swell the ranks of their 
alumnae—the married and unmarried College Women We 
All Know. Many of these girls have earned their own 
college education. Many have “gone through” on a slender 
income from home. And many have come from well-to-do 
homes where a dollar’s purchasing power is respected. 


These girls know good value—they shop scientifically. 
When they buy shoes, they unconsciously demand the shoes 
of Lynn—a shoe reflecting the utmost good taste in style, 
the choicest of materials, both at a not exorbitant price. 


The worth of the College Woman trade in your community— 
for herself or for her children—is above rubies. 


A line of Lynn-made shoes will make it your own. 


See list of representative Lynn 


manufacturers on the following page 


Lynn---Mother of American Shoemaking 
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Representative Lynn Manufacturers 


AL 


BARTLETT, SOMERS CO. 
Women's Goodyear Welts 


BENDER SHOE CO. 
Women’s Welts and McKays 


BURDETT SHOE CO. 
Welts and Turns for Little Folks 


COTTER SHOE CO. 
Women’s Welts Featuring the Formative Shoe 


CUSHING SHOE CO. 
Stylish Welts Exclusively 


A. FISHER & SON 
Comfort Shoes and Slippers 


GREGORY & READ CO. 
Women's Fine McKay Shoes 


HARNEY, TRACY, CREHAN CO. 
Novelty Welt Walking Shoes 


HENNESSEY, MAXWELL & HENNESSEY SHOE CO. 
Women’s Goodyear Welt Shoes 


HOAG & WALDEN, INC. 
Women’s Goodyear Welts 


JELLY-DELANEY SHOE CO. 
Children’s, Misses’ and Growing Girls’ Welts 


V. K. & A. H. JONES & THOMAS CO. 
Practical Welt Shoes for Stylish Women 


T. J. KIELY & CO. 
Ladies’, Misses’ and Children’s Welt Shoes 


MacLAUGHLIN-CONWAY SHOE CO. 
Women’s Novelty Footwear 


McNICHOL & TAYLOR, INC. 
Makers of “‘Style All the While”’ Lasts 


R. H. MITCHELL CO. 
Successors to 
MITCHELL-CAUNT CO. 
Women’s McKay Footwear—Staples and Novelties 


WATSON SHOE CO. 
Women’s Fine Novelty Welts and Preventor Shoes 


WILLIAMS, CLARK & CO. 
La France Shoe for Women 


thet 2 bas Big ek. 


”* nat 


See preceding pages 





“TO KEEP IN STEP WITH 
FASHION KEEP IN 
TOUCH WITH WATSON”’ 


Announcing ~ 
Departure of Our Salesmen 


For Their Territories 


Watson salesmen left for their territories May first with the most 
remarkable line of Women’s Welt Shoes ever shown by any one house. 
We say this advisedly, and you will agree with us heartily when 
you see this, our greatest offering. 

YOU cannot afford NOT to see WATSON 


Ws BS avin cs cnc ons o cnnwn ee H. R. Lokey...............The South 
MS ro A. O. Peters ...Michigan and Indiana 
““Bob’”’ Emmett, Jr New England and N. Y. State 
D. J. Gillespie Penn. and Ohio A: G. Smith......Greater N. Y. City 

General Sales 


WATSON SHOE CO. 
LYNN, MASS. 








a 
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Anderson - Owens’ OVER- SIZE Specialties. 











New Cross Stra 

i+ Cuban Heel. 
n Stock May 15 

New Comfort Oxford 


611—Black Kid, Cr os s8 Stra ap . In Stock May 154 
$31 =... . No line so successfully combines; the 
31g to 10 E & EE elements of style with the proper 601—Black Kid, Com- 
i to fort Oxford. 00 
fitting of fat feet and ankles. Mer vray y Sree 
chants who have bought this new 
cross-strap, report that it is adding 
materially to their increasing numbers 
of fat ankle customers. You shouldn’t 
overlook the BIGbet of selling ST Y LE- 
FULL OVER-SIZES. 
All Goodyear Welts; “O’Sullivan’” Rubber 
Heel; “Crawford” Arch-Suporting Shanks; 
““Red-Line-In” Linings. In Stock New 
Stock N . ; 
eamacubnanis Send For A Few Pairs On Approval 600—Black Kid Oxford.. oe $4.00 | 
| 610—Black Kid Two oe a. ‘ 2! 605—Brown Kid Oxford. . i 
615 Brown Kid Tw 4.7! NOTE—To sizes 8% and 9 add 25 cents Sizes 344 to 10 C-EE | 








i ‘0 . 
Sizes 34% to 0 c. EE. 914 oa 10 add 50 cents. 
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eest Shoe Jor The east Money | 


CHAMPAGNE 


THE LATEST SHADE 











Mitchell style experts have eagerly seized 
upon this new color, and the result is a 
snappy style that will sell quickly. The 
model illustrated is but one of a fine line 
designed to sell. ; 


Three to Four Weeks’ Delivery 


Champagne Cabretta Two-Button One 
Strap. 43 Last. Junior French Cham- 


gg -Covered Heel. Flexible Single R ; H : M I TC H ELL CO , 

— M-C MS Kays Lyn, 12 Lincoln Street 
| . AT 
LVF LDF LOL LLIN OL PL OLN LN NIL IN 


The Boot and Shoe R der will app jate your mentioning the publication in replies to advertisements. 
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W hy don’ t you cash in on that stock homens Comfort Shood 


of old-style boots and low shoes? hi oo T, SHE. Rk; 


Mens Slippers 
























































Selling upon presentation is an 
easy way of making profits. 
Most merchants would like to 
do business that way. 





DART TETATRE ENIAC RR 
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FISHER FAT ANKLE Shoes 
appeal instantly to large women 
seeking foot support ‘dnd relief 
at a moderate price. Investigate 
our line today. 


ba - ” Aid . 79 
Before After t No. 448 


Our business is to remodel in the latest styles, boots and 
low shoes which are no longer in fashion, especially boots 
with cuban heels, which we can convert into five eyelet ox- 
fords. We are thoroughly experienced in this line. Lowest 
prices and high-grade workmanship. Send usa pair or two 
at once‘and we will convince you. 


BROOKLYN SHOE REMODELING CO. 


205 ROCHESTER AVE. - - - BROOKLYN, N. Y. 



































FLEXIBLE MCKAY 


EEE Wide, Fat Ankle Last. Sizes 
2% to 9. Reinforced Steel Shank 
(3 rivets). Long Arch Supporting 
Sole Leather Counter. ‘Wingfoot’’ 
Rubber Heel. Carried in Black and 


A Question of Taste We Brown Vici. 


whe travel extensively 


po the MARTINIQUE | $2 .50 


ECA USE it delivers in room accommo- ; oT 
dation, hotel service and food value, 
full return for the amount of the bill. IN OCK 
Because it is conducted forthe New York 
trinity of dusiness, pleasure, rest. 
Because it is five minutes from the theatre ; : 
district, two and four minutes from Penn- Ns UT ee 
sylvania and Grand Central Stations, three 
minutes from the wholesale houses and 
around the corner {rom the greatest shopping 
zone in the world. 
Consider the cost: Rooms, $2.50 up— 
rooms with bath, $3.50 up. Club break- | ) 















































fasts, 45c to $1.00. Everything else in 
proportion. 
That is why travelers have elected "4 
the Martinique the Travelers’ Hotel serect foom i Mh 


omc 264 Broad Street, — Mass. — 
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ip j ir 





















































“A E-Singeton, Rescent Manager | it | a Neo 





A. E. Singleton, Resident Manager 
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IN STOCK 


No. 799 
Madison Last, Velour Calf, dark tan piping around 


quarter, plain toe, one-half light leather box in toe, Calf 
quarter lining, permanent crease up vamp, sloop edge . $5.85 


IN STOCK 


No. 741 
P. & V. ae Caos Cae, pia n toe, 4 leather box, per- 


manent crease up v 

















ZENIT 





mp ‘ 
Sg a as “above, in tan Gallun’s Viki ing, color 
‘ : $5.50 


Styles that are correct— 
shoemaking that’s right 


_—values that are big— 


these are characteristic of 
the CERTIFIED SHOE 


For quick deliveries— 
for quick sales—for quick 
fill-ins—concentrate on 


the CERTIFIED SHOE 
in its price class. 


Twenty-two _ 
Styles 

IN STOCK 

Write for catalog. 


STON EF IE LD-E VANS 
SHOE CO. 


ROCKFORD ILLINOIS 
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Mail Order _— and Retail Business 


in the Middle West contained in the April report 

of the Federal Reserve Bank of the Seventh Dis- 
trict which comprises Illinois, Indiana, Iowa, Michigan 
and Wisconsin. Under the heading ““Money and Bank- 
ing” the report says “Continuation of the high rate of 
manufacturing operations caused an active demand for 
accomodation at banks in industrial centers during 
March and the first part of April. 

“Marketing of grain and livestock, although re- 
tarded by weather conditions, enabled farmers to liq- 
uidate a part of their indebtedness. A number of farm- 
ers in some localities are paying off loans beforematurity 
where they have this option.” 

The report also shows that savings deposits are con- 
stantly increasing and now amount to ten per cent more 
than they did a year ago. We are also informed that 
“employment reports give many indications of increas- 
ing industrial operations with the coming of the spring 
season. The most noticeable feature of the situation is 
the numerous wage increases that have been granted or 
are contemplated for the near future. Returns from 296 
firms show an increase of 2.5 per cent in employment 
and 10.4 per cent in payrolls during the month of 
March.” 

Building permits in all the principal cities of the dis- 
trict show increases as compared with a year ago both 
in number and in cost of construction. 

All these things point to greater prosperity, increased 
purchasing power of the public in both urban and rural 
communities. Evidently people are buying more be- 
cause the report shows that the department stores which 
furnish the figures to the Federal Reserve Bank show an 
increase of 31.8 per cent in March as comparéd with the 
same month of last year. 

All the foregoing looks good and ought to put some 
strength into the back bone of both city and country 
merchants but just train your optics on this particular 
item of the report under the caption “Mail Order 
Trade.” 

“Quarterly sales by Chicago’s two largest mail order 
houses averaged nearly 40 per cent heavier this yearthan 


Kg HERE are several items of interest to merchants 


in 1922. For Marchalone, over a year agoand over Febru- 
ary, 1923 were 37.3 and 25.0 per cent respectively.” 

Not even the big department stores with their effi- 
cient organizations have been able to keep pace with the 
mail order houses. Department stores serve city folks as 
a rule while the mail order houses depend almost en- 
tirely upon country folks for their business. 

It would be interesting to know how the volume of 
business in the shoe departments of the big mail order 
houses for the first three months of this year compares 
with that of the corresponding period of last year. It 
may be that the big increase was made in other de- 
partments but if the shoe departments have kept up to 
the average it is evident that they have drawn heavily 
from the shoe merchants in rural districts because the 
average small town store has not shown a 40 per cent 
gain over last year. 

If there is any one commodity that ought to be pur- 
chased in a store it is footwear because fitting by mail is 
almost out of the question and if people in the smaller 
towns are increasing their purchases with the mail order 
houses it must be because they are not satisfied with the 
styles, or the prices, or the service which they are getting 
in the local stores. 

Probably it is partly on account of the difference in 
advertising. The local merchant too often assumes that 
the people of his community know he is in business and 
has good merchandise for their selection. 

The mail order house takes nothing for granted. They 
send their nicely illustrated, well worded advertising 
right into the homes. 





Warns Against Solicitors 


Oscar H. Morris, manager of the better business 
bureau of the Milwaukee Association of Commerce, 
has issued another warning to business men of this 
city, to beware of solicitors of advertising for anony- 
mous publications. Milwaukee business would save 
$100,000 yearly if they consulted the bureau before 
placing advertising in these magazines and mediums, 
according to Mr. Morris. 
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A. G. WHITE 


First Vice-President 


CHARLES STRAGER 
President of the St. Louis Shoe Manu- 
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C. A. WEST 
Second Vice-President 


facturers’ and Wholesalers’ Association 


DIRECTORS 


H. C. STRIBLING 
Cc. P. LUCKETT 


DIRECTORS 


H. V. STEPHENS 
B. W. WILLIAMS 


St. Louis Plans Big Footwear Exhibit 


HAS. STRAYER of Johansen Bros. Shoe Com- 
CC pany and newly-elected president of the St. Louis 

Shoe Manufacturers and Wholesalers’ Association, 
together with the other officers chosen to steer the ad- 
ministration during 1923, presided at their first meeting 
held Friday, April 27. In addition to Strayer the follow- 
ing members were elected: A. G. White, Brown Shoe 
Company, first vice-president; C. A. West, Shoe Spe- 
cialty Manufacturing Company, second vice-president ; 
and Harry Meyer, Dittmann Shoe Company re-elected 
secretary-treasurer. The four new directors are as fol- 
lows: H. C. Stribling, Peters Shoe Company; C. P. 
Luckett, Hamilton-Brown Shoe Company; H. V. 
Stephens, Johnson, Stephens and Shinkle Shoe Com- 
pany; and B W. Williams, Lund-Williams Shoe Com- 
pany. 

The principal business transacted at 
the first meeting of the new officers 
was the appointing of the various 
standing committees to carry on the 
work for the coming year. The ap- 
pointments made were, W. E. Baird, 
Roberts, Johnson and Rand Shoe 
Company, publicity; A. G. White, 
Brown Shoe Company, booths and dis- 
play; C. A. West, Shoe Specialty 
Manufacturing Company, convention; 
J. Samuels, Samuels Shoe Company, 
transportation; H. C. Stribling, Peters 
Shoe Company, finance; Harry Vin- 
sonhaler, Vinsonhaler Shoe Company, 


HARRY MEYER 
Secretary-Treasurer 


entertainment; S. G. Pedigo, Pedigo-Weber Shoe Com- 
pany, membership; J. Wilson, McElroy-Sloan Shoe 
Company, traffic. 

The first big work to be undertaken by the new 
administration will be the planning of the shoe exhibit 
in connection with the annual St. Louis Pageant of 
Fashion to be held next August at the Municipal 
Theatre in Forest Park. 

As the Missouri State Shoe Retailers’ Association 
Convention will be held during the Fashion show, it is 
anticipated that the footwear part of the performance 
will receive greater attention than ever before. President 
Strayer in commenting on this situation stated that he 
expected plans would be developed shortly for the car- 
rying out of this work. 

He indicated that the scope of the 
work in connection with the fashion 
show would this year command wide 
attention in the shoe field. The asso- 
ciation is back of the movement to the 
utmost and a display of style footwear 
of an unusual nature is promised. 

Strayer is one of the most active 
members in the association and has 
been associated with the organization 
in an executive capacity for some time. 
His election to the presidency is an 
appreciation of his untiring efforts not 
alone in the manufacturers’ association 
but in the St. Louis shoe market as 
well. 
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Pure Shoe Bill Up in Illinois 


Chicago, May 1—A shoe bill entitled “An act 
requiring that boots and shoes made in certain parts 
of substitutes for leather and boots and shoes made by 
convict or prison Jabor be stamped” and known as 
House bill No. 426, introduced by Mr. Daley will be up 
for a public hearing before the Committee on License 
and Miscellany, Wednesday, May 9th at 2.30 P.M. ° 


The bill if enacted will make it unlawful “for any 
person to use in manufacturing any boot or shoe within 
this state a counter heel, insole, outsole, middle sole or 
slipsole made in whole or in part of leatherboard, 
strawboard, leatheroid, fibreboard, hornfibre pate or 
any other substitute for leather whatsoever without 
clearly, legibly and in the English language, stamping 
with a metal die in plain view upon the outside of the 
outsole of the boot or shoe where and by whom such 
boot or shoe is made and what substitute for leather if 
any, has been made and without in the same way 
designating each part where such substitute if any, 
has been used whether in the counter heel or insole, 
outsole, middlesole or slipsole and it is unlawful for 
any person to sell, offer or expose for sale any such 
boot or shoe not stamped in such manner.” 

The bill provides that merchandise on hand when 
the law is passed may have affixed a label containing 
the information relative to substitutes. The act does 
not apply to what is commonly known as a rubber 
boot or shoe, the use of rubber heels, steel or wood 
shanks, cork or cement bottom fillers. The second part 
of the bill makes it unlawful to sell or offer for sale any 
boot or shoe made by convict or prison labor without 
stamping upon the outsole the words. “made by con- 
vict labor.” 

The penalty for violation is a fine not less than ten 
dollars or more than two hundred dollars and for 
each subsequent offence and conviction, a fine of not 
less than two hundred dollars nor more than five 
hundred. 

Every shoe merchant in the state of Lilinois should 
immediately get in touch either personally or by letter 
with the congressman from his district and put before 
him the true facts relative to this kind of legis- 
lation. 

The members of the Committee on License and 
Miscellany are as follows: Sidney Lyon, chairman, 
Chicago; Thomas Curran, Chicago; A. H. Fridrichs, 
Waterloo; Charles G. Marinier, Chicago; Chris 
Rethmeier, Edwardsville; E. B. Bentley, Clinton; 
S. Daley, Chicago; John W. Gibson, Chicago; Leroy 
M. Green, Rockford; George F. Kersey, Chicago; 
Peter S. Krump, Chicago; John P. Mathis, Vienna; 
Ed Ryan, Elizabeth; S. B. Turner, Chicago; Lee 
O’Neil, Browne, Chicago; Walter Francis Gallis, 
Chicago; Michael F. Maher, Chicago; Geo G. Noonan, 
Chicago; Jos. Perina, Chicago; Jos. Placek, Chicago; 
John C. Richardson, Edinburg; Chas. H. Weber, 
Chicago. 
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St. Louis Merchants Elect Officers 


A new administration for 1923 was elected at the 
last regular meeting of the St. Louis Shoe Retailers’ 
Association held Wednesday Evening, March 21st. 

The retiring president, Al. Lutz, presided and installed 
the new officers. 

M. M. McCain, elected president, is vice-president 
and manager of the Shoe Mart, which recently opened 
its beautiful new store at 711 Washington Avenue. 
McCain is one of the youngest of the down-town shoe 
executives with a host of admirers in the retail shoe 
district. As head of the St. Louis Shoe Retailers’ 


Association he is expected to make an enviable record 


M. M. McCAIN 


President of the St. Louis Retailers’ 
Association 


for himself. Already plans for the coming year are 
assuming definite shape. He has been surrounded 
with a capable staff of officers, all men of business 
ability and keen administrative powers. F. H. Maxted, 
manager of the St. Louis Hanan and Son store, is 1st 
vice-president, a new comer to this city but has 
already demonstrated his uncanny aggressiveness in 
the activities of the association. E. Kappel, 2nd vice- 
president, is one of the most representative out-lying 
shoe merchants. His store in North St. Louis is one of 
the most successful of its kind. Kappel is a true 
executive and meshes in perfectly with the plans of the 
organization for the coming year. J. A. Hutcheson 
was re-elected. treasurer. He has held this office for a 
number of years, due to his untiring vigilance as watch- 
dog of the treasury. -Max Weiss, elected sergeant-at- 
arms, is the senior member of the Vogue Boot 
Shop. 

Geo. E. Gayou, Recorder correspondent, was re~ 
elected secretary. 

A. W. Lutz, Otto Weidemann and R. H. Armstrong 
were added to the board of directors. 
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Retail Business Shows Improvement 


Bright Colors Catching the Eye of Women—Men Seeking 
Lighter Shades of Tan—Wholesale Business About Normal 


USINESS for the past week in 
Chicago retail shoe stores shows 
considerable improvement over the pre- 
vious week and a very satisfactory gain 
over the corresponding week of last year. 
Warmer weather has been the factor in 
bringing about the increase in volume of 
business. This, together with the fact that 
all industries in Chicago are working 
full time, has had a decided by ben- 
eficial effect on retail business in all lines. 


Women Buying Patent Leathers 


In women’s departments patent leathers 
lead, satins are a close second, and where 
stores are supplied with desirable mer- 
chandise, bright colored kids are third. 

There is a decided tendency toward 
light airy footwear among the better 
dressers. Business on welts in women’s 
footwear is confined almost entirely to 
black and brown kid oxfords and sport 
footwear in oxfords and straps. 

As the weather grows warmer the sale 
of ooze becomes decidedly less and the 
demand for smooth finished leathers is 
increasing. 


Bright Colors in Demand 


Price is not the prime consideration 
with the woman who starts out to buy 
style footwear. She wants what she 
wants and does not hesitate to pay the 
price when she finds it. 

Just now Chicago women want bright 
colored footwear, and frequently the color 
she buys depends more upon what the 
merchant happens to have in her size, 
than upon any particular color that would 
match or harmonize with any garment in 
her wardrobe. Of course, the really good 
dresser buys footwear to match or 
harmonize with some particular gown, 
but judging from the way many women 
are buying footwear of high colors, one is 
led to believe that they buy the shoes 
first and then purchase a gown to match 
the shoes, or wear the shoes with any old 
gown they happen to have. 

Red, green and blue are the best sellers 
in the order named. Purple, orchid and 
various shades of yellow are among the 
popular colors, and just at present there 
is a strong demand for field mouse and 
other light shadés with a brownish tinge, 
and several shades of gray. 

A month ago beige ooze was the most 
wanted color and material. Since the 
weather has become warmer ooze looks 
too hot and wooly, but the demand for 
the color still remains and consequently 
field mouse and similar shades in kid are 
being sought to meet this demand. 


In all the bright colors heels ranging 
from 15-8 to 17-8 of the Louis and Spanish 
type have been the best sellers. Some 
interest has been shown in the low box 
wood type of heel made in the Egyptian 
or Universal sandal pattern, but on the 
whole the high heels have been best sellers. 


The prevailing patterns show cut outs 
more or less exaggerated in the quarters, 
but are of a refined delicate cut. 


Undoubtedly when the weather becomes 
warm the low heeled sandals will have 
their inning, and colored leathers will be 
popular in this type of footwear. 

Many of the better buyers are steering 
clear of the cut out shanks, and others 
are buying them sparingly. Shoes of this 
type can be made to fit all right in higher 
grade lines, but are considered more or 
less dangerous in the medium grades. 

It is the general impression among 
Chicago buyers that the rage for colored 
leathers will continue throughout the 
hot weather period. 

Some of the buyers anticipate that the 
sale of this class of footwear will cut 
serious inroads into the usual sale of white 
fabric shoes. 


In Men's Stores 


Men’s shoe business is really good in the 
stores that have what men want. In 
several of the stores business for April of 
this year will run from 20 to 30 per cent 
better than for the corresponding month of 
last year. 

Two distinct tendencies are noted in 
men’s shoe business. The first is a greater 
demand for black shoes including calf 
skins and patents and second the decided 
tendency toward lighter shades in tan. 

There is little complaint of prices and 
quite a tendency toward the better grades. 
Men are making money, are well employed 
and are buying good substantial footwear. 


On Monroe Street 


Wholesale business is just about normal 
for this time of year. Orders received from 
men on the road indicate that stocks in 
retail stores in the smaller cities and towns 
have not moved as freely as merchants 
might wish, and consequently the mer- 
chants are not inclined to anticipate their 
needs very far in advance. They are 
sizing up and buying small quantities to 
fill broken lines. 

There is’ considerable activity in the 
fancier footwear for women among the 
houses that are in position to meet this 
need. 
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Rothchild & ag see Open- 
ing New Men’s Department 


A new men’s and boys’ shoe department 
is being opened on the second floor of 
Rothschild & Company. The department 
is being elaborately fitted up with display 
cases and sectional shelving, and when 
finished will be one of the best appointed 
men’s departments in the city. 

In this department shoes ranging from 
$5.00 to $10.00 will be sold. Special stress 
will be put on the $5.00 and $6.00 lines in 
point of value and in the higher priced 
lines in point of style. The department 
will be under the charge of Carl Winder- 
guth, who now has charge of the basement 
shoe department of this concern. 


‘Rosenbachs Move Their 
Office 


The Rosenbach Shoe Corporation, who 
operate a number of retail stores, are 
moving their business office from 180 
North Wabash to Room 908 Powers 
Building, 37 South Wabash Avenue. 

H. A. Rosenbach, one of the Vice 
Presidents of the National Shoe Retailers’ 
Association, is the active manager of the 
stores, while his father, I. B. Rosenbach, 
manages the office and finances of the 
concern. 


La Salle Street Store of Edwin 
Clapp Shoe Company to Find 
New Location 


Due to the expiration of the lease held 
by the Edwin Clapp Shoe Company on 
the store occupied by them at 24-26 
North LaSalle Street, and the desire of 
the bank that purchased this property 
some years ago, to take possession of this 
space, business will for a time be suspended. 

The stock remaining after the closing 
out sale, which has been in progress some 
weeks, will be transferred to their other 
Chicago store located at 106 South 
Dearborn, until such time as they can 
secure a lease on another desirable 
location. 





Claims Billboards Add 
Beauty 


That the elimination of billboard adver- 
tising would do more toward making the 
country ugly than toward beautifying it, 
and that artistic display advertising should 
be encouraged rather than discouraged 
was the plea made by Dudley Crafts Wat- 
son, director of the Milwaukee Art Insti- 
tute, speaking before a joint meeting of 
several Milwaukee Ad Clubs. “Although 
some billboards are along beautiful boule- 
vards and parkways where they should 
not be,” said Mr.: Watson, “others hide 
unsightly railroad yards, wharves and 
vacant lots.” 
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Business on Even Keel 


Sandals Having Fair Demand with Increasing Popularity 
Predicted—Colored Kid Footwear Shown Everywhere 


USINESS in the retail shoe trade 

during the past week has been on a 
normal basis, when comparing results 
with the week previous. A few stores 
reported business unusually good, but 
these were in the minority. If there was 
any increases noted throughout the trade 
they were slight. However no decreases 
were mentioned in the week’s report. 

The weather was responsible for the 
halting of the upward climb. Little real 
spring weather has favored the retail 
shoe merchants and the past week was no 
exception to this condition. With warm 
sunshiny days, business is expected to 
take another skyward jump. The much 
depleted stocks are now being replenished. 

Exceptionally warm weather may jump 
the buying public directly into white shoes. 
This, many argue, would be bad, as 
stocks for the pre-summer selling are 
rather heavy now and it was anticipated 
to move these shoes before the white 
season opened. 


Sandal Types Strong 

Sandals are the news of the week. 
Here-to-fore they have caused only a 
ripple but now they are being featured in 
practically every shoe store. Window 
trims of a special nature are being devised 
to display this footwear. The store cases 
carry them in dominant displays. Every- 
thing seems to be focused on sandals. 
And the colors run riot. Those that 
seem to attract your eye, of course are 
the reds, blues and greens. Smoke shades, 
fawn, gray, ivory and colors of almost 
every hue can be had. The kids are not 
shown in the popular priced shoes to any 
extent. For the most part they are buck 
with some of calf. In the higher priced 
sandals however they are being shown 
in kid leathers of most any shade. Patent 
leather with colored trimmings appears 
to be one of the numbers that is being 
bought freely. One store that operates on 
a very large scale conducted a sale on 
sandals and bought a large quantity. The 
manager in commenting on the results of 
their effort stated that he wished they 
had bought three times more than the 
amount purchased. 

Colored kids in other patterns than 
sandals were also seen during the past 
week. The colors were champaign, putty 
gray and fawn. Some of the style pickers 
are touting colored kids in other shades 
than red, blue and green to hold well 
throughout the summer. 


Sports Not Moving Yet 


Sport oxfords have suffered severely in 
the rush for sandals. Some stores report 


good stocks on sport oxfords and this 
dullness is causing no little concern. 
Oxfords in kid and calf have received 
considerable set back since colored shoes 
of suede and kid have made their debut 
this season. While the early spring selling 
found the demand for them fair, since 
Easter their prestige has been curtailed 
to a considerable degree. 

Whites and the combination effects are 
on the floor and in some stores reports of 
sales have been noticeable. A great many 
of the patterns are carrying colored 
trimmings, but for the most part it is 
delicate, and far from dominating. There 
are those who believe that colored trimmed 
white footwear will outsell the plain 
whites. The veterans are sitting back 
with the conviction that as in past 
seasons when the whites are checked. 
plain whites will find a big majority. 


Unique Window Display 


Sensenbrenner’s have installed in their 
most prominent window on Sixth Street a 
window display in which sandals were 
featured that have blocked traffic on the 
sidewalk. A life size figure of an Egyptian 
dancing girl silhouetted against a black 
felt background and dressed (if you wish 
to call it that) in real silks, with the usual 
beaded adornments that girls of that 
period wore, dominated the window. 

The footwear display of course con- 
sisted of sandals in a number of patterns 
with an array of colors that would shame 
the rainbow itself. The manager of the 
store in commenting on the effect of the 
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publicity given these sandals stated that 
a great many were sold, and only re- 
gretted that three times the number were 
not purchased. 


Swopes Hold Anniversary 
, Sale 


Swope Shoe Company held their two- 
day anniversary sale April 25th and 26th. 
The first day is usually for the exclusive 
advantage of the book accounts, who are 
advised in advance of the sale. The 
second day is announced through news- 
paper advertising and the general public 
responds in large numbers. Arthur Ebbs, 
in commenting on the first day’s results, 
stated that business showed a good 
increase over the same period last year. 
A 10 per cent discount is made on all 
men’s, women’s and children’s footwear 
and hosiery. 


Millius Shoe Company Lease 
Building 

The Millius Shoe Company, a new 
concern organized for the purpose of 
manufacturing women’s novelties, have 
leased the four story building at 1308-10 
North Sixteenth Street and have just 
completed the installation of their factory 
equipment. The cutting room is operat- 
ing and it is expected the rest of the 
factory will be working in a short time. 
The capacity of the factory when com- 
pleted will be about 1900 pairs. The 
company will make only women’s McKays 


in novelty shoes. 


Geo. W. Millius, president of the 
company, has had a wide experience in 
the manufacturing and selling of shoes. 
He was recently in the leather business. 
William S. Millius vice-president is also 
experienced in the manufacturing shoe 
field. 





MILWAUKEE 


Women’s Styles Moving Well 


Improvement in Demand for Men’s Footwear Looked 
For Soon 


USINESS of: Milwaukee boot and 
shoe merchants continues to show a 
healthy increase, although trade in men’s 
footwear is still disappointing and the 
demand for children’s goods is recovering 
slowly after the spurt prior to the recent 
holidays. Ladies’ and misses’ style goods 
are moving well under more settled and 
less unseasonable weather, which no longer 
makes it hazardous to appear on the street 
without galoshes or other rubber footwear. 


Sandals Going Strong 


Comment among merchants converges 
upon the point that the sandal is the big 
seller, and the increase in volume since the 


weather toned down to real spring lead 
to the belief that sandals are going to be 
good throughout May and June. Sport 
shoes are having a good call, but volume 
is not equal to that in the ultra-modern 
goods of ancient motif, which are being 
featured in window trims and attract 
rapt attention. There is enough business in 
satins, suedes and patents to give business 
a generally active aspect all along the line. 


Improvement Looked For 


So far as the male contingent is con- 
cerned, improvement in demand is now 
confidently expected. For the present, 
business ‘is almost entirely of a replace- 
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ment character, with black and brown 
oxfords moving best as spring leads men 
to discard boots. It is still a bit early for 
men’s sport shoes. This class of business 
probably will remain confined to actual 
sport uses, rather than for every-day wear, 
such as many women are giving sport 
shoes. Golfing shoes are expected to move 
better than ever before because of the 
remarkable growth of interest in this sport 
in Milwaukee and the opening of numer- 
ous new private and public courses. 


Manufacturers Are Busy 


The manufacturing situation continues 
highly favorable, with all factories busy 
to the limit of their ability to obtain 
competent help. A prominent local econo- 
mist comments: “‘A number of firms mak- 
ing chiefly consumption goods, as shoes, 
hosiery . . . . report that they are ship- 
ping out an unusually large amount of 
goods on immediate orders. A healthy 
state of things is exhibited when goods 
go from the raw materials through the 
manufacturing stage and into consump- 
tion in continuous procession.” 


Allen-Spiegel Expands 


The Allen-Spiegel Shoe Mfg. Company 
of Belgium, Wis., has acquired a new 
building in Thiensville, fifteen miles 
north of Milwaukee, on the Milwaukee 
road and the Milwaukee-Northern elec- 
tric line, to handle a heavy overflow of 
orders at the main factory, which is being 
operated at the utmost limit of capacity. 
The new factory is going into production 
this week, first operations having started 
May 1. The Thiensville plant will make 
kip and vealskin shoes, leaving the entire 
capacity at Belgium for calfskin footwear. 
The combined output of the Allen-Spiegel 
Company is thereby increased to 1500 
pairs of men’s dress welts daily. 


Box Factory Enlarges 

Contracts are being let this week for the 
erection of a large addition to the plant 
of the Manufacturers Box Company of 
Milwaukee at 32-40 Keef Avenue. This 
concern is owned by a group of boot and 
shoe manufacturers and was established 
several years ago to safeguard prompt 
supplies of packages of all kinds. The ad- 
dition is in the form of a full additional 
story, 100 by 100 feet. 


Discuss State Convention 


Plans for the Wisconsin State Conven- 
tion to be held in Milwaukee on August 
7, 8 and 9 were materially advanced 
toward perfection at a meeting of the 
board of directors of the Wisconsin Shoe 
Retailers’ Association last week. Attend- 
ing the session were: J. B. Langenberg, 
Appleton, president; R. E. Sager, Green 
Bay, vice-president; Harry H. Lucas, 








BOOT AND SHOE RECORDER 





Milwaukee, secretary; Max Lau, Racine; 
Fred Straus, LaCrosse; S. J. Brouwer, 
Milwaukee; Clarence Newell, Waukesha; 
Leopold Imig, Sheboygan; A. C. Egelhoff, 
Fond du Lac, and A. B. Caspari, Mil- 
waukee, directors. . 


Olson Production Leaps 


The Olson Shoe Mfg. Company of 
Chippewa Falls, Wis., has completed its 
expansion by the acquisition of the entire 
space of the L. W. Shoe Company and is 
turning out 1400 to 1500pairs a day, with a 
capacity of 2000 pairs in sight. The Olson 
Company has been occupying the base- 
ment and sub-basement floors of the L. W. 
factory and recently acquired the first, 





third, fourth and fifth stories as well. The 
second floor, as before, is reserved by a 
large glove manufacturing concern. 


Adds Boot. Department 


Field’s, a department store established 
recently in Antigo, Wis., featuring women’s 
and children’s ready-to-wear merchandise, 
has now opened a complete boot and shoe 
section, stocking men’s and boys’ as well 
as ladies’, misses’ and children’s footwear. 
Archie McKay, for six years with Gimbel 
Bros. shoe department in Milwaukee, has 
been appointed buyer and manager. He 
is a former resident of Antigo and has 
spent many years in the retail shoe 
trade. 





CINCINNATI 


Trade Shows Upward Trend 


More Marked in Women’s Than in Men’s Lines; Beige and 
Gray Suede Both Popular 


CCORDING to reports from the 

local retail merchants, the spring 
season has gotten well under way and the 
demand for a wide variety of styles and 
materials is beginning to make its impres- 
sion upon their lines. Continued warm 
weather has had a favorable affect upon 
the volume of sales. The increase during 
the past week has been more noticable in 
the ladies’ business than in the men’s. No 
one individual style, pattern or material 
appears to have an outstanding demand 
over and above the others. In the more 
stylish patterns, biege apparently is the 
most popular, with gray suede running 
very close to it. Cut-out satins are very 
strong, and patent leather is not being 
overlooked. 

The styles that are attracting most at- 
tention from the public at this time are 
those in the colored kids. They are being 
looked at in window displays, being dis- 
cussed, but relatively few pairs have been 
sold. Those retailers here who ventured 
with them did so only to a very limited 
degree, and played with them early in the 
season. Smart buyers class them as ex- 
treme novelties and therefore claim they 
are sure to have a limited life. Yet others 
in the trade feel that colored kids will be 
worn to some extent throughout the sum- 
mer. So far there has been no reordering 
on them at the local retail stores. 


Increase Noted in Men’s 


The men’s department of the Potter 
Shoe Company has been doing an excep- 
tionally fine business this spring. Their 
sales during April were well in excess of 
those for corresponding month of last 
year. The tendency in men’s styles con- 
tinues to be distinctly in favor of plain 
patterns. This is the case in all of the 
men’s stores of Cincinnati. The broad last 





and the square toe have the lead in all 
lines and grades. Plain finish brown calf 
is selling best. Patent leather is showing 
more life. It is being sold more extensively 
for street wear in medium grades. 


In Memory of Mrs. Dickerson 


The factory of the P. Sullivan Com- 
pany was closed down Saturday, April 28, 
as a mark of respect to Mrs. W. T. Dicker- 
son who passed away April 26. Walker T. 
Dickerson is vice-president and sales 
manager of Sullivan Company. His many 
friends in the trade have extended to him 
their sympathy. Funeral services were held 
Saturday afternoon, April 28. 


Mannish Oxfords for Fall 


The April number of “Better Patterns” 
put out by the Wiechman Pattern Com- 
pany, states that the tendency seems to be 
toward mannish oxfords for fall. It con- 
tends that the latest developments show 
that mannish type oxfords with panel 
stitching, square throat, straight line 
effect, round toes, imitation facings and 
foxing, and heel about 10-8, will be big 
sellers. It adds, however, that there will 
also be a renewed popularity for straps this 
coming fall. To quote: “There seems to 
be a definite trend towards light airy 
straps, the new gypsy strap, and the gore 
side-patterns. These are reflections of 
Paris styles, but are designed along Ameri- 
can lines. Front gore patterns, either over- 
laid with strap or with a tongue, or even 
with a shawl, are destined to be favored 
for fall. These will be in addition to cut- 
outs and panels. The gypsy strap patterns 
with stripping to the toe, as well as other 
gypsy effects, will be good as fall numbers 
if present predictions are borne out. New 
decorations include stripping on oxfords 
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to form panels and tips. Stripping is also 
used as borders for strap patterns. Brown 
leather in the light shades contrasted with 
the darker shades will be a good fall com- 
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bination. Black satin will go well with 
new fall models. Black suede trimmed 
with patent and brown suede with con- 
trasting brown kid will find favor.” 





CLEVELAND 


Sport Shoes More in Demand 


Novelties of Patent and Also Oxfords 
-Are Selling Well 


HE sun got in anothér good week’s 
work during the seven days ending 
April 28, and so did the shoe merchants. 
Trade picked up briskly while the 
warm rays of the sun shone down. The 
merchants in the down town section had a 
particularly good seven days thelatter part 
of the: month. The month as a whole, on 
account of inclement weather, has not 
been up to the standard. It undoubtedly 
has been one of the coldest Aprils in the 
history of the city. 

With the advent of warm weather, the 
demand for sport shoes picked up con- 
siderably. Rubber soles are certainly 
popular now and those with the crepe 
bottoms are the rage for wear on the golf 
links. From present indications it is 
going to be another big sport year, even 
better than it was a year ago. 


Patents are going well, especially the 


novelty models. Oxfords are going a 
little better than they did in the first 
part of April. 


Store Has Golf School 


The W. B. Davis Co., which has a 
department store in Euclid Avenue, is 
selling shoes at a good rate on account of 
its golf school. 

The shoe department is down on the 
first floor and in the rear of the store, 
while the golf school occupies more 
pretentious quarters on the fifth floor. 
Earl Paddock, a well-known golf expert, 
is in charge of the school. There has been 
fitted out a nine hole punting course, 
sand pit, with bumper in place, and a half 
dozen places are available for the take 
off shot. 

Men and women can be seen in the 
school practicing shots of all kinds that 
are common to the links at most any 
hour in the day. Paddock instructs the 
beginners on how to place the ball, to 
make strokes and he also gives pointers 
on the game. Men and women who have 
been playing for years go there to improve 
their game. 

Not long ago, Chic Evans, American 
champion, made his appearance in this 
city. He gave a demonstration in the 
Davis school then spoke to a gathering of 
golf enthusiasts in one of the largest 
hotels in this city. His golfing costume 
attracted much attention, especially the 
shoes that he wore. The next morning 


before 10 o’clock the shoe department of 
the Davis Co., sold 12 pairs of the model 
worn by Evans. 

Women golfers who patronize the 
school, which has been advertised rather 
heavily, have discovered that there is a 
woman’s department in the Davis store 
and patronage there has picked up. 


New Store Ready To Open 


Meyer Goldberg is opening a new store 
at 8717 Superior Avenue. It will be the 
second store that this enterprising and 
capable young man has started in the 
last two years. The first one was opened 
two years ago at Cedar Avenue and East 
105th Street. It prospered from the 
start. 

In the new store Mr. Goldberg will 
carry a complete line of men, women’s 
and children’s shoes. It will be tastefully 
furnished, well lighted and completely 
equipped to handle the patronage that is 
to be found in the territory. 


O’Brien Goes to Milwaukee 


E. V. O’Brien has moved to Cleveland 
from Milwaukee and has opened offices at 
780 The Arcade, where he is representing 
the Thomson-Crooker Co. of Boston. 

While the company has been represented 
in the state for many years this is the 
first time that it has had a representative 
with permanent offices in this city. Mr. 
O’Brien is in charge of the state, and he 
will be assisted by L. B. Carter. 


General Business Good 


Trade through April in all lines con- 
tinued forward, without any sign of a 
recession. The factories were busy 
throughout the month, with skilled and 
unskilled help rather scarce. 

Wages were raised in several lines, and 
there were no cuts handed out tcemployees. 
Production was the largest it has been 
since the days of 1920. 


Real estate has been selling well and 


building operations are being carried on 
at a rate that is much larger than it was 
a year ago at this time. 

Prospects are regarded as being excel- 
lent for a continuation of the present 
volume of business through the year. 








“UU” 


You, Too, Will 
Admit It 


“Breaking in” a new pair 
of shoes with a hard, stiff 
sole is always the un- 
pleasant part of buying 
new footwear. 




















Overcome this bugaboo 
and you will soon in- 
crease sales to your present 
customers and encourage 
patronage from new ones. 
You can do it by stocking 
shoes soled with Flexoak. 
The 


is the product of a special 
process of tanning which 
ideally preserves the native 
toughness of the steer 
hide and yet imparts to the 
finished leather a degree of 
flexibility heretofore un- 
known in a durable sole 
leather. A Flexoak-soled 
shoe needs no “breaking 
in.” It responds to every 
foot movement as readily 
* as a moccasin, yet it will 
far outwear the ordinary 
sole. 


Let us send you a sample of 
Flexoak and prove to you 
why it is to your advantage 
to specify Flexoak Soles in 
the shoes you buy. 


C. G. Fleckenstein Co. 


MUSKEGON, MICH. 


THE SOLE OF CREATER WEAR 
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REGUS PAT. OFF. T.G.P.Co. 


Style, Value and 
Unfailing Fit, 
Backed by the 
Trade-drawing 
Power of the 
Name— 





(Above) 


IN STOCK 


At-Once Delivery from 
BOSTON NEW YORK 
ICAGO 


or 


Style 10074 


CHIPPENDALE BROWN KID ._ 
“COSMO” 1-STRAP PUMP, 
QUARTER MARKER, CHAM- 
PAGNE STITCH 
13-8 Rubber Top Heel 
Flexible Sole Exmore Toe 
Imitation 3-Row Tip 
A B Cc D 
4-8 3-8 24-8 2%-8 2%-8 


Style 10274 The Same in 
ALL BLACK KID--Champagne Stitch 
Price $3.50 


Price $3.75 


E 


‘THE Agency Franchise for QUEEN QUALITY—America’s best known brand, the 
leading name in women’s shoes—is the direct means of quickening turn-over, of 
increasing profit per dollar invested, of enhancing your own goodwill and doubling 
the power of your name in merchandising. QUEEN QUALITY’s “ten factories in one” 
stands squarely behind the name and the franchise that have contributed towards 
the greatest number of successes in the field of shoe retailing. Are you interested 


THOMAS G. PLANT COMPANY 


101 Bickford St., BOSTON, Massachusetts 


in the proof? 


NEW YORK: 125 Duane St. 


CHICAGO: 207 W. Munroe St. 
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The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 








Vay 5, 1923 


BOOT AND SHOE RECORDER 
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Native steers, as used in sole leather, 
harness, etc. 
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Comparative Leather and Hide Prices 


Upper Leather (Price Per Foot) 
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Tanners Expect Larger Volume 


Prosperity in Other Industries Soon to Reach Tanning, the Belief—Leather 
Prices Firm and Steady—Much Selling Below Replacement Value 


HE firmness of the leather market 

seems to be emphasized by the fact 

that one of the largest buyers pur- 
chased 100,000 hides the past week. This 
would appear to indicate that they did 
not look for any immediate recessions in 
the hide and skin market. Although raw 
material is approximately 25 per cent 
higher than a year ago the leather market 
has not advanced on a parity and it is 
maintained that many grades of leather 
cannot be replaced at the price for which 
they are selling. 

Under these conditions tanners of sole 
leather state that there can be no cheaper 
leather and continued firmness is apparent. 
Sole leather is now several cents higher 
per pound than it was the first of the 
year. 

Upper leather is on approximately the 
same basis although present prices are 
hardly justified by the high prices of hides 
and skins. 

The general situation in leather is 
healthy and stable and although the mar- 
ket has lacked the activity which it should 
have at this time of year, tanners are ad- 
hering very closely to their position and 
expect a much larger volume of business 
from the fact that with the leading in- 


dustries of the country undergoing periods 
of greater activity, the leather business 
must automatically keep pace eventhough 
the improvement may be a little longer 
in reaching the tanning industry. The feel- 
ing seems to be in the trade that a day of 
greater prosperity is very near at hand. 


Outlook Good for Calf 


The calf upper leathers are showing some 
slight improvement and although business 
is not as active as could be desired there 
are evidences of larger sales on the leading 
grades of upper leather. Prices are sub- 
stantially the same as at last report. The 
top grades are quoted at 45c per foot for 
firsts, 40c for seconds and 35c for thirds. 
Cheaper grades in culls and light weights 
are quoted all the way down to 20c to 30c 
per foot. Blacks in some selections are al- 
most on a par with colors although as a 
rule they are quoted about 3c less per 
grade. A better business is noted in suede 
leathers in the fancy colors at quotations 
ranging from 50c to 60c. The medium and 
lower grades run from 25c to 45c. The 
business during the early part of the year 
was strong on suedes and while there has 
been some lull better trading is looked for 
from now on. 


Side Upper Volume Fair 


Much the same situation exists in side 
upper leathers but this includes such a 
wide range of tannages and selections that 
the aggregate business on side leathers is 
large. This includes the heavy leathers for 
working men’s shoes, water proof grains, 
kip, veal and elk. Elk leathers are active 
for sport footwear and the prices range 
from 26c to 46c per foot according to the 
kind of leather and the purpose for which it 
is wanted. Some of the makers of men’s 
heavy shoes are very busy and likewise 
the manufacturers of medium grade welts 
which call for large quantities of good 
quality side leather. Buck leathers are in 
good demand. 


Patent Leather Active 


The market for patent leather is more 
active and tanners and finishers are very 
busy particularly as the sunny mild days 
approach. Patent leather is one of the three 
prominent staples today, calf and kid being 
the others. Prices are the same as they 
have been for months past with 45c per 
foot quoted for the first selection of patent 
sides, 40c for medium and down to 25c and 
30c for the lower selections. There is also 

(Continued on page 123) 
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Rubber Footwear Industry Now One of the 
Most Stable in the Country 


HE rubber footwear industry is now 

one of the most stabie manufactur- 

ing fields in the country, producing 
$117,000,000 worth of merchandise an- 
nually, 75 per cent of which is made in 
New England where the first rubber shoe 
factory saw light in New Haven, Connec- 
ticut, in 1842. 

Geographically the various plants are 
located in close proximity to the markets 
for the product, as follows: 

Massachusetts—American Rubber Com- 
pany, Cambridge; Boston Rubber Shoe 
Company, Malden, and Millville Rubber 
Company, Millville, all subsidiaries of the 
United States Rubber Company; Cam- 
bridge Rubber Company., Cambridge; 
Converse Rubber Shoe Company, Mal- 
den; Firestone-Apsley, Hudson; Hood 


Rubber, Watertown; and Tyer Rubber 
Company, Andover. 

Rhode Island—National India Rubber, 
Bristol, and Woonsocket Rubber Com- 
pany (Alice mill), Woonsocket (both U. S. 
Rubber Company subsidiaries); Bourn 


Rubber, Providence. 

Connecticut—L. Candee, New Haven; 
Goodyear Metallic Rubber and India 
Rubber Glove, Naugatuck; Beacon Falls 
Rubber Shoe, Beacon Falls (all operated 
or owned by U. S. Rubber Co.); Goodyear 
Rubber Company, Middletown. 

New Jersey—Lambertville 
Lambertville. 

Pennsylvania—Lycoming Rubber, Wil- 
liamsport (U. S. Rubber Company plant). 

Indiana—Mishawauka Woolen Manu- 
facturing Company, Mishawauka. 

Illinois—Servus Rubber Company, 
Rock Island. 

Ohio—B. F. Goodrich, Akron. 

Wisconsin—La Crosse Rubber, La 
Crosse. 

The Part Played by Labor 


Despite the inroads of machinery on 
most industries, hand labor still persists 
in rubber footwear, except in the prelimi- 
nary processes, labor constituting 25 per 
cent to 30 per cent of the factory price of 
the article, as compared with 10 per cent 
in the automobile tire. And the most sig- 
nificant fact is that the 50,000 operatives 
in this field are not organized in any form 
of labor union. As New England is the 
place where the greatest number of plants 
are located, an analysis of the situation 
there may shed some light upon the 
subject. 

Whereas the preliminary processes such 
as grinding, mixing, milling, cutting, and 


Rubber, 


By ROBERT C. KELLEY 
From Barron’s, The Financial Weekly 


calendering the rubber are performed by 
machinery, and have been from the begin- 
ning, the processes of building the shoe 
and preparing the parts are still hand 
operations. This means hand labor, skilled 
in placing, forming and rolling together 
the various parts that interfit to make 
rubbers, boots, oversboes and sneakers. 
While new shoemakers are constantly 
being trained and several weeks’ schooling 
will produce a fair maker on chéaper 
grades of shoes, the rank and file of these 
workers, their inspectors, and trainers, 
have acquired their skill through years of 
labor at the craft. Most of these makers 
are women and must be recruited from 
domestic service, homes, and factories 
where conditions are less ideal. The supply 
of this class of labor is never sufficient to 
care for the demand, even in dull seasons, 
as is evidenced by scanning the want ad 
columns of New England newspapers at 
almost any season of the year. And yet 
New England has a distinct advantage 
over the plants located in isolated com- 
munities in maintaining a labor supply. 
Advantages of New England 

In other words, sifted through these 
Massachusetts, Rhode Island, and Con- 
necticut towns and cities there is a supply 
of rubber footwear labor which could not 
be found anywhere else in the country. 
The same factor, perhaps more intensified, 
has made Akron, Ohio, the seat of the tire 
and tube industry. During the war an 
attempt was made to establish another 
rubber shoe factory in Akron, but it re- 
sulted in a failure, and the concern that 
tried it has come to New England where 
it is now operating successfully. 

The raw materials used, chiefly rubber 
and cotton, are conveniently secured in 
the East. Rubber comes from the Far East 
plantations and is shipped in via Boston 
and New York. Reclaimed rubber is 
manufactured both in the East and Middle 
West. The finer cotton and woolen-knitted 
goods are produced in Massachusetts and 
Rhode Island, whereas the coarser con- 
structions of sheetings and ducks are made 
almost exclusively in the South. 

New England weather is the greatest 
sales accelerator in the business. Other 
regions that present a good market are 
close by, viz.: New York State and the 
Pennsylvania mining district. Chicago is 
the center for mid-western states distribut- 
ing to the Northwest and such states as 
Michigan, Illinois, Minnesota, and Wis- 
consin. Closeness to the market is an abso- 


lute necessity in this business owing to its 
dependence on the weather. 


Gambling on the Weather 

Orders for next winter’s supply of rub- 
bers, overshoes, and boots, are placed in 
the late spring so that the manufacturer 
can schedule his work. These orders con- 
stitute in reality a guess on the part of the 
retailer as to whether the coming winter 
will be severe or mild in his locality. The 
factories always make a certain amount 
for stock in addition to their actual orders 
to take care of rush or sizing-up orders 
during the selling season. One big snow 
storm before Christmas will clean out the 
supply of the small retailer, and he must 
have more rubbers and overshoes in a 
hurry. To keep him supplied the manu- 
facturer must have a well stocked ware- 
house and be prepared to handle these rush 
orders by truck and express. On the other 
band, he must gamble, too, for if the win- 
ter be a mild one, he must slacken his 
operations immediately, either by shifting 
to his summer tennis shoes earlier or shut- 
ting down. 

The same practice is followed on sum- 
mer goods which form a sizable portion 
of the business. Orders for this year’s 
sneakers were placed last September at 
the close of the retailer's selling season. 
An early spring always starts the retailer’s 
sales sooner just as a December snow- 
storm accelerates business on the other 
end. If the summer be unusually rainy, it 
proves to be the same damper on sales as 
the mild winter. 


The Big Demand for Overshoes 

Owing to the great shortage of women’s 
and men’s overshoes this winter, many 
people gained the idea that the manufac- 
turers failed to keep up production last 
year. This is at variance with the facts. 
Briefly the situation dates back to a year 
ago at this time, when the shoe retailer 
took account of stock before placing his 
orders. He found himself with a fair supply 
of overshoes left over from the moderate 
winter season and his finances not yet re- 
covered from the dull times of 1921. Signs 
pointed to a heavy winter so he placed 
what seemed to be a sizable order. That 
the aggregate of these orders was sizable 
is evidenced by the fact that all of the 
New England plants kept overshoes on 
their production tickets throughout the 
spring and increased to capacity as early 
as May, 1922. This refers solely to the 
staple four-buckle overshoe; the so-called 
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Grip Sures—Gyms 


Two Leaders of 
Top Notch Standard 


TOP NOTCH is the finest rubber soled canvas footwear 
that highly skilled workmanship supported by rigid in- 
spection can produce. You can offer them to your cus- 
tomers, unhesitatingly, as the best value in workmanship, 
wear, style and fit. 


Top Notch Gyms 
NOTE the Top Notch Trade Mark 


Top Notch Grip Sures 


THE only shoe of its kind on the mar- 


ket—has the molded design suction 
cup soles, a patented feature only 
found in Grip Sures made by the 
Beacon Falls Rubber Shoe Company. 


A year round seller. In the summer 
Grip Sures are ideal out-a-doors for 
baseball, golf, camping and hiking. In 
the winter not only the best basketball 
shoe on the market, but exceedingly 
popular also for handball and general 
gymnasium work. 


Sole of tough resilient rubber. Possess- 
ing the same ““Top Notch”’ service and 
long wear of Grip Sures. 


Every bit of material that goes into 
Gyms is tested for toughness, elasticity 
and appearance. They are made in 
both Bal and Athletic cuts with red and 
gray soles. Your customers will never 
find a better outing shoe for all round 
wear than Top Notch Gyms. 


BESIDE these two leaders the Top Notch line com- 
prises a variety of other styles in canvas footwear—suc- 
tion sole, smooth sole, special tennis, work shoe, sport and 
golf oxford, ‘‘sneaker’’ type, sandals and pumps for little 
folks, etc. We will gladly send you full information on 
styles, sizes and prices. Also the valuable Top Notch 
Service Book for merchants. A postal card will do. Mail it 
today. 
BEACON FALLS RUBBER SHOE COMPANY 
Makers of Top Notch Rubber Footwear 
BEACON FALLS, CONN. 


NEW YORK CHICAGO MINNEAPOLIS KANSAS CITY 
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Russian style of galosh which found such 
a wide, passing favor was developed in 
addition. Meanwhile the wearing of low 
shoes the year round had become the 
fashion, and this coupled with the early 
heavy winter, pushed the demand to a 
point it had never reached before. If manu- 
facturers had gone ahead on a scale to 
meet what the demand proved to be, they 
would have been taking foolhardy chances. 

Probably the strangest thing was the 
failure of the Russian galosh to cut down 
the sales of the old-fashioned overshoe. 
As the season advanced sales turned to 
the latter staple, and repeat orders on the 
freak shoes were few. Writing of the Rus- 
sian galosh recalls the manufacturer’s 
problem last June when they first under- 
took to make them. The shoe was built on 
a larger and heavier last than the ordinary 
overshoe which brought it into the class 
of boot making, a man’s job. Yet in finish 
and materials it was light and called for 
the touch and finish of the women makers. 
Many of the older operators refused to 
make the freak article, and it became 
necessary to train a new corps of workers 
to turn them out. Finally, when the shoes 
were made, the factory girls were the first 
to wear them, one girl breaking the record 
by wearing a pair to work one rainy day 
last August. 


‘Labor and Wages 


Wages in the rubber footwear industry 
have kept pace with the times despite the 
absence of labor unions, simply because 
rubber shoe manufacturers have always 
been willing to pay the going wage for 
labor. Recent statistics from Massachu- 
setts showed the average weekly wage 
there to be $25.28. Roughly, the scale 
seems to run from $18 to $25 for women; 
and $27 to $38 for men on the skilled jobs. 
Most all of the jobs are piece work, the 
operators’ earnings depending on their 
speed and hours of work. Most of the 
operations such as making shoes are very 
arduous and call for much more energy 
than cotton mill female workers tending 
spoolers or twisters. Yet agitations for the 
48-hour week have come from the cotton 
rather than the rubber industry. 

Native-born workers have disappeared 
from the ranks rapidly during the last ten 
years and the making room of any eastern 
rubber shoe factory is a babel of tongues, 
Portuguese, Italian and Polish predominat- 
ing. Americanization of these aliens has 
been hastened by the establishing of 
schools within the plants themselves. 

It is not to be construed that the rubber 
shoe industry has been free form labor 
troubles. On the contrary, there are prob- 
ably as many dissatisfactions and bicker- 
ings over wages and conditions as in other 
industries. But the methods of dealing 
with them have been different from the 
beginning. This has been due to a far- 
sighted and liberal policy inaugurated by 
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the pioneers and leaders in the business, a 
policy simple yet effective—they always 
kept the doors of theiroffices open. If any 
worker or group of workers were dis- 
satisfied with wages, conditions, or any 
matter however small, they always felt 
free to go to the front office ‘and talk it 
over. Oftentimes their grievances were not 
due to wages at all; a poor system of de- 
livery of work, waits, interruptions due to 
mismanagement often were the basis of 
complaints. 

This custom has persisted until the 
present time. In the larger factories, the 
worker’s committees handle such matters 
and consult regularly with the firm pro- 
prietors; in the smaller ones the old open- 
door policy is maintained, and as a general 
rule all the cards are laid on the table. 
Where such conditions prevail, there is no 
incentive for the workers to hire outside 
men as organizers to do their negotiating 
for them. 


Rubber footwear manufacturers co- 
operate a great deal on employment mat- 
ters; they have an unwritten law, pretty 
generally lived up to, not to hire help from 
one another by outbidding, and wage rates 
are checked up frequently. 

The past winter has been the means of 
putting all the plants on full time, strain- 
ing every bit of machinery and labor avail- 
able for maximum production. Under these 
conditions, whether the coming year will 
see the same freedom from serious labor 
trouble is a question, but an adherence to 
the policies of the past ought to insure 
against it. 

Prices and Profits 


Prices are strangely higher than in war- 
times. In 1918 a first quality men’s rubber 
was quoted at 90c factory, today it is $1. 
And in 1918 the rubber footwear manu- 
facturer paid 60c a pound for his rubber 
and 20c a yard for his sheeting. Today he 
is using 18-19c rubber, although the 
present market is around 35c, and 12c 
sheeting although the present market is 
around 15c. What is the answer,—more 
profits? No, the answer is found first in 
the fact that he is using more rubber than 
he used in 1918 in order to maintain the 
quality, and he is paying more for his 
labor. Better materials and more of them, 
and higher-priced labor, is the thing in a 
nutshell. 


Novelty Rubbers 


Novelty rubber footwear, such as the 
radio boots, which were worn last winter, 
may look like something entirely new in 
rubber footwear, but, as a matter of fact, 
novelty styles in rubber shoes were made 
in great grandfather’s day. Then, rubber 
shoes were called Para shoes, because they 
were made of rubber from Para. Even 
lasts were sent to South America, and 
rubber shoes made over them. Some of these 
early rubber shoes were embossed with a 
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flowered, or a brocade figure. So they pre- 
sented a fancy figure, on the vamps and 
quarters, and they were pretty smart 
looking, even in contrast with rubbers of 
today. 


Rubber Fastened Shoes 


A method of making leather shoes, 
which has come into use abroad, provides 
for the sticking of soles to uppers with a 
gutta percha cement, under pressure. No 
lasting tacks are used in the shoes, and, 
in some not even are threads used to 
fasten the soles to the uppers. The method 
has caused some comment in this country. 
It is believed to correspond to the compo 
shoe process, which was used here, for 
making children’s shoes, 40 years or so 
ago. 


Standardization 


As lasts for leather shoes are standard- 
ized, so will be lasts for rubber shoes. And 
when standardization of lasts is put on a 
practical basis, the retail merchant will be 
able to stock his rubbers, and arctics, with 
confidence that they will fit over shoes. 
He will escape from bargain sales of mis- 
fit rubber foot-wear, such as lately took 
place, when merchants threw high heel, 
long toe rubbers onto the bargain counter 
at the rate of two pairs for $1. 


A last for leather shoes is of wood, while 
a last for a rubber shoe is of metal. But 
they could both be made of corresponding 
shoes, if the shapes were agreed upon, so 
that rubbers made over metal lasts would 
fit over leather shoes made over metal 
lasts. 

The U. S. bureau of standards is work- 
ing on the task of standardizing lasts. It 
will be a happy day for shoe merchants 
when they get some results that can be 
put into practice. 





Tanners Expect Larger 
Volume 


(Continued from page 119) 


a fairly active business in snuffed chrome 
patent sides at 18c per foot and up. Patent 
kid is also receiving its share of attention 
with prices at 50c and 65c according to 
quality, and patent kips are ranging from 
45c to 48c for the top grades. 


Kid Trading Improves 


Manufacturers of glazed kid report a 
fair business and more inquiry is noted on 
the staple lines. Colors are also consider- 


‘ably more active in view of the novelty 


shoe development which calls for such a 
variety of fancy colors. A good season is 
apparent on these new colors and tanners 
of same are operating their factories at 
nearly full capacity. Prices are on the same 
basis as at our last report and as quoted on 
page 119. 
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Auction News 
|For Shoemen 


Chicago, May 17, 

29,342 prs. Shoes, gymnasium; 5 Ma- 
chines, shoe leather stitcher, Cham- 
pion; 24) Machines, creasing; 4 Ma- 
chines, riveting, foot power; 1 Ma- 
chine, saddlers, riveting; 1 Machine, 
splitting; Several small lots of shoe- 
makers’ knives, awls, etc. 


Brooklyn, May 24. 

5,058 Shoes, Gymnasium, 5 to 12, 
B to EE; 466 prs. Shoes, field, 9144 to 
14, B to EE; 129,712 Brushes, shoe; 
4,144 Parts for Champion Shoe Stitch- 
er Machines; 550 gals. Oils, stitcher, 
in drums; 309 Parts, Champion shoe 
stitcher machine; 947 Parts, Union 
lockstitch machines; 6,000 Needles 
for same; 2,000 Awls for same; 
241,010 yds. Duck, 22” to 72” widths. 
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OF cove “SHOES 
XY he © hae 


This time they are to be Auctioned at 
Chicago, Ill., May 17th, and 
Brooklyn, N. Y., May 24th 


34,000 more. 

And still they come! 

A few days back nearly 30,000 of these high-grade “gymnasium” 
shoes, which even the military man found need for, were put on the 
market in two Middle Western. auctions, at San Antonio and St. Louis. 
Thirty-two thousand more are being offered to Western merchants 
in the San Francisco auction of May 15. 

The end of May is to see a round 100,000 of these summer sellers 
released into the channels of trade within the month. For here come 
two more lots which make yet another 30,000 and more—34,400, to 
be exact. And this time, to show no favoritism, at points more 
convenient for the personal attendance of buyers of the Great 
Lakes region and the East. 

There are also other lots in each of these sales which should not be 
overlooked by the repair shop—machines, machine parts, and small 
tools. See the page opposite. 





For catalog of the Chicago auction write to Quartermaster Supply 
Officer, General Intermediate Depot, 1819 W. Pershing Rd., 
Chicago, ms ; for Brooklyn catalog, to Q. M.S.0., 1st Ave.€&$ 59th St., 

a. 


Brooklyn, N 
The Government reserves the right to reject gny or all bids. 
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Popular Sellers In Stock 
Realy To Ship 
EVANGELINE 


(Reg. U. S. Patent Off.) 


F a 


Stock No. Stock No. 5504 
Coffee Elk Blucher cuted, 93 (Sport) 
Last, Ceylon Crepe Rubber Sole and nae gt Ope Packie Heat 
Heel. Widths A to D. Gootyerr Welt. Widths A to D. 
Price $4.25 Price $3.75 
No. 5505—Same in Black Kid 


CRUMBS OF COMFORT | 


(Reg. U. S. Patent Off.) 


Send for Complete. 
a we Stock 


Stock No. 


: 


Black Kid Oxford, Teshation Stitched Stock No. 3606 
Tip, Rubber Heel, 68 Last. Kid Oxford, Kid Tip, Rubber Heel, 76 
Price $2.50 Last, Turn. 7 
ri ° 
No. 4444—Same style, Brown Kid ao 
Price $2.75 


_ A. H. BERRY SHOE CO. 


PORTLAND, MAINE 
BOSTON SALESROOM  :: 186 LINCOLN STREET :: = (4th Floor) 
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@ SHO TRAVELER ® 


(This Department is conducted by Helen M. Haney, Associate Editor) 


Fight Begun for Repeal of the Pullman Surcharge 


those fighting for the interchange- 

able mileage bill, according to 
National Secretary T. A. Delany, has not 
put a damper on the spirits of the mem- 
bers of his association and those of other 
bodies composed of traveling men who 
are now advocating the repeal of the Pull- 
man rate surcharge. This is the excess 
charge made on Pullman rates which goes, 
not to the Pullman company itself, but to 
the railroad. It is not particularly popular, 
as a matter of fact, with the officials of the 
Pullman company. 

As matters now stand, the Interstate 
Commerce Commission, in view of the 
injunction against interchangeable mileage 
granted to the eastern roads by the dis- 
trict court in Boston, has ruled that the 
provisions of the interchangeable mileage 
bill shall not go into effect until the first of 
next January. This will give the Supreme 
Court time to review all the facts in the 
case and render a decision from which no 
appeal can be taken. 

The first gun in the fight for the repeal 
of the Pullman surcharge will be fired in 
Chicago at the Great Northern Hotel on 
June 20 when a hearing will be held. Action 
has been brought in the name of the United 
Commercial Travelers and the National 
Shoe Travelers will be well represented at 
the hearing. 


P. S. T. A. Men Have Lively 
Get-Together 


The Pennsylvania Shoe Travelers’ 
Association have started a weekly 
noon luncheon at 1 P. M. in Pitts- 
burgh. The first attendance was 26; 
second 30; third 32; and April 14, the 
fourth, there were 47. It has gotten very 
interesting and the boys are all well 
pleased and doing everything in their 
power to help it along. Two officers are 
very important with this luncheon— 
A. E. Long, commonly known as “Shorty” 
Long. He has been appointed Chief 
Marshal and his Assistant is Karl Heim- 
berger. The duties of the marshals are 
to round them up, increasing attendance. 

April 14, O. W. Jennings of the Brad- 
ford Shoe Co., Columbus, Ohio, gave a 


"Tit temporary set-back received by 


very interesting talk on shoe prices. 
Elmer Nicely of Endicott & Johnson Co., 
Endicott, N. Y., very ably gave some data 
on cancellations and returns. S. E. Berger 
with Roberts, Johnson & Rand, St. Louis, 
gave a talk on “Travelling as a profession.” 
It was right to the point. “Bud” Moore 
with Selby Shoe Co., Portsmouth, Ohio, 





AUR nee cu 
be ae ao ‘ “ 


H. F. FRITSCHE 


Who covers Illinois, Towa and South Dakota 
‘ord Shoe Co. Mr. Fritsche lives in 
This is his second season 
shoes. He finished the first season = 
st division of the sales force, 
ig Siz. He tac' Sie ¢ Ab epovamaly 
—— will always be in the big league. 





gave a few words, also introduced his son, 
who has taken Ferris Shoe Company’s 
shoes in Pennsylvania. H. C. Ogden of 
the Shoe Specialty Company; “Captain” 
Damer of the F. M. Hoyt Co., Man- 
chester, N. H.; Harry Waldron of Sher- 
wood Shoe Company, Rochester, N. Y.; 
Harry Beatty of C. P. Ford, Rochester, 
N. Y.; and Miss Irene Ferguson with 
Maid Rite Felt Slipper Co., Brooklyn, 
N. Y., made short speeches. Dick Craney 
of the Freeman Shoe Co., Beloit, Wis., 


sang a song and told a good story. Jack 
Levy of Friedman Shelby, gave a real 
recitation. Dick Roberts of the White 
Motor Co., Cleveland, Ohio, was a guest 
of the luncheon and gave a very interest- 
ing talk on problems of the automobile 
industry, which coincided with many of 
our shoe problems. 


OD tetas a id | 
Buffalo Salesmen have Dance 


More than fifty couples enjoyed an 
excellent dinner and tripped the light 
fantastic until the early morning hours 
on the occasion of the third annual dinner 
dance of the Buffalo Association of Travel- 
ing Shoe Salesmen, held at the Iroquois 
hotel on the evening of April 9th. This is 
the red letter event of the year on the 
“B. A. TIS. S.” program and marks the 
end of the organization’s activities until 
September. 

Snyder’s orchestra furnished the music. 
Favors included cigars for men and 
chocolates for the women. The entertain- 
ment committee in charge of the affair 
comprised: Carl Lindstrom, Endicott 
Johnson Co.; H. J. Spelder, W. H. Walker 
& Co.; James H. Stelley, Rice & Hutchins; 
Charles W. Martin, Weyenberg Shoe Co.; 
and Roland J. McDonald, Krippendorf, 
Dittman Co. 

The “B. A. T. S. 8S.” bade farewell to the 
Iroquois hotel, at a pigs knuckle and cab- 
bage “‘feed” on April 7, when the monthly 
meeting attracted one of the largest 
attendances of the season. 

Regrets were expressed at the absence 
of Harry J. Spelder of the W. H. Walker 
Co., who was seriously ill at his home here, 
and the secretary was instructed to send 
him flowers in behalf of the club. Word 
was received from Winston-Salem, N. C., 
that J. C. Spicer, another member, is 
recovering from an operation and will 
soon be back on his territory. Robert 
Smith, who represents the U. S. Rubber 
Co., at Niagara Falls, was admitted to 
membership. 

When the “B. A. T.S. 5S.” get together 
again in September it will be in the New 
Statler hotel. The Iroquois will close its 
doors early in May. 
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TWO REAL SALES BOOSTERS 
In Stock May 10th 


THE SPHINX THE CLEORA 


No. 5396—Patent cut-out Sandal, 8-8 wang Heel. . 5397—Two-Strap Slipper, 8-8 Wingfoot Heel. 
Price , $4.25 DR. ctdcniinawnnd sei ceeds bate 66 cee $4.25 
AA-D, 2%%-8 AA-D, 2-8. White calf trimmings 


These numbers have a “style appeal” and “quality 
value” that will bring buyers 
into your store 
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A trial order will give convincing proof 














Increase Real 


aCH RE .CH RE 
Soaew>> Seer 
Gew> Ge 
» NOV. i 


No. A 5146—Brown Kid 
Your Profits No. A 5148—Black Kid... pyeeeaal Business Builders 
No. A 5392—Patent... os 
No. A 5269—White Ostend 
Arch Rest Welts 


Send for illustrated catalogue showing our complete line of IN STOCK Styles 


THE IRVING DREW CO. 


PORTSMOUTH, 
OHIO 
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he Boot and Shoe Recorder will appreciate your mentioning the publication in rephes to advertisements. 
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R. 8. BRADFORD 


Better known as “Bob"’ who covers Missouri, 

Kansas and Nebraska for the Bradford Shoe 

Co. Mr. Bradford is held in high esteem in his 

territory, has a captivating manner, pny ~ 

that the name “Bradford” must stand for the 

best. Therefore, he f3 an enthusiastic Bradford 
lesman. 





Will Represent U.S. Shoe Co. 
in New York 


Morris Schmidt and Joseph W. Schmidt, 
well known in the shoe trade through 
their long connection with L. C. Hart of 
the Krippendorf-Dittman line, have 
just closed negotiations with the newly 
created United States Shoe Company, 
whereby they will become Eastern repre- 
sentatives for the Val Duttenhofer Sons 
Company unit of the new merger. 

They will open offices soon in New York 
under the name of Schmidt Brothers and 
will cover the territory east of Buffalo and 
Philadelphia, including all of New Eng- 
land. They will sell the product of the 
Cincinnati and Buffalo factories of the 
merged company. 

Morris Schmidt has been with the 
Krippendorf-Dittman concern for 14 
years, and Joseph, for 5 years. Joseph 
served with distinction in France during 
the war. 

The two boys are well known to the 
retail shoe merchants in the Metropolitan 
and New England districts. Morris 
for many years has covered the Metro- 
politan trade, while Joseph has called on 
the retail trade throughout New England. 


Teasdale With Robert Wise 


George Teasdale is covering Indiana 
and Illinois this season with the line of the 
Robert Wise Shoe Company. Mr. Teas- 
dale succeeds Mr. Greenbaum in this 
territory. 








HOWARD T. OTT 





Ott Heads U. C. T. No. 54 


A host of retail merchants and traveling 
men throughout Wisconsin know Howard 
T. Ott, of the Milwaukee branch of the 
United States Rubber Co. For years he 
traveled the famous Kickapoo Valley, 
carrying the far-famed U. S. brand of 
rubber footwear and Keds. OnJan. 1, 1922, 
he was promoted to sales manager of the 
footwear department and since that time 
his genial smile has not frequented his old 
haunts. 

At the annual election of officers of 

Milwaukee Council No. 54, United 
Commercial Travelers, held recently, 
Mr. Ott was chosen Senior Counselor. 
He passed all the chairs in the council 
and is giving an excellent account of 
himself as chief wielder of the gavel in 
1923. 
’ His many friends are all glad to wish 
Mr. Ott the best of luck, for he always has 
a smile and a good word for the men on the 
road. 


Parker Sells K-F Shoes 


W. A. Parker has joined the sales force 
of the Krohn-Fechheimer Company, Cin- 
cinnati. Mr. Parker covers the territory 
of Louisiana, Mississippi, Arkansas and 
the city of Memphis. 


F. L. Joseph on Trip 


F. L. Joseph, who has covered Ten- 
nessee, Kentucky, Alabama, Mississippi, 
Louisiana and Arkansas for the Scheiffele 
Shoe Mfg. Company for the past 23 years, 
is now on a trip through his territory. 


Ralph Mitchell has begun picking 
strawberries from his bed.—(H. F. L.) 
Livermore Falls, Me., Advertiser. 





P. F. SCHMIDT 


known “Paul” lives in Chicago. 
oer thinks that the city of Chi is “the 
oe! territory in the world. He joined the 
eS Se oe re at 3 ae 


increased his usiness ever since. 





Vollman-Lawrence Add New 
Men to Cover Big Retail 
Trade 


Owing to an unusual demand trom au 
sections of the country to see the line of 
the Vollman-Lawrence Company, and 
particularly from sections which Messrs. 
George R. Vollman, A. W. Lawrence and 
Ray H. Meyer have been unable to meet, 
as in the past these gentlemen have prac- 
tically sold the product of the factory, it 
has been decided to put before the larger 
retailers in the United States the Voll- 
man-Lawrence proposition by direct rep- 
resentation. Therefore, the company has 
secured the services of three additional 
salesmen, who will immediately leave for 
their territories: Fred Snyder in Minne- 
sota, Iowa and Nebraska; W. A. Barney 
in Illinois and Indiana; George G. Woolsey 
in Kentucky, Tennessee, Mississippi, Lou- 
isiana and Alabama. 


C. S. Marshall’s Sales Roster 


The sales roster of C. S. Marshall & Co. 
is as follows: B. M. Brewer, Boston, New 
York City, Philadelphia, Washington, and 
the large cities in Pennsylvania, Maryland 
and states south; C. O. Miller, sections of 
Ohio, New York, Illinois, Indiana, Wis- 
consin, Missouri and the New England 
States; C. A. Wirt, sections of New York, 
Pennsylvania, Ohio and Michigan; D. D. 
Doran, sections of Pennsylvania, West 
Virginia and Virginia; and F. W. Johnson, 
Texas, — Arkansas and Okla- 
homa. 
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| “Constant Comfort 


**America’s Best Comfort Shoes”’ 


IN STOCK SERVICE 


Shoes shipped day 
order received. Over- 


night service to the Lt / e. The Best Com- 


greater part of the Fae ae 
United States from L—— ty fort Shoes when 


Auburn, St. Louis or — aoe ; you need -"em! 


mm, Ma, 


Los Angeles. 


90OR—Black Kid Oxford, 9-8 Wingfoot 


No. 83R—Black Kid Two-Strap Sandal, 12-8 In Stock—Auburn, C to EE; St. Louis, D to E; 
No. 49R—Best Quality Black Kid One-Strep Wingfoot Heel ” Los Angeles, C to E $2.25 
Pump, 12-8 Wi In _-+-3 AA to E; St. Louis, A to E; No. 91R—Same Style 
i» Mock—Aahenn, 1 AA ~y 5 43. a Ay As Los Angeles, A tok | $2.85 In 3t Aub TEE: > ia, C 40 E; 
—Similar le in Ni Grade With- Los Angeles, & 
No. 749R—Same St ne 4 Havana Brown Kid. — sm Style tn Hens . 


t Ornament. 
In ja SyockhAanare, D; St. Louis, A to Dp; In A ~ AA to E; St. Louis, A to E; 
Angeles, A $3.60 Los Angeles, B to tok $2.50 


No. 478R—High-Grade Black Kid Oxford, 11-8 No. son Des Quality Black Kid Oxford, 13-8 
Wingfoot Heel. es 

In = te ~ St. Louis and Los A: In tock—Auburn, A to D; St. Louis, A to 

AAA-A to C-E 38 D $3.75 

No. 878R—Same 7 le in Havana Brown Kid. No. 752R—Same Style in Havana Brown Kid. 

AA-A to B-D; St. Louis, In Stock—Auburn, A to D; St. Louis, A to 

to B-D $3.60 D $4.00 


“COMPLETE LINES of Oxfords, Strap Sandals, Boots and Juliets Always IN STOCK” 


AULT-WILLIAMSON SHOE CO, Manufacturers, Auburn, Me. 


LOS ANGELES BRANCH, 109 E. 8th STREET BOSTON OFFICE, 139 LINCOLN STREET 
ST. LOUIS BRANCH, 414 NORTH 12th STREET 











The Boot and Shee R der will appreci your mentioning the publication in replies toe advertisements. 
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E. Manny Peck Presides at 
Cincinnati Meeting 


The monthly meeting of the Cincin- 
nati Association of the National Shoe 
Travelers was held at the Shoe and Leather 
Club last Tuesday, March 27. It was the 
first to be conducted under the leadership 
of the new president, E. Manny Peck. 
Mr. Peck is very enthusiastic over the 
outlook for a successful year with the 
organization. 


List of Standing Committees 


At this meeting President Peck ap- 
pointed the following standing committee 
for current year: Membership: Wm. P. 
Hennessy, Ben Davis and W. E. Stock; 
entertainment: Chas. Auer, Elmer Ko- 
kenge and Irwin Roth; welfare: Frank 
Weber; advertising committee: George 
Aftel; house committee: J. M. Fee; 
legislative committee: J. Jaffe; employ- 
ment committee: Frank Weber; style 
committee: S. S. Fechheimer, Frank 
Samuels and Chas. Mueller; railroad com- 
mittee: Harry Farber, Fred Joseph and 
George Zumborde. 


Cahill Men on Trips 


The salesmen of The Cahill Shoe Com- 
pany are now in their territories showing 
the Cahill new line of stylish shoes for 
women: Robert A. Booth, Cleveland; 
Clarence N. Cahill, Pennsylvania; Jas. W. 
Cole, Minnesota, Northand South Dakota; 
Stanley Davis, Wisconsin; J. B. Goodwin, 
Alabama and Georgia; John A. Hach, 
Michigan; F. R. Lundberg, Kansas and 
Nebraska; George MacDonald, Arkansas 
and Oklahoma; D. W. McKeown, North- 
ern Ohio; C. A. Magnuson, Illinois; J. L. 
Mitchum, Kentucky and Tennessee; R. J. 
Patrick, Virginia, North and South Caro- 
lina; Uric Randolph, West Virginia and 
Western Penna; George Schuette, In- 
diana and Western Ohio; Finley Sheets, 
Texas; James Srail, Cleveland; H. F. 
Stevenson, Mississippi and Louisiana; 
Henry Theiss, Iowa; George Gregory, 
New York City. 


Edmond Kornsand Represent- 
ing Barry Line 
For many years the late Maurice Korn- 
sand represented T. D. Barry Company 
in Greater New York, Philadelphia, Balti- 
more and Washington. For the last few 
seasons he had been assisted by his son 
Edmond 8S. Kornsand. The latter will now 
take up the work which was so well done 
by his father in this district. Young Mr. 
Kornsand is energetic, has a pleasing per- 
sonality and is popular with the trade in 
the Metropolitan district. He is already 
getting good results as regards orders and 
is laying a substantial foundation on 
which to build future business. 


BOOT AND SHOE RECORDER 


To Carry Beacon Shoes in 
Iowa 

Soll Z. Sands is to carry the Beacon 
shoe line for F. M. Hoyt Shoe Company, 
of Manchester, N. H., in the State of Iowa. 
He expects to be on his territory about 
April 1, with the complete line of men’s, 
women’s and boys’ samples. 

Mr. Sands was formerly with the Hood 
Rubber Company, and is well known 
among the dealers in this territory. We 
are sure he will be welcome to his many 
friends when he presents the Beacon line. 





L. F. DICKMAN 


Who covers Tennessee, Alabama and Georgia 

Sor the Bradford Shoe Co. He has sold a great 

many Bradford shoes at retail and is enthusiastic 

regarding the prospects with the line in the 
Southern states. 





Goldstein with Whitman & 
Keith 


Ben. Goldstein, Well known as a former 
shoe buyer for New York City stores, has 
been engaged by Whitman & Keith Co., 
Brockton, as a resident salesman in New 
York City, with office and sample room 
at 755 Marbridge Building. Richard P. 
Whitman of the firm will continue to look 
after his trade in New York City as hereto- 
fore. 


Glanville Says Business Good 


W. W. Glanville, who covers the Pacific 
Coast for the Riley Shoe Company, Co- 
lumbus, Ohio, spent a few days recently 
at the factory, following the National 
Convention. 

Mr. Glanville says that his business on 
the Pacific Coast, during the past few 
months, particularly on the Arch Relief 
line, has been exceptionally good. 
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Urghart Travels by Auto Cov- 
ering Illinois and Iowa for 
Grover 


Louis K. Urghart, one of the clever 
salesmen for J. J. Grover’s Sons, will 
sell shoes from the automobile this season. 
He will start out in his machine from 
Springfield, Ill., and will travel through 
Illinois and Iowa, his familiar territory, 
only this time he expects to travel faster, 
to visit cities and towns new to him, and 
to sign up new accounts with merchants 
along the route. He will carry his samples 
in an automobile trunk, which has been 
built according to his specifications. He 
has already had some experience in sell- 
ing shoes by motor, for the past two sum- 
mers he has visited his New England 
customers, riding to their doors in his 
automobile. 


Lelyveld with T. D. Barry 


Louis Lelyveld has been engaged by 
T. D. Barry Co. to represent the Barry 
line in New England, covering the terri- 
tory formerly looked after by Fred Davis. 
Mr. Lelyveld is a product of the Massa- 
chusetts South Shore district, having been 
born in Rockland, Mass., and resided 
there practically his entire life. He is 
thoroughly familiar with factory details, 
having had experience for several years 
as a cutter. He mastered the retail shoe 
selling end through his association with a 
brother operating for a number of years 
a store in Rockland. Mr. Lelyveld is 
much pleased with the connection he has 
made, and feels sure that his retail shoe 
friends in New England territory will 
give him a hearty welcome and a good 
volume of business. 


Cohen on the Job for I. 
Grossman 


Charles M. Cohen is back on the job in 
Michigan with I. Grossman, Inc., in 
Chicago. Mr. Cohen formerly covered 
this territory for the Lunn & Sweet Com- 
pany.. Michigan merchants, according to 
Mr. Cohen, are not a bit backward in 
buying red, green, blue and other high 
colors in strap effects. He reports that 
Michigan merchants are having a very 
satisfactory business. 


Leiser with Lynn Concern 


R. J. Leiser, formerly with Plant Bros. 
& Go., of Manchester, N. H., the past 
seven years, is going to cover the middle 
West about ten states, for the Nassau 
Shoe Co., Lynn, Mass., medium priced 
welts in women’s, children’s and growing 
girls’. 

Mr. Leiser’s headquarters will be in 
Minneapolis where he has established an 
office at 308 Boston Block. 
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Talking to an 
Audience of 
Ten Million 


People 


This is one-tenth of the entire 
population of the United States. 
Counting out children under 13 
years of age and illiterates we find 
that this Dr. Scholl Foot Comfort 
Message is reaching about one- 
fifth of the very people that every 
shoe merchant would like to have 
as customers. 

The business man who does not 
believe in the power of advertis- 
ing never cut much of a figure in 
the business world. That great 
army of retail shoe dealers who 
advertise themselves and who 
know the mapic of this great force, 
will appreciate what the tremend- 
ously large campaigns conducted 
by the Scholl Mfg. Co. means in 
promoting the sale of Dr. Scholl’s 
Foot Comfort Appliances and Rem- 
edies as well as shoes. 

All this magazine and newspaper 
advertising is used for only one 
purpose—to help you develop your 
shoe business—increase your sales 
and profits through your Dr. Scholl 
Foot Comfort Department. You can 
take any piece of copy used by this 
firm, attach your name to it and 
have an excellent advertisement 
for your individual business. Study 
one of these ads and see how clever- 
ly it is woven around your indi- 
vidual business—how it draws 
people into your store. 

The accompanyinj piece of copy 
is typical of how the Scholl organ- 
ization doesa job when once started. 
No half-way tactics poes. It’s big 
all the way through. 

Over20,000 dealers are cashing in 
on this advertising. If you are not, 
now is the time to start. You are 
losing, money and a golden oppor- 
tunity every day you procrastinate. 
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Your foot print reveals 
the cause of those pains 


And now that nervous strain 
from foot ills can be relieved 


Each step you take tells an invisible story of 
your foot troubles—a story quickly revealed 
by an actual imprint of your foot. For,such a 
print would clearly show the cause of those 
nerve-racking pains. 


And what nerves would not suffer from 
aching, weary feet, intense bodily fatigue, 
burning pains in the soles, tender corns, cal- 
louses, and bunions, pains like rheumatism in 
the feet and legs? The chances are that a 
print of your foot would show the cause of this 
suffering to be “weak foot’, a condition in 
which the muscles and ligaments which sup- 
port the bones have begun to give way, dis- 
placing the normal weight-bearing points of 
the foot. 


Such a condition can be relieved by Dr. ~ 


Scholl’s Foot-Eazers and Arch Supports, as 
applied to your individual case. They gently 
but firmly support the bones and ligaments, 
increase the circulation, and stinvulate mus- 
culdr action. Thus the strength of the arch is 
gradually restored, until the appliance is in 
many cases, no longer necessary. 


Since no two foot conditions are the same, 
each case requires individual treatment, that 
is, an arch support easily removable and cap- 
able of adjustment to each changing foot 
condition. Exactly these uirements are 
met by Dr. Scholl’s Foot Comfort Appliances. 


Go to the nearest Dr. Scholl dealer; let the 
trained expert there fit you with the appliance 
or remedy which your particular trouble needs. 
Enjoy once more the solid comfort of healthy, 
active feet. 


NOTE: If you cannot locate the Scholl store in your 
com munity, write our nearest office. Address The Scholl 
Mfe. Co., 213 W. Schiller St., Chicago, lil., or 62 W. 
14th St., New York City. For Canada, address The 
Scholl Mfg. Co., Lid., 112 Adelaide St., E. Toronto 








Arch gently supported and body's weight 
wally distributed by Dr Scholl's Foot- 
aur Light and springy towear. Eases 

feet; body and nerves 





Callouses on soles, pains and cramps m 
the ball of the foot? Dr. Scholl's Meta- 
tarsal Arch Supports —adju stable to any 
foot condition —will bring lasting relief 








Bunions or enlarged joints? Dr. Scholl's 
Bunion Reducer removes the —_ 
pressure, hides the unsightly bulge, and 
reduces the growth. Price, 75 cach 





Dr. Scholl's Zino-pads relieve corns 
ickly, safely, by removing the cause— 

iriction-pressure, and healing the wri- 

tated surface. At drug and shoe stores, 
ic a box. 


r 
: Free Offer 


i The Scholl Mfg. Co., Dept.000 
213 W. Schiller St., Chicago 


| 
' 
' 
' 
' 
' 
! 
' 
! 
| 
ool 


Please send me a sample of Dr. 
§ Scholl's Zino-pads for corns, and a 
1 copy of his booklet,““The Feet and 
1 Their Care.” 
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Wholesale Trade Shows Increased Activity 


ORE buyers have been in Boston 
z for tle past week and the whole- 
sale shoe trade is showing considerably 
more activity than a few weeks ago. Some 
of the best known salesmen in the whole- 
sale shoe district of Boston state that there 
are more orders and although they are 
small the aggrégate makes a very good 
business. It is stated that the orders are 
small because volume purchasers are buy- 
ing more extensively of novelty footwear. 
An important feature is, also, the demand 
for a better grade of shoe, and it is said 
that there is a reaction against the low- 
priced shoe as wholesale customers are 
calling for a better quality. 


Mills Back from South 


Robert Mills of the Hebert Shoe Com- 
pany has just returned to his Boston office 
at 207 Essex Street from a trip through 
the South. Mr. Mills states that conditions 
are improving through the territory which 
he travels and he had a satisfactory busi- 
ness. George K. Faulkner, of the same 
concern, is now on a western trip. This 
Company is operating the factory at 
Stoneham, Mass., at a considerably larger 
capacity than a few months ago and looks 
forward to a busy season. 


Wass Busy on Novelties 


Stanley Wass of George A. Learned 
Company, Newburyport, Mass., is mak- 
ing frequent trips to nearby territories and 
reports active trading on novelty footwear 
and colored shoes. 


R. F. Amidon Moves Office 


Ralph F. Amidon of the R. F. Amidon 
Shoe Company has recently moved his 
Boston store from 42 to 78 Lincoln Street. 
Mr. Amidon, although but 36 years old, 
is celebrating the fact that he has just 
completed 20 years in the shoe business. 
He started on a leather trade paper and 
soon after went with the McElwain Shoe 
Company and remained with that com- 
pany until last year when he entered into 
business on his own account. That he has 
been successful is evident from the fact 
that he has combined the business of 
wholesaling with that of acting as resident 
buyer for seven large retail houses in the 
West. The Amidon Shoe Company also 
has a warehouse at 23 Pittsburg Street, 
Boston, and is now handling a full line 
of medium grade shoes for men, women 


and boys—all welts. Mr. Amidon’s picture 
is shown on this page. He is better known 
by his first name, Ralph, and he has, by 
his genial and agreeable manner, built up 
a wide circle of friends throughout the 





RALPH F. AMIDON 


Although only 36 years of age, Mr. Amidon has 
been connected with the shoe and leather industry 
for 20 years. 





shoe trade of the country as well as in 
Boston. 

J. G. Samuels of St. Louis has been 
buying shoes in Boston for the past week. 


Changes at U. S. Hotel 


There have been some changes in the 
offices at the United States Hotel Build- 
ing on Shoe Alley, which is occupied by 
agents who sell to the wholesale shoe 
trade, in the past week. This is one of the 
best known groups of such offices that 
there are in the world, and millionsof dollars 
worth of shoes are sold there within a year 
to the largest wholesalers. It is, in fact, 
one of the busiest portions of Lincoln 
Street and it is well known that there are 
probably more shoes sold at wholesale on 
Lincoln Street, Boston, than in any other 
part of the world unless it may be on 
Essex Street which crosses Lincoln. The 
wholesale shoe business originally was 
located on Hanover Street in Boston, 
from there it moved to Pearl Street and 
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then to Atlantic Avenue. After the big 
Boston fire it moved on to High Street 
and later on down to Lincoln and Essex, 
Streets, although there are still many 
large wholesale houses on Atlantic Avenue. 

Ralph H. Mears, who is selling agent for 
the Wingate Shoe Corporation and the 
Webber Shoe Company of Haverhill, has 
moved his offices into Room 205 at 139 
Lincoln Street in the United States Hotel 
Building, Boston, where he will have im- 
proved display facilities. 

Rafe Dale, representing M. T. Onsteen 
Shoe Company, has moved to Room 204 
of the same floor in the United States 
Hotel. 

W. C. Hartford, who carries the Nor- 
ridgewock line, of the Norridgewock (Me.) 
Shoemakers, Inc., has moved to Room 206 
on the same floor. 

W. K. Foster, who is selling agent for 
Wm. C. Foster’s Sons, and also the W. K. 
Foster line of turns, has also moved to 
Room 206, in larger quarters and having 
better display space. Mr. Foster has 
recently returned from a western trip, and 
Mr. Hartford left last Sunday for a trip 
through the middle west. 

George Karl, selling agent of the Nor- 
way Shoe Company, Norway, Maine, has 
moved to Room 217, 139 Lincoln Street. 

Craig, Reed and Emerson, makers of 
men’s shoes, Brockton, Mass., has moved 
to Room 212, United States Hotel. 

The shoe factory at Brookfield, Mass., 
formerly occupied by the Foster, Moulton 
Shoe Company, and which was idle for 
about two years, has been started again 
by Edward B. Phettaplace under the 
name of the Bay Path Shoe Company. 
They will make principally men’s welt 
army shoes. ° 

C. D. McGlone, who operates the five 
Star Stores in Brooklyn, N. Y., has been 
a visitor in Boston the past week. 





A Yarn of the Smoker 


“Cattle for shoes and cattle for combs,” 
exclaimed the new salesman, as the story 
telling came to a halt in the Pullman 
smoker. ‘“‘Say, do any of you fellows realize 
that you comb your hair with the horns of 
cattle, even as you sell shoes soled with 
the hides of cattle? I didn’t, until the other 
day, when I met Smith, who sells combs. 
He had in his grip some long horns. I 
asked him why. “To show my customers the 
quality of horns we use in making our 
combs,” he said. ‘You don’t tell!’ says I, 
sort of sarcastically. Then he told me how 
combs are made. And I’ve been combing 
my hair with a horn comb for nearly 25 
years, and I didn’t know that the comb 
was made from horns of cattle. My next 
trip, I am going to take along a picture of 
a cow, just to show my customers that our 
shoes are made of leather.” 

“You had better take along a kid, 
young man,” said the veteran, through 
the smoke in his corner. 
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White Linen and Black Satin Pumps 


In Stock 





No. B 426—White Linen Strap Pump, White b soaauneo neds 

Calf Trimmings, 244 Last, 12-8 Wood Cuban No. B 427—Black Satin oo. Pump, Black 

Heel, Welt. ice $4.75 Ooze Trimming, 247 Last, Wood Cuban 
Heel, Welt. Price $5.00 
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Terms: Net 30 Days 


Write for New In Stock Catalog, 


Cc. P. FORD & CO., Inc. - Rochester, N. Y. 


NEW YORK CITY: 127 DUANE STREET 














IMMEDIATE SERVICE 


BANISTER SHOES 


FOR MEN 


THE POLICY NOW SEVERAL SEA- 

SON’S IN OPERATION OF CARRYING 

REPRESENTATIVE NUMBERS IN i le 
HIGHEST QUALITY FOOTWEAR IN PATENT LEATHER ORESS OXFORD $7.s0 
STOCK HAS PROVEN SO GREAT A 

CONVENIENCE FOR A CONSTANTLY 

GROWING NUMBER OF RETAIL 04 for the name 
MERCHANTS THAT IT IS FULLY 

JUSTIFIED. 


WE SHOW HERE TWO NUMBERS 
PARTICULARLY SUITED TO PRESENT 
NEEDS UPON WHICH WE CAN MAKE 
“MARS” IMMEDIATE SHIPMENT. LEAFLETS 
STYLE 1702 MEN'S TAN CALF RIDING SHOWING OTHERS WILL BE SENT Quality Shoes far 
ie ee’ ON REQUEST. ten and Women 


JAMES A. BANISTER CO. 


370-386 ORANGE STREET, NEWARK, N. J. 
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Colored Kids Selling Best 


Many Merchants, However, Losing Sales Because They Fear 
to Re-order; Boxwood Cuban Heel More Popular 
in Medium Grades 


AIR business is reported by most of 

the local shoe merchants. Warmer 
weather has not stimulated trade to the ex- 
tent that many had expected and com- 
plaints are common. 

Colored kids provide most of the action. 
Many sales are being lost because of in- 
adequate stocks and yet the retail mer- 
chants hesitate to place new orders. Opin- 
ion on colored kidsremainssharply divided. 
While many of the higher class merchants 
are condemning the fashion and issuing 
warnings that it is likely to be short lived, 
others appear to be convinced that the 
vogue is likely to continue throughout the 
summer. There is some evidence to sup- 
port the view that in New York at least 
there is likely to be a fashion for wearing 
red kid shoes with red hats and white 
dresses. Stockings to accompany these are 
likely to be white. 


Men Buying Blacks and Light Tans 


In the public demand for colored kids 
at present, there has been a shift toward 
the box wood Cuban heel in the medium 
priced goods. This is in sharp contrast to a 
growing demand for higher heels in the 
more expensive grades of shoes. 

Black and the lighter shades of tan, 
without much decoration continue to be 
the outstanding features of the men’s de- 
mand at present. The men’s business has 
perked up considerably in the last few 
weeks, and some men’s dealers report 
sales running double those of a year ago at 
this period. 


Wholesale Business 
Recovering 


Some measure of the extent of the re- 
covery in shoes is shown by the May re- 
port of the Federal Reserve Bank of New 
York. Wholesale sales of shoes in March, 
as reported to the bank were 17 per cent 
ahead of those in March, 1922. The 
weighted index for all wholesale commod- 
ities on which the bank collects returns 
was 22 per cent ahead of a year ago. 

In the bank’s report on chain stores, the 
average sale per store in shoe chain was 
21.7 per cent higher in March this year 
than it was last year. This, the bank says 
was due partly to higher prices, the aver- 
age price per pair in March 1923, being 
$3.99, compared to $3.64 last year. The 
number of pairs sold shows a gain of 30 
per cent, for chain store systems as a 
whole. However, the number of shoe 
stores reporting this year was 241, con- 
trasted with 205 last year. 


On the basis of 100 for March, 1922 
sales, the total volume for all stores in 
March, 1923, was 143, in March, 1921, 144 
in 1920, 122; in 1919, 72. From this it is 
seen that chain shoe stores here sold within 
one percent of the amount sold in the pros- 
perous year of 1921. 


Schmidt Bros. in Bush 
Terminal 


Schmidt Brothers, representing the Val 
Duttenhofer branch of the United Shoe 
Manufacturing Company, have opened 
offices at Room 1404, Bush Terminal 
Sales Building, 42nd street, New York. 


Annual Cammeyer Dance 


The 150 or more employees of the Cam- 
meyer organization, and their wives, hus- 
bands, sweethearts and just plain friends 
are holding their annual dance at the Cam- 
meyer Fifth avenue store on the night of 
May 5. Employees of the two New York, 
the one Brooklyn and one Newark, N. J. 
stores will be present. A special orchestra 
will provide music for the dance and re- 
freshments will be served. An entertain- 
ment supplied by talent within the organi- 
zation will be an event of the evening. 


Baseball to the Fore 


Things look promising for a good base- 
ball season in the retail shoe league. The 
Slater and Cammeyer teams have pro- 
gressed to the point where a championship 
series has been scheduled. Rumor has it 
that the champions will be presented with 
a silver loving cup to be provided by the 
local retail association. Several other shoe 
teams are getting into shape, including a 
combination that looks extremely good 
from the Queen Quality Shop. 


Leather Man Off for Europe 


Louis Halle, vice-president of the Amal- 
gamated Leather Company, Inc., sailed for 
Europe on May 1, accompanined by Mrs. 
Halle and their son and will be gone for a 
period of about three months, partly on 
business and partly for pleasure. 


Hirsch Opens Shoe Depart- 
ment 


The L. M. Hirsch Shoe Company of this 
city, one of the old and well known retail 
organizations, opened a shoe department 
in the Burton Stores, Inc., at Elizabeth, 
N. J. on Friday, April 27. The Burton 











Where to Buy 


Women’s Shoes 














J.W.BARNARD & SON 

Andover - ~ Mass. 

Makers of the 
CELEBRATED 
BARNARD 
COMFORT 
SHOE 
for Ladies 
IN STOCK 








FINE TURN NOVELTIES 
Et ee 
Maiceciee and increased service. 

Latest Models, All Leathers and Sati 

FELSTINER-O’CONNELL SHOE CO., INC. 

162 Winter St., Haverhill, Mass. 











STOCKBRIDGE SHOE COMPANY 


HAVERHILL, MASS. 
—ZUSAS 











BLEECKER STYLES 
dre the last word in footwear 
for stylish women 


BLEPen 
Line tiv 








207 Essex St. 





FASHION FOOTWEAR 
Women’s Fine Turns 






































Where to Buy 


Men’s Shoes 























FOR MEN ‘ ~ 
(P) M. A. PACKARD CO., Makers ry 
. BROCKTON 


NETTLETON 
Shoes of Worth 


A. E. NETTLETON CO. 


N. Y., U.S. A. 
MEN'S FINE SHOES EXCLUSIVELY 
































Commonweata Soe & Learner Co. 


WHITMAN, MASS. 








One Pair 
Sells 
Another 


T.D.Barry Co. 


Brockton, Mase. 
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stores conduct a chain of establishments 
handling apparel and kindred merchandise 
throughout the East. The Elizabeth store 
is located at 96 Broad street. The Hirsch 
department in the stores carries women’s, 
children’s, misses’ and énfants shoes of 
the same character and quality as are 
carried in the New York store. 


New Department in Gimbel 
Store 
Gimbel Brothers last week devoted 


more than a half page of advertising space 
in several of the daily papers here to an- 


May 5, 1923 


nounce to the public the extablishment of 
a new section in their women’s shoe de- 
partment devoted to Smaltz-Goodwin A—C 
Sure-Fit oxfords. The price, $10 a pair, 
was prominently displayed in the advertis- 
ing. 

The department is carrying a complete 
size range in these oxfords, from 21% to 10 
and from AAA to E. The shoes are 
carried in black and brown kid. A special 
group of salesmen have been schooled in 
the fitting of these oxfords. Business so 
far in the new department has been de- 
cidedly encouraging, according to one store 
official. 





PHILADELPHIA 


Business Continues Excellent 


Optimism in Nearly All Lines; Factory Production Holding 
Up Well 


GREAT variety of lines here show 

brisk demand. Doors, sash and blind 
sales are increasing due to increased con- 
struction work. Prices are advancing be- 
cause of lumber costs. Mills are two 
months behind on deliveries of raw ma- 
terial. The jewelry trade reports sales of 
diamonds continuing in good quantities, 
fraternity jewelry selling better than ever 
before, good demand for wrist watches 
and active trading in sterling ware. Lum- 
ber continues in good demand. Foreign 
demand is increasing. Reports from con- 
sumer channels indicate excellent business 
during the spring and summer months. 
Ship chandlers are doing a good business. 
Prices on marine hardware advanced 20 
per cent last week. Deliveries from manu- 
facturers of all ship supplies are delayed. 
Laces, ribbon, and millinery are said to 
show continued improvement and to be 
running considerably ahead of last year. 
Paper is active with a fairly steady de- 
mand. Prices have recently advanced and 
are now firmly established at the new level. 
Deliveries have improved. Orders for 
wrapping paper indicate good retail trade. 


Railroads Preparing for Big Season 


Railroads here are preparing for an un- 
usually prosperous future. Not only have 
they made extensive purchases of loco- 
motives and freight and passenger cars but 
they have also made preparations for other 
additions to their facilities. One of them 
has awarded a contract for a new huge 
coal dumper at its Port Richmond piers 
here and has also started work on a new 
grain elevator which will add many thou- 
sand bushels to the present capacity of the 
port. They are also making more extensive 
plans than ever before to handle record- 
breaking seashore resort crowds. One 
prominent railroad official here is urging 
shippers to ship early as he predicts that 
the tonnage which will be moved during 


the next few months will be greater than 
the war-time tonnage. 


Factories Keep Up 
Production 


In spite of the fact that the factories are 
passing through the seasonal lull between 
the end of their work on spring and sum- 
mer shoes and the beginning of their fall 
work, they are running along with a com- 
fortable amount of work to do. Red, green, 
and blue kid shoes are the favorites now 
though factories think the demand for 
them will die out in about another month 
or six weeks. Meanwhile, however, the fac- 
tories are pushing these colors and their 
combinations with other leathers very 
hard. 

Factories are quite uncertain as to what 
will be asked for in fall, though several 
factories have issued conservative style 
forecasts and one or two have started cut- 
ting their fall staples. Wholesalers and re- 
tailers, likewise, are said to be undecided 
and to be buying very sparingly for fall. 

Warm weather is expected to bring out 
a demand for whites. Factories are work- 
ing on both linen oxfords and straps and 
white kid, plain and trimmed with brilliant 
colors. 

Prices are said to show an unmistakable 
upward tendency. This is said to be due 
to the fact that sole leather dealers say 
their stock is being sold below its replace- 
ment value, to the high prices of upper 
rawstock, and to the cost of labor. The 
predicted increases range from 10 to 25 
cents. 


Sports Shoes Becoming 
Active 


Sports shoes are coming into active de- 
mand according to wholesalers here. 
Black sports oxfords, gray, and smoked 
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elk with cordovan colored sandles will be 
popular. The opinion is quite general that 
the coming summer will be quite a sports 
season and not a few wholesalers are pre- 
dicting that the sale of sports shoes will 
cut into the sale of whites to a considerable 
degree. Prices, it is said, will be higher in 
fall. 


Plain Toes Popular 


James E. Kelly reports that there is a 
very big demand for plain toes with 
creases up the front. He thinks, also, that 
men will wear a lot of light gray as a re- 
flection of the women’s demand for fancy 
colors. In women’s shoes inlaid vamps 
with bright colors up the front are going 
big. This firm reports that quite a few 
buyers from out of town have been com- 
ing in and placing nice-sized orders. It 
believes that prices in fall will be about 
15 cents higher. 


Army Shoes Offered 


Considerable interest has been aroused 
in the trade here by the announcement 
that the War Department will place upon 
the market 2,569,000 pairs of unused 
trench shoes. Sealed bids have been asked 
for. They must be in by May 16. Of this 
huge quantity of shoes 148,433 pairs are 
stored at Philadelphia. 


Ooze In Good Demand 


Hallahan and Sons Inc. report good de- 
mand for ooze with colored trimming. 
Sandal effects continue to be very popu- 
lar. This factory is stocking a few reds. 
Tongues have dropped way down in the 
list and there seems to be no likelihood of 
their immediate return to favor. Prices 
remain unchanged. This factory is now 
featuring a number of styles at $5. In- 
cluded among them are new Colonial 
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effects in black or gray suede with inlaid 
panels, or in black calf; new cross straps 
in patent leather or black satin with new 
box heels; tongue pumps in patent leather 
overlaid with black calf, or in gray suede 
with patent leather, or all black satin and 
sports and street styles of tan calf oxfords 
with crepe rubber or leather soles. 


Retail Offerings 


John Wanamaker is offering at $4.90 a 
tan calf oxford with military heel and 
rubber heel attached. It is perforated at 
the tip, vamp, and quarter. At the same 
price this store is offering a two-button, 
one-strap pump of brown calf skin with 
cut-out designs across the strap and per- 
forated tips. Military heels with rubber 
heels are attached. Another offering of this 
store is a one-strap pump of brown, calf 
and tan smoked elk skin, with a cut-out 
strap, and military heels with rubber heels 
attached. At $12 this store is offering a 
beige suede sandal copied from a Parisian 
sandal. In it the short vamp becomes a 
tongue-shaped strap and runs up the hose 
to join the instep strap. It has a low 
Spanish heel, rounded toe, and turned sole. 
It is offered in beige or sand. 

Claflin’s are offering men’s oxfords in 
light shade Russia wax calf skin at $11. 

Snellenburg’s are featuring a sale of red 
kid sandals at $8.50. They have cut-out 
vamps and quarters, turned soles, and 
low, flat, leather-covered heels. 

Steigerwalt’s are featuring a One-strap 
pump of beige buck combined with tan 
Russia. 

One of the large stores here says that 
the new men’s oxfords are a great deal 
plainer. The perforations and the saw- 
toothings are gone though, the lines are 
still full and free and the good points of 
the brogue are intact. This store is offering 
some of these new shoes in viking calf 
skin, either black or tan, at $7.75. 





HAVERHILL 


Sandal Demand Is Unabated 


Practically Entire Output Devoted to Footwear of This Type 
In-Stock Departments Almost Swamped 


HERE is every indication that the 

demand for Egyptian sandal patterns 
in women’s footwear will continue un- 
abated for weeks to come. Haverhill fac- 
tories, working at full capacity, are devot- 
ing practically their entire output to this 
class of merchandise. On this point one 
manufacturer of women’s turns said that 
98 per cent of his present factory product 
was of the sandal type. A member of an- 
other concern having a large output of 
women’s turn footwear stated that he had 
3000 dozen pairs ordered in the works or 
on order and that nine tenths of them 
were variations of the sandal pattern. 


A manufacturer who recently returned 
from a business trip which included half 
a dozen of the larger cities in the Eastern 
States said: “Every establishment I 
visited, and this included leading retail 
shoe and department stores, was selling 
women’s sandals as fast as these could 
be fitted, while the only difficulty experi- 
enced by merchants is in obtaining suffi- 
cient amounts of goods to meet the de- 
mand. Sandals are sold in every possible 
combination of colors.’’ This statement is 
daily confirmed at local shoe manufactur- 
ing plants by merchants who, for instance, 
ordered last week, will write, wire or tele- 
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phone this week, urging haste in delivery. 
Manufacturers are straining factory re- 
sources to the utmost and are giving in 
some instances ten days’ or two weeks’ 
deliveries. 


Stock Departments Make New Records 


Merchants report that they can see no 
reason why these Egyptian patterns should 
not sell all summer and they are placing 
orders accordingly. Haverhill has not for 
many months been so busy in regard to 
shoe production as at the present time. 
Factories which carry goods in stock are 
besieged with orders from merchants who 
want 24-hour deliveries. With regular 
goods going through the works it is diffi- 
cult for these departments to be kept up 
to the mark; yet they are playing a most 
important part in the rush for spring and 
summer footwear. Facilities in this line are 
being steadily increased as manufacturers 
appreciate the dependance which mer- 
chants are placing upon this service. 


Many “Stops” on Upper Patterns 

An interesting as well as an expensive 
feature of the present demand for cut-outs 
in women’s shoe patterns is the great num- 
ber of “‘stops,”’ so called, which are re- 
quired. In stitching around the cut-out the 
operator is obliged at each angle to stop 
the machine and start it again. The dis- 
tance traversed may be but a fraction of 
an inch, yet the stop must be made in 
order to start in another direction. For 
each of these stops a charge is made by 
the worker. This runs into money fast 
when it is considered that on some of the 
most elaborate of these cut-out patterns 
the “‘stops”’ run all the way from 250 to 
300 per pair. There are even a few extra 
elaborate patterns on which as high as 350 
“stops” are made. Merchants who wonder 
why shoes with so many perforations and 
so little leather in the uppers, cost so much 
more than those in which the leather is 
complete, can receive valuable information 
by studying these cut-outs and “stops.” 
Women workers who accomplish these re- 
sults are making far higher wages than 
are possible in the plainer types of shoes. 
From $75 to $100 a week in these busy 
factory days are frequent payrolls for an 
expert worker in Haverhill factories. 


New Shoe Concern Making 
Turns 


Marks-Chandler Company is the style 
of a new corporation which will make a 
line of women’s turns exclusively for retail 
trade. Charles L. Marks is president and 
A. F. Chandler, treasurer. The business 
and plant of the Irvington Shoe Company 
of Amesbury, Mass., has been taken over 
and the shoes will be made there. In fact, 
goods are already being produced. Charlie 
Marks, who was for several years asso- 
ciated with Emery & Marshall Co. of 
Haverhill, has an extensive trade ac- 
quaintance and enjoys a reputation as a 
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live wire salesman. He is in charge of sell- 
ing, and is now calling on his trade in the 
principal cities with the new samples. 
Frank Chandler is factory executive and 
in charge of production. He was manager 
of the Irvington Shoe Company and has 
had extended experience in turn shoe pro- 





CHARLES L. MARKS 
President Marks-Chandler Co. 


duction. The new line is produced by 
Newburyport shoemakers under conditions 
which assure salable styles and good fitting 
qualities at attractive prices. 


Further Development of Style 
Tendencies 


Looking forward to production of 
women’s footwear for the fall and winter 
season, manufacturers are working out 
designs in cut-outs which will cover the 
foot more than the present sandals, the 
new patterns coming above the instep 
after the manner of the oxford. Some of 
these patterns are planned with goring 
effects to give flexibility and close fitting 
qualities. There is also a further develop- 
ment in the nature of a low boot with 
triangles as lacing places, these having 
colored lacings to match the leather. The 
higher cut-outs and boot effects are 
worked out along the lines of color com- 
binations, similar to the ideas embodied 
in summer sandals. Thus, manufacturers 
are anticipating changes which will sooner 
or later be demanded by the trade. 


Shoe Plant Electrified 


The Hannahson Shoe Company has 
transformed its power plant from steam 
to a modern electric system. When the 
changes are completed the plant will be 
capable of supplying nearly 300 horse 
power and will prove much more efficient 
than the former system. 


(Continued on page 175) 
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LYNN 


New Development of Welts 


Light Welts for Summer and Heavy Welts for Winter; Ivory 
Kid Pumps Appear; Pattern Resources Are 
Not Yet Exhausted 


N welts is found this week’s most in- 

teresting development in Lynn shoe- 
making. This development is along two 
lines, one toward light welts, for summer 
sales, and the other toward heavy welts, 
for winter sales. The purpose is to make 
the welt shoe sell the year round. 

Light welts, rapidly developed this 
season, are now in the featherweight class. 
A featherweight shoe weighs a pound, or 
less, a pair. Shoes are made in Lynn as light 
as 12 ounces to the pair, by the way, and 
the lighter the shoes the better they seem 
to sell. 

Even are satin welts made and sold. 
Thereby is shattered the old tradition that 
satin shoes should be made only by the 
turn or McKay processes. Suede welts are 
common, and sandal style welts, of fine kid 
and calf leathers are, popular. All of which 
shows that welts are in the light and dainty 
class. 

Heavier Welts for Fall 


So much for the development of light 
welts, and let the matter rest there, for 
attention is turning toward buying for 
fall, and heavy type welts already are ap- 
pearing in the sample lines. Some makers 
are enthusiastic over prospects for selling 
them. 

Presumably, many of the heavy type 
welts will be worn with woolen stockings, 
when Jack Frost begins to nip toes again. 

Samples of heavy type welts, so far pre- 
pared, shoe oxford and strap petterns, 
some moderately plain, and some multiple 
stitched in fancy design. Uppers are of 
golf, Scotch, Norwegian and like grains, 
and of boarded grains of various shapes as 
well as of smooth finish leathers, like 
Russia calf or elk. These materials are used 
for the real heavy types of welts. For the 
medium types of welts, for dressy street 
wear, the suede and kids and light calf- 
skins are used, especially in the brown 
shades. Patent is used too. 

Bottoms of the heavy type welts show 
heavy single soles, and light soles with 
mid-soles of white leather, or raw hide. 
Edges are fancy stitched. A few welt shoes, 
for women, may show gable, round and 
other fancy edges, like those of men’s shoes. 
Heels of the sport, mannish and college 
types will be quite low, quite broad and 
low tread. Heels on the dressy street types 
will be up to 14-8, and of wood. A number 
of the Jow heel styles, in the sample lines, 
are stitched around the heel seat, not con- 
spicuously so, but just enough to be notice- 
able. 

Lasts for welts will be of the broguey 


type, for street and sport wear, and will 
have toes a trifle fuller. For dressy street 
wear, toes will be medium. Ample toe room 
will be provided insport types togivespace 
for woolen stockings. Some shoes will have 
soft toes, and creased vamps. 

A few manufacturers show a disposition 
to push the heavier types of welt shoes for 
fall and winter, partly to offset the vogue 
of arctics and light shoes, but chiefly to 
provide the good and substantial protec- 
tion that the stout welt shoes offer to those 
who plod on foot over hard cold pavements 


Ivory Kid Shoes 


At the factory of Harney, Tracey & 
Crehan, they are making samples of ivory 
kid shoes, mostly strap petterns, which 
they expect will sell until August 15. The 
pumps are cut away on the quarter. But 
the vamps are whole. 

Also, the firm has a new gore style 
pump, which fastens with one strap across 
the ankle. The gor is between the vamp 
and the quarter, in the side of the shoe. 

Fall samples will show a long line of 
welted oxfords, of dark brown and gray 
shades of suede, and some blacks. Inci- 
dentally black satin oxfords and pumps, 
with welted soles, and wood heels, are 
being made up for summer. 

Harry Kushins, sales manager, starts 
soon for another trip across the continent. 


Colors of Linings 


There is quite a difference of opinion 
among buyers about the colors of linings in 
the red, green, blue and like shoes. One 
buyer insists on sock and quarter linings to 
match the quarters. Another calls for white 
linings, regardless of the color of the 
quarter. And some accept black linings, 
even in red and green shoes. The choice 
sometimes depends upon the cut-outs in 
the shoes, whether the linings will show 
through or not. A white lining, showing 
through cut-outs on a red shoe, might 
make an undesired color contrast. Another 
item in the matter is the color of the stock- 
ings that will be worn with the colored 
shoes, for some buyers believe that the 
lining should match tbe color of the stock- 
ing. But some colored shoes are worn with 
black stockings. Altogether, the matter is 


another instance of the familiar saying’ 


that circumstances alter cases. 


Patterns Being Catalogued 


Sanborn, of Lynn, Inc. pattern makers 
for 50 years, are cataloging their patterns 








Where to Buy 


Children’s Shoes 

















“ELAM” 
Flexible Turn Shoes 
For the Jobbing Trade Exclusively 
F. S. ELAM SHOE CO. 


ROCHESTER, N. Y. 
Boston Office, 181 Eescz Street 








‘Bonita’ Shoe * Baby 


TURNS end SOFT SOLES 


In Stock 
AH MoxtinGo 


Mehew ROCHESTER NY 








Soft Soles and Moccasins 


our Jobber for our 
et We DO NOT sell 
the retail trade. 


Newcomb-Anderson Shoe Co. 


ROCHESTER, N. Y. 














Where to Buy 


Shoe Illustrations 

















| Se 


promt Grade 
in theWorld 




















Where to Buy 


Ballet Slippers 




















owling 


go 
WM. SUMNER SMITH CO. 




















Where to Buy 


Boys’ Shoes 

















SOLD BY 
T. F. EMANS 
402 Lees Building 
Chicago, LL 











AShoe forBoys 
That Wears 


Marston & Tapley Co. 
DANVERS, MASS. 














Where to Buy 


Engraving and Printing 























The | ee, PRINT Inc, 


ELLO STAT 
<2 


see TAOS, 








Service Complete Copy to Meailing 
F. S. ROOT COMPANY 
hewn Men Multigraphing 
WHEN TO EMPLOY US—When you want 
— = action as ~ LI. multigraphing, 

ingin 


ing and the jhc,jaaillne of 7 Sales Letters 
and Tel. 3172 Hay. 














UNIVERSITY ©, 
j ElEcrron i 
a 


TOLMAN PRIN 








ATLANTIC PRINTING CO. 
Shoe Printers 


eee — — U4, hy 
our Special Printing Service 
the Boot and Shoe Trade 


201 South Street, Boston, Mass. 
Telephone Beach 4960-4961 











EOGT AND SHCE RECORDER 


for the past 20 years, according to the 
library method. Before that time, by the 
way, pattern making was not much of an 
art, for patterns were then often made by 
foremen of cutting rooms. A glance over 
the catalogs shows that novelty styles are 
by no means new. Indeed, some patterns 
of other days even out-noveltyize patterns 
of 1923. 


Luxor Sandals Selling Well 

P. J. Harney Shoe Company continue 
to sell their Luxor sandals, low heel welts, 
with instep and Egyptian strap. Beige 
suede, with inlays of green kid in the vamp 
and a green kid collar, is among the popular 
color combinations. 


New Welt Models 
Bartlett, Somers Company are working 
on new models of welt oxfords for fall, as 
well as making novelties for summer. The 
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sample line, when completed, will show 
suede, as well as calf and kid welts, in staple 
and novelty patterns. Also, the firm is de- 
veloping a line of over-size shoes, basing 
its models on the Smith “Glove Fitting” 
shoes, which it has made for 50 years. 


Novelty Edges Tried Out 


Travers Shoe Company is putting 
novelty edges on novelty shoes, that is 
edges of red, green or blue, on summer 
style sandals, that are of red, green or 
blue. 


Late Summer Novelties 


McLaughlin, Conway Company made 
up last week a new line of novelties for the 
late summer. The firm’s shop is running 
briskly on novelties for summer. All shoes 
are wood heeled, and are of the character- 
istic McLaughlin petterning. 





BROCKTON 


Style Show at Walk-Over Club 


Merchants and Manufacturers Display Wide Range of 
Merchandise; Straps, Sandals and Oxfords 
Worn by Models 


HE second annual indoor carnival 

and style show of the Walk-Over Club 
was held three days and evenings last 
week at the club house. Various local mer- 
chants and manufacturers exhibited 
samples of their production and merchan- 
dise. In a large tent nearby on the grounds 
an automobile show was held in which 
models of a score or more cars were ex- 
hibited. 

Shoe Style Show a Feature 


Great interest was manifested in the 
shoe store revue at the Carnival in which 
seven models showed Walk-Over shoes, 
The stage was arranged as a shoe store. 
As the models entered they were fitted to 
shoes, and then advanced to show the 
styles on a stage extending into the hall. 
The styles shown included: red and white 
sandal with silver strap; patent sandal 
with white kid strap; brown slipper with 
two straps and rubber sole; black satin 
sandal with crepe rubber sole; plain 
oxford; gray sport oxford with flame red 
strap; white and blue Egyptian oxford 
with white and green double strap. 


Style Selections for Stock 


Following the show there was an inter- 
factory shoe style show contest in which 
the best woman model was given the title 
of Miss Cinderella and the winning man 
that of Prince Charming. Judges included 
Herbert L. Tinkham, treasurer of W. L. 
Douglas Shoe Company; Charles R. 
Storey of Storey’s Style Shopand Frank M. 


Bump, sec. of The Brockton Shoe Manu- 
facturers’ Association. Local concerns sup- 
plied garments for the men and women 
models. Each of the factories of George E. 
Keith Company furnished shoes for a 
model. These were designed and made by 
associates of the George E. Keith Com- 
pany employed at the bench. The com- 
pany selected five models to be put into 
the stock department. These will be dis- 
played at the 40th Street store of George 
E. Keith Company in New York City. 
Frank E. Packard was chairman of a com- 
mittee which handled this affair in a 
thoroughly efficient manner. The attend- 
ance each day and evening was large. 


Many Shoe Buyers Visit 
Brockton 


It is quite an everyday occurrence for 
shoe buyers from near or distant points 
to visit Brockton factories. The intimate 
relationship which they obtain through 
these visits is highly valued as a part of 
their buying campaigns. They meet the 
heads of local concerns, see the goods 
which they have already ordered coming 
through the works and place further orders 
under most favorable conditions. Not only 
are complete lines of samples on display 
at the factories for the visitors’ inspection, 
but they can step into the plants and see 
the same shoes going through the various 
processes of production. In this way the 
buyer gets a good idea regarding the ma- 
terials and workmanship which enters into 
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the shoes which he buys. In other words, 
he is in the factory atmosphere and ab- 
sorbs a lot of knowledge which he could 
not otherwise obtain. The increasing num- 
bers of shoe buyers visiting Brockton is 
ample evidence that they consider these 
visits highly educational and thoroughly 
practical from the standpoint of good 
merchandising. 


Influence of Weather on Shoe 
Buying 

A Brockton manufacturer who was in 
New York City during a recent week, 
commented on his return upon the great 
difference in merchants’ sales between un- 
pleasant and pleasant days. He said: 
“‘Wednesday and Thursday were two cold, 
forbidding periods. In the shopping district 
buyers were comparatively few and far 
between. Retail stores selling shoes and 
other lines were almost deserted. Friday 
and Saturday were warm, pleasant days. 
The difference was remarkable. The up- 
town shopping district, Broadway, Fiftb 
Avenue and the side streets, was alive 
with men and women, particularly the 
latter, all intent on buying apparel suited 
to the weather. This included a generous 
amount of shoe purchasing. Uptown retail 
merchants sold more shoes in these two 
days than in two weeks previous, when 
cold, stormy weather prevailed practically 
all the time. That merchants need season- 
able weather to sell footwear can be demon- 
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strated in no more effective way than that 
which came to my attention in these 


metropolitan surroundings.” 


Will Build Addition to 
Factory 


A Brockton contractor has the contract 


for a large addition to be made to the 


Commonwealth Shoe & Leather Co.’s fac- 
tory in the nearby town of Whitman. This 
addition, when completed, will give the 
company a larger space for manufacturing 
as well as for offices. The latter have been 


removed from Boston and are now located 
in the manufacturing plant. 


Shoe Manufacturer Returns 
from Abroad 


Treasurer William M. Nute of Howard 
& Foster Co. returned last week from a 
three months’ tour abroad which included 
many points in Egypt and Africa; among 
the latter being a visit to the famous tomb 
of Tut-ankh-amen. 


“Marshall Made” Making 
More 


Among Brockton’s busy shoe manufac- 
turing concerns is C. S. Marshall Com- 
pany producing the ‘Marshall Made’”’ line 
of men’s fine welts. This concern produced 
up to May 1 more pairs than were gotten 
out up to July 1, 1922. 





BIRMINGHAM 
Convention Plans Under Way 


All Dealers in Ready-to-Wear Invited to Co-operate with 
Retail Shoe Merchants 


AVID RICH, chairman of the ar- 

rangements committee for the South- 
eastern Shoe Dealers’ Association, which 
will hold its annual convention in Bir- 
mingham June 5, 6 and 7, left Wednesday 
April 25 for Macon, Georgia, where he will 
attend the meeting of the executive com- 
mittee of the association and make his 
final arrangements with the members for 
the entertainment of delegates to the con- 
vention. 

Members of the Retail Shoe Dealers’ 
Division of the Birmingham Chamber of 
Commerce met Tuesday night for the pur- 
pose of determining some of the features 
of the convention which will bring ap- 
proximately 500 delegates from Alabama, 
Georgia, South Carolina and Florida to 
Birmingham. 

After some entien the members of 
the association decided to invite all deal- 
ers in the ready-to-wear business to join 
with them in making the convention a 
success. It will be the effort of the local 
members to make of this convention one of 
the biggest civic affairs of the kind ever 


held in Birmingham. Everything will be 
done to give the visitors a good time and 
make them want to return to Birmingham. 

A feature of the convention will be the 
gigantic style show which will be put on by 
ready-to-wear and shoe men during the 
convention. Of course shoes will be the 
main feature of the show though the rest 
of the costumes will be added to give the 
shoes the proper effect. No effort will be 
spared to make of this feature an artistic 
triumph. Luncheons, dinners and auto- 


mobile rides will be other entertainment 


features. 


At the same time that the Southeastern 
association is meeting in Birmingham the 
style committee will be meeting for the 
purpose of making styles for the next six 
months, according to the announcement 


made today by Mr. Rich. 


When he returns from Macon Mr. 
Rich has stated that he expects to have 
some interesting plans to announce in con- 
nection with this big convention. Birming- 
bam people are eagerly awaiting the ad- 


vent of the big convention. 








Where to Buy 


Standard Shoe Materials 
































T. W GODSO 
t BONALD Vice- Pres. 
F. E. JONES, Treas. 


F. E. JONES CO. 


coors MAT KID 


COLORS 
95 South Street, Boston 








“ie 
largest Manufactur 
in the World of 


Blach Glazed Kid 
Kid/ Surpass LEATHER ©. 


Ss npass 


a 











The One 
Waterproof 
Leather That 
Takes and Re- 
tains a Polish. 


CREESE & gee «0. 
Tanneries at Danversport 95 South St., Beston, Mass 





COATED GEM DUCK 


ADHESIVE BACKING CLOTH 
Rubber and Leather 
Dry Foot Welting 
Sheet Rubber Soling 


B. F. CHAMBERLIN 
184 Summer St. 


Formerly Walpole Shoe Supply Co. 








THOMPSON-FIELD COMPANY. | 


MAKERS OF HIGH GRADE SHOE SPECIALTIES 
1064 MONTELLO STREET 
BROCK TON.MASS. 











DO YOU U KNOW? 


it—or 

seB tell h-shrowgh the 
Where to “columns. 

Tile Testers to Hie quick 
service is a time saver in 
meeting immediate needs. 
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Where to Buy 


Shoe Ornaments 

















FRESH FROM KING TUT’S TOMb 


In line with t style tend. 
enciestoward designs ian, 
we are showing a remar 
array of Egyptian ornaments 
Deliveries can be made immedi 
EDW. E. KAHN CO. 
29) Adams St.. Brockiyn N Y¥ 
SSSI SESS OO 


291295 Adams Street 
BROOKLYN, A.Y. 
We specialize in Artistic 
Rhinestone Ornaments for 
Women's Shoes. Samples 


seat on . 
Inquire ent A 






















rain mark of 
eTotolemseleneliia ai 
e 1905 


ever sin 
L.ALTERSON & CO. <@oxt 
t Ni ROY Ob 
St.. New York ty N.Y 








D. W. COULTAS!CO. 
Manufacturers 
Rhinestone Buckles 
BIG DEMAND 
Write for Samples 
PROVIDENCE - - - 


Especially tor 
Shee Manufacturers 
For good covered 
Buckles and Leather 
Bows write tothe 
Vanity Novelty Works 

1261 Atlantic Ave. 

Brooklyn, N. Y. 

















“Just Enough Better To Be Thoroughly Werth While” 


BONGIOVANNI BROS. 
Largest Rhinestone Buckle 


Manufacturers in America 
High Class Buckles at Popular Prices 
2927 3RD AVENUE NEW YORK CITY 


BEADED 
BUCKLES 


AND_NOVELTY EFFECTS 
NE BEADING WORKS 





















1028 Arch Street, PHILADELPHIA. 








O. matter what policy you may 
pursue in selling to the shoe 
trade, nevertheléss, you need the 
~ | Boot and Shoe Recorder 
All the Time 
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SYRACUSE 


Business Outlook Encouraging 


Colored Kid Not in High Favor with Women and Whites 
Will Sell Freely, Is Belief 


IGH rentals in downtown district of 
this city are causing many changes 
among the retail shoe stores. Some places 
are moving and others are going out of 
business. Retail merchants generally re- 
port that building owners have pushed 
rents to such a high point that they are 
being compelled to seek cheaper quarters. 
A number of stores with long term leases, 
have not of course, been affected by the 
general change which is taking place in the 
trade. 

While high rents are discouraging, 
nevertheless the exceedingly optimistic 
outlook for summer business and the fact 
that it has already started, is driving the 
rent question into the background. The 
industrial situation is so good here now 
that a shortage of labor prevails. Factories 
are running full time, and there is ample 
evidence that a big buying season is at 
hand, for nearly everyone seems to have 
money. 


Colored Kid Not In High Favor 


The dealers generally are playing to 
staple lines more than to the novelties of 
the season. The colored kids are not par- 
ticularly popular and dealers confidently 
expect that when the season for whites 
opens, the colored kids will be forgotten. 
For that reason, few have any large stocks 
of these on hand. The women now are buy- 
ing heavily in grays and browns. There is 
also some tendency, merchants say, to- 
ward more solid lines of footwear. The 
sandal type of footwear, dealers agree, 
seems on the verge of losing its popularity 
and the tendency they say is to heavier 
types of pumps. ; 

This tendency toward heavier footwear 
is also seen in the mens’ lines, dealers say. 
The demand is for solid looking and strong 
appearing oxfords and shoes, rather than 
for the light weight and novelty numbers. 
The crepe sole has not become popular 
though most of the dealers are showing 
this style. 

Inclement weather of the last month or 
so has deferred buying generally, dealers 
say, pointing out that while business is 
unusually good, the season is backward. 
The fact that the spring has been cold and 
wet, has had a noticeable effect on the sale 
of spring goods for women, for the use of 
overshoes and arctics has prevented great 
interest in the styles of the season. But 
even the few warm days of the year were 
reflected in large increases in business and 
it is on this indication that retail mer- 
chants look for the biggest season in years 
this summer. 


Stores Trade Sites 


One of the unusual changes in the shake- 
up due to the rent situation, is that of the 
Emerson Shoe Company and the Walk- 
Over. The Walk-Over has taken the 
Emerson store and the Emerson Company 
has taken the Walk-Over place. 

Gould, Lee & Webster, established here 
many years have decided to abandon the 
Syracuse store May 1, and the closing out 
has been featured by exceptionally low 
prices. Another store dropping from local 
business is the Gray Brothers store on 
West Jefferson Street which also goes out 
May 1. 


Syracuse Merchants Meet 


Syracuse retail shoe dealers held the 
first get-together dinner of the year at the 
Chamber of Commerce May 3. Ar- 
gangements were made to bring a well 
known shoe man to Syracuse to address the 


banquet. 
John L. Bauer Dead 


John L. Bauer, who for 56 years was 
connected with the retail shoe business in 
Syracuse and who retired last year, died at 
his home April 20 after a brief illness at the 
age of 71. Bauer began work as a shoe 
salesman when he was 14 years old. He 
formed the company of Brand & Bauer in 
1885, and was president of the Syracuse 
Retail Shoe Dealers’ association in 1886. 
He was connected with the shoe depart- 
ment of the Hunter-Tuppen Company 
several years before his retirement in 
April, 1922. Funeral services were from 
his home Monday. 





Leaves Big Estate 


The Wisconsin estate of John Foster, 
Beloit, who was able to boast during his 
lifetime that the shoes turned out in his 
factory were worn by the wives of the 
presidents, is estimated at $84,500. Illinois 
property is valued at about $30,000. The 
sole heir at law is an adopted son, Oscar 
Foster, but others are left property under 
terms of the will. 





Test Minimum Wage Law 


The Milwaukee Employer’s council, rep- 
resented by Herman A. Wagner, president, 
probably will test the constitutionality of 
the Wisconsin minimum wage law, in the 
United States Supreme court. The action 
follows closely upon the recent decision 
holding the similar law in the District of 
Columbia unconstitutional. 
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BALTIMORE 


Retail Trade Steadily Increasing 


Sport Styles Far in the Lead in Women’s Departments; 
Colored Kid Demand Expected Later 


EASONABLE weather during the 
latter part of the week of April 15 re- 
sulted in a big increase in the shoe busi- 
ness with the Baltimore retail shoe mer- 
chants. Since that time the demand has 
been showing a steady incresae and the 
merchants are confident that there is 
plenty of good business in store for them. 
They are going after the business with real 
determination, most of them using large 
newspaper display advertising space. 
Many of the ads are decidedly attractive 
and not a few of them pick out one num- 
ber, particularly in women’s footwear, and 
feature it. The results have been excellent. 
Sport styles are running far in the lead 
of all others with the women’s stores. The 
demand for footwear of this kind shows a 
steady increase each day as the weather be- 
comes more settled. There is some move- 
ment in the colored kids, red, green and 
blue being in the lead, but many of the 
stores find that these numbers have not 
“taken” with the Baltimore public as some 
had anticipated. That they will increase in 
popularity, however, is the general belief. 
As soon as the white dress season arrives 
some of the buyers are of the opinion that 
the colored kids will show a marked in- 
creasein demand. Baltimore women buying 
the colored kids appear to insist upon in- 
dividuality and this is causing some of the 
dealers considerable worry because it will 
mean that they will have to carry heavy 
stocks to supply the demand and at the 
same time they do not care to buy too 
heavily. 


Whites Not Yet Moving Briskly 


Some white and white and black com- 
binations have started to sell but the de- 
mand is expected to be much greater a 
little later 

Satin has been selling well but some of 
the retail stores are selling fewer now, the 
sport styles being far ahead. There also 
is a demand for some crepe rubber sole 
models. This, too, is expected to show big 
improvement. 

Right after the Easter business, the re- 
tail establishments experienced a lull in 
business but now the buying has been re- 
sumed on a large scale. The grays are still 
popular and there is a good call for beige 
suede and Russia calf. Gray combinations 
also prove attractive to the women cus- 
tomers. Colors and various combinations 
in the sport footwear and also plain sandals 
and cut-outs are holding the lead at some 
of the local stores. 

Inquiry also showed that there is a good 
call for women’s patent footwear and 
straps are excellent. The new models in 


oxfords are attracting a great deal of at- 
tentién and are being bought readily. 

There is some apprehension felt on the 
price question. The fear is expressed that 
if the price goes too high there will be dan- 
ger of a buyers’ strike, such as occurred 
in some lines a few years ago with disas- 
trous results. 


Men Want Lighter Shades 


There is a tendency on the part of men 
in Baltimore to buy the lighter shades in 
footwear for Spring. There also is consider- 
able activity on crepe rubber sole shoes. 
At the same time this is reported black 
shoes are reported as going strong, the 
buyer at one leading men’s store declaring 
that fully 35 per cent of the sales being 
made at present are black, which is un- 
usual. 

French lasts are predominating in men’s 
footwear and the brogue lasts are running 
to a little lighter weights than heretofore. 
The demand for Scotch and Norwegian 
grains is not as strong as it has been. 

Patent leather shows considerable im- 
provement with the outlook decidedly 
bright for a steady increase in demand. In 
fact some buyers expect goods of this kind 
to sell better than ever during the coming 
months. 


Simon C. Adler Dead 


Simon C. Adler, sole proprietor of the 
wholesale shoe firm of Frank & Adler, 307 
West Baltimore Street, Baltimore, died 
suddenly at his desk on April 20. His 
death was due to heart trouble. Just before 
he was stricken he apparently was in good 
health. 

Mr. Adler was 55 years old and was a 
member of the firm since 1898. He became 
associated with the house when only 15 
years old. Upon the death of his father, the 
late Charles Adler,-who died in 1915, he 
became sole proprietor. 








SHOE STORE 
CHAIRS 
SETTEES 






WINDOW DISPLAY FIXTURES 


The OSCAR QNKEN CO. 
1181 4th St. CINCINNATI, OHIO 
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MISCELLANEOUS 








| Milbradt Rolling 
Step Ladders 


73| are made in a great many 
| styles to suit all kinds 


nm 
| 
am 8 
" 
? 
' 





- stores and shelving. 
~~ They will enable you to 
[—"ar-—s| get along with less help, 
| save the wear and tear 
.—*——| on your shelving, and 
a the a of 
—— "| ject to approval and sat- 
| ? . 
Hy 3 ‘action guaranteed. 
tem | Write for our latest cata- 
a0 = fog showing 18 styles of 
-| ladders as as 0} 
vas P| store fixtures. 
ats Milbradt 
Manufacturing Co. 
Ta 2416 No. 10th Street 
ST. LOUIS, MO. 











Neatest, strongest, lightest and most 
convenient fitting stool on the market. 





Finished Golden Oak or 
Mahogany 
Carried in stock by all wholesale shoe and 
findings houses. If your jobber cannot 
supply you, order direct from us. 


MILBRADT MFG. COMPANY 
2416 N. 10th St., St. Louis, Mo. 


For thirty-five years manufacturers of 
Milbradt Rolling Step Ladders 











Bicycle 
STEP 
LADDERS 


‘are made 
im many 
styles and 
to fit all 
kinds of 
shelving. 


Send for cata- 
full 





67 Randolph St. 
Chicago, Ill. 








INFORMATION 


for Shoe Merchants 


“WHERE TO BUY” constitutes a 
source of knowledge so that he how 
runs through these pages may read 
—and learn. 
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makes shoes look new 


EPCO is a liquid enamel which 
restores that much desired new- 
ness to sole edges and to heels. 


Your customers prefer Repco to any 
other brand of enamel because Repco 
is easily applied without danger of soiling 
hands or clothes. 


Repco contains no varnish, shellac or 
other gummy substance -- but materials 
that protect the leather and prolong its 
life. And, best of all, Repco clings 
firmly and evenly to the surface. It does 
not rub off. 


Repco is made in every stylish color 
~-white, ivory, light gray,.dark gray, 
champagne and Havana brown. 


























For sale by Shee Findings Jobbers 
Better order some Repco today 


UNITED SHOE MACHINERY CORPORATION 


San Franeisco Branch, 859 Mission St. 
J. K. KRIEG COMPANY, New York, N. Y. 


UNITED SHOE REPAIRING MACHINERY CO 
Bosten, Mass. 





The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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IN STOCK 


Imported hand braided Bast Slippers, 
for bath, beach and camp. (Bast is a very 
tough fibre from the inner bark of a tree.) 









No. 904 
Ladies’, 3 to 8. .60c 
No. 903 
Men’s, 6 to 11. .65c 
Minimum quantity, 36 
= errun. No samples. 

tisfaction guaranteed 


129 Duane Stret Golo Slipper Company NEW YORK 











GREELEY 
BOUDOIRS 


Can be relied on to 
give satisfaction to 
your customer. They 
are ‘the last word in 
style and boudoir 
construction. 


APPROVED BY 


Developer is > 

surgeons recommend its use. 

VENTILATIONS: aera cone 
PATENTED S 










In Black or Colored 
Kid. 36 pair lots 
only. 


If Your Jobber Cannot Supply You, Write Us. 
A. W. GREELEY .*. Haverhill, Mass. 











MEDICAL MEN |} 
As a sturdy support for the ankles of | 
i ay Cg 





















GROPING IN THE DARK 


Time was when the purchase of advertising space was 
| a “blind groping in the dark.’’ Advertisers had no means 

of checking a publisher’s statement of circulation and often 
| these figures were unreliable. 


| In six years the Audit Bureau of Circulations has solved 
! this perplexing problem. By a systematic analysis of dis- 

| tribution and methods this organization is able to supply 
| just the data an advertiser needs. The darkness is dis- 
| pelled and the bright light of verified facts takes its place. 
| Space buyers no longer find it necessary to grope in the dark. 


There are no dark spots in the Boot and Shoe Recorder 
circulation. Our records are audited by the Audit Bureau 


| 
| of Circulations. 


~ ‘The Boot and Shoe Recorder will appreciate your mentioning the publication in replies 
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SPECIAL 


ELKO KNEE RUBBER BOOT 











ONLI-WA 
ADAM PERIOD FIXTURES 


Impart real impressiveness 
to the shoe display. A most 
practical design for ladies’ 
and men’s shoes, being or- 
namented with carvings 
and colored in effective col- 
or combinations of enamel 
and natural wood effect 
with contrasting colors. 


Complete sets of plateaux 
and fixtures make an effec- 
tive window. 


Send for our latest catalogue 
showing different designs. 


THE ONLI-WA FIXTURE CO. 


401 BECKEL BLDG., DAYTON, 0. 


Originators and Manufacturers of 
our own Wood Fixtures 


.". THE BEST IN FIXTURES .°. 


Guaranteed Gum Boot assorted sizes to the case. 
6 to 9, 6 to 10, 6 to 11, 7 to 9, 7 to 10, 7 to II. 
To the jobbers in 25 case lots or over $2.25. 
Smaller lots $2.50 packed 12 pairs to the case. 


Karter-Cerr Mercantite Co., 
591 BROADWAY, NEW YORK CITY 


Immediate Delivery — Sample Cases Sent on Request 
Terms Net 30 Days, F. O. B. New York 























ASK YOURSELF THESE QUESTIONS! 


If you want the maximum of advertising results, ask your- 
self these questions when selecting mediums 

What is the evidence of READER INTEREST? 

Is the paper essential to its field? 

Is reader interest proven by voluntary paid sub- 


Save Money 
ON THREAD 


$5.00 to $10.00 on each 

case of thread you buy 

counts. 

The best thread that scriptions? 

can be Are the paid subscriptions audited by the Audit Bu- 
, tion? 





made by 


reau of Circulati 


longest fibre yarns are 
spun and twisted into 
thread that gives supe- 
rior results. The trial 
of Meyer's thread in 
factory or repair depart- 
ment will prove it good 
policy to confine your 


(Twelve Thousand “Boot and Shoe Recorder” 
paid subscribers are audited by the Audit 
Bureau of Circulation.) 

Is the character of the paper verified by the Asso- 

ciated Business Papers, Inc.? 

(The character of the “Boot and Shoe Recorder” 


<e : —" ental is verified by the Associated Business Papers, 
JOHN C MEYER THREAD CO., Lowell, Mass., U. S. A. Inc., of which it is a member publication.) 




















> PeO>S a et 1 


WANTED TO ‘PURCHASE WANTED TO PURCHASE WANTED TO PURCHASE 


DO YOU CONTEMPLATE THE NEW YORK EXPORT 
CAGE F A RB jessie wera | | PURCHASING CORPORATION 
for entire shoe stocks or surplus stocks of pay vee for pote yom: lentire or surplus stock 


596 BROADWAY, NEW YORK, N.Y. 
or other merchandise. Any quan- oes. a short term torun as 9965 
tity. Prompt attention given. over. Establi years. 
KIRSCH-BLACHER CO., Inc. FECHTER-OLENICK MERCANTILE 


293 Church, St., New Youk, N.Y. CORPORATION 
Phone Canal 0679 650 Broadway, New York Tel. 0095§Spring 





























=] SCORES ex, 





We buy quick and pay highest cash potee HEST CASH PRICES PAID 


for retail and wholesale stocks of 
» & = ne _— no object. 
BROOKLYN PURCHASING SYNDICATE 
vRANt WALKER, Proprietor 
dway, Brooklyn 


Stagg 1757 
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FOR SALE 





Excellent Opportunity 
for Quality Man with 
Executive Ability 


Small but strong company, making 
specialty high grade welt line, requires 
man who can put quality into shoes, at 
same time can manage production de- 
tails in absence of owner. Right man 
can secure interest in firm when adapt- 
ability for job is proven. Address D-946, 
care Boot and Shoe Recorder, 207 South 
St., Boston, Mass. 














MONEY TO INVEST 








MONEY TO INVEST 

I would like to invest some money 
in a small shoe manufacturing busi- 
ness that is in healthy condition at the 

present time but needs small amount 
of capital for development. My twelve 
years of sales experience should also be 
of value to such a firm. Best of refer- 
ences red and furnished. Address 
D-964, care Boot and Shoe Recorder, 
207 South St., Boston, Mass. 














TO LET 


STORE TO LET—Best location in a New England 

250,000, 20 of oy and a drawing population of 

00, excellent opportunity for a 

men’s Rana hag <= Box D-942 care and 
Shoe Recorder, 207 th St., Boston, Mass. 








Office ae To Let 


Offices and space to let in 
heart of ieee oe shoe district in new 
building at 186 Lincoln Street. a 
for shoe or upper leather sample roo 
ee service. Apply 4 aes Rub. 

















FOR RENT 


Wy et he ae wy Pa., jeden Building’ 


the 
. a RR By, 
cxlings, balcony in back for 
—y- & AF location 














Popular family shoe store in 
ant en of New anne ee 
zvith or without ‘stock. Te. Ad- 
dress K. eare Boot and Shoe Re- 

St., New York City. 











GHOE STORE, modern and most attractive 
corner on prominent business street of Saat 
N. Y. Ten thousand cash required. Address D-96 
care Boot and Shoe Recorder, 207 South St., Bee. 
ton, Mass. 





MISCELLANEOUS 








Fifth Avenue Window Cards 


_ THIS 
\—>77 | HAND COLORED 
DISPLAY CARD 


» 
4 
i 2 $1.00 


Moves Buff Stock 9x12 
Mounted on Choice 
Netw ee of Brown, Grey or 
Maroon 

Briges Write us regarding our 
Display Card and Pos- 
ter Service. 
MERCHANTS ART SERVICE 
44 East 34th St. - New York City 























FAMOUS GLASS 
FIXTURES 
Shown in Catalog 18 
Wood Fixtures 
Catalog No. 14 


Metal Fixtures 
Catalog No. 20 


Window Valances 
In Stock—Ask for Samples 


Window Rugs and Plush 
Write for Samples 


The Hecht Fixture Co. 
Medinah Bldg., Wells and Jackson, 


— YORK or ROOM 
70 West 36th Street 
@ Just East of Broadway 





Chicago 











Metal Shoe Fitting Stools 


and Floor 
Mirrors 


No. 141 


THE CHICAGO 
WIRE CHAIR CO. 


621 N. La Salle Street 
Chicago, Ill. 


Write fer 
Cataleg 
and Prices 
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PUBLISHED WEEKLY IN THE INTEREST 
OF THE RETAIL SHOE MERCHANT BY THE 


BOOT AND SHOE —— 
PUBLISHING 


(Incorporated under Massachusetts Laws 
CAPITAL $150,000 
OFFICERS OF THE CORPORATION 


CHARLES G. PHILLIPS, President 
EVERIT B. TERHUNE, Treas. and Gen'l Mgr 
GEORGE W. R. HILL, Ist Vice-President 
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73 Cornhill 
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PUBLISHER’S arene 


SUBSCRIPTION — The m price of the 
Boot and Shoe Ri 00 a ns in ad- 
the United 

Phill 





bia, Ecuador, Psru, 
learic Islands and the 


FOREIGN SUBSCRIPTION—The price to all 
foreign countries except the - B-y iP) $10.08 
year, including postage. 
Rill cubecriptions are pasate in advance. 
ADVERTISING RATES—Card of Advertising 
Rates furnished on application. For ratee 
for Wants, For Seles, etc., see Want 
Every nis taken by the BOOT AND 
SHOE RECORDER to «a printing any 
statement likel: i a. The 
reserve the right to reject any 
or caning mather akteh te net & 





OFFICES IN 


BOSTON OFFICE, 207 South Street. 
BROCKTON OFFICE: 224 Moraine St. Geo 
W. R. Hill, Manager. Telephone 507. 
CHICAGO ore 189 West Madison 8t 
Telephone Main 9. B. C. Bowen, Manager. 
8ST. LOUIS onrecl: 1627 Locust &%. B.C. 
Bowen, M 


anager. 
NEW YORE orice: Room 101, Graham Bidg., 
127 Duane St. Walter 


Scott, Manager. 
Telephone 2425 Canal, 
PHILADELPHIA OFFICE: Seip 1420, Widener 
Building. H. Walter Scott, Manager. 
HAVERHILL OFFICE: Chamber of Com 
a Haverhill National Bank Bldg. "Geo. 


CINCINNATI OFFICE: 810 Spent ie 
Bank Bidg. H. M. wen, Manager. 
phone Canal 4426. 

aqceaety OFFICE: 623 Powers Bidg., 
Rossiter L. Seward, Western New York Repre- 
sentative. Telephone Main 969. 

LYNN OFFICE: Fred A. — 

MILWAUKEE OFFICE: E. Meyer 

Loonese Broadway 


PARIS OFFICE: 2 A.W des Italiens. L. Hub- 
bard, Manager. 


— OFFICE: John C. Castine, Manager, 
Haymarket, London, S. W., England. 

AUSERALaAN OFFICE: 430 tm Collins & 
Melbourne. G. Jervis Manton, Manager. 


ARGENTINA: , —~—* Aires, Rivadavia, 2721, 
P. Sabazzini, Gerente. 
John S. Fitch, 88 R 
me Sob. rr 
CHILE: Santiago, Las Rosas 1123-1127. Otte 
Fuhrimann, Gerente. 
CUBA: Mr. H. Gomes, Corrales, 2A Havana, 
JAPANESE OFFICE: Yokohama. J. F. Wager, 
Manager. 


SPAIN: Gerente, Leoncio Miguel, Librere. 
Bditar, 30 Fesneusal Madea. 
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Recorder rates for space less than one-eighth page per 


CLASSIFIED AND OPPORTUNITIES DEPARTMENT 


ITIONS WANTED—Four cents per word for each insertion. 
M amount accepted, seventy 


-five cents. For other 


is we: “Want” ad seven cents per word for each insertion. 
Space ltime 7 times 13 times 26 times 52 times received up to noon om See, eT ie ae 
Fin........$5.00 $4.00 $3.50 $3.00 $2.50 desire answers to come in care of this office, twelve words 
2in 10.00 8.00 7.00 6.00 5.00 must be allowed in ench edvertisement for address. When advertisers 
a ee nt ne eo ee 
4in........20.00 16.00 14.00 12.00 10.00 Answers to ade mest be cent under letter 


Payment in advance is required, except when regular advertisers, as amounts are too small to open accounts 














SALESMEN WANTED 


SALESMEN WANTED 


SALESMEN WANTED 








;TANTED- = hitting consistent producers to 
sella priced line worthy of re n- 
tation of t — road men in America. High-grade 
McKays, in children's, misses’, growing girls, and 
women’s, also the finest felt shoes manufact od. 
splendid territories om, A commis- 
sion basis. In writing give a sold, amount 
of sales, references and tA, late phot . 
Address H. C. Groenewold, Director of 
Wobst Shoe Company, Milwaukee, Wis. 


§ 





ANTED—Experienced salesman for New Eng- 

land to represent one of Rochester's leading 
Susterz lines of Juvenile shoes. This is a 
specialty line at popular prices with superb factory 
stock service. Old established line and many open 


connection with one other non-conflicting line. In 
application kindly state length of time on the terri- 
tory and other important particulars and applicants 
must be in a position to furnish highest 
H. H. Freeland, Manufacturer, Established 1896, 
Rochester, N. Y. 


Ht 





GIDE- -LINE men in states east and south of Ohio 
ont she sood Western States he a pee 
speciaity line men's shoes samples 
of semi-dress and _ py hese shoes contain 
many patented health and comfort features 
adv ae ee Fine repeating a 
advertising campaign. Fine 
and full of big ~~ Commission basis. 
State territory and details. Address D-948, care 
Boot and Shoe Recorder, 207 Seuth St., Beston, 


ass. 
A — 7 
S4t to Ne ee i> Geet Grade os, Waits "Toren 


in A po miele We West. Address Doe, Hy =a 
Shoe Recorder, 207 South St., Boston, Mass. 








lowing territories open: 


Pennsylvania 
Mississippi 

Colo. N. Mex. Ariz. 
Missouri 

Kansas 

Nebraska 

Ohio 


South St., Boston, Mass. 





SALESMEN WANTED 


To carry a High Grade line of men’s fine shoes out 
of MILWAUKEE. Can use only Experienced men, who 
have already made a reputation. Good commissions 
and drawing account for real workers. Have the fol- 


Michigan 

Indiana 

Virginia and W. Va. 
Arkansas 
Oklahoma 

New England States 
Wisconsin 


Address D-963, care Boot and Shoe Recorder, 207 











WANTED Side-line oo to carry the 0 
line of misses’ and child sellin 
— hot cakes. Only n who call on the best shoe 
department store trade erritory open in New 
York, Ivenia, Texas, Oklahoma and the 
Cc. D-950, care Boot and Shoe Re- 








Ls MANUFACTURER—Making children’s, 

growing girls’ Goodyear stitched 
chem, wan wants salesmen to handle short line of real 
quality at very moderate prices. Six shoes repre- 
sent twelve numbers. Complete in-stock depart- 
ment. Repeat orders guaranteed. Address D-952, 
care Boot and Shoe Recorder, 207 South St., Bos- 
ton, Mass. ' 


corder, 207 Souk St., Boston, Mass. 


eee cain tak an established trade in the 
States of Ohio, Michigan and Middle West for 
Infants’, Children's, Misses’, Growing Girls’ and 
Boys’ popular priced McKays, Turns and Welts. 
Rare opportunity for ions with a 
real, live concern. —_, those who have a good- 











GHOE FACTORY—Active reliable salesmen of 
character, force and real sales ability wanted to 
represent 4 —_— fine and medium grade 
turns. Our shoes have been sold successfully by the 
jobber for ten years. "We are building a sales organi- 
zation to sell the retailer direct and will consider 
applications for territory from men who have an 
established trade with accounts. Our prices 


blished business +" — ‘aque andi 
Co., 204-206 Church St., Pot, Ree Yer 


WANTED —Salesmen tocarry as a side line a line 
of popular Women's and \Geowtes Girls’ 
Goodyear welt footwear, to be sold direct from the 
manaiinetaper to the retailer for the following terri- 
tories: Indiana, [linois, Ohio, Minnesota and Ken- 
tucky.7% commission. Address D-953, care Boot 
and Shoe Recorder, 207 South St., Boston, Mass. 











will interest any dealer, our shoes are 
aod we will have a 1-- and efficient in-stock 
department. m can be assured of a 
income. Address D-951, care , A and Shoe Re- 
eorder, 207 South St., Boston, 


WANTED— salesman ‘or x Minois, 

outside of . must have good references 
and an 2 soveeintanes “the territory. Clinton Shoe 
Mfg. Co., Clinton, 


W 


Shoe Recorder, 207 South St., Boston, 


ANTED—Salesmen having established trade 
to sell on 6 per cent commission basis, manu- 
facturers in stock line of medium price turns. 


line of ladies’ comfort slppers- No objection to non- 


il 





H 








La J* il 


GH GRADE WORK SHOE SALESMEN 
we anee 'D—Illinois, Iowa, New York, — 
en Strong Shoe C . Wis. 








Salesman Wanted 


Experienced Shoe Salesman Wanted 
by Cincinnati Fac making medium 
iced Ladies’ fine McKays, Welts and 
‘urns for “the a wy Ke 
Ohio and West Virginia. t 
sentative earni from $6000 to $7000 
commission yearly. Will only consider 
man who has been agg similar 
line in this same territory. State age, 
experience, lines —_— amount of 
business booked and working arrange- 
ment desired. Factory will not need 
this man until July 1. Address D-945, 
care Boot and Shoe Recorder, 810 Sec- 


ond National Bank Bidg., Cincinnati, 
Ohio. 








SALESMEN WANTED 


Completion of new addition, doub- 
ling output enables us to add choice 
territory for one of the fastest growing 

high grade and com lete lines of in- 
fants’ to pros girls’ shoes, consist- 
of — Ce a few stitch- 




















ee 


Opportunity 


Excellent opportunity is of- 
fered to salesmen in various 
parts of the country to carry 
specialty side line of three or 
four Goodyear welt work. shoes. 
Splendid value. Easy to handle. 
Write giving full particulars as 
to territory. Indiana Shoe Cor- 
poration, Marion, Ind. 














—— ee oe te ee ea 


lt sit 














1'@ 


oer 


rre sw. Beamer er er ass 


Tas 











May 5, 1923 


BOOT AND SHOE RECORDER 








SALESMEN WANTED 


SALESMEN WANTED 


POSITION WANTED 





this proposition. 


present employer. 


Missouri, 


290 East Water Street 





GALESMEN in Western and Southern states, 
also City of Chi and New York, selling 
retail trade, to sell as a side line good wearin — 
down Barefoot and Salley Sandals, Play 
Men’s Ventilated Oxfords and Kid Romeos. aad 
line ready June 15th. Made in modern up-state 
New York factory. Will pay 6 per cent commission. 
— ne SE territory covered and give refer- 
fidential. Write fully to D-940 care 
Boot and Shoe Recorder, 207 South Street, Boston, 
ase. 


ae WANTED—Shoe salesmen to carry 
as side line on commission basis best medium- 
ner line of spats, shoes, woolskin slippers, 
eather and canvas 


. We invite replies 
from all parts of the United States. Tell us what 
territory you cover and sen 





references in first 





sre Wht Apply The Bena Ween Mie 
SALESMEN WANTED 


We have openings for ex jenced 
salesmen in Pennsylv: , Texas, 
thern Wisco: 


consists of high-grade work and Semi- 
Dress welt and nailed shoes. Give full 
wi jon ward 





Line consists of two welt work shoes that are de- 
cidedly different from anything else on the market. 
See Advertisement on Pages 16, 17. 


Write now, naming line you are now selling, 
boundary of territory and length of service with 


Following territories are open: 


Kentucky, Tennessee, 
Mississippi, Georgia, North Carolina, South Carolina, 
Oklahoma, Southern Texas, New England States. 


Great Lakes Shoe Company 


ee ee ee 
2 Shoe Side Lines 


Salesmen selling men’s shoes who have established 
trade and consent of employers will be interested in 


Pennsylvania, 


Milwaukee, Wis. 








TO A LIVE BUSINESS GETTER 


An exceptional ey —_ for a 
high — 
ae conqocted with J of the 
~ B lyn Manufacturers of Women’s 
The man desired may or may not 
my employed att at the aS ae time. He must, 
however. me confidence in his 
ability to sell hit soll en wallenhis geadent. 
He must , Oy high . yo worthy to 
represent t particular organization, he 
should combine to a nice degree, the experi- 
ences of age with the ideals, hopes and 
ambitions of you 





a 


FIRST. class shoe man now employed, desires 

Position as commngee with reliable retail shoe 

concern; 14 years e ience, progressive and can 

furnish Excellent references. Address D-955, care 

apes and Shoe Recorder, 207 South St., Boston, 
ass. 





YOUNG man with several years’ experience in 
cost figuring and manufacturing with large 
shoe concern is desirous of making a change. Will 
Bot end Sho References. Address D-956, care 

tt and Shoe Recorder, 207 South St., Boston, 





MANUFACTURERS ATTENTION—Salesman 

now employed with large following covering 
Ohio and Michigan desirous of making new con- 
nection, would entertain line of popular priced 
women’s or men’s shoes. Can show record of prover 
ability and best references. Growing account basis. 
What have you to offer? Address D-957, care 
no and Shoe Recorder, 207 South St., Boston, 

ass. 





ANTED—Position as shoe buyer and manager 

by aggressive young man whose ¢ 
embraces 14 years. Knows both ends of the busi- 
ness. Can offer best ae oa to ability. Will 
consider salary and percenta; ition. Ad- 
dress D-958, care Boot and + ecorder, 207 
South St., Boston, Mass. 





HAVE HAD Factory, Wholesale, and Retail 
Shoe experience covering the past 13 years; am 
now managing a Retail Shoe Store; 37 years old. 
Married; will consider a of Shoe Buyer or 


i D-960, care Boot and Shoe Recorder, 1 
. Madison St., Chicago, Illinois. 





JOBBERS—Manufacturers. Young man, 35, 

offers expert knowledge, merchandising, buying, 

fag. creating volume, building an organiza- 

ay complete system for chain —— 

Will function alg mel ag Oe gt ‘or 

15 years in this line of work, 

dull, at it. Full of f Pep and a hard worker. Address 

D-941, care Boot and Shoe Recorder, 207 South 
St., Boston, Mass. 





LINE WANTED 


A LINE of Haverhill > my novelty turns 
wanted for Greater Have covered 
cevsthory for twelve years. Established trade. = 

500, care Boot and Shoe Recorder, L 
Duane St., New York. 








From such a man we invite cor 
ence. We hold out no false ises of a 
“soft berth,” but we dosi 'y believe that 
we have an opening where the right man 
as start Ey grow with: us, and 
aided by office cooperation, 
advertising, and a sound mer- 


chandising is” in a few years 
e ivr if in ie yous first letter. 


held in strictest 

confidence. Please i. 1. waste your time 

or ours if you are merely a job seeker. 

Geo. W. Baker Shoe Company 
Selling Agents Trail Blazer Shoes 

341 Classon Avenue, Brooklyn, N. Y. 

















GALESMAN seeks agency for New York seniing 
trade. Line of boys’, girls’ lar priced. A 
dress K-501, care Boot and d Shoe Recorder, 127 
Duane St., New York. 





LS WANTED FOR WESTERN TERRI- 

—I have covered the inter-mountain 
country Yor five years past and have established 
trade in oe better class stores. Can furnish the 
best of references as to my salesmanship ability 
anf integrity. Would like to have a medium price 
line of men’s and women’s shoes for Western terri- 
tory. Ly na Shoe Ree with further particulars D-954 
Had oe Recorder, 207 South St., Boston, 

—~y 








SYLVANIA, NEW YORK STATE, IN- 

DIANA. ADDRESS APPLICATIONS 
WITH DETAILS TO THE PORTAGE 

SHOE MFG. CO., PORTAGE, WIS. 











POSITION a 





Recorder, 207 South St., Boston, Mass. 


Factory representative, having exten- 
sive trade in Greater New York and 
vicinity, and with a sales staff under 
him, would like to take on an addi- 
tional line of women’s medium iced 
turn novelties and staples. } not 


ic with p 
Best of references supplied. Address 
. d hoe Recorder. 
127 Duane St., New York City. 














The atom pafen of she Beat end Sive 
Hawaiian 
El Salvador, pm 


Cable Address BOOTRECO 








Islands, V' 
agg ee ge = eo eo , Peru, 
No Subscription Accepted for Less Than One Year 


Member of the Associated Business Papers, Inc. Le ay of the United Publ 
ach taste coporighted by the Boot and Shoe Recorder 


bowen LY Le in advance, which 
Mexico, 





, ——————— 


includes postage in the United States, Cuba, 
Costa Rica, Dominican N 
, Spain, The Balearic Islands and the Canary Islands. 


ishers Corporation. Member of Audit wt Bureau Circulation. 
ishing Co. Entered ai the Post Office, Boston, Mass.. as class matter. 
ISSUED EVERY SATURDAY fie 207 SOUTH STREET, BOSTON, MASS., U.S. A. 


Printed in U.S. A. 
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No. 4590 R—The Grover 
Nature’s Way Shoe. On 
191 Last Medium Toe, Kid 
Tip, Flexible Shank, 144 Inch 
Heel with Rubber Top. IN 
STOCK: AA, 4% to9; A, 4to9; 
B-C, 3% to 9; D-E, 3 to 9. 
$5.50 


No. 4584 R—Brown Kid Oxford 
same style as 4590 R. Same 
i 00 





Grover Has Found The Way Out 
With a Little Piece of Spring Steel 


No more apologizing or explaining to shaped oil-tempered steel spring fast- 

irate"customers,' why their flexible shank ened under the heel and extending along 

shoes sagged in front of the heel. Your the outside of the shank between the 

troubles are a thing of the past and soles. 

your flexible shank footwear bearing 

this trademark It holds the”heel always in proper posi- 
tion. ‘It affords a certain amount of 
support to tired feet. It does not inter- 
fere with the flexibility of the shoe. It 
does do away with sagging shanks. 


The shoe pictured above is proving one 
is going to go bigger and bigger from of our most popular lasts for street 
day to"day. And a little piece of steel wear but there are lots of others equally 
is responsible for it all! Just a specially good both in oxfords and boots. 


J. J. GROVER’S SONS CO. Lynn, Mass. 


Established 1865 
BOSTON OFFICE CHICAGO OFFICE 


Little Building NEW YORK OFFICE Kesner Building 
80_ Boylston Street Marbridge Bldg., 47 W. 34th St. 5 North Wabash Avenue 
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Powerful $12,000 
Color Pages in the 


American Weekly 


No. —_ Rasp ~ med iy = button, one strap 

soutache Braid Trimmed, Imitation Turn, 14-8 

To Help You Sell More Junior Louis Heel, widths Bto D. Extraordi- 
nary in quality and looks, Code “Nice” $3.25 

HANNAH NS SHOES NOTE: No. 60 Fanfare with Rhinestone 
- ornaments (extra) price $9.00 per dozen Retail 

This Summer for $1.50. Will be prominently featured in 


American Weekly color page. Stock several 
dozen. 


; : We urge every dealer to prepare right now for the biggest selling 
My + Pht perforated. Imitation season ever experienced in the history of Hannahsons Shoes—and 
Tere eats eter One oe Camace” $2.35 ornaments—for we are coming out with smashing FULL PAGES 


anit i Guan: no aiden ania ek eieall IN COLOR in the American Weekly (distributed with 14 Hearst 
Code “Reviera” Sunday Newspapers). 


READ BY 18,000,000 WOMEN—WILL CREATE SENSATION- 
AL DEMAND. FIRST COLOR PAGE APPEARS MAY 27th 


Noother publication in the world can equal the American Weekly’s 
circulation—over FOUR AND A HALF MILLION. Its sales- 
creating power hits the big cities and hundreds of small towns. It 
has the largest color page of any publication in the world. Our first 
color page in this giant publication comes out May 27. We urge 
every dealerto order ample stocks—NOW—of the new satin and 
canvas styles and exquisite ornaments which we will feature in this 
first announcement. 


IMPORTANT 


Write us at once for special illustrated 
No. 862. Black Satin, two button, one strap, folder showing Hannahsons Shoe 
suede trimmed, Satin inlay, imitation turn, Models and Ornaments featured in 
14-8 Junior Louis heel, widths B to D. Ne the American Weekly 


"EEE ce eus .. $3.25 
HANNAHSONS SHOE COMPANY, Haverhill, Mass. 
; oe Dealer In fluence is secured thru advertising in the Boot and Shoe Recorder. 
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Because PARAMOUNT Patent Leather 
has kept pace with progress, it is now 
more than ever demanded by progressive 


retail shoe merchants . 


THAYER-FOSS CO. 


17 South Street .*. Boston, Mass. 
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(ornell Turn Footwear 


Creates an irresistible 
sales appeal. 


<1 


When in New York during 
the Brooklyn Style Show see 
this exclusive line at our Fac- 
tory Show Rooms, or have 
our representative call on you. 


<0 0 


Their distinctiveness compels 
us to show our patterns in 


No Trade Magazines. 


& ) 














(Cornell Shoe Company 


Designers and Manufacturers 
61-67 Navy Street, Brooklyn, KN, Y. 
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Tony Red = established 


Reg. U. S. Pat. Off. staple leather 


Orders for Tony Red are undiminished. 
The same steady volume of TONY RED 
continues its flow thru our factory, and 
onto the feet of thousands who have worn 
TONY for years, and find in it the sum 


of their wants in fine shoe leather. 


Tony Tan thestyle leather 


Reg. U. S. Pat. Off. of the future 


The call for TONY TAWN started in New 
York - but now many big cities are de- 
manding it in volume, as more particular | 
dressers are won by the beauty and novelty 
of the color. | 


[f its “TONY” its CREESE and COOK’S 
[fitisn't CREESE and COOK'S itisn't“ TONY” 


CREESE & COOK COMPANY 


SALESROOMS 
95 SOUTH ST., BOSTON 


P. A HENRY & CO. 
706 Broadway. Cincinnati, O. 
LeatherT rades Bidg., St. Louis, Mo. 
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Quick Sellers At Popular Prices 


“It's easy to sell your Stanworth oxfords,” writes 
one of the boys in a Marion store. ‘All we do is 
to let a fellow see one on his foot, tell him the price, 
and the sale is made.” Feature these 2 Big Selling 
Styles. Get a Good Profit. Increase Your Turn- 
over. Make More Money. Mail your sizes today. 
Both of these numbers are IN STOCK NOW. 
Whip last. Wingfoot heel. 12 edge. 
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MARION SHOE CO. 
MARION, INDIANA 
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How Fyfe’s of Detroit, one of 
America’s leading 

shoe retailers, 

features 


“SUNSET CALF” 


Barnet Leather Co., Inc. 


360 Madison Ave. 7 — 
NEW YORK CITY , ; 
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Summer calls the public to sea 
and mountains, and every live 
merchant should be ready with 
Rothman footwear creations to meet 
fashion’s every whim. 


Shoes by Rothman are so different in 
style that every woman's taste is 
satisfied, holding and increasing your 
trade. The model here illustrated is 
typical of our beautiful line. We would 
like to hear from high grade shoe mer- 
chants. Object--a high grade business. 


If you intend to visit the Brooklyn 
Style Show, May 21st to 24th, we shall 
be glad to welcome you either at the 
Hotel Commodore, or our factory and 
showrooms at our address, eighth floor. 


Gs, 


BENJAMIN ROTHMAN Inc. 


Manufacturerf of’ 


WOMENS HIGH GRADE FOOTWEAR 
43, -TO- 4] - WEST: IOTH - STREET: NEW: YORK 
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White kid with green 
kid trimmings. 16-8 
Spanish heel. Can also 
be had in other color 
combinations to suit. 
Also made in low Cuban 
heel. Open or closed 
shank, 
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Growing Girls’ and Ladies’ One Strap Sandal, 
Colored Leather 


a 


Growing Girls’ and Ladies’ Sally Sandal 


Ze 


Sandal 


a 


Boys’ and Men's Ventilated Oxford 


a 


Plug Oxford 
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Walk and be Healthy. 
Sell Stamseyp 


and do the business! 


BEAR THIS IN YOUR MIND! 


You cannot tell by the outward flush of a shoe how healthy 
its body and construction is. Belly soles shined up look as 
good as Bend soles, but that’s all—they just look as good. 
BUT WHAT A DIFFERENCE 
IN THE WEAR! 


RAMSEY’S ARE BUILT ON THE RIGHT FOUNDATION 





Growing Girls’ and Ladies’, One Strap Sandals—Colored Leathers— 
Rubber Heels 


my e Jpper Leather, Oak Shoulder Sole. . 
117—R yper Leath r, Oak Shoulder Sole- . 
118- o ~ reen sy ot Leather, Oak Shoulder Sole 


Growing Girls’ and Ladies’ Sallie Sandals—Rubber Heels 


109—Patent Leather, Oak Shoulder Sole, Lemnaueh Lined 
111—Pearl Elk, Oak ‘Shoulder Sole... . 
113—Smoked Elk, Oak Shoulder Sole... . . 


Sandals—Branded Best Bend Soles—Grade A 


15—Full Grain Brown Lotus, Oak Sole 
61—Full Grain Pearl Elk, Elk Sole 


Sandals—Shoulder and Neolin Soles—Grade B 
5-8 84-11 11%-2 
0@—Cherry Chrome, Oak Leather Shoulder Sole . 85 $ .95 $1.10 


Men’s and Boys’ Ventilated Oxfords—Rubber Heels 


—Cherry Chrome, Oak Shoulder Soles 
313 -Full Grain Brown Lotus, Oak Shoulder Soles 


Men’s and Boys’ Blucher Oxfords—Rubber Heels, Munson Last 


815—Full Grain Brown Lotus, Oak Shoulder Soles 


FACTORY DAMAGED - 


5-8 8-11 114-2 2%-6 
BARIDARS. ....00cccccccsesess geesescescesecscs Qe 30.60 30.70 
GE ccc ctccccvcotabesensccecescevesses -50 -60 -70 


Growing Girl’s SALLY SANDAL with Rubber Heels 
Growing Girls’ SPORT OXFORD with Rubber Heels 


MEN’S AND BOYS’ VENTILATED OXFORDS 
with Rubber Heels 


Boys’, 2'9-5 4 Men’s, 6-11 


iis 


"Soa? 


* THE ONLY COMPLETED STITCHDOWN 


TR IPLE wn? WELT 


SF Soco aan errece Mae GUTS TONE AD UPPER THAT 19 
STYTOURS SHOWING OW BOTTEM OF GUTSALS 


347 Rider Avenue New York City 
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In-Stock Styles That Will 
Be Exceptionally Good For 
Your Decoration Day Trade 


B 0685G $6.25 
Net 30 Days 
Women’s medium grey Delhi calf Coronado oxford, 
mouse grey ooze trim, Welt, Cumnock last, regular 
ge sole, 1 4 inch military heel with rubber top 
ift. 

AAA 5%to8 

AA 5 tw8 

A 4%to8 
B 4 t8 
C 3%to8 


$5.75 
Net 30 Days 
ay Delhi calf quarter, patent vamp, 
one-strap Valkyrie pump, Welt, Cambrid 
perforated vamp, top and strap, perfora 
tion tip with toe punchings, 1 44 inch wood cov 
Cuban heel. 
AAA 
AA 
A 
B 
Cc 


e last, 
imita- 


The Season’s 
Most Popular 
Numbers 
In Stock 


Quality Was 
The Keynote 
When 
Building 
These Shoes 


B 0689P $5.75 


Net 30 Days 
Women’s medium gray Delhi calf one-strap Beau- 
mont sandal, black calf trim, Welt, Cumnock last, 
14 inch Cuban heel with rubber top lift. 
AAA 5% to8 
AA 5 to8 
A 4%to8 
B 4 to8 
C 3%to8 


B 496K $5.35 


Net 30 Days 
Women’s black satin quarter and vamp, one-strap 
Oakmont sandal, black suede trim, McKay, Gras- 


mere last, 134 inch wood covered full Louis heel. 


AA 


A 
B 
Cc. 
D 


PROMPT SHIPMENTS MADE ON ABOVE STY 


UTZ & DUNN CO. 


ROCHESTER «- NEW YORK 


DENVER OFFICE 
218 Charles Bidg., Denver, Colo. 
TIGER & McNUTT 
Representatives 


NEW YORK OFFICE 
Bush Terminal Sales Building 
130-132 West 42d St., Room 1521 
S. A. McOMBER, Representative 


LOS ANGELES OFFICE 
709 Forrester Bidg., Los Angeles, Cal. 
G. C. McATEE, Representative 
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Styling such as is exemplified in the 
two oxfords shown here—together 
with materials that are above re- 
proach—and workmanship _ that 
— slights none of the fine points of good 
IN STOCK shoemaking. That is what you have 


Madison Last, Velour 


ER, to offer your customers and potential 


leather om in oe. Ber customers in the CERTIFIED Shoe 
itil —to offer, mind you, at léss than $10 
a pair and witha wholesome profit om 


every sale! 





The CERTIFIED IN STOCK _ 


P. & V. Black Velour 


Shoe Is the Shoe to 
Build Business on! Viking. colde No.4, 











Twenty-two Styles in Stock. Write for catalog 


STONEFIELD-EVANS SHOE CO. 


ROCKFORD ILLINOIS 
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Whites and Patents for Immediate 
Shipment 


We are prepared as never 
before for summer's 
inevitable , demand for 
white and black footwear 
in all the newest patterns. 


No, 196 Price $4.15 | a 
Levor White Kid Cut-Out Glory One Levor White Kid Cut-Out Bonnie One 


Strap, Single Sole, Full Louis Covered ; Strap, Single Sole, Military Wood 
Wood Heel, Euclid Last. AA OC. Feel, Newpo rt Last. AA toD 


% 


No. 249 Price $4.00 


No. 195 


Patent Cut-Out Glory, Single Sole, 
Full Louis Covered Heel, Euclid Last. 
AA to C 


Price $4.15 


Your order on these 
shoes will receive the 
prompt and efficient 
T-C Co. service. 


Patent Cut-Out Bonnie One Strap, 
Single. Sole, Military Wood Heel, New- 
x! port,Last. AAtoD 


F No. 197 Price $4.50 


Levor White Kid Lady Ann, White 
Kid Trim, Full Louis Heel, Sin Single Sole, 
EuclidfLast. 


% 


Price $4.35 
ee ane Kid Lady Ann, White 
Kid Trim, Military Wood Heel, Single 

Sole, Newport Last. AAtoC 


THOMSON-CROOKER SHOE CO. 


18-26 STATION STREET 
. BOSTON 20, MASS. 


Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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(i erers 


FLOWER, GITY KID 


k popular sha dé: 
i Wewillbeglad | 
| tosubmitsamples § 


Oscar Scherer & Bro, /nc. 


ORIGINATORS OF AND LEADERS 
IN FANCY COLORED KID 


29 Spruce St., New York 


FACTORY AT NEWARK N.J. 


Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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ry A’ tare Maid” 

orthopedic shoe 
for women, -- smart, 
graceful, attractive. 


Corrective, --- with- 
out a trace of the 
grotesque featuresof 
ordinary arch sup- 
port footwear. 


By eliminating the 
objectionable, a 
wider field of pro- 
spective customers 
has been developed, 
making this shoe 
especially interest- 
ing to the merchant. 


Telephone your Jobber 








Leastong Mess 








In tock with a 


widespread number 
of leading 


WHOLESALERS 
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GALLUN 
LEATHERS 








AZTEC CALF 


In new style effects for men and 
women, this excellent leather 
predominates. Tanned in six 
colors and weights, it offers un- 
limited opportunities to manu- 
facturer and merchant. 


Always Standards of Excellence 














NORWEGIAN 
Veals and Calf 


These leathers develop the sport 
motif and lend snap to brogue 
models. Heavy, with boarded 
finish, they can be secured in 
black and three colors. 


THE TEST OF THE LEATHER 


Where consumers of good taste congregate, you will find the real test of a 
leather. Actual wear in the shoe brings out its finest qualities. Chief 
among those quality leathers to be seen on the golf course, on the boule- 
vard and in the busy city street, stand Gallun Leathers. Hundreds of 
manufacturers have introduced them successfully into their big style 
leaders, while fully as many progressive merchants have sold their cus- 
tomers on Gallun Standards of Excellence. 


VIKING CALF 


This is one of Gallun’s most versatile 
leathers, being widely adapted because 
of its complete range of weights. Six 
colors and black make it a decided 
favorite with all shoe men. 


A. F. GALLUN & SONS CO. 


MILWAUKEE, WIS. 
A. F. Gallun & Sons, Inc., H. A. Ely, Mgr., 11 East St., Boston 


Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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Footwear of Distinction 


The modern merchant demands something new. Therein lies the secret of 
rapid and profitable turnover. High-grade novelty footwear is the essence 
of his women’s business. 
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NEW GRECIAN SANDAL 


Modified Toe, Lucille Last, 12/8 Box Heel 
Made in following various combinations 
Gray Suede with Patent trimmed 
Biege Suede with Calf trimmed to match 
Brown Suede with Brown Kid to match 
All Patent 
All Red and Green and Blue Kids 
All White Kid 
White Reign Skin, with White Kid trimmed 
ite Kid, with Red, Green or Blue trimmed 


c ) OY Y OY OY OY ONY OY OY OY FR 
PNRM NRM VMN NMI NMIE™ES 


Those who direct LAX AND ABOWITZ production are essentially ad- 
vance-style creators. They are also practical shoe men — men who 
see that their ideas are developed with exactitude, from cutting- 
block to shipping-carton. 


And the completed shoe appears with newness, and radiates sales 


possibilities. 
“Lax tAbowitz 
MANUFACTURERS OF 
LADIES’ HIGH GRADE TURN FOOTWEAR 


FACTORY AND SHOWROOM 
Phones, Triangle 5112,6169 17 SMITH STREET, BROOKLYN, N.Y. Driginators and Designers 
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IT’S THE BEAUTY OF THE TOE THAT SELLS THE SHOE 


Vulco-Unit Box Toes reproduce and retain the beauty of the most stylish 
last. This is one reason why over 125,000,000 pairs are used annually 


THE GENUINE VULCO-UNIT BOX TOE IS MADE AND SOLD ONLY BY 


BYCKWITH MFG. CO. 


Largest Manviacturers of Box Toes tn the World 
: 111 SUMMER STREET. BOSTON. 
Chicago G.W. KIBBY & CO. (KS Gy) GEO.ASPRINGMEIER CO. Cincinnati 
; OSCAR E WRIGHT CO. } mB} St Louis 
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GLOVE-GRIP SHOES 
Set a Hot Pace for Competition 


THE PACER IS A NIFTY, SQUARE TOE OXFORD WITH THE 
EXCLUSIVE “GLOVE-GRIP” FEATURE 


IN STOCK 


MODEL S435 
COMBINATION LAST 


THE PACER 


IN TONY BROWN CALF 





Price $6.75 


AAAA/AA and AAA/A 7 to 11 AA/B 6 to II. A/C and A/B 5 to I] 


You have done much to increase the business of the store when Arnold's ““Glove-Grip” shoes are 
added to the stock. This line has won and holds the confidence of the public. The “Glove-Grip” 
shoe feature, patented, and exclusively an Arnold idea, changes shoemaking to a scientific matter. 
It takes trouble out of shoe fitting, simplifies shoe retailing, increases dealer sales and adds to their 
profits. The science of shoemaking is to produce shoes which make wearing a pleasure, not a painful 
experience, and “Glove-Grip” shoes accomplish this. 


Send for Spring and Summer Stock Style Catalogue —S—. Don't forget the —S—, it helps us give you service 








Look for our May 12th Saturday Evening Post advertisement 


M. N. ARNOLD SHOE COMPANY: 


NORTH ABINGTON, MASS. ~ 


: BOSTON OFFICE NEW YORK OFFICE ARNOI D 
Room 801, 10 HIGH STREET 127 DUANE STREET é OLD 
- FRO) Ke) b 
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Make Selection Easy 
For Your Customers 


Women of taste like to examine shoes of 
careful modeling and style freshness. These 
two features hasten a buying decision. 


Unity Shoes quickly win teminine favor be- 
cause they are dainty yet practical, . and 
because they are salable at a truly moderate 


price. 


During the Brooklyn Style Show, week of 
May 2lst, we invite you to visit our factory 
and showrooms and inspect our full line. 


ty Shoe (., 


‘Lnz RACIFIC ¢S'T., 


Brooklyn... i 





sce NUS. ’ 
depends very largely today on intelligent buying. That means careful discrimination in 
the choice of leathers. Before detailing your fall orders we want you to see these popular 
“Sunpru” shades in 


BROWN’S QUALITY CALFSKINS 
“ATTA” Brown 61 “ATTA” Red 71 
“ATTA” Tan 91 


No. 14 (Medium Brown No. 21 (Dark Bro No. 31 (Li 
Black and bie mh wry ‘ on Senos Dealt Gl 
Write To-day For Samples 


) C D_BROWN & CO. og 


EXECUTIVE OFFICE AND FACTO 


ROCHESTER, NOY. 
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BOSTON STORE, 50,SOUTH ST. 
| lm : CHICAGO OFFICE, 130 NORTH W2.LS ST. | | 
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Two jde eY attractions 
¢ You Should Not Miss 








' For Prorit 
is QUICK and CERTAIN 


Safe Sane Styles, these. Quick to sell and 

sure of profit. 

Customers find these shoes more than 

just ordinarily stylish and serviceable. 

They give maximum wear at.a low cost. 
MOUSE They build new business. That’s to your 


INLAY , y profit, 
PATENT 








SS A Bar, how * $ 
Misses’, C-D, llk- Deatkeve "a 15 


Child éfine: Heel,D, icine 5 


B-1311—Patent One Bar,{Mc- 
5 ks Sewed. Rubber Heel, jPer- 
5 kus Tip. 

mated eine 


Growing) “Girls C-D, 2%-7 
782.35 


ALL PATENT 
Samples Sent Prepaid 


MeA-S YradeyCo. 


Excl usive Makers of, Best Shoes for Boys," Girls'andjthe Babies 


‘DISTRIBUTING HOUSES} 


No. 3rd St., Philadelphia, Pa. ” 923 Penn Ave., Pitt-burgh. Pa. 123 Duane St., New York, N. Y. 
1408.Wa hington Ave., St. Louis, Mo. 312-318 W. Monroe St., Chicago, Ill. 
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Everyone who buys a shoe for sports or 
outdoor wear—and who of us hasn’t 
some favorite outdoor recreation these 
days?—must be impressed from the 
first with the special values of Good- 
year Sport Bottoms. 


They have perfect design for all sports 
service. Their tread buttons, for exam- 
ple;.are scientifically placed to give a 
firm, sure, springy grip on turf or 
boards, sand or asphalt. 


They have that trim-lined style that 
makes the wearer confident of his foot- 
gear when he lounges in the clubhouse 
or on the lawn. 


They have—and this is the working 
quality that counts—the rugged 


May 12, 1923 








THEM FOR WEAR 


strength that means good wear. They 
are an ideal combination of Goodyear 
Wingfoot Heels .and Soles—long- 
wearing, waterproof, comfortable. 


They will go with their wearer through 
the roughest of the rough, over rocks 
and sand, through months of wear on 
decks or pavements, and keep that at- 
tractive design, that firm resilience. 


Are you showing sport models made 


with the new Goodyear Sport Bottoms? 


The word is going around among golf- 
ers, motorists, hikers, yachtsmen, about 
the dealers who are. If by any chance 
you haven’t any in stock, now is the 
time to get them, for they are at the 
height of their popularity. 


Goodyear Means Good Wear 


SPORT BOTTOMS 
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Style Sick ? 


AMOUS Walk-Overs are a panacea for ailing sales. Steady sellers—helping out styles that 

are limping under loss—forming a backbone that bears the brunt of the shoe merchant’s 
business. Bargain sales are unknown, for the demand is constant and enduring like the quality 
of the shoes themselves. Play “style”—but back it up with these reliables that come through on 


the healthy side of the sales sheet. 


The DOC and RESTOBE are excellent examples of Famous Walk-Overs that for many years have been 
bringing dealers a substantial profit. 


CARRIED IN STOCK—DEPT. 6—CAMPELLO and ST. LOUIS 


To sell WALK-OVERS is to share the fame 
of a half century of superior shoemaking 
Send Today for Booklet of Styles In Stock 


i}, . Geo.E.KeitH COMPANY — 5j\] 
a Makers of Wak-Over Shoes for Men and Women Sex 


lan in 
CLUSIVE AGENCIES IN ALL IMPORTANT CITIES OF U.S. AND THE WORLD OVER. 


CAMPELLO~-BROCKTON, CMassachusetts 


St. Louis, Missouri 
BR. U.S.A. a“ 
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LINE FOR LINE 


Hse) JIB THE BEST IN THE SELLING END 





WEITS # BOYS 


= Playboy” 


Sport and Sieniai Wear 


ee 


No 621 


Goodyear welt, smoked elk uppers, am 
to-toe pattern, no lining, single chrome 
sole, wedge heel. 


« In Stock—C, D and E widths. 


A clean-cut flexible shoe for sport and outdoor 
wear, and— 


the secret of their “customer approval” lies in 
the fact that they are made with a thorough 
understanding of the uses and expectations of 
a shoe of this kind. 





With Five Teeple Styles on one Teeple Last A shoe made for a purpose that fills every 
you can meet all boys’ welt requirements. 
Rueping’s upper leather, J. D. Nielson & Co’s. 
prime cut soles and Dryden Double-Wear 
Rubber Heels used on all Teeple Shoes. 


possible demand. 


| We shall be glad to submit samples. 

In addition to above, Style 54 Khaki 

Elk Sport and Style 62 Patent Oxford 
In Stock. 


TEEPLE SHOE Coes | Witchell Sheill Co. 


WARRUN: ~WISCON SINE 




















Boots, Outing oer Athletic Footwear 
DETROIT, MICHIGAN 
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TRADE MARK WEG. U.S. PAT. OFFICE 


“KEEPS THE FOOT WELL” 


PAP APA 


Nature pam Se = os Civilization demands The Arch Pease 
foot rest on that heel and arch be Shoe satisfies both Na- 
and outside _ raised, ture and Civilization. 


All the Qualities a Shoe Should Have 


The Arch Preserver Shoe has all the qualities that a shoe 
should have—healthfulness, comfort, style, wearing quality. 


First of all, it protects the foot, supports it normally and 
comfortably, and keeps it healthy and vigorous. This is due 
to the perfect walking base which prevents any sagging or 
straining of the foot arch, even though the heel is raised 
from the ground. All the healthfulness of the moccasin or the 


sandal. 


Yet there is style. The concealed, built-in arch bridge makes 
possible the construction of this perfect walking base, with- 
out sacrificing heels and modish lines. The Arch Preserver 


Shoe looks like any high grade smart shoe. 


Wearing quality, too. Fine leathers, careful workmanship, 
and it holds its shape as long as it is worn. While this shoe 
is holding the foot in shape it also is holding itself trim and 
shapely. 

This exclusive combination of advantages makes this shoe 
a business builder. It, brings the customer back again and 
again for more pairs. 
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The Selby Shoe Company, Portsmouth, Ohio 


Sole Makers of the Arch Preserver 
Shoe for Women and Misses 


OT 
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ARCH PRESERVER 


The Shoe That Changed the Ideas of a Nation 
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Enjoy Slipper Profits 
the Year Round— 








SALES HINTS 
NO. 4 


Graduation time is 
here. Suggest Cosy- 
Toes as graduation 
gifts. Advertise 
them. Display 
them. And you'll 
sell them. Try it 
for two weeks. 




















NEW YORK 
115 East 23rd Street 


Make sales by keeping CosyToes Slippers in stock and 
on display the year round. Customers use them all the 
year. So you can sell them all the year. 


High Quality: Made of finest materials, they hold their shape 
and give maximum wear. That means consumer satisfaction 
and repeat business. 


Complete Line: In felt, satin, leather and brocade, they meet 
every requirement of your most exacting customers. 


Distinctive Styles: CosyToes are leaders in style. You’ll find 
big-selling numbers that no other line contains. Women cus- 
tomers particularly appreciate style. 


Wide Color Range: Made in a wide variety of colors and shades. 
CosyToes allow customers to suit their taste and match other 
garments. 


They Sell: That’s the best test of a line. It means increased busi- 
ness and increased profit. CosyToes have all the selling fea- 
tures in addition to being nationally advertised and nationally 
displayed. 


If you desire to order before our representative arrives, 
we will gladly forward samples and prices at your request. 


CosyToes are sold direct to the retail trade. 


STANDARD FELT COMPANY 
West Alhambra, California 


Chicago San Francisco 
404 South Wells St. 693 Mission St. 


Cosy Ioes 


The Restful Slipper 


Cosyfelts 
Cosysatins 
Cosyleathers 
Cosybrocades 


Style No. 1441 same as being shown in 
Saturday Evening Post of May 19th. 
Look for our advertising in this issue. 
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ons a — 
ee The Virginia 


a one- nye & Strap with 
Foxing / made 
Satin an 

ae her gfe - 

Black Ooze Calf 

made over #1060 2 a 

carrying, a Satin 

covered wood d Cuban 


Heel. 


Not in stock butcan be 
made on order within 
six weeks. 

















Price *540,5%30 days. 


WM qt ants: 


MOORE- AIAFED 
‘AIOE ‘MFG*CO° 


BROCKPORT. N.Y. U4A. 


NEW YORK OFFICE 545-547-549 MARBRIDGE BLOG.BWAY AT 34ST. 
JACK E.JESTER,MGR. 














Liilar OTTos. 
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PROMPT SERVICE 
DIRECT FROM 
OUR IN STOCK 
me DEPARTMENT 


a 5 6 (Nace Season after’season, 3 W's Lenox 
Patent Chrome SS es Child’s instep strap patent chrome turn Shoes are made up along original 
Cat Out —" 7066 3-8 D&E $1.35 no heel lines and carried in stock for scores 
od Wwe a aoe 7067 15 D&E 1.25 no heel of representative shoe merchants. 
443 2i¢t7 C&D og MN el 1.75 Spring heel Careful and thorough attention is 
(Narrow Toe, Growing Lirls) accorded each’ order received at the 
factory. All numbers are shipped 

immediately. 


We do everything possible to cut down delay 
and serve our customers fully and quickly. 
This practice makes for genuine, all-around 
satisfaction. 


The shoes illustrated are typical of those 
selected by wise buyers who look after the 
needs of parents. You can cash in on them, 
No. 6535 too. Your letter or wire will bring instant 


a Instep wes McKay, Lenox last. No. 6360 action. 4.» nian eb, 


Noe ss ee ey i tt | Weimer, Wright & Watkin Co. 


I D&E 
esi Be } D&E 200 rae hed 35 South Second Street 
Was 206 C.D. te E 2tS cubes hed PHILADELPHIA, PA.’ 











| | 


Hl itl hi 


The real selling of WEBER union made shoes starts when the custcmer 

wears the first pai 

That establishes a conviction of WEBER VALUE that remains with him 

indefinitely, 
$5.00 to’ $8.00 at Retail . 


r 


WEBER BROS. SHOE CO. 
NORTH ADAMS, MASS. 


New York Office: 1328 Broadway, Marbridge Bldg., H. Harris, Rep. 
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Why Perspiration Does Not Affect 


Insoles 


HE human foot registers 120° 

heat in Summer. That means 
perspiration—and plenty of it— 
hot, burning feet, stained hosiery, 
rotting and cracking of insoles. 


But not if the insole is KENDEX. 
Kendex, being porous, absorbs per- 
spiration— also dries quickly. 

No perspiration remains to stain 
and ruin delicate hose. 


No concentrated heat to cause 
burning and stinging feet. 


No hardening and cracking of the 
insole. 


KENDEX Will Improve 
Leather Shoes 


KENDEX Insoles channel per- 
fectly and hold stitches firmly. 


They remain firm, flexible, and 
retain their natural cushion. 


They conform readily to the feet 
and eliminate callouses. 


They are non-conductors of heat 
and cold thus keeping the feet 
warm in Winter and cool in 
Summer. 


Specify KENDEX Insoles in your 
next shoe order. Your Customers 
are Guaranteed Real Foot Comfort. 


The magnifying glass 
shows the porous nature 
of the KENDEX In- 
sole each little dot and 
depression being a tiny 
opening. 


KENDEX is made of 
a waterproof fibre—that 
is not harmed by water 
or perspiration. 


It cannot retain water 
and therefore cannot 
harden or crack. 





Remember: ‘‘The Feeling of the Feet Is Reflected in the Face’’—-WEAR KENDEX 


KENWORTHY BROTHERS CoO. 


STOUGHTON, MASS. 
KENWORTHY BROS. OF CANADA, LIMITED, ST. JOHNS, P. Q. 
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Each RAJAH Sole 
Is Exactly Like Every Other 


That is the great underly- 
ing principle of our exclu- 
sive process which perfectly 
standardizes RA JAH qual- 
ity and performance. 


If we used any crepe rubber 
at all, or even if we used 
any of a grade supposed to 
be the very best, we could 
not get that all important 
uniformity for RAJAH 


which our exclusive process 
gives. 


In other words, all rubber 
must vary in some way at 
some time. But our process 
eliminates that variation. 


We pioneered with RA JAH. 
Hastily conceived imita- 
tions may give the right 
result. 


Remember — 


ALFRED HALE RUBBER CO. 


Genuine eit Soles are 


branded i this mark 


Do Not Ju Kajah Soles 


by any which do nol bearil 


ATLANTIC, .MASS. 


Founded 1837 
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A CLOUDLESS SKY, A 275 YARD DRIVE—AND 


She [YADIn 
Shoe forMen 


THERE’S SOMETHING IN THE WAY THESE MEN'S DRESS 
WELTS OF THE MEDIUM AND FINER GRADES ARE BUILT 
THAT MAKES THEM SUPREMELY SATISFYING—AND HOW 
THEY DO SELL! 


THEY RETAIL AT $5, $6, $7 AND $8 
QUALITY first, then—QUALITY 


(reev. Maupin & (HAMBERS 


IncORPOR ATED 


ST. LOUIS U.S. A. 


“Now its ~The MAULDIN’ Shoe’Men 
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MakeYour Window 
lays Attention Getters/ 


Spot lighting, rightly done, will 
pull crowds to your windows. 


The idea of spot lighting the 
most important feature of a show 
window or other display, using 
sometimes white, sometimes col- 
ored light, is extremely popular. 
The “Pittsburgh” show window Flood-O-Lite 
with its even, concentrated center beam, free 


from troublesome shadows, makes it easy to 
get most unusual lighting effects. 

Simple in construction; light weight and port- 
able; easily attached or removed; low in price. 
Attaches by screws or bolts to wall, ceiling 
or floor; ball and socket joint allows spot to be 
directed to any point within a half sphere; 
adjustment held rigid by set screw. 

A quality article throughout. 

Price $12.50 F. O. B. Irwin, Pa. 


The most convenient and effective means of 
producing colored light in show windows is the 
“Pittsburgh” Color-Lite, used with the Flood- 
O-Lite or window reflectors Nos. 51 and 100. 
Includes four color films—red, amber, blue 
and green. 

Price $3.50 F. O. B. Irwin, Pa. 


Pittsburgh Reflector 
& Illuminating Co. 
407 Bowman Building, Pittsburgh, Pa. 


New York City, Toledo, 
1452 Broadway 430 Ohio Bldg. 


Chicago, 565 W. Washington St. 
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ie. *Dittsbur h” Show Windot 


FLOOD OLITE 


With Center Spot 
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The art of making useful 
things beautiful and beau- 
tiful things useful is an ac- 
complishment of Brooklyn. 


7 HE spotlight is focused on the Brooklyn Style 
Show—in its light we see a great opportunity 
to kill the alibi shooter. For that skeptic on 
style shouts “there is no style—all is confusion.” 
He will here change his spots—develop a faith in 
pretty shoes because he cannot continue to stay 
out of the picture that brilliantly faces him— 
youthfulness will be served, for women of all ages 

are seeking Ponce de Leon’s Shoe store. 








There are pictured on these pages 
artist portraits of the spirit of beauty 
before it is garbed in the mode—gowns 
and footwear. 


It took some measure of vision to convey 
a style idea through these beautiful poses 
alone. 


These leading manufacturers were im- 

bued with the fact that the Spirit of 

Style must first be acknowl- 

edged—and then the buyer 

who caught that elusive 

delight of fine footwearcould 

fit his store into the new picture. Call it 

idealism blended with the practicality of 

keeping their name before the merchants of 

America—it surely helps the mental de- 

velopment of ideals which must appear before 

a store can visualize its modern usefulness, its 
profit and its place in the harmonies of dress. 


Lait ONO 


yar 


The crowd is all at the bottom of the ladder— 
there is plenty of room at the top for some stores 
inallcommunities. The crowd is where it is because 
Re Sait it likes it—for it takes courage to venture— 
The opirit ability to serve—and a love of beautiful things. 


Go to the Brooklyn Show—with vision. 
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yee of fine grades of shoes for little chil. 

dren are following the lead of makers of 
women’s shoes in refining their styles. Their 
production is made up of dainty styles, 
in which the shoe making is as good as that 
in women’s fine style shoes. This is particu- 
larly true of the product of makers of 
children’s shoes in Brooklyn. 


Any buyer of children’s shoes will find it 
worth while to follow up the parallel of the 
refinement of children’s footwear and of 


, 
women’s footwear. 








Official Order 


of 


Run way Features 


Each Afternoon 
1 Shoes for Sports 


2 Walking shoes 
3 Afternoon footwear 


Each Night 
1 Evening slippers 
2 Slippers in colors 
3 Evening Dress Slippers in 
metal brocades and beaded 
effects. 


Intervals The § ‘pt rit 


All the Broadway stars sing | / GZ 3/ Z Z y of Sport 


and dance. Music. 








Buyers’ Banquet 


Thursday evening after the 
Show—compliments of The 
Shoe Manufacturers’ Board of 
sd Trade of Greater New York. 


e 








Boot anp Suor Recorper, May 12, 1923 





/ 
—— 


A merveam 


"THROUGH the third annual Style Show of 

the Shoe Manufacturers’ Board of Trade of 
Greater New York, the merchants of America 
are privileged to survey the fine arts of 
footwear—to the end that the American 
woman may be the best foot-dressed woman 





in the world. 








Performance 
Afternoon and Evening 
May 21-22-23-24, 
Grand Ball Room 


Hotel Commodore 
New York City. ' 


Sample Rooms open for business 
on 7th floor. 
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shepard 


Lea dership in 


Footwear 


The Stage is Set 
Every Buver of 
oem exhibitors 
Feminine Footwear 7 wigs 
J. Albert & Son, Inc. 
Gets a ‘Reserved Seat Julius Altschul 


Algier Shoe Mfg. Co., Inc. 
American Shoe Co. 

; «i George W. Baker Shoe Co 
Music by Paul Whiteman Baker-Chandler Co., Inc. 


Fashion 


36 Beautiful models 


Staged by Ned Wayburn J. & T. Cousins Co. 
Gowns and Millinery John Cramer & Son 

by Oppenheim-Collins Co. Degen Lipp, Inc. 
Hosiery by Propper Silk Hosiery Mills Feed A. Sone Se,. San. 
Andrew Geller 
A. Garside & Son, Inc. 
Griffin-Whité Shoe Co. 
Julius Grossman, Inc. 
William Henne & Co., Inc. 
R. H. Hoskins Co. 
Horn Shoe Mfg. Corp. 
Kozak & McLoughlin, Inc. 
John J. Lattemann Shoe Mfg. Co. 
I. Miller & Sons 
Morse & Burt Co. 
Perfect Shoe Mfg. Co., Inc. 
Pincus & Tobias, Inc. 
Dr. A. Posner Shoes, Inc. 
Strassburger-Stiles, Inc. 
S. Weil & Co., Inc. 
































Jhird Annual 


FASHION FEFE 
Hotel Commodore 


CMay A1- 22 -LS K4 
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Our complete 
line on display 


Rooms 743-745 


oA * experience in the making of fine footwear extending 


over fifteen years gives a supremacy to Algier shoes 
acknowledged the country over. 


When style in footwear 
Jinds its origininanAlgier 
model it commands the 
attention of the careful 

buyer who . would 
serve his particular 
clientele. 




















Alger Shoe Ag. (0., Inc 
Brooklyn, NOY. 
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Our exhibit of The 
Trail Blazer---The 
Health Shoe with 
Style Features in 


Room No. 742 will Quality Manufacturers of Women’s Fine Shoes 


interest you. : age “- Ne 
) We extend you a cordial invitation to visit our exhibit in Rooms 742-744 











The Symbol 
o@ Years 











= es 


SH George W. Baker Shoe (0. 
Brooklyn, NY. 
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You have the op por- 
tunity of being 
exclusive| in you 
locality with our pro 
duction. Our model 
on the runway re- 
fects but a few 
our creations. 





DISPLAY : 
on satisfied customers as they walk 


CREATES out of your department. 
SALES Our original designs are created 
Wie) by master craftsmen—incomparable 
in the art of advanced style building. 
This most important phase of 
shoe merchandising is sug- 
gested be every De Lipp Shoe. 
It carries in its lines ana 
¥ workmanship an irresistible 
appealto good feminine taste. 


al 
“Sx ms AQ) 
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Degen-Lipp, Inc. 
Brooklyn, NOY. 
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Watch and See De Lipp Shoes 











See the full line tthe 
Commodore Hotel, 
Rooms 722-724 dure 
ing the entire show. 





Our Samples will be 
displayed in rooms 
716-718-720 














7 “s 
cAndrew Geller 

Hz Andrew Geller product in shoes for women can 

be summed up in four words “quality reflecting the 

mode.”’ Our styes as shown on the runway and in our 
sample rooms will make their % 
strongest appeal to the most ‘(a nae 
discriminating buyers whose Re 
clientele discloses the highest 
fercentage of women of 
fashion. 




















Geller 
Brooklyn, Ne "gf 
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[2demode 
Shoes for 


Women 


Pedemode agencies are 
exclusive and profitable. Patenise 
Sign up at the Brooklyn cieal 
= aly Ape a Si Sample 
Show to get the enchil of 
cur national advertising. - 


HE products of Julius 
Grossman, Inc.,repre- 
sent the highest type of 
American 
Shoe Making. 


Rooms 
747s 749375! 

















Julius Grossman, Inc. 
Brooklyn, N.Y. 











See our samples in 
Rooms 706-708, 
Hotel Commodore 


S producers of ultra style combined with fault- 
lessly manufactured product, Kozak & Mc- 
LouGHLIN have as their permanent objective the 
highest type of feminine footwear that human 
progress permits. 




















Kozak &P McLoughlin, Inc. 
Long Island (ity. NOY. 
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eMakers of the 
Style Show 





























*. Doremus 
General Chairman 




















Georce_Mitter 





Now They -Are (alled 
Show Makers 




















Tueovore Cramer 

Associate Chairmen: Registration Comittee Ticket Committee: 
George Miller R. H. Hoskins Justus Lattemann 
Theodore Cramer George Whi:e Joseph Kozak 
Emil Strassburger Frank King 


Committee on Rooms Fisor Committee: 


Frank Grossman Emil Strassburger 
George W. Chandle: Frank Musson 
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Builders of a 
Great Style 


Settin 1g 





























Emit STRASSBURGER 


What Ziegfeld does 
to glorify the American 
Firl. 
Brooklyn does 
to glorify the American 
Nep Waysurn Shoe. 






































7 HE first three days are reserved strictly for 
buyers—the fourth day, May 24, will be open 


to the general trade and to the public. 


Paut WaITEMaN The same display and revue will be given as on previous days. 
The prices, on May 24, for the Afternoon and Evening are as follows: 


Afternoon — 1st 3 rows and box seats $2.75 
Balance of tickets 

Evening — ist 3 rows and box seats 
Balance of tickets 


Checks should be drawn to the crder of Justus J. Lattemann, 
Chairman, and mailed to 346 Livingston Street, Brooklyn, N. Y. 
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Samples display2d 
Rooms 746-748 





INCE 1876 the name LATTEMANN in the shoe industry has 
stood for individuality, for good taste and for sterling merit 
in ladies’ and children’s high grade footwear. 

Never have we felt we were more worthily represented in 
these respects than in the style models we will display on the 
runway and in our sample rooms at the Hotel Commodore. 

















F. Lattemann Shoe Nfs. Co. 
Brooklyn, NOY. 
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See the line in 
Rooms 
721-723 HERE is assuredly perfe.tion in ezery “Perfect” 

feminine footwear creation. Each graceful line, 

each beautiful cutout, each delightful 
color or leather combination, bespeaks 
the quality craftmanship 
for which our shoes are 
particularly noted. 


mia, 




















Perfect Shoe NGfg. (0., Inc. 
Brooklyn, NOY. 
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Sample parlors 


77'*773-778 
UY beautiful creations, if you want to be 
successful with beautiful women who lead 
the fashion in your town. Authentic styles— 


pleasureable and profitable. 














Nari « 


L. Miller &° Sons, Inc. 


Beautiful Shoes 
Brooklyn, NY. 
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HE characteristics of good shoemaking in con- 
junction with advanced style design makes our 
line a distinctly valuable one for progressive 
merchants. 
We announce the 
creation of the PERFEC- 
TrRED-SHOE — 4 new 
wonder in 
a blend of 
science and 
style. 











Perfec-Tred 


in Room 702 


and high styles 
in Ream 704. 


Pincus & Tobias, Inc. 
Brooklyn, NOY. 
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HERE is a big style reason why Strassburger-Stiles foot- 
wear is a leader in the great shoe stores of this country— 
Distinctive design, daring style-sense ahead of the trend and 
a happy faculty of combining 
good shoe making with perfect 
Kits : ’ See the styles in 
fitting. . ai ae 
Rooms 700-701 




















Strassburger-Stiles, Inc. 
Brooklyn, Ne? f 
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Te shoe is the onlyjarticle of wearing apparel which has 

never received proper publicity. When you buy a style go still | 
further and get the ; | Complete 
co-operation of your sample line 
newspapers and fash- in rooms 
ion journals in mak- J 772-774: 


ingit THE STYLE. 






































~ S.Weil BP (o., Inc. 
Brooklyn, NOY. 
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/p the Statrs of Style 


Many Merchants to Seek the Elustve Spirit 
of Fashion in Footwear 


RT is being blended into industry. The 
fitting stool has become the pedestal for foot- 
wear designed to express the beautiful. To- 

day in all industry art is inseparable from the 
things produced. 


In your home town you sense the change—the 
bank becomes a palace, the shopping street a path 
from Bagdad with things to delight the buyer, 
homes are more wondrous outside and in, even the 
lampposts are symbols of progress with Venitian 
torcheres to light the way. 


The “nation of the dollar bill” and the “stamp- 
ing” mill has thrown off its uniform hat, cloak and 
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shoe to become the outstanding people of the 
world in appreciation of finer things forall to enjoy. 
A national artistic temperament is in the making. 


The man, merchant or manufacturer, who has 
no eye for beauty, no ear for music, no love for art 
is out of place in the new order of things to be 
pictured at the Brooklyn Style Show—where these 
arts blend to form a picture which you should 
bring back to your home town, your store and 
your sales people. 


Surely the expression of art spells progress 
If you don’t accept it, it cannot vitalize your 
business as it has vivified American life. 











Samples displayed 


‘in rooms 














O be a Fual agent is to have an. exclusive proposition 
/ i 


n your town. For up to date, the greatest part of our out- 
put has been sold in the most discriminating territory with- 
in 200 miles of New York. 


We have enjoyed a quarter of m 
a century of shoe making service pw Y, 
to the children of America. Be Sees 
sure to see our one best bet for <WUA 
children who have weak ankles 


or arch trouble. Bvory One a Jewel 

















Fultus Altschul Brooklyn, N.Y. 





fects are to be found 
in Dr. Posner’ scientific 
shoes and stockings for 
all children and young 
ladies. Shoes of uni- 
formily splendid qual- 
ity, marketed by a 
plan which gives the 
merchant every pos- 
sible co-operation. 





Come and see for 
© yourself at store in 
Rooms 705-707 










































































Ups MA NEL SS ld ic8 


‘Dr. A. Posner Shoes, Inc. 
New York (ity 
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Wt here to Buy 


The fashion runway isasa window display 
tothe real business of buying pretty shoes 
in the following sample rooms: 


Room No 
J. Apert & Son, Inc. . . . . . . . . . 756-758 
Auorer SHoe Mrc.Co.,Inc. . . . . . . . 743-745 
Jusswe-Aurocmws, . 1 1 1 1 tw te ETS 
Aemmscam Smee to . el tlt tl ts 735-737 
Geo. W. Baker SHorE Co. . . . . . . . . 742-744 
BaKER-CHANDLER Co.,Inc.. . . . . . . . 767-769 
J.&T.Cowsms Co. . . ...... « FS6-7aa 
Joun CramMeR& Son... ..... . « 738-740 
Decen-Lipp, Inc. . sn oe on, ee 
Frep. A. Eyre & Co., aay eee - « «+ 763-765 
A. Garsive & Sons, era ee ee 730-732 
AnpREW GELLER . . ~ 2 «+ « 6 « © ©716-718-720 
GrirFrin-WHITE SHOE Co. ea © 0 o 6 = Se 
Jutius Grossman, Inc. . . . . . . . 747-749-751 
Ws. Henne & Co., Inc. em ee s+ « 6 3 ee 
Horn SHoz— Mrc.Corp. ..... . . . 703-750 
m. GS. Rleemmee€e.. . . 1. sss i so st e FER 
Kozak & McLoucuiin, Inc. . . . . . . . 706-708 
Joun J. Latremann SHo— Mrc.Co.... 746-748 
I, Mimsamn & Sows,Iwc. ... . 2. 1. ss 771 —773-775 
Morse & Burr Co. ee ae eet Pe 731-733 
Perrect SHozE Mrc.Co.,Inc.. . . . . . . 721-723 
Pincus & Tostas, INc. se eth se ew ws Oe 
Dr. A. Posner SHogs,Inc.. . . . . . . . 705-707 
STRASSBURGER-STILES, INC... . . . . . . . 700-701 
S. Wem & Co.,Inc. . . . 772-774 
Press—Inciupine Boor AND SHoE RECORDER 709 ~7II-715 
FasHion CAMERA 














Buying is benefited 
by conference with 
fellow merchants. 
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THEIR CHOICE 


HE Propper Blue Edge Chiffon Hose 

has been chosen as the only official 
stocking to be worn by the models at the 
Brooklyn Shoe Manufacturers’ Fashion 
Show to be held May 21 to 24, 1923, at 
the Hotel Commodore. 


‘‘No Hose Like Chiffon—No Chiffon 
Hose Like Propper Blue Edége.’”’ 


PROPPER SILK HOSIERY MILLS, Inc. 
276 Fifth Avenue, New York 
Mills—Long Island City—Elmhurst, L. I. 











Sport Oxford 
Offerings 


FOR AT ONCE SHIPMENT 


‘THESE Sport Oxfords embody 

Artistic Designs, Rich Leather 
Combinations, Flawless Workmanship, 
Unequalled Style and Perfect Comfort. 


The Sport Oxford wearing season is 
here right now. Sales will soon be at 
the very crest. Are you properly sup- 
plied to handle the demand? 


There is a great advantage to you in 
using our immense “In-Stock” De- 
partment as your source of supply. 
Throughout the entire season your fill- 
in orders can be shipped promptly, 
thus enabling you to build your Shoe 
business upon a solid and enduring 
basis. 


Look over the styles illus- 
trated on the next page and 
get your order in at once. 


Write for Complete Catalog. 


GENTRAL SHOE Co. 


St. Louis 
































Sport Oxfords 
| In Stock 


Ready for Immediate 
Shipment 


1314—Wos. Grey Elk Strol- se 1315—Wos. Smk. Elk Strol- 
ler Blu. Oxf., Pat. Lea. Trim., . Se y ler Blu. Oxf., Choc. :~ = 
Strip Tip, 1% in. Rub. HI1., > eS Strip Tip, 1% in. Rub. HL, 
Welt, Mode Last. A 4-8, B Welt, Mode Last. 
3-8, C & D 2%-8 \ 3-8, C & D 2%-8 


2271— Wos. Pearl] Elk Sandal, 
Cut-outs in Vamp and Quar- 
ter, 1 in. Rub. Top Hl., Moc- 
casin Sole, Goodyear Welt, 
Theda Last. B 3-8, C & D 


2270—Same, in all-over Pat- 
ee eee $3.35 
2238—Wos. Smk. Elk Audrey 2201—Wos. Smk. Elk 5-Eye. Blu. 
Strap, Pl. Soft Toe, Pat. Lea. Stp., Oxf., Pat. Lea. Trim., 14 in. Rub. 
1 in. Rub. HI1., Welt, Kippy Last. HI., Welt, Melba Last. B 3-8, C & 
3.25 


B 3-8, C & D 2%-8.......... $3.25 


1352—Wos. Smk. Elk Victoria Stp., Tan Elk 1310—Wos. Smk. Elk Sport Lace Oxf., Tan 
Trim., Strip Tip, 1% in. Rub. HI., Welt, Elk Trim., Shield Tip, 1 in. Rub. Hl., Welt, 
Mode Last. A 4-8, B 3-8, C & D 2%-8.$4.25 Bab Last. A 4-8, B 3-8, C & D 2%-8.$4.25 


Your mail orders will receive prompt attention 


GENTRAL SHOE Co. 


MANUFACTURERS 
Solid Leather Shoes 


ST. LOUIS 
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We Will Absolutely Not Display 
at the 


HOTEL COMMODORE 








N If you will phone 

us on your arrival 

in New York City, week of May 21st, we will let you 
know where we will have on display such winners as:— 


“THE SHEIK’”’ 
“THE WAHOO’’ 
“THE PARADISE’’ 
Don’t fail to see our latest creations—- 
“THE TURTLE’’ 
“THE SPIDER’’ 
“THE 2 99 


PHONE—WILLIAMSBURG 3028, 3029 & 3069 


TRIANGLE SHOE MANUFACTURING CO. 
11-13 Emerson Place Brooklyn, N. Y. 




















Dealer Influence is secured thru advertising in the Boot and Shoe Recorder 
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Lack of footwear played havoc with the Americans and, no doubt, prolonged 
the Revolutionary War. Seizures of hides and shoes by the British, at the 
beginning of the War—the tragic winter at Valley Forge—Ticonderoga held 
by 12,000 Americans who shared only 900 pairs of shoes, are events that|held 


in balance success and failure in the War for Independence. 


Footwear still plays an all-important part in the daily battle of individuals for 
personal success and independence. Educator Shoes made by Rice & Hutchins, 
have played an important role in the successes of millions of people for over 20 
years. F 

Unapproachable in satisfying the combined desires of wearers for comfort and 
economy, Educators claim a two-fold victory for independence— 


for the consumer who equips himself with efficient Educators— 
for the retailer who specializes in Educator Shoes and assures himself of steady 
and ever-increasing profits from satisfied customers. 


RICE & HUTCHINS 


BOSTON INCORPORATED U.S. A. 


EDUCATOR 
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Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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Are You Associating with Profitable Ideas? 


Keep in Line with the Influences That Made More 
Pretty Shoes Acceptable to Women 


HEN a tanner of leather spends much of his 

\ \ time in the study of dress fabrics, the “Indo- 

China” motif, the expected colors for the ad- 

vanced season and whether the volume of dress will be 

of silk or cotton or of wool, it proves that he in his busi- 

ness, must travel a long distance to be sure of his tan- 
nage and footage of leather. 

How many shoe merchants go to the same extent in 
the analysis of what their consumer will want one month 
hence? 

The fact that the shoe has been transformed from a 
foot covering into a style article has entirely changed 
not only the methods of merchandising, but of the 
manufacturing process back to the very source. 

A prominent shoe manufacturer even carries his 
refinement of style to the extent of checking up his 
hunches on fashion by having his wife and daughter 
buy considerable merchandise in New York and Paris 
to give him an advanced slant on the trend of colors. 
then he goes to the tanner and plans his leathers when 
certain runs of selected skins come from China or India. 

He won’t take a skin simply because it is a kid but 
must know something of its origin for he wants precise 
texture and beauty of material. Nothing is “good 
enough’’—it must be correct and exactly as he wants it. 

The shoe stores of this country have an immense 
amount of studying to do to place themselves on a 
sound style platform for even six weeks ahead. What is 
more, the shoe store that has authoritative information 
is able to transmit it to the consumer so that women 
generally may be better dressed. 

Did you happen to read the paragraphs out of a full 
page newspaper advertisement by the Ladies Home 
Journal? It said: 

“Does Your Husband Hate Your Clothes? 

“The other Saturday afternoon we had to wait an hour 


in an exclusive men’s club thirty minutes from Broadway. 
It was around siz o'clock and during the hour at least 
fifty women came in to join their husbands for dinner, 

““One woman wore tan woolen stockings with black satin 
slippers. 

“Another had on a black silk crepe sleeveless dress, 
embroidered all over in white, and topped with a semi- 
sport red straw hat. 

“Two had inebriate-looking cloche hats of obscure 
origin—but to go on is only to pile on the agony. 

“There wasn’t a well-dressed woman in the room.” 

There is a lesson in this little investigation that goes 
right back to the training given the clerk in the shoe 
store. Has the head of the store transmitted to his staff 
the correct information about footwear recently pur- 
chased? Has he told how it harmonizes or contrasts with 
the prevailing garments; has he insisted upon the sales- 
man being coached so that he could inform the customer 
as to what is right and what is wrong in the light of good 
taste? Has he told the staff—what he knows? 

A shoe store must be more than merely a place where 
shoes can be bought. It is part of the function of the 
shoeman to guide and advise the customer in the 
selection of pretty shoes to cover the wardrobe, and to 
point out when it is not good taste to wear certain shoes. 

There is a place and purpose in the merchandising of 
pretty red, green and blue footwear. The right selection 
of hosiery to contrast is an important item. These pretty 
shoes are extra pairs in most every store and the cus- 
tomer gets the “urge to buy”’ by seeing how attractively 
these high style shoes balance with the costume. There 
is also an important place in feminine dress for white 
footwear. 

So many merchants develop an extreme caution on 
high colors and find themselves out of the game until 
pressure from the public brings them into it. Often times 
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their late arrival makes the selling of the stock impos- 
sible. The very value of styleis in itstimeliness. Likewise 
on whites, the lack of courage to buy has dulled the 
edge of the season for many a merchant who will rush to 
get in-stock shoes just about the time when he should be 
finishing up his profitable part of the season. 

We heartily recommend a careful study of fine fashion 
in footwear, but only in relation to fashion in other 
attire. The complete dress of the woman gives the same 
importance to hosiery, dress and hat that it does to 
footwear. Too often a merchant is forced to hop on the 
last style band wagon of the season, when a little fore- 
sight on his part would give to his store the right stock 
and sizes at the right time of the year. 

It is a good thing for the industry to have a Brooklyn 
shoe style show at this time of the year because it 
carries with it the association of ideas of pretty dress, 
pretty footwear, fine scenery, fine music, all being a 
tabloid setting of the big city of New York where style 
finds both its origin and its rush of development. As 
New York goes so goes the country—in style—most all 
the time. 

The selling of shoes can be made an all-the-year- 
round proposition, with clearances at a minimum if a 
greater study is made of the harmony and contrast in 
footwear, balanced by the trend and development of 
other style factors in attire. 





Government to Start Distribu- 
tion Correction 


T is the intention of the Department of Commerce 
to establish a Division of Distribution which will 
promote the idea of eliminating waste and improving 
merchandising methods. The preliminary organization 
will be established about May 15, under the direction of 
Irving S. Paull who will resign from the National Retail 
Drygoods Association to take up this new work, upon 
the request of Secretary Hoover. Though the funds for 
the new division will not be available until the new 
fiscal year, July 1, Mr. Paull will select a staff and 
arrange the preliminary work. 

The activities of the new division will be somewhat 
restricted owing to the fact that Congress only appro- 
priated $50,000 instead of the $100,000 which Secretary 
Hoover sought. The work will be entirely new to the 
Department of Commerce which has heretofore devoted 
its time largely to the development of export trade. ° 

The plans call for the intensification of the work 
determining specifications of various kinds of goods, 
largely to bé developed through co-operative efforts in 
the trades themselves, the grading of commodities and 
the establishment of security to the public as to the 
quality of goods. 

Other questions to be studied also will deal with 
arbitration of commercial disputes, the purpose being to 
get various trade associations to adopt arbitration 
agreements, all tending to ameliorate costs. It will be a 
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question of settlement of disputes on delivery and 
qualities of goods and matters of similar character as 
they affect distribution. It will not pertain to work of 
conciliation in the labor field, the latter being under the 
jurisdiction of the Department of Labor. 

Although the original organic act of the Department 
contemplated a bureau for certain services in the matter 
of domestic commerce there never before has been a 
provision for work of this kind. Secretary Hoover 
expressed the opinion that the greatest fault and 
deficiency in the economic fabric of the nation lies not in 
problems of production so much as it lies in problems of 
distribution. He stated that the examination of railroad 
rates from the point of view of their economic effort on 
distribution and the manner in which they affect for 
instance, agriculture, as distinguished from manufac- 
turers of high-class goods is not adequately done any- 
where in the government. 

The studios conducted by Mr. Paull while serving as 
distribution analyst and Secretary of the Joint Commis- 
sion of Agricultural Inquiry, will undoubtedly influence 
the work of his division. It will be remembered that 
merchants and manufacturers alike declared that the 
Commission’s report was the most impartial of its kind 
ever compiled. As a result of Mr. Paull’s research, the 
Commission found that one of the outstanding defects in 
retail distribution is the retailer’s failure to purchase 
stock in a manner that will provide a steady overflow 
of merchandise to the consumer without accumulation 
of surplus stock, which ties up capital and credit and 
adds to his cost of operation. 

The newly created division will give its attention to 
the factor of waste and distribution which the Agricul- 
tural Commission and other agencies claim as the idle 
merchandise stock on the shelves of retailers and in 
warehouses of the wholesalers. The contention is 
advanced that idle merchandise accumulates a 
burden of interest, insurance, rent, taxes, de- 
preciation, shrinkage, and obsolescence, in ad- 
dition to tying up an unnecessary amount of 
capital and credit. 

In his work with the government, Mr. Paull found 
that “retailers can materially improve their situation 
and reduce the cost of distribution through the develop- 
ment of more complete knowledge of the requirements 
of the consumers whom they serve. It is the function of 
the retailer to serve as a purchasing agent for the con- 
sumers within the community in which he is located, and 
to perform this service properly it is necessary for him 
to know the kind and amount of commodities required. 
Failure to maintain a balance between purchase of 
merchandise and the ability of the community to con- 
sume creates a larger burden of operating costs than 
economic distribution will justify.” 

The general plan is to eliminate waste and effect 
economies in distribution through co-operation with 
organizations and individuals. The Department of 
Commerce feels that the consumers will be chief bene- 
ficiary when waste and distributive methods are reduced. 
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Boot and Shoe Recorder CREED 


Getting More Shoes Sold Right: not only “more” but “right; sold for the right purpose, to 
the right wearer, in the right fitting, for the right price, at the right profit. This is the great 
problem of the retail shoe merchants. The chief purpose of the Boot and Shoe Recorder is 
to help solve it; for this is the basic problem upon which depends the progress of the 
entire allied industries relating to shoes and leather; their production and distribution. 
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Millinery—Hats and Shoes.............64 In his able article, “‘A Review of Business Paper 


What this association of ideas can be made to History,” Jesse H. Neal has this to say: 
mean to the retail shoe merchants of the coun- 


I ted i ticle 
ee by ‘It is more than a coincidence that the United 


States leads the world in the number and char- 


What’s the Matter with the Shoe = acter of its business papers, as well as in 
pairing Game? industrial achievement.” 


In which some common faults are pointed out 


by an expert Industrial achievement and distinquished business 


papers go hand in hand. Whether the chicken or 
its j the egg happened first is irrelevant to the subject. 
Have Faith in Whites Suffice it to say that the retail merchants of our 
A page of illustrations showing clearly why great country are the bes! read merchants in the 
whites should be given a prominent place in world. Their success has come from knowing how 
this summer's scheme of things to buy, sell and keep shop efficiently. Their omniv- 
orous reading of well-edited business rs has 
What Is the Most desea Shoe in Your given them the wherewithal to succeed. — 
Store?. ° . 68 Merchants in many foreign countries do not have 
American quality business papers to read. As a 
Research paeey 3 Planned est the whole they grade far belowZour American mer- 
Tanners’ Council....... 71 chants. 
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Shoes are now as con- 
spicuous as hats 


May 12, 1923 


Posed to emphasize im- 
portance of footwear 
fashion 





Millinery — Head and Foot 


E have taken this unusual way to illustrate the 
) ) growing importance of shoes—as millinery of 

the feet and suggest that you study these pic- 
tures indicating a new development in merchandising. 

The Recorder was first to emphasize the changing de- 
velopments within the shoe industry caused by public 
demand rather than by merchants’ and shoe designers’ 
efforts to make sales. Here is the principle. 

The well dressed woman of today wears more pairs of 
shoes to keep in the mode than she ever did before. You 
can test this for yourself in your own sales of pretty 
footwear as well as by observation in any hotel lobby or 
any shopping street in your town. 

The Affect of Style Dictates 

You will find more women who are adopting the head 
millinery idea to footwear than ever before. Look at it 
this way. There once was a time when a woman bought 
her hat to be different from her sister or neighbor but 
now she goes into the shoe store and says “what are they 
wearing this year’ and buys accordingly. Style has 
changed that considerably. 

The majority of women now go into a shoe store and 
select with some degree of discrimination, footwear that 
they think harmonizes with their costumes. 

This great variation of style in footwear is something 
that is forced on the trade by the woman rather than 
encouraged by the trade to get the woman’s money. 
This statement serves as an answer to those critics who 
believe that the old order of things must return. 

Study the Milliner’s Methods 

It pays to study the methods of merchandising in 
millinery if that method of “getting the money” is going 
to be forced upon and encouraged in the shoe trade. 
There is no question that the millinery people have an 


excellent idea on publicity of styles. It is something that 
might be encouraged in the shoe trade, particularly 
when a style conference or convention has taken place. 
We run parallel a clipping from a millinery story in the 
New York Times of May 2 in contrast with the story 
officially sent out by the National Boot & Shoe Manu- 
facturers’ Association in its bulletin on the recent style 


meeting in New York. 


“The Spring Fashion Carni- 
val of the Retail Millinery As- 
sociation was held last night at 
the Hotel Astor in the presence 
of more than 2,000 men and 
women from all over the coun- 
try. Harmony was the keynote 
of the show. Not only was this 
true of the color effects, but the 
same care was given to the 
combination of materials and 
to the use of accessories. 

‘‘Hats for every occasion were 
shown. But the displays were 
not limited to hats alone, for, 
with the importance of the 
harmonious ensemble well in 
mind, the exhibitors were 
obliged to create the entire 
costume. There were entire 
costumes, therefore, for golf- 
ing, walking, tennis, bicycling, 
fishing, motoring, the garden 
party, street and more formal 
occasions. With Spring always 
come the bright colors. Many 
new ones have been introduced 
for the new season. Egyptian 
red is easily the most popular. 
Then come blues and yellows 


and, as usual, black and white 
combinations are extremely 
smart. One smart outfit was of 
black organdie. Bands of white 
Irish lace were inserted in the 
bouffant skirt and the bodice, 
and the large organdie picture 
hat was faced with the lace, 
thus giving a very striking note. 
Bright colored hats were used 
to give the touch of smartness 
to a white frock or one of som- 
bre tone and just to indicate 
that the effect was carefully 
thought out there would be on 
the gown a sash or a large chou 
of the same shade. 

““Mr. McKeon called atten- 
tion to the fact that if every 
one in the industry would talk 
and think ‘beautiful shoes’ that 
they would not only benefit 
themselves in every way, but 
that the manufacturers would 
make sure of the value of their 
goods in prices and the re- 
tailers would add considerably 
to the value of the goods on 
their shelves. He brought out 
the fact that if the public were 


(Continued on page 70) 
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What’s the Matter with Shoe Repairing 
These Days—And Why? 


By PHILIP L. BROWN 
United Shoe Repairing Machine Co. 


vitally interested in the industry as a whole, and 
whether you use our machinery or not, we want 
to help you to improve conditions. 

Now neither you, nor we, nor anyone else can get 
anywhere in bringing about better conditions unless we 
first analyze the present conditions and face the facts, 
however unpleasant they may be. 

Shoes are being manufactured today at the rate of 
about 325,000,000 pairs per year, which is nearly as 
many as were made during the boom year of 1919. 
But you are not repairing anywhere near as many of 
them as you were then. What, therefore, is the matter? 


\ S manufacturers of shoe machinery, we are 


Industry Is Over-Equipped 


Now, gentlemen, I do not 


represent ceased actively to solicit this class. We 
believe other shoe machinery manufacturers are 
seeing the light, and we hope that our good friends, 
the leather men, will also see that it is far more profitable 
to sell a few customers of good credit, rather than a 
much larger number, many of whom will surely fail to 
pay their bills. 


Poor Workmanship Another Defect 


Now we have admitted that we were partially at 
fault in causing the first trouble, but the second and 
greater trouble has been caused by your fault. This 
trouble is, poor workmanship. After the war when 
people had plenty of money and were easily satisfied, 
and when new shoes were high they accepted inferior 

work, but as conditions grad- 





know about conditions here 


they are the same here as 
elsewhere, and taking the 
country as a whole there are 
two great troubles today. 
The first is, that the 
industry is over-equipped. 
By that 1 mean, that there 
are too many shops. That 





worth reading about. 





. N this article, taken from an _ address 
in Woonsocket, but | assume I delivered recently before the Woonsocket, 
R. I. Shoe Repairers’ Association, Mr. Brown 
tells of the steps being taken to restore public 
confidence in shoe repairing as an efficient 
industry. The two great troubles today, he 
declares, are that, first, there are too many 
repair shops; and, second, that of the repairers 
in business, there are too many who have not 
the requisite technical knowledge which will 
enable them to do a good job. Missionary 
work undertaken in this connection by the 
United Shoe Repairing Machine Company is 


ually changed, and as money 
became less plentiful, as new 
shoes became lower in price, 
the public became less satis- 
fied with the quality of shoe 
repairing, and this, gentle- 
men, is the great trouble 
today. The Shoe Repairers 
as a whole are not turning 
out good work. I know you 
do not like to have me say 








is not your fault; it is our 
fault, and the.fault of other 
manufacturers of shoe machinery, and the fault of 
leather dealers who have encouraged the establishing of 
new shops. In our anxiety to get business, machines 
have been placed, in many cases with men who did not 
have the necessary capital or experience, but we cannot 
blame these men; this is a free country, and a man 
may go in any legitimate business he sees fit. 


Knowledge and Capital Both Necessary 

But neither we machinery manufacturers, nor the 
leather dealers are assisting the industry as a whole or 
the individuals themselves by encouraging anyone to 
go into business, who has neither the necessary capital 
nor the necessary knowledge of shoe repairing. Not 
having the sufficient technical knowledge to serve the 
public satisfactorily they are a menace to the industry. 
They usually fail finally, and prove an unprofitable 
customer to the shoe machinery manufacturers, who 
must take back their machinery, and prove a much 
greater loss to the leather dealers, who have trusted 
them for leather and findings, so that in the end every- 
one connected with the industry has lost. 

More than two years ago the company which I 


that because each one of you 
thinks he is turning out good work. No doubt most of 
you are, but are all of you? 

We have all seen shoemakers hurriedly rip off the 
old sole, fit a new tap, and without even looking to 
see if the welt is loose they rush the shoe to the stitch- 
ing machine and when they have put some stitches in 
the leather and the sole seems to stay they feel that 
everything is all right, but are they sure that the lock is 
in the right place, so that the sole will not fall off after 
a few days’ wear? And most important of all are they 
sure that they did not cut into the innerseam, so that 
the upper will become loose in a few days? As one 
lady expresses it, “It doesn’t pay to have the shoes 
repaired, because, while the shoe repairer fixes them in 
one place, he ruins them in another.” 


The Awl Slips Too Often 
A careful investigation, which has covered the whole 
country and extended to hundreds of shoe repair shops, 
and to the examination of thousands of pairs of shoes, 
has developed a startling fact that over 11 per cent of 
the shoes sewed are damaged in. the stitching process 
because of the awl cutting the innerseam. This investi- 
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gation was conducted with all fairness to both the 
shoe repairer and the wearer, and this large percentage 
of damaged shoes, caused by sewing into the innerseam 
and either cutting or weakening them, is a conservative 
report by experts who knew what they were investigat- 
Of the large percentage of shoes so damaged 76 
You will perhaps 
say that this is not true of your shop, but are you sure 
of this.? 

If the customers would bring the shoes back to you, 
you would, wishing to hold their trade, fix them up, 
but usually they are taken to another repairer, or 
worse yet, the customer swears off on shoe repairing 


ing. 


percent of them are women’s shoes: 


either for the time being or forever, and in any case you 
The shoes that do come back represent but a 
Just to 
convince yourself on this point, recall some occasions 
when you have seen on the street people who were 
regular customers of yours, and who haven’t been in 
your shop for months, you realize that they must have 
transferred their trade to some other repairer, and you 


lose. 


small percentage of those that are damaged. 


wonder why, because so far as you can remember they 
have never complained of the quality of your work. 
Yet, when you stop to think of it, the usual reason for 
any customer leaving a firm with whom he has been 
doing business for a long time is poor service. 


Why Are Repaired Shoes Smaller? 


Another cause for complaint, especially on the part 
of women, is that the shoes have been made smaller 
while being repaired. This complaint could have been 
easily overcome if the work had been properly prepared 
before stitching. 

The extra cost per 


pair of shoes is very 
slight, the extra time 
is almost nofhing, 


but the improve- 
ment in your work 
is considerable. 

Now [have pointed 
out to you what in- 
vestigation has 
shown to be the two 
great troubles in the 
shoe repairing indus- 
try today, and next 
we must all consider 
what we are going 
to do to improve 
conditions. 

There are, three 
groups of people vi- 
tally interested in 
the Shoe Repairing 
Industry; the Shoe 
Repairers them- 
selves, who directly 
serve the public, the 


Silver service presented recently to Percy E. 

Hart of Cammeyer’s, by the New York Cit 

retail shoe merchants, in return for valuab 
services he has rendered their association 
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Leather Dealers, who furnish the leather, rubber 
heels and findings, and the Manufacturers of shoe 
machinery, who furnish the mechanical equipment, 
and it seems to us that more can be accomplished 
by all three groups working together than by one 
group working alone. 


What the United Is Doing 


It is obvious that the company which [I represent 
can work directly only with our own customers who 
are using Goodyear Machinery, but anything which 
we do to help one group of shoe repairers is bound 
eventually to be of some assistance to all shoe repairers. 

We are spending a lot of money, sending men from 
our Service Department to personally call on our . 
customers inviting their attention to several new 
devices which we have to improve their work, and 
otherwise assisting them in turning out better shoe 
repairing. We have also established a series of signs, 
both fixed metal and electric flash signs, displaying a 
certified symbol of good shoe repairing, and in addition 
to this we are advertising in newspapers and pamphlets 
that such shops are certified to do satisfactory work. 


Public Confidence Necessary 


In advertising these certified shops we are not 
discriminating against other shops which are not 
certified. We are willing and anxious to help these 
other shops if the proprietors will let us do so. We are 
not attempting to eliminate anybody; such elimination 
is in the hands of the shoe repairers themselves. Our 
sole aim is to restore the confidence of the public in 
shoe repairing and 
to promote the wel- 
fare of the entire in- 
dustry. 

As stated before 
our direct efforts 
must be naturally 
limited to our own 
customers, but if 
you believe that our 
efforts in the pro- 
motion of better 
shoe repairing is the 
correct procedure it 
is up to all of you 
shoe repairers to 
carefully consider 
whether or not you 
are doing the best 
work possible, and 
if you are not, 
take the necessary steps to improve it. 

The salvation of the industry is not to endeavor to 
enlarge your business by doing more work cheaply, 
but by doing better work, so that the public will be 
willing to pay the price which it is necessary for you to 
get in order to make a decent living. 
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Have Faith in Whites 


“The season of white footwear now 
begins” was the first slogan of a series 
of advertisements by M. A. Condon of 
Condon’s, Charleston, South Carolina, 
and he has been constantly hammering 
with ads, large and small, to make a 
season’s business on white stocks. 

He finds that “‘the public is respond- 
ing well and that his sales of whites, es- 
pecially kid leathers, is well up to ex- 
pectations even in the face of ready 
selling of smoked colored elk, combina- 
tions and solid colors in red, green and 
blue kid and calf.” 

He puts in a new note in his adver- 
tising “the most striking of these new 
fashions in white were purposely 
ordered in limited quantity to preserve 
their exclusiveness.”’ 

Talk whites—push whites but best of 
all believe in whites. 


BOOT AND SHOE RECORDER 


The Vogue of White 


The shoe store that speaks with au- 
thority on whites will do the business. 
Nothing takes the place of white in 
types of dresses as shown on this page. 
These models were garbed in the very 
latest in dress, millinery and footwear 
to carry conviction to the retail shoe 
merchants of this country that there is 
a place for whites in June, July and 
August selling. 

Exclusive photographs taken by the 
Recorder of mid-Summer feminine 
attire in the three most popular classi- 
fications of feminine dress. 
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What Is the Most Stylish 
Shoe in Your Store? 


Asa Matter of Fact, When 
You Stop to Think It Over, 
Haven't You Several— 
Allin Good Taste, Depend- 
ing on the Occasion for 
Which They Are Intended 


Bright hued gowns for 
summer demand a shoe of 
white—trimmed or plain 


CIRCUMSTANCE which shows to what extent 
A personality or individuality in style picking pre- 

vails among shoe buyers was recently brought 
to light in Chicago. 

A woman of considerable wealth came downtown to 
add a few pairs of shoes to her wardrobe before leaving 
the city on a trip. She wanted shoes of style and re- 
finement and also of good quality. The price was a 
matter of second consideration. 


The First Store Overlooked a Bet 


In the first store visited she was told that Colonial of 
the one eyelet tie variety decorated with a refined 
buckle was the proper thing for awoman of her taste and 
refinement and so she bought a pair of that style. It 
occurred to her, however, that she would not want all 
her shoes of this design, so she bought only the one pair 
in that store. 

In the second store she was told that Colonials were 
passe and straps were the real things, so she bought a 
pair of straps. She was not sure, however, that the strap 
patterns in that store were just right, and so she went to 
another high grade shop. 


And So Did the Rest 


In this store she was advised to buy gore front sur- 
mounted by an ornament for street and afternoon wear 
and an opera pump with an ornament for evening. She 
bought the gore front. 

By this time she had decided that no one store could 
be taken as a criterion of style and proceeded to another 
store recognized as a style center. In this store she was 
given a lesson in harmonizing colors as a basis of style 


rather than the selection of any particular style or 
pattern. The net result was that this woman of wealth 
and refinement bought five pairs of shoes each in a 
different store. 

In concluding the story of her experience she said: 

“I am convinced of two things: First, that none of 
those stores are right, because they each have a single 
idea: Second, that I am right because in my wardrobe | 
now have a combination of all of their ideas. 1 may be 
wrong in part, but 1 can’t be wrong all the way along 
the line.” 


Don’t Try to Pick All “The Peaches” 


This is without doubt an unusual circumstance but it 
shows that if the merchant has sold his salespeople on 
his own individual interpretation of style, the idea can 
be sold to the customer. 

The average merchant is afraid of his own judgment 
and has not much more faith in the judgment of the 
manufacturer or traveling salesman. 

He does not know what to buy and so he tries to 
“pick the peaches” from every line that comes along. 
The result is that he is not making any one thing an 
outstanding feature; his salespeople are not sold on the 
shoes in the shelves—and business drags. 


Buying Concentration Best Policy 


The merchant who has found a few makers whose 
ideas harmonize with his and is concentrating his 
purchases with these few and selling the styles thus 
selected to his sales force is getting business and making 
progress. 

The question, “What is style?” has only one answer, 
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Report on Production of Boots and Shoes for March, 1923 


Washington, D. C., May 4, 1923—The Department 
of Commerce announces the following information 
with regard to the production of boots and shoes in 
March, 1923, based on reports received by the Bureau 
of the Census from 1,176 manufacturers. 

The total production of boots and shoes during the 
month of March, 1923, amounted to 34,355,833 pairs, 
as compared with 30,248,727 pairs produced in Feb- 
ruary, 30,711,014 pairs in January, 1923, and 29,350,306 
pairs in March, 1922. Comparative figures for Janu- 


ary-March show 95,315,574 pairs produced in 1923, and 
79,021,470 pairs for the same period in 1922. 

The March production included 9,528,957 pairs of 
men’s shoes (high and low cut, leather), 2,085,449 pairs 
of boys’ shoes, 11,037,295 pairs of women’s shoes, 
4,040,954 pairs of misses’ and children’s shoes, 2,679,128 
pairs of infants’ shoes, 812,833 pairs of athletic and 
sporting shoes (leather), 1,147,286 pairs of shoes made 
of canvas or other textile fabric, and 3,023,931 pairs of 
miscellaneous footwear. 


PRODUCTION OF BOOTS AND SHOES: MARCH, FEBRUARY, AND JANUARY, 1923; MARCH, 
1922, AND COMPARATIVE FIGURES FOR JANUARY-MARCH, 1923 AND 1922 








Kind 


Number of Pairs 





March 
1923 


February * 
1923 


January* 
1923 


March 
1922 


Jan.-Mar. 
1923 


Jan.-Mar. 
1922 





Boots and shoes, total............. 


High and low cut wanneed total. . 
Men’s. nhakten 
Boys’ and youths’... 
Women’s. . error. 
Misses’ and Children’s 
Infants’. ; iakiannd 

Athletic and sporting (leather). . SREMG Fee ; 

Canvas and other textile fabricst 

All other (slippers and miscellaneous foot- 


-. .| 11,037,295 


34,355,833 


29,371,783 
9,528,957 
2,085,449 


4,040,954 
2,679,128 

812,833 
1,147,286 


30,248,727 


26,050,309 
8,688,112 
1,762,375 
9,564,580 
3,572,459 
2,462,783 

779,258 
875,870 


30,711,014 


26,796,952 
9,100,938 
1,904,289 
9,628,404 
3,612,850 
2,550,471 

845,966 
804,919 


2,263,177 


29,350,306 


25,912,849 
7,731,519 
1,757,514 

10,529,465 
3,786,379 
2,107,972 

788,549 
557,543 


2,091,365 


95,315,574 


82,219,044 
27,318,007 
5,752,113 
30,230,279 
11,226,263 
7,692,382 
2,438,057 
2,828,075 


7,830,398 


79,021,470 


70,591,044 
22,199,476 
5,238,929 
27,170,609 
10,221,985 
5,760,045 
2,038,122 
1,472,775 


4,919,529 





wear) { 3,023,931 





2,543,290 























*Figures revised to include data received after publication of February report. 
tEzxcludes rubber-soled footwear with canvas and other textile fabric uppers. 
tIncludes slippers for house and evening wear at home, barefoot sandals and play shoes, moccasins, and all others 


not specified above. 





and thatis “appropriateness or suitability.” Every pair of 
shoes the woman shopper bought, the one eyelet tie, the 
gore front, the strap, the opera pump, was in good style 
if they were suitable to her taste and were worn when 
appropriate. None of them were good style if they did 
not “fit in’ with her personality; were not suitable to 
her taste and were worn where they were inappropriate. 





Shoe Trades Club to Select New Home 


Boston, May 10—Wednesday, May 3 has been 
chosen as the day when members of the Boston Shoe 
Trades Club will meet in the rooms of the New England 
Shoe and Leather Association to vote on the proposed 
new home of the club, to be located on the street floor 
of the United States Hotel, with private entrance on 
Kingston Street. Extensive, although not expensive, al- 
terations call for an attractive lay-out of rooms in- 
cluding large dining room with two private dining al- 
coves and a counter lunch room, a lounge, library, lobby, 
barber shop, pool and billiard room and toilet room 
with two showers. Open fireplaces will be features of a 


number of these rooms. The architect’s plans have been 
posted in the office established by Secretary-Treasurer 
Walter G. Dennison in the hotel adjoining the private 
dining room now being used by the club as temporary 
headquarters. 





Death of Henry Engel 


Boston, May 7—The news of the death of Henry 
Engel, First Vice-President of Oscar Scherer & Bro., 
which occurred Friday morning, May 4, will be a shock 
to his numerous friends in the shoe and leather world. 

Mr. Engel’s business history was an outstanding ex- 
ample of strict industry and progressiveness. Starting 
first as an office boy with Oscar Scherer & Bro. thirty 
years ago, he steadily worked his way upward, until at 
the time when the firm was incorporated in 1918, he be- 
came First Vice-President. 

Mr. Engel was born September 7, 1879, and was, there 
fore, cut off at the height of his powers. In him, the 
firm suffers the loss of one of its most popular and able 
members. 
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Millinery—Head and Foot 


(Continued from page 64) 


educated in its desire for 
‘beautiful shoes’ and knew the 
proper footwear for every oc- 
casion that these leads would 
be immediately capitalized and 
followed out by retailers and 
the trade could merchandise ac- 
cordingly. He also brought out 
the fact that a well organized 
style propaganda would mean 
a great deal to the industry. 
In commenting on the Parisian 
style Mr. McKeon stated that 


Paris is and always will be the 
home of fashion, but that he 
did not think that the United 
States should be governed en- 
tirely by what Paris shows in 
shoes. However, he stated that 
in a great measure this country 
is governed almost entirely by 
Parisian styles in gowns and in 
millinery, and naturally that 
in itself would have a bearing 
on the Parisian styles in foot- 
wear.” 


there is no denying the fact that 


A Valuable Association of Ideas 


The association of ideas, head millinery and foot 
millinery needs to be generally studied by the trade 
because shoe men are learning that colors and patterns 
are strongly influenced by millinery dress colors and 
materials. With dainty hats and light silk dresses, it is 
hardly to be expected that the woman will wear clumsy 
types of shoes and with tailored suits and felt hats, it is 
not to be expected that women will wear fancy sandals. 
Shoe men have got to have more knowledge of the 
elements that go into the making of style. 

One of the best observers of the trade, a prominent 
manufacturer who keeps in closest touch with every 
article of women’s wear having a bearing on footwear, 
makes these following observations, which are partic- 
ularly pertinent now. 

“Why do people in the shoe trade want to continue to 
be just makers and retailers of foot coverings? 

‘“‘Does the milliner ever think about selling a hat to 
protect the head? No. 

“Fancy colors in shoes have had a sale because the 
public has asked the retail merchant for them. Why not 
keep some fancy colors always in the mind of the public. 

“Some retailers fear they might get stuck by buying 
a few pairs of fancy colors. 

“Let us consider what the ratailer has been ‘stuck’ 
with in the past. We will find that they were shoes that 
were called ‘sure beats’; for example; women’s boots, 
even the plainest of types; women’s strap pumps which 
were always turn staples that a buyer need never fear, 
as to how many pair he had on hand; women’s canvas 
oxfords, even in low heels that were like sugar in the 
grocery store. Shoe merchants are in competition with 
the dealers who sell anything that a woman wears. It 
is the fight to get her money that creates interest in 
articles of wearing apparel.” 


Why Shoe Windows Don’t Attract 


Now walk up the street in any town and look at a 
shoe window with only black and brown shoes in it. 
Then look at the windows of storesin other lines of 
apparel and see which you think will tempt the woman 
to spend her money most quickly. The answer is with 
you. 
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Now to go back to the millinery trade. The Summer 
Fashion Carnival of the Retail Millinery Association 
of American last week brought nearer to realization one 
of the cherished aims of that industry—a special type of 
millinery for each season of the year. They made a 
progressive step towards giving the merchant an op- 
portunity to sell new merchandise through the summer 
months and to make productive otherwise dull periods. 

It was acknowledged that a great stride had been 
taken on business on the year round bases. It was 
pointed out that if merchants of millinery would em- 
phasize for the next short season the polk bonnet effects 
of the sixties, that they would be fundamentally work- 
ing on the same program leaving to the individuality of 
each maker and merchant, the variation in minor de- 
signs etc. 

Isn’t there somethiag that the shoe trade can learn 
from a study of millinery? We are going to have some- 
thing more to say on the millinery proposition by ask- 
ing a representative millinery merchant to explain how 
he keeps up with the styles, sells a volume and is never 
stuck with dead ones. 


‘**Walk and Be Healthy” 


Touching upon the ““Walk and Be Healthy” cam- 
paign, the girls in the office of a certain concern have 
formed a walking club, and one evening each week the 
club walks five miles or more, for recreation. Besides, 
each member is expected to walk ten miles a week. 
Walking home from the office is one way of rolling up 
the mileage. 

The girl who formed the club never heard of the 
“Walk and Be Healthy” campaign. But she is fond of 
walking. 

Supposing that like walking clubs were formed in 
shoe and leather offices that are familiar with the 
* Walk and Be Healthy” campaign! Wouldn’t that be 
an example to set before the rest of the country? 








Two Errors Corrected 


In the page advertisement of the Triangle Shoe Co., 
in our issue of May 5, there appeared a description of 
the Sheba model, an all-over white kid style with cut- 
outs. The price was incorrectly given as $7.00 when it 
should have been $7.50. 

In the same issue, on page 78 a black satin slipper was 
pictured and credited to the Vanity Shoe Company. 
This should have been the Unity Shoe Company, of 
Brooklyn, N. Y. 





Strayer—Not Strager 


A typographical error appearing under one of the 
portrait cuts featured on Page 112 of our May 5 issue 
made it appear that the name of the president of the 
St. Louis Shoe Manufacturers’ and Wholesalers’ Asso- 
ciation was Charles Strager. This should have been 
Charles 8S. Strayer. Our apologies to Mr. Strayer. 
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Tanners’ Council Votes Big Sum for 
Research Work 


Will Build Building at University of Cincinnati; Leather Style Problems 
Discussed by George Miller at New York Meeting 


OTING of a fund of $110,000 for the construc- 

tion of a building for research work in hide tan- 

ning at the University of Cincinnati was the 
principal development of the spring meeting of the 
Tanners’ Council of America in New York last week. 
The voting of the money came after a long discussion 
by President F. C. Hicks of the University of Cincin- 
nati, Professor G. D. McLaughlin, who has had charge 
of hide research work there for some time under the 
auspices of the Tanners’ Council, and an eloquent plea 
by President Fraser M. Moffet of the Council. 

The meeting occupied the better portion of two days 
and was replete with interesting discussions, many of 
which were highly technical in nature, but of inestim- 
able value to the tanners present. 


Leather Accountants to Organize 


Plans also were laid for the establishment of a Leather 
Accountants’ Association within the Council. The 
organization meeting of this division will be held in 
New York on May 24. 

One of the big subjects discussed at the opening of 
the convention was that of advertising. The campaign 
of the American Sole and Leather Belting Tanners to 
preach that “‘Nothing Takes the Place of Leather” to 
American consumers was covered by James Wood, W. 
M. Armistead and 8. E. Peacock of the N. W. Ayer & 
Sons advertising agency which has undertaken the cam- 
paign, for which $300,000 will be spent over a period of 
three years. The campaign will run in national maga- 
zines having a combined circulation of 20,000,000. 


Contest to be Part of Advertising Campaign 


A prize contest, the details of which will soon be made 
known to the general public, is to form a part of the 
campaign. One hundred and sixteen prizes are to be 
offered for letters telling why nothing takes the place of 
leather. The first prize is to be $2,000. 

The subject of commercial arbitration also was 
covered at the meeting. President Moffat reviewed the 
work of the Council along these lines in his opening ad- 
dress and later an address on the subject was delivered 
by Theodore Kuper of the American Arbitration So- 
ciety. 


Style Control Discussed by George Miller 


George Miller of I. Miller & Sons, at one session 
spoke at some length on the style situation. He asserted 
that it was impossible for the shoe manufacturers to 


force styles upon American women and cited as evidence 
the spread of the colored kid style, which manufactur- 
ers believed would not be acceptable and for which no 
preparations had been made. Mr. Miller said that his 
concern made up a few pairs just for experiment and 
was surprised to find well dressed women of FifthAvenue 
buying the shoes. He declared that the colored kid skins 
are now difficult to obtain. 

On the Egyptian influence Mr. Miller asserted that 
some one is going to lose heavily on many of the poor 
Egyptian colored leathers now being produced. ““The 
American women, will not accept them,” he said. 


Danger Signals in the Business World 


Dr. H. Parker Willis, editor of the New York Journal 
of Commerce, addressed the tanners on the current busi- 
ness situation. He enumerated among the features in 
the present situation similar to those which brought 
about the slump three years ago, the rapid rise of prices 
which have culminated in values probably higher than 
the ability of the consumer to pay, the unequal rise in 
prices, the expansion of production and the tendency to 
duplicate orders. The latter, he asserted, was pariicu- 
larly noticeable in the building trades. Wage advances 
were also listed and he declared that these were leading 
to extremely narrow margins of profits on the part of 
manufacturers who are unable to advance the prices of 
their products still further. Among the dissimilarities he 
listed the export situation, in which we are now being 
paid for our exports, whereas in 1920 we had a huge 
trade balance, most of which was uncollectable. He also 
contrasted the lack of huge loans on commodity stocks 
at present, with the large volume of such loans three 
years ago, and contrasted the lax credit situation of 
1920, with the firm credit policies now existing. 

He lauded statistical work in associations and in the 
Tanners’ Council in particular. 


Business Policy Outlined 


A similar review of business conditions was furnished 
by Dr. B. M. Anderson, Jr., economist of the Chase 
National Bank, who in his address advocated the partic- 
ipation of the American Government in European 
affairs. At the close of his address he advised the busi- 
ness men to gauge production to fill current orders, to 
buy only sufficient raw materials to fill their orders, to 
keep a large margin of liquid capital in reserve and to 
avoid the increase of dividend payments out of current 
profits, but to turn surpluses into reserves. 
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KEWPIE TWINS 


REG. US. PAT. OFF. 








PRESENT 


“TUT-JUNIORS” 


IN STOCK 





The big advertisers throughout the coun- 
try are preaching about the tremendous 
selling power of making the appeal 
through the child to the parent. 


Dress a window with ““TUT-JUNIORS,”’ 
in their various leathers, then watch ’em 
go like those proverbial “shot cakes.” 


Write us for information regarding our 
new line of advertising novelties for the 
kiddies. PATTERN No. 26 


“A WORD TO THE WISE IS No. » ee eent benins Sue Seve. 
SUFFICIENT” 








Also Manufacturers of **NATIONAL PARK” Footwear 
Stock Department 


THE JUVENILE SHOE CORPORATION 


OF AMERICA 


CARTHAGE OS MISSOURI 


“The Quality is Higher than the Price”’ 








Dealer Influence is secured thru advertising in the Bo t and Shoe Recorder. 
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4 ae 











A visit to our SAMPLE ROOMS before or 
after your attending the Style Show will be 
convincing proof that we have a STYLE 
SHOW of our own at all times. 


‘*‘BABBIE’’ 


‘“‘RUD-O-PROCESS 
High Grade Flexible” 


Stock No. 272—Pat. Colt Pump as illus- 
trated 14-8 antes eee ae. ee “ $4. 50 
to D. Sizes 3 to 


Stock No. 280—As No. 272 in all Bright 

Red Kid 14-8 Junior heen —_ oe $5.50 

AtoD. Sizes 3 to7.. 
Stock No. 194—White Kid One Strap 2 
button pump 14-8 Junior Spanish, full 


Stock No. 279—As No. 280 with a 9-8 Sees 
~ $5.50 breasted covered heel. oa | turn. 
Cuban heel. Widths A to D. Sizes 3 to 7. . Widths A to D. Sizes 3 to7.- 


Bios Kid 1-8 June Spa rsh he i oe $5.50 
ue unior ni jee. it . 

- Stock No. 193—As No. 194 with an 8-8 
A to D. Sizes 3 to 7. block heel. Widths A to D. sizes 3 to 7 $5.00 


Stock No. 192—As No. 194 with a 16-8 


Stock No. 281—As No. 282 with a 9-8 
full breasted ish heel. French toe. .00 
Cuban heel. Widths A to D. Sizes 3 to7... $000 full breasted. Spenish heel - $5 


4 Nis ae) No. 280 in n hel $5 50 
reen unior Spank ee! , 
Stock No. 131—As No. 194 with a 10-8 
Witthe A co DD. Sisss 300 7. . Cuban heel. Widths A to D. Sizes 3to 7... $9.00 


Stock No. 286—As No. 283 with a 9-8 8 $5.50 
Cuban heel. Widths A to D. Sizes 3 to 7. . 


Bond ShoeE, 


Manufacturing ::: Wholesalers 


112 Reade St., 109-11-13 W. B’way, New York, N. Y. 
setuss Office Philadelphia Office Baltimore Office 
Blackstone Bidg., 345—5th Avenue 32 N. 3rd Street 100 N. Eutaw Street 
Cleveland Office, Old Arcade Bidg. 























Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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“Artin Shoes” 











JD NO) NO) NO) NO) NO) NO) NO) NW) 


“Personal Invitation” 







OU are cordially invited to visit our display 
in the Sample Parlors of The Hotel Penn- 
syluania, New York City, during the week 

of ‘‘The Brooklyn Style Show,” May 21st to 26th. 

The Hotel Pennsylvania is a short distance from 

The Hotel Commodore, which is the Headquarters 

of the Brooklyn Exhibit. 










Our Messrs W. T. Dickerson, Clay M. Herring, 
and Arthur La Bonte will welcome you. 















JOHN P. MURPHY 
New York Office: 
751 Marbridge Bldg. 
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‘‘Pritishu’’ 
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The P. Sulliban Company 


Makers of 
“PRETTY SHOES FOR WOMEN” 


Cincinnati, Ohio, G. &. GZ. 
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“Artin Shoes” 





Announcement 


FTER May 1st we will specialize and produce Goodyear Welt 
Shoes Exclusively. Style-Service-Delivery depend upon concen- 
tration on one particular process. Our ambition is— 

producing a “Sporty Line” of welt shoes for women—moderately 
priced. 


SALESMEN IN THEIR RESPECTIVE TERRITORIES 





The PB. Sullivan Company 


Makers of 
“PRETTY SHOES FOR WOMEN” 


Cincinnati, Ohio, G. &. G. 
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RIVALING THE 
RAINBOW 
WITH 
BEAUTIFUL 
COLORED y. 


The reasons why our shoes are so actively 
discussed by men who know novelty foot- 
wear are perfectly obvious. 


Their outstanding superiority in practi- 
cally every phase of manufacture have won 
them favor beyond that which ordinary 
shoes would receive. 


“Our Billie” 


This model made in our Haverhill Factory 
by 


TESSIER & BOWDOIN 


Samuel W. Feldstein & Co. 


127 Duane Street NEW YORK CITY 





“Shipments in a hurry— 
—Save customers much worry” 


“‘Walk and Be Healthy’’--in 


Trouser Crease Oxfords 


taking the country by storm! 


Style S-272—Tan 
on Junior Last 
C and D widths. 
PRICE — Gents’ 
9-13 44, $2.50: 
Youths’ 1-2, $2.85 


Style S-269 


Smoked, same as 
8-272 in Smoked 
Elk, same sizes and 
width, same price. 


Style S-374 Tan 

on Haig last B, C 

and D widths. 
PRICE 


Style S-379 


Black, same as 
8-374 in Black, 
same sizes and 
widths at same 
price. 


P 
Men’s, 6-11. .$4.85 


The demand is nation wide sweeping, and what is more, 
constantly growing. 

Men, boys, and. even little girls find this new model 
“*Just what I want.” J 

Stock these handsome crease vamp oxfords and you are 
in ey wonderful spring business. Unstocked, you are 
out of it. ° 


24 Hour Service 


We have stocked thousands of these “wonder sellers” 
in sizes for youngsters, boys, big boys and men, also 
on lasts suitable for girls. 

Be prepared. Stay prepared—to cash in. 


Your order today will be shipped tomorrow 











THE EXCELSIOR SHOE CO. 


PORTSMOUTH, OHIO 


Makers of Excelsior Medal Shoes for 
Boys and Young Men 








Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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MILWAUKEE 


Colored Footwear Selling Well 


Trend Is Toward Higher Grade Shoes—Popular Price Level 
Up at Least a Dollar 


OLORED footwear of every descrip- 

tion is favored by the Milwaukee 
shopper to a great extent at the present 
time, according to leading boot and shoe 
merchants. Sport oxfords and conservative 
footwear is enjoying a steady volume, 
whose strength is surprising in view of the 
decided trend toward the novelties. San- 
dals are selling well in all stores, but are 
finding stiff competition from the cut-out 
slipper, with slightly less ventilation that 
is afforded by the sandal. Merchants mark 
a trend toward buying of better shoes 
which has been discernible for the past 
several months but which has become pro- 
nounced only during the last few weeks. 
The popular price level in the average shoe 
store has increased at least one dollar in all 
cases, and as high as two dollars in some 
stores. 

Men’s Business Strong 


Merchants selling men’s shoes report 
that volume is once more entirely satis- 
factory, and that business is now at a de- 
cent figure. For a long period during this 
spring, buying of men’s shoes was very 
slow. Even at this time, with much im- 
provement noted, it has not shown an in- 
crease comparable with the stimulation 
noted in women’s footwear. Merchants 
however are entirely satisfied and feel that 
the approach of the sport season will bring 
a further increase. Oxfords are selling al- 
most to the exclusion of high cut footwear 
for men. 

Manufacture of footwear in Milwaukee 
and Wisconsin continues to be highly 
gratifying in volume, with many plants 
breaking production records in an effort to 
keep up with orders. Expansion of shoe 
manufacturing plants is indicated by the 
building reports from all parts of the state. 


Shoe Company Wins Suit 
Judgment for $72,774.24 against 542 de- 
fendents, a majority of whom are farmers 


in 40 Wisconsin counties, was handed 
down in circuit court in Milwaukee in the 
case of the Jung Shoe Company of Sheboy- 
gan, Wis., against the American Co-opera- 
tive association, which is now in the hands 
of a receiver. Suit was brought by the 
Jung Company asa result of business trans- 
actions with the concern before it was in- 
volved in bankruptcy court proceedings. 


Farmers On Speaking Program 


Marshfield merchants hereafter will get 
their information on farm conditions at 
first hand as a result of a decision of the 
local Chamber of Commerce to have sev- 
eral farmers speak at each future meeting. 

Business men will thus receive a true 
insight into conditions on the farm, and be 
given a glimpse of the merchandising at- 
titude of the real dirt farmer. 


Plants Favor Daylight Saving 


Although Milwaukee is officially com- 
mitted to a policy opposed to daylight 
saving, many of the most prominent manu- 
facturing firms in the city are planning to 
commence work one hour earlier and close 
accordingly. Among the shoe companies 
which are considering making the change 
are such concerns as Nunn, Bush & 
Weldon, Mayer Boot & Shoe Co., Weyen- 
berg Shoe Company, and the Pfister & 
Vogel Leather Company. Hosiery manu- 
facturers too, including the Holeproof 
Hosiery Company, and the Phoenix 
Hosiery Company, are at present unde- 
cided as to making a change. To all ap- 
pearances, Milwaukee this summer will 
have residential standard time, and com- 
mercial daylight saving time. 


Telephones Save Leather 


Telephones in Milwaukee save 500 
pairs of shoes a day, 2,000 shoe strings, 
1,500 pairs of socks and 225,000 hours of 
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time, according to a statistician of the 
Wisconsin Telephone Company. The es- 
timate is based on the calls received in 
Milwaukee, whose mileage is estimated at 
503,000. On the basis of one pair of shoes 
traveling 1,000 miles, the 500 pairs con- 
sumption figure isobtained. The shoe string 
sock and labor estimate is drawn up in the 
same manner. 


New Shop Opens 


A new type of shop was introduced to 
Milwaukee shoppers when the Diamond 
Mazur Shoe and Millinery Shop, catering 
exclusively to women, was opened on 
upper Third Street. The store contains 
both shoe and millinery departments, 
under control of the same proprietor. 


Plan Co-operative Advertising 


Merchants of Beaver Dam, Wis., are lay- 
ing plans for a big advertising campaign 
which will be subscribed to by practically 
every merchant in the city. J. A. Voll, of 
Minneapolis is in charge of the plan which 
is intended to be the forerunner of a big 
community sales day. 


Merchants Favor Change 


Discussion concerning present plans to 
change the names and street numbers of 
Milwaukee thoroughfares in accord with a 
system which would make for greater uni- 
formity is further cgntributed to by lead- 
ing merchants. Nat Stone, president of 
The Boston Store, and Oscar Greenwald 
vice-president of Gimbel Brothers and 
general manager of its Milwaul:ee store, 
are among the leaders in the mercantile 
field, who favor the change. 

Hosiery Company Plans 
Branch 


A new branch of the Bear Brand 
Hosiery Company of Chicago, will be 
opened soon at Horicon, Wis. The com- 
pany has taken over the building in that 
city formerly occupied by the Ripon Knit- 
ting Company, and will open a looping 
factory there. J. H. Kelly of Chicago, 
director general of Bear Brand enter- 
prises, installed the Horicon branch. The 
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company already operates plants at Wau- 
pun, Beaver Dam, Hartford, and other 
Wisconsin and Illinois-cities. 


New Addition to Hotel 


Shoe salesmen making southern Wis- 
eonsin, who were recently pleased by the 
opening of the magnificient Hotel Retlaw 
at Fond du Lac, Wis., will be glad to know 
that the immediate success with which the 
enterprise was greeted has prompted its 
owners to add an addition costing $250,000. 
The hotel is operated by Chris. Schroeder 
& Sons Company of Milwaukee, owners of 
the Hotels Wisconsin and Astor in that 


city. 


New Hosiery Company 
Formed 


The Art Hosiery Company, is the name 
of a new manufacturing concern organized 
at Kenosha, Wis., with capital stock of 

20,000. The new company is incorporated 
by Artie T. Rowe, Leon H. Bishop, and 
Stella Rowe. The plant of the concern 
which is already on a production basis is 
located on Market Street, but erection of a 
new factory building is contemplated. 


New Schedule in Effect 

Business men of Milwaukee will benefit 
greatly by the opening of the new service on 
the Milwaukee Northern Electric line be- 
tween Sheboygan and Milwaukee. The 
trip of 60 miles between the two cities can 
now be made in one hour and forty-three 
minutes. City officials of Sheboygan, Port 
Washington and Milwaukee, as well as 
company representatives were guests at 
the banquet held in Milwaukee in cele- 
bration of the opening of the new service. 

Travelers Name Head 

T. E. Prichard, Milwaukee, was elected 
president of the Wisconsin division of the 
Traveler’s Protective Association of Amer- 
ica, at its convention in the Hotel Pfister, 
Milwaukee. Among the directors of the 
organization for the next year is V. J. 
Schoenecker Jr. of the V. Schoenecker 
Boot & Shoe Co., and a past national 
president. 


Plan Fall Style Show 


Merchants of Appleton, Wis., are lay- 
ing plans for the fall style show which will 
be held in that city on September 20. The 
same merchants who participated in the 
highly successful spring festival will again 
take part. J. F. Bannister has been named 
director of the event, with H. C. Tunison 
as business manager. 


Merchants Elect President 


zs 

H. G. Quandt was elected president of 
the Stevens Point Retailers association at 
its annual meeting and banquet held in the 
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Hotel Whiting in that city. Hereafter the 
association will hold monthly meetings 
preceded by a dinner at the Whiting. An 
unusually comprehensive plan of action 
for the coming months will be drawn up by 
the association committees for presenta- 
tion at the next meeting. 


Civic Action Against Bill 
An idea of the extent of opposition to the 
“True Shoe’ bill in Wisconsin may be 


gleaned from the fact that certain civic 


associations in various parts of the state, 
have wired their protest on the bill to the 


State Capitol. The latest of these is the 


Watertown Business Men’s Association 
which wired Senator John C. Schmann 
and Senator Titus head of the committee 
hearing the bill, protesting against its en- 
actment into law. 


Rebuilds West Allis Store 


The West Allis Boot Shop, Greenfield 
Avenue, West Allis, suburb of Milwaukee, 
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which was seriously damaged by fire on 
April 3, is undergoing extensive recon- 
struction following a sale, and will reopen 
late this week with a new outfit of furni- 
ture and fixtures and a new stock. 


Jobbers to Invade North 


Announcement is made that the 
twentieth jobber’s tour of the Milwaukee 
Association of Commerce will start June 
11, and its itinerary will embrace cities in 
northern Wisconsin, Minnesota and Michi- 
gan. E. L. Philipp president of the asso- 
ciation and former governor of Wisconsin, 
will lead the tour which is intended to en- 
hance the value of Milwaukee as a jobbing 
and marketing center. 


Style Show Successf ul 


The latest in spring footwear was ex- 
hibited by the Kress Shoe Shop, 553 12th 
Street, Milwaukee, in the big fashion show 
given in the 12th and Walnut Street dis- 
trict theater, the Columbia. 





SALT LAKE CITY 


Cold Snap Holds Business Back 


Colored Suedes Lead Style Procession—Good Demand for 
Sandals—Patents Coming Back 


T has been quite cold for several days 
and this has had an adverse effect on 
shoe sales. Nevertheless, business is better 
than it was a year ago and had it not have 
been for the big turnover of a week or two 
ago, when the weather was warm and 
bright, merchants would doubtless have 
reported business as “Good,” instead of 
only ‘‘Fair.”” Manager Staiger of the Auer- 
bach shoe department says business in 
March was 40 per cent better than the 
same month last year. So far April shows a 
25 per cent gain. For the city as a whole, 
these figures may be a little too high, but 
every other store, with possibly one ex- 
ception, reports a nice gain. 


Colored Suedes Popular 


Jesse Thompson reports that colored 
suedes are leading the style procession in 
both straps and oxfords, oxfords being a 
little less popular than the pumps. Small 
tongues, Mr. Thompson said, were just 
acceptable. He thought, however, there 
would be some demand for them in the 
fall. The Hunter-Thompson firm is selling 
a lot of sandals right now to the girls of 
the flapper age. They are offering them in 
all colors. Mr. Thompson thinks there is a 
slight tendency to higher heels. The de- 
mand for white kids is increasing at this 
store. Brown kid leathers are also selling 
well. Patents are coming back according 
to several of the merchants. They have not 
been exactly dead here, of course, but the 
demand fell off some time ago. There is no 


doubt the coming season will see an un- 
usual demand for sandals, but at present 
only two stores are featuring them. Me- 
dium priced stores catering more or less 
exclusively to the woman’s trade are sell- 
ing a lot of low heel sport pumps and ox- 
fords. The Auerbach Company, which 
comes in the medium priced class, reports 
the demand to be for shoes costing from 
$5.85 to $7.85. 


Bolton Store Closed 


Art Bolton’s novelty shoe store on East 
Broadway has been closed. Mr. Bolton 
will probably go into the hat business with 
his sisters who have a store on the same 
street. At one time he was head of the 
Walker Bros. shoe department. He is one 
of the best-known younger shoe men in the 
city and one of the most experienced. 


Tiedemann Goes to L. A. 


Fred C. Tiedemann, local manager of 
the J. J. Fontius Company, has been 
transferred to Los Angeles. He will be 
succeeded by his former assistant, Andy 
Smith. Mr. Tiedemann was greatly liked 
by the shoe merchants of the city with 
whom he had always been on the best of 
terms. 


Salt Lake Notes 


Robert (Buster) O’Connell, local repre- 
sentative of the Brown Shoe Company is 
succeeded by D. F. Williams of Portland, 
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Ore. His headquarters will be at the Hotel 
Utah. 

The Schram-Johnson Drug Company 
has entered the slipper business. One of 
their windows has an attractive display of 
the boudoir variety. 

An amusing story is going the rounds 
showing how a local detective lost out 
because of his big shoes. The officer was 
out to catch a confidence man and all was 
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going along to perfection when the crook 
glanced at his newly-found chum’s shoes. 
He looked worried for a moment, then 
excused himself and would have fled had 
he heen allowed to do so. 

Tom Wise, local jobber and traveling 
man, has just been elected president of 
the T. P. A., succeeding A. H. Brown, 
local representative of the Peters Shoe 
Company, St. Louis. 





CINCINNATI 


Factory Output Increasing 


Quality and Workmanship Also Being Graded Up While 
Prices Generally Hold Firm 


HE Queen City as a shoe manufactur- 

ing center is now beginning to enjoy 
what appears to be one of the most pros- 
perous periods in its history. The factories 
here this spring have been operating with a 
consistency like unto the times before the 
war. Since the first of the year the city’s 
daily output has shown a steady increase. 
Of course such was to be expected follow- 
ing the curtailment of production as a 
result of the strike last year. However, the 
rapidity with which the manufacturers 
here placed their plants on a healthy pro- 
ducing basis, at the same time being able 
to bring about a very noticeable improve- 
ment in the quality and workmanship of 
their shoes, is indeed worthy of com- 
mendation. 

Retail merchants who have inspected 
the lines of samples now being shown by 
representatives from the local factories, 
are finding that Cincinnati is now turning 
out some of the finest shoes of the kind to 
be found in the country. The chief factor 
in this improvement is the betterment in 
the labor situation. Manufacturers here 
are now in a position to be more exacting 
as to the workmanship throughout the 
shoe. Another factor that is causing Cin- 
cinnati’s shoes to show up better is the 
use of finer grades of materials. At the 
same time prices in most lines have shown 
no material increase, except in the case of 
some of the newest styles wherein the 
cost of the pattern plays an important 
part. 

At Once Business Good 


During the past week the local factories 
have had very good bookings for at once 
business. A few orders for early fall are 
coming in, but the volume is not expected 
until next month. Some of the local fac- 
tories in order to keep pace with the de- 
mand for quick deliveries have estab- 
lished small fitting rooms in surrounding 
towns. This high style vogue which has 
penetrated every nook and corner of our 
country is expected to continue strong for 
some time to come by the Cincinnati 
manufacturers. They are adjusting their 
producing facilities accordingly. 


Retail Trade Brisk 


Business at the retail stores here has 
been exceptionally brisk during the first 
part of May. April as compared with the 
same month last year, on the whole, 
showed a decrease. This was due to the 
early Easter. The first four months of 
this year was just about equal the same 
period of 1922. 

Harry McLaughlin of the Potter Shoe 
Company states that they have found 
their business just as good as the weather, 
that when ever the weather is favorable 
their business has been good. Colored 
kids have been good sellers at Lotters, and 
Mr. McLaughlin is of the opinion that 
generally speaking retail merchants will 
be safe in playing them until June 15. At 
that time they should be pretty well 
cleaned out just as grays should be right 
now. 

It is the opinion of the buyers in Cin- 
cinnati’s larger shoe stores that the colored 
kid season is not going to affect the white 
shoe season to any noticeable degree. They 
believe that the majority of colored kid 
sales are extra pair sales. And when whites 
do get under way they state that they will 
sell best in all white patterns in the higher 
prices, and in colored trimmed patterns in 
the medium prices. The approach of 
warmer weather is causing a great deal 
more interest to be displayed in tennis, 
golf and in general outing shoes. The Pot- 


ter Shoe Company is preparing for a very 
good sport shoe season—sport shoe in the 
real sense of the word. 


As High as $20 


Mr. Vollrath, manager of the H. & S. 
Pogue shoe department finds that there is 
a strong and steady demand for high-grade 
turns in well finished footwear retailing 
from $12.50 to $20.00. He has done a tre- 
mendous business on a two strap pattern 
cut low on the sides with a strap up the 
center, carrying a medium Louis heel. 
This style has sold well in red, green, blue, 
black, white and field mouse kids. Fancy 
oxfords in beige and gray suede with 
plenty lattice work on the sides have also 
sold in volume at Pogue’s. Mr. Vollrath 
looks forward to a large white season. He 
is one among the Cincinnati shoe men who 
believe that the white shoe volume in the 
better grades will be in patterns of all 
white. 


To Specialize on Welts 


A definite step in the tendency towards 
specialization in the manufacture of shoes, 
with economy, quicker deliveries, finer 
workmanship, and a highclass style service 
from factory to dealer as the objective, 
marks the change of policy announced 
last week by The P. Sullivan Company 
when they stated in a folder mailed to the 
trade that beginning with the first of May 
their entire output wouid be devoted to the 
production of Goodyear welts. W. T. 
Dickerson, vice president of the Sullivan 
Company states that with changing mer- 
chandising conditions in the trade there is 
an urgent demand for speedy style service 
from factory to dealer, and explains that 
with their new one-process system their 
designers can handle the merchant’s order 
with less confusion and with greater 
promptness. He adds that all styles and 
patterns can be adapted with greater 
speed and accuracy to the one well-known 
process of manufacture, and thus a special 
style service is created. 

The P. Sullivan sales force left for their 
territories the first of May, highly enthu- 
siastic over their new line of sport shoe 
welts. 





ST. LOUIS 


Business on Firm Basis 


Reports from Leading Interests “‘Almost Unanimously Op- 
timistic’’ Says Federal Reserve Statement 


HE eighth District Federal Reserve 
Bank report on general business con- 
ditions, just issued, states that new high 
marks in business and production have 
been reached during the past thirty days. 
The report in part follows: 
“Reports from the leading interests 
covering general business in this district 


during the past thirty days are almost 
unanimously optimistic. Production of 
commodities as a whole maintained the 
high levels of the two or three months im- 
mediately preceding, and in a number of 
instances further gains were reported and 
new high records set. Distribution and 
consumption have kept full pace with 





production, manufacturers and whole- 
salers reporting unusually heavy shipments 
which in a large majority of cases were 
well in excess of the corresponding period 
of a year ago. At present there is little 
buying by retailers in excess of their actual 
requirements, speculative purchasing being 
almost entirely absent, while during the 
earlier period there was a disposition to 
accumulate heavy stocks and to pyramid 
orders so as to profit by price advances 
which it was believed were about to occur. 


Farmers Buying More Freely 


“The comment is made that a marked 
distinction exists between the situation 
now and that prevailing during the early 
months of 1920. In the country, retail 
distribution has been stimulated by the 
approach of the spring farming season, 
especially in the South where preparations 
are in progress for seeding cotton, corn and 
other crops. In the large cities the pur- 
chasing power of the public has been ma- 
terially augmented by universal employ- 
ment of labor of all descriptions. Govern- 
ment, State and private labor agency re- 
ports indicate an almost total absence of 
unemployment other than that of a volun- 
tary character. 

““The demand for clerical and shop work- 
ers has undergone distinct improvement 
during the past sixty days and there con- 
tinues a shortage of skilled and common 
labor in many of the principal industries. 
Scattered reports from the agricultural 
communities tell of a scarcity of farm help, 
the drain of workers from the country to 
the chief industrial centers being keenly 
felt. The trend of wages both in the city 
and country is still toward higher levels 
and several specific advances were re- 
ported in important groups. 


Price Trend Upward 


“While the general trend of commodity 
prices continues upward, changes during 
the period under review were less marked 
than earlier in the year and in a number of 
lines a more stable basis is in evidence. 
Further advances were noted in goods 
based on iron and steel and in the list of 
textiles there were upward revisions. Shoes 
hats and clothing remain very firm, but no 
changes worthy of note were recorded and 
the same was true of furniture, drugs, 
chemicals, groceries and stationary.” 

The part of the report devoted to the 
manufacturing of shoes has the following 
to say: 

“Sales of the 11 reporting interests in 
March were 18.5 per cent larger than for 
the corresponding month in 1922 and 
exceeded the February total by 17.6 per 
cent. While several manufacturers report 
minor advances on certain specialties 
there was no general price change during 
the period under review, but the trend of 
values is upward in sympathy with higher 
raw materials and labor costs. Factory 
operations range from 92 to 100 per cent 
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capacity and two manufacturers report a 
larger output in March than for any pre- 
vious month. The desire for extreme styles 
is stimulating the demand for women’s 
wear and as has been the case for the past 
several months there is almost limitless 
demand for men’s work shoes.” 


Big Demand for Colored Kid 


A review of the business conditions of 
the retail shoe trade during the past six 
days reveals a heavy demand for colored 
kid. The pressure of course is on the sandal 
patterns which have fairly flooded the 
retail shoe belt. This vogue has taken a 
firm grip in St. Louis and practically all 
stores have been exhausted of the wanted 
sizes and colors. The reds, blues and 
greens were the prominent colors featured 
and in most cases these have been the 
first to sell. From reports of retail shoe 
merchants good quantities were ordered 
and there are those who are hesitating 
about re-ordering in any volume. The 
flurry effected for the most part the popu- 
lar priced stores. 

It is in this class that the biggest clean- 
ups have been made. ‘The barefoot type 
which swung into such prominence last 
summer seems to hold its popularity. 
There are a few changes in the patterns, 
but little difference from those seen a year 
ago. This does not apply however to the 
material. Red has lead in point of sales, 
but many feel that this color will weaken 
by May 15. The greens and blues are ex- 
pected to hold stronger with not much 
upward trend after June 1. The colors 
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that are being touted as better for later 
selling are the champagne, field mouse, 
putty gray and a few other shades with 
unusual names. Gray has not passed out 
by a great many sales. One of the largest 
stores in the city reports a good demand 
for gray and all types of patterns. Pat- 
terns in colored kids other than the sandal 
type are being bought for mid-summer and 
early fall selling. This type of footwear is 
predicted to be the big bet for fall. The 
opinion is being backed with orders and 
prevails in a majority of the high-grade 
stores. Black satins continue to be good 
despite the trend for other new styles. 
The check-up of figures in one store proved 
it to be the leading seller. Sport oxfords and 
tan calf oxfords have tobogganed severe- 
ly and continue to slip. 


Swope Showing Bally Shoes 


Swope Shoe Company the ultra store 
of St. Louis is showing shoes made for 
them exclusively by Bally of Geneva, 
Switzerland. The shoes were suede, patent 
and white in a tongue effect pattern. 


Brauer Men Hold Conference 


Brauer Bros. Shoe Company announces 
that all of its salesmen have been called in 
for a big shoe convention to be held at the 
factory, May 14 and 15. The company has 
added quite a number of salesmen re- 
cently, and has enlarged the factory con- 
siderably to take care of the increasing 
demand for popular priced welts and 
McKays. 





CLEVELAND 


Retail Trade Increasing 


Sales of Sport Shoes and Sandal Types Responsible for 
Higher Totals; General Business Conditions Good 


HE week ending May 5 in Cleveland 

was marked by a slight increase in 
trade in the retail shoe stores. Sales of 
sports and sandals for out door wear are 
responsible largely for the increase. 

The weather also has had an excellent 
influence on patronage of the shoe stores. 
While the mornings were cool and over- 
coats were in order, yet the sun came out 
shortly before noon every day and chased 
away the chill in the air. 

The week was a delightful one for shop- 
ping and both men and women took ad- 
vantage of it. The stores report the greater 
part of the demand was for cut-outs and 
sandals, with the prospects for an extra 
good season on the latter. 


Patents Still Strong 


Patent leathers are still going very well 
and they seem to be coming into greater 
demand for dress wear, as well as for street 
use. The patent with combinations of gray 


and white are just now enjoying a run of 
popularity, although the black satin is 
nearly equally as popular. 

Merchants have been getting prepared 
for an excellent trade for Decoration Day 
wear, and the first signs of white shoes are 
to be seen in the show windows about the 
city, although the season is far too young 
for this class of shoes to sell well. 


General Business Good 


General business and industrial con- 
ditions in this city continue well and if 
these augur for the future trade should be 
good during the month of May. 

The factories closed the month of April 
with more men on their pay rolls than they 
had the previous month, while in many in- 
stances wages were raised quite appreciably. 
There are probably more men employed in 
this city’s industries today than at any 
other time in its entire history, not ex- 
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cepting the extraordinary days of the war. 
Wages are very good. 

The only cloud on the horizon is that of 
constantly advancing prices; this does not 
apply to the shoe industry, however. Many 
workmen complain that in spite of their 
high wages the cost of living leaves them 
nothing for purchasing articles outside of 
the barest necessity. 

But aside from this complaint every one 
and every actory and business house is 
apparently prospering. 


Urdang Recovers from Illness 


D. Urdang, who conducts a shoe store 
at Ea t 152nd Street and St. Clair Avenue, 
made his first appearance down town Fri- 
day May 3, after having been confined to 
his residence since January with a serious 
illness. 

Urdang is one of the best known and 
most beloved of the shoe merchants in this 
city, and his many friends are mighty 
glad to see him about again. 

Urdang has long been in the shoe busi- 
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ness in this city and speaking from ex- 
perience he stated that in his judgment we 
are in for a run of the present good busi- 
ness that will continue for some months. 
In his neighborhood the people are all work- 
ing and incomes are far beyond what they 
were in 1921 and up some over the rate 
last year. This raise in income is being re- 
flected in all the stores. 
Merchants Buying More 
Freely 


Mail orders are being received in a 
fairly steady flow by the representatives of 
shoe houses stationed permanently in this 
city. 

The orders are coming in from the small- 
er towns and cities in Northern Ohio, 
places that are visited infrequently. The 
orders that come in this manner are for 
small lots, fill-ins for models that were 
carried and have been exhausted. 

This method seems to indicate that the 
merchants are cautious and are waiting for 
developments as to styles that are going to 
be in demand on the largest scale. 





DETROIT 


Much Improvement in Business 


More Seasonable Weather Awaited with Optimistic 
Patience 


ETROIT retail shoe dealers report 

a very much more favorable 
business as April passes, although the 
weather is not at all propitious. Cold 
winds prevail, and while there has been 
little snow or rain the public is compelled 
to go around with winter wraps and 
even galoshes, at times. 

When a warm day does come the people 
respond to the offerings made by the 
merchants with exceptional vigor, so that 
there is a very optimistic outlook for the 
future. 

Business conditions in other lines 
continue to show improvements that 
point to better business in the future. 
Building operations in Detroit are boom- 
ing, indicating that the artisans in these 
trades will have steady employment and 
full pay envelopes. The March building 
permits totaled $16,809,235. Of this 
amount $9,622,815 is for dwellings that 
will house 2,673 additional families. 

Office and store buildings in process of 
building total more than 150 stories in 
height. Schools buildings will cost 
$3,171,500 this summer. 


Big Increase in Employment 


The general state of prosperity of the 
community is more perfectly indicated by 
the number of factory hands employed. 
March reports show that 222,450 factory 
hands were employed this year, nearly a 


hundred thousand more than a year ago 
for a similar period. 

With these facts in mind the shoe 
dealer is awaiting more favorable weather 
with optimistic patience, because he 
knows the season will be a good one when 
it opens. 

The lateness of the spring season is 
likely to shorten the season for selling 
whites. Merchants are waiting with 
anxious plans for pushing whites for the 
time when the people will be able to 
change from winter raiment to that of 
spring and summer. Many shoe dealers 
have planned for a big white season and 
will rush these lines to the fore just as 
soon as the weather will permit. 


Windows Gay with Colored Shoes 


Just how far the introduction of styles 
influenced by the Egyptian fad will affect 
regular business it is hard to predict with 
any degree of accuracy. Some merchants 
have made their bets on this fad, while 
others are playing safe awaiting develop- 
ments with just as small stocks as they 
can get away with. 

The windows are gay with red, green, 
blue and gray. Carl E. Schmidt’s 
Persian colors have made their appearance 
and when made up into shoes this leather 
is very attractive. Just why this mottled 
effect in beautifully blended colors should 
not prove as popular as brocaded effects in 
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satins would be hard to explain, and it is 
expected that there will be a good run on 
this leather. 

In men’s lines business is improving 
steadily. Light tan and Tony Red 
appear to be the popular shades, blacks 
holding a 50-50 position with these colors. 


New Department Opened 


. §-L. Bird & Sons have opened a women’s 
department in their new store at Wood- 
ward and the Grand Boulevard. This 
department is located in the basement, 
the shelving and fixtures being finished in 
French Gray. It is well lighted with a 
number of bowls at the ceiling, which are 
finished with gray decorations to match 
the color scheme of the department. The 
floor is covered with a gray rug with a 
black border. 

Across one end of the department is a 
hosiery cabinet having glass-front drawers 
exposing all the stock to view. An all-glass 
counter case in front of the cabinet is 
used for showing combination displays of 
shoes and hosiery, buckles, etc. 

A men’s department has also been 
installed on the main floor. 


Store for Men Opened 


J. W. Smith, formerly manager of the 
Bilt-Well stores in Detroit has opened a 
men’s store on Cadillac Square, where his 
own brand of footwear is being sold under 
the name, Smith’s Foot-Bridge Shoes. 
A. H. Neubert is in charge. 

Mr. Smith is opening another store on 
State Street, in the new Book Building, 
early in May, where both men’s and 
women’s lines will be handled. 


Health Exposition Planned 


For the purpose of inspiring community 
effort towards a healthier, happier Detroit, 
the Wayne County Medical Society, 
backed by over one hundred civic, social, 
educational, therapeutic and business 
organizations is putting on a_ health 
exposition, June 5 to 16, inclusive. Shoe 
dealers having corrective shoe depart- 
ments have been asked to exhibit their 
wares at this exposition. 


To Keep Golf School Open 


The Golf School at R. H. Fyfe & Co's, 
will be open all summer to meet a demand 
from patrons. The expenditures for this 
Golf Course have been amply justified in 
many ways, according to Steven J. Jay, 
manager of the men’s shoe department. 
He states that this School has not only 
sold sports shoes but has been the means 
of introducing many new and valuable 
customers for all lines to the store. 
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DENVER 


April Shows a Real Boom 


Moisture Arrives Just in Time to Save Colorado Crops and 
Business Tone Better as a Result 


N April 22 a good sized snow storm 

visited Colorado and Wyoming bring- 
ing with it a lot of much-needed moisture. 
The ground has been very dry in this sec- 
tion due to the warm summer-like winter 
that Colorado has enjoyed, and the farm- 
ers knew that if moisture did not fall dur- 
ing April the chance of much of a farm 
crop was very small. This fact has served 
to hold back business to some extent. 
Now, however, enough moisture has fallen 
and the farm crop outlook is again bright. 
This is serving to speed up business in all 
lines. The retail shoe merchant is receiving 
his share of the better business. 


Spring Footwear Sales Good 


Denver retail shoe merchants report the 
sale of spring footwear good, especially in 
women’s footwear. During the past week 
the Fontius Shoe Company has enjoyed a 
good business in their Kidskin sandals, 
which are manufactured by I. Miller. The 
sandals are being shown at the Fontius 
store in red, green, blue, pink, mountain 
haze and egg plant colors and are retailing 
at $15. 

The Broadhurst-Young Shoe Company 
has been featuring bright colors in wom- 
en’s footwear of late. They called special 
attention last week to the New York san- 
dal, a Lamont style in patent leather at 
$12 and in red or green kid at $15. 

The Weaver store, 912 Sixteenth Street, 
has received a new shipment of spring 
shoes and are calling attention to the 
modern lasts with braided vamps. 


Denver to Hold Pageant 


This summer Denver will stage one of 
the biggest events of the kind ever held in 
this country. It will be known as the 
Colorado Pageant of Progress. The event 
will be held July 2 to 15 on a 300-acre 
track of ground near the city. The grounds 
will be enclosed and on the inside will be 


featured all manner of entertainment, 
including the acting out of the history of 
the state. Industrial exhibits will be a part 
of the event. Among the Denver firms 
that have made the event possible are the 
following shoe concerns: Broadhurst- 
Young Shoe Company and Michaelson 
Brothers. 


G. & G. Stock Sold 


The G. & G. Shoe Store, 538 Sixteenth 
Street, this city, has gone out of business. 
The firm had been holding a quitting- 
business sale for some little time and last 
week the Golden Eagle department store 
of Denver purchased the remaining stock 
of the shoe firm and is at the present time 
selling out the shoes. The G. & G. Shoe 
Store was exclusive Denver agents for the 
Regal shoes. The firm had to give up its 
location as the Fontius Shoe Company will 
tear down the building and erect its new 
store on the corner. The G. & G. people 
could not find another suitable location 
and so decided to quit business in Denver. 


Store Suffers from Fire 


The Lober shoe store at 722 Fifteenth 
Street, this city, recently suffered from a 
fire, which, while not a fire great enough to 
put the firm out of business, was bad 
enough to slightly damage the store’s 
stock of shoes and cause it to be closed 
several days. It is open again now, how- 
ever, and is selling out its stock of damaged 
shoes consisting of a $50,000 stock. J. N. 
Lorber is proprietor. . 


Larkin Visits Southern 
Colorado 
William A. Larkin, of Boston and a 
representative of the Stacy-Adams Shoe 
Company, was a recent business visitor in 
Trinidad and other southern Colorado 
cities. 





SAN FRANCISCO 
John Slater to Head Westward 


Will Be Honor Guest at California Convention in June; 


‘ 


Slater, President of the National 
Association will attend the annual con- 
vention of the California Shoe Retailers’ 
Association which ‘opens in the Palace 
Hotel, San Francisco, June 11. Mr. Slater 
stated that he planned to come in a tele- 


J rr~ big news this week is that John 


Open Forum Discussions Planned 


gram received recently by Max Sommer, 
chairman of the program committee. The 
news has given great satisfaction to all the 
officers of the Association. Max Sommer is 
planning to have some other excellent 
talent, in the way of speakers, on the pro- 
gram. 
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The program of the Convention is being 
prepared on the Open Forum idea, and 
the evenings will be devoted to various 
special features which promise to add 
much to the interest of the Convention. 
On the opening night Monday, June 11, 
there will be a style show in the ball room 
at the Palace Hotel. Live models will feat- 
ure the latest styles in footwear. Every 
exhibitor will have one or more pairs of 
shoes displayed. J. G. Rogers, chairman 
of the Style Show committee, speaking of 
this display, said that it would be es- 
pecially valuable to out-of-town retailers, 
in enabling them to see the latest styles. 
Mr. Rogers vouched for the models being 
up to San Francisco’s reputation for 
smartness and pulchritude. 

Tuesday, June 12 will be the shoe clerks’ 
night, when the clerks will meet and be 
entertained by the merchants. 

On Wednesday evening, the traveling 
salesmen will do the entertaining and the 
shoe retailers will be their guests. Thurs- 
day, the closing night, will be devoted to 
a banquet. 


Walk-Over Executive a 
Visitor 

H. A. Workman, District Manager for a 
large territory of the Walk-Over, was in 
San Francisco for the opening of the hand- 
some new Walk-Over shoe store, 844 
Market Street. The event took place on 
April 20, and its success and the fact that 
the big new store opened on time were 
largely due to the energy and vim of Mr. 
Workman acting in conjunction with C. 
W. Hubbard, H. B. Cromwall and F. 0. 
Greenlee, all of the Walk-Over. The store 
at 214 Post Street had disposed of its stock 
and is now closed, all the stock in the lat- 
est addition to the Walk-Over family 
being new and up-to-date. The new es- 
tablishment, which consists of two stores 
thrown into one, has the well-known 
Walk-Over arch at the main entrance. 
The offices are on the mezzanine floor and 
there is very ample space for both the 
men’s and the women’s departments on 
the main floor. A mezzanine gallery adds 
to the ease with which clerks handle 
stock. Like the other wood work, this is of 
American walnut. The large, handsome 
windows are finished outside in colored 
tiles, in the well-known Walk-Over style 
and the wood work and mirrors are hand- 
some and attractive. Good business is 
reported from the opening day. 


Sommer & Kaufman Plan 
Store Changes 

No slight changes are being planned in 
the big store of Summer & Kaufman on 
Market Street and Ellis. According to 
Max Sommer, the whole store will be 
reconstructed. A restaurant on Ellis Street 
will be torn down and added to the al- 
ready large Sommer & Kaufman establish- 
ment and new fronts will be built, both on 
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Market and on Ellis Streets. Plans are now 
being considered and work will begin 
shortly. 


“ Safety-Last’’ a Catchword 


A clever play on the word “‘last’”’ is 
contained in a large window of men’s shoes 
at the Frank Werner store. There is a 
photograph of a moving picture star, 
playing at a local theater in “Safety Last.” 
This star wears a pair of Werner’s Not-a- 
Corn shoes, and is apostrophising his foot- 
wear as having been made on a “Safety 
Last” —the last being the one used for 
making the shoes. The other window is 
largely devoted to colored shoes for women 
and both have side drapes of pink and blue 
silk, in the side cases which have the doors 
open and concealed by the drapes. In- 
terior lighting adds to the effect. 

Seventy-five thousand sheets of roto- 
gravure, showing views of San Francisco 
and advertising Gallenkamp’s $5 shoes, 
have been sent out by that firm, through- 
out California. This has led to many mail 
orders, according to M. H. Semmons, 
manager of the Gallenkamp store on Mar- 
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ket, near Grand Avenue. The excellence 
of the pictures is causing people to send 
the sheets to their friends in the East. 
Seventy-five thousand more are to be 
distributed. 


Bright Colors Selling 


All the leading boot and shoe stores re- 
port a brisk demand for rainbow-hued 
sandals, King Tuts, and other shoes of the 
Pharaoh’s footwear type. Many are al- 
ready being worn for dancing occasions. 
Those with boxwood heels are being pur- 
chased for wear with sport clothes, vivid 
lipstick reds and pea greens being the 
favorite colors, with mountain mist, tony 
red and lighter shades of tan very popular 
also. All the dealers agree that these will 
soon be worn on the downtown streets, 
but so far the vogue has not apparently 
begun, fot grays, tans and mixed effects 
are seen on every hand, but at this writing, 
nothing more gay. Men are calling for a 
lighter style of shoe, mostly in tony red 
and the lighter shades of tan. They seem 
to be getting away from the brogan type 
of footwear. 





DES MOINES 


Warm Weather Brings Better Volume 


Bright Colored Shoes in Demand Among Women; Sandals 
Selling Well 


HE past two weeks have seen the be- 

ginning of the first real warm weather 
Des Moines had seen this spring. With it 
has come a steady and profitable volume 
of retail shoe buying. There has been no 
attempt whatever at price cutting to stim- 
ulate the rather slow early sales which 
were due to cold weather. A noticeable 
tendency on the part of women has im- 
pressed the local shoe men in the demand 
among women for the better quality shoes 
and their willingness to pay from $9 to $12 
for them. 

Those stores specializing largely on 
women’s novelties have stocked and are 
selling in large volumes kid sandals in 
colors of green, red, orchid, blue and sand 
color combinations. The most popular 
color in all lines of women’s footwear seems 
to be sand color. The softer or pastel tones 
are meeting with a more cordial reception 
than the more brilliant primary colors ex- 
cept where the primary colors are in com- 
bination with softer shades. The Arant 
Shoe Company reported the sale of 50 
pairs of a single model of these sandals on 

ast Saturday. 


A Novelty Fitting Bench 


The newest thing in the city and the 
only one of its kind here is a very clever 
novelty for seating children while fitting 
them. The novelty consists of a stationary 


merry-go-round on which there are six 
chairs. These chairs are shaped like various 
animals. The new device is both attractive 
and practical and is drawing the children’s 
business. 


Utica Store to Have Shoe 
Department 


The Utica Clothing Company who have 
been occupying the first and second floors 
of their five story building have just com- 
pleted plans to take over the use of the 
entire building. It is the present plan of the 
management to have a shoe department 
which they are leasing to an outside com- 
pany. All new departments are expected to 
be in shape about the 15 of September. 


Buyer Makes Up Own Styles 


John Corcoran, buyer of the Panor 
Stores Inc., said, ““The outstanding style of 
the season so far is the sandal. All bright 
colors in this are selling well. I am making 
up cut-outs patterns and straps according 
to my own ideas and then having them 
made to order. All of my models are of the 
better grade novelties which sell at from 
eight to twelve dollars fifty cents.” 


New Shoe Department Opens 


The Frankel Clothing Company at 513 
Walnut Street this week May 1, opened a 
men’s shoe department which now makes 
it possible for a man to be completely out- 
fitted from head to foot within the one 
store. The adjoining storeroom to the west 
has been remodeled and the wall torn out 
that once separated the two stores which 
makes the present storeroom the largest of 
its kind in the city. 

The new shoe department has the ex- 
clusive agency for Selzshoesin Des Moines. 
They are also selling the Nettleton shoe. 

The new department has been com- 
pletely outfitted with the most modern and 
up to date fixtures. 





COLUMBUS 
Columbus Merchants Elect Leaders 


Another Development the Opening of Handsome New Shoe 
Department in Big Department Store 


T the annual election of officers of 

the Columbus Retail Shoe Dealer’s 
Association held the past week, the fol- 
lowing well known men were selected to 
lead the organization through the coming 
year: 

Harry Zavits, of The Petot Shoe Com- 
pany, president; William (Bill) Harding of 
Dun!aps, vice-president; Harry Pepple of 
The A. E. Pitts Company, secretary, and 
George W. Hackenberg, of The Boston, 
re-elected treasurer. All these men have 
had experience as executives and no doubt 
will bring to this organization continued 
success. 


Shukraft Production Increase 


The Shukraft Company is now working 
on a greatly increased production basis, 


since the management of this company 
has been assumed by Mr. Cahill. The pro- 
duction has been about doubled and will 
continue to increase, according to the 
orders that are being received from the 
salesmen. Many new styles are being added 
to the line and are meeting with success, 
judging by the sales records. All the other 
plants in the city are now working on a 
greatly increased production basis, and 
will continue to do so for several months 
to come with the orders that are now on 
file for delivery. 


“Dusty” Rhodes at It Again 

Harlan A. “Dusty” Rhodes, covering 
Indiana for Julian & Kokenge Co., of 
Cincinnati, Ohio, is now out with his new 
line of samples. 
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A Quartet of Money 
Makers for Fall! 


In the factories of the Val Duttenhofer 
Sons Company, things have been hap- 
pening swiftly of late! 


i 
wy 


= 


<= 
it 


i355 


E 


r 
1 
eS 


No. 679 


—s 
> \h" 
=n 


Vi 
Ne. 


Marvelous patterns have been designed 
and light, airy imitation turns are feat- 
ured in the most extreme fashions! 


Mannish Oxford reflecting the 
prevailing Egyptian inflluence 
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Smart walking welts at popular prices 
are offered from our BUFFALO factory! 
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“ARCH PROTECTOR” shoes are in- 
creasing business for every retailer who 
has the agency! 
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The Duttenhofer lines are the greatest 
money making lines in the shoe business! 
More Style! More Value! 
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Another effective Egyptian mode 
in semi-mannish Oxford 
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WRITE or WIRE for the line at once! 
Salesmen on the road for Fall! 
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ESTABLISHED 1888 


Cincinnati 


~RANCH OF THE UNITED STATES SHOE CO. 
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AKS shoes are a perfect example of art in foot- 
wear design—distinctive creations. Taste and 
quality in the selection of materials and trim- 

mings, beauty in workmanship and finish, are nowhere 
more in evidence. 


Our new models are striking examples of our policy— 
to make shoes more beautiful, more artistic and still 
retain the fitting, wearing and comfort-giving quali- 
ties for which SAKS shoes are noted. 





Attention is called to the novel creations as illustrated 
in this advertisement. They are numbers that -will 
yield large sales at a satisfying profit. 


It will pay you to look over our line when in New he ee 
York for the Brooklyn Style Show, Hotel Com- Seid mons with 


modore, May 21st to 24th. ming, 15-8 spanish 


Our representative, Mr. A. C. Stewart, Jr., who is 
now covering the South, will be present to welcome 
you at our showrooms during the show. 


PHAROAH 


Combination of 
white kid wi 

kid trimming, 12-8 
cuban heel. 


NEW YORK OFFICE: 


Marbridge Building, Room 512 
Tel: Fitzroy 3722 


SAKS SHOE CO. 


54 Classon Ave., Cor. Flushing Ave. 
Brooklyn, N. Y. 


Tel: Williamsburg 5124 


Established 1895 


somsstetsieeedieencesnseasinetsiwtetes uss eeioeatesieaseshaenenserenteerttartsiesneieee eee ee 
z 


uu) 





BOOT AND SHOE RECORDER May 12, 1923 


bis Keep the Slenclor Qukle Iu Fashion 





The woman with slender ankles and narrow 
heels has been accorded special attention by the 
designers of Rickard Welts. No fair wearer of 
‘Snug Heel Fit’’ oxfords will ever be annoyed 
by an unsightly bulge around the ankle and 
heel so commonly found in ordinary oxfords. 


The qualities of trimness and perfect fit are 
scientifically built in, to endure throughout the 
lifetime of the shoes. 


To fit perfectly the most “‘difficult’’ customer, 
to win the enthusiasm of the most fastidious, 
there is a magic-working formula—‘Snug Heel 
Fit.” 
THE RICKARD SHOE COMPANY 
HAVERHILL, MASSACHUSETTS 


Complete line of Rickard Welts on 
display at New York Office, 562 
Fifth Avenue (I. Miller Bldg.,) 
Room 401. 








Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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The 
*“‘Snug Heel Fit’’ Oxford 


In Stock 
Ready for immediate delivery. 


Selected Black Kid . . $5.35 
Selected Brown Kid . $5.95 


Widths AAA-D 


Terms 2% 10 days—net 30 days. 


*Snug Heel Fit is an exclusive trade 
name of the Rickard Shoe Company 
application pending. 


Ay 


Dealer influence is secured thru advertising in the Boot and Shoe Recorder. 
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Less 2%, 10 Days 


Stock No. 450 


Black Ivory Kip 
Widths A to D 


IN STOCK JUNE. Ist 


The latest addition to our line and the season’s 
most popular style will be in stock for immediate 
delivery June Ist. 


We suggest placing your order early as the demand 
will be tremendous. 


Better Quality Better Styles Lower Prices 


FREEMAN SHOE MFG. CO. 


BELOIT 32 WISCONSIN 

















Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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MASTERPIECES BY THE 


MACKIE Y SHOE CO., Inc. 
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“CORDULA”’ 











The turn of today is towards style containing originality, 
good shoemaking and speedy selling-power. 

These three profitable virtues in fine footwear are revealed 
in the Cordula. This pattern is red kid and patent—or other 
combination selected by you—gives every woman in your town 
the great thrill of wanting to possess a pair. It is exclusive— 
you can also be exclusive by ordering quickly. 


Mackey SAVE COMPANY osecssrecon 


Sales Office a 
21 Hopkins St 


526 Marbridge Bidg. € > ’ 
New York The World Turns Zouerdl Qf) these Brookiyn Mesterhurns anise 
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SURE 
SELLERS 
FOR FALL! 


Gres’ effects in hand turns, the 
last word in ultra smart footwear!!! 


¥ Fancy turns, light and airy 
““Gypsy’”’ effect—beautiful ‘ delightful combinations correct 
in line and proportion (eau . styles for every occasion patterns 
3 only master designers can produce! 


MANNISH OXFORDS 
FOR FALL! 
“COBBIE’S”’ “TUT’’ Styles have 


“Vim and Go.” Mannish welts with 
new ideas in fancy stiched uppers 
with a note of daring boldly expressed! 


Agencies going fast! Wire immedi- 
ately for Salesman! 


C She Robert Wise 
Company 


Cincinnati 


BRANCH OF THE UNITED STATES SHOE CO. 
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One of the daring modes 
in ‘“‘COBBIE’S”’ mannish 
Oxfords. 
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SCHMIDTS GOLF GRAIN~. 
tanned for comfort ~ a timely addition to the 
style element of men’s and womens fine shoes 
CARL E SCHMIDT & CO Inc 
et et> DETROIT MICHIGAN ep fo 
Tanners of the Schmidt Calf Leathers 
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ne SCHMIDT CALF LEATHERS 
are produced in Smooth, Tine Box, 
€xic and Golf Grain for refinement 
and variety in Sport and Street Shoes 
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“PRS BEOs 6 ~ CARL E SCHMIDT & CO Inc 


Tanners of the Schmidt Calf Leathers 
DETROIT MICHIGAN # BOSTON MASS 
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Turnover Talks 


Another fine and saleable type for men’s business or general wear, 
particularly in late Summer or Fall. A shoe that will move quickly 
and steadily out of inventory. Built up to the usual BRENNAN 
High Standard of Quality—containing a “snap and go” that wins 
immediate consumer acceptance. Priced within reason to make 
every Sale profitable to you and economical to your customers. 


Now is the time to anticipate your requirements for 
Summer and Fall. Be ready with this brisk seller 


Gallun’s No. 23 Russia Calf—Square Wave Oxford, 
Haig Last—Perforated Vamp, Tip, Lace Stay & Quar- 
ter, Overweight Single Sole, Wingfoot Rubber Heel. 


BOSTON OFFICE Manufacturers of 


— ioe o Fane setOce 


NEW YORK OFFICE SHOES FOR YOUNG MEN 
BASESSS SULDENS AND MEN WHO KEEP YOUNG 


Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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“MILDRED” 


Last 160. 17-8 
Spanish 

French toe. 

be made in 
colors, and various 
other toes. 


/ HE reason why LeMar shoes 
make money for so many 

merchants is because all that 
is best in style development is 
condensed into snappy novelty foot- 
wear. There is not a shoe in our 
line which will not turn quickly. 
Every number can be counted as a 
liquid asset the minute it enters 
your store. So finely-fashioned, 
so appealing are our novel effects, 
that women turn to them decisively. 
With little effort, sale follows upon 
sale. If you desire to secure the 
most profitable portion of the 
women’s business in your com- 
munity, start in right with a window 
display of LeMar shoes. 


NOT CARRIED IN STOCK 


THREE TO FOUR WEEKS’ DELIVERY 
SAMPLES OF THIS AND OTHER MODELS 


OF OUR LINE SUBMITTED 
UPON REQUEST 


Ready May 10 














351-353 Jay St. 





Factory and Sales Rooms 
Brooklyn, N. Y. 
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Built and put in stock to meet the 
big demand for lighter tan leather in 
men’s shoes. This oxford is distinc- 
tively Stetson,—is made from Tan 
Casca Calf over the Frat last, a new 
and dignified shape,—and, with its 
companion, Style -24R, made from 
Black Casca, will be ready May 10. 


Dept. 5’s desire to render efficient 
In-Stock service at all times is ex- 
emplified by the addition, in mid- 
season, of these two new models. 
During the rush of spring and sum- 
mer business, Dept. 5 will be kept 
ready to fill all orders with the least 
possible delay. Get into the habit of 
calling on Dept. 5 for your sizing-in 
orders. 


Send for Stock Book 32R 


Chie 
Stetson Shoe Co. 


Incorporated 
South Weymouth, Mass. 


Boston New York Chicago 


an 
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Stock Style 350 


Patent Tut Sandel. Sally Last. 
8-8 Heel. AA-D 


Price $5.00 


Stock Style 352 
Same Style in White Nubuck 
AA-D 


Price $5.25 


Fa 


Stock Style 642 


Burk'’s Black Kid One-Strap 
Pump, Egg Ball Shank, Phyllis 
Last, iis Heel, AAA-D 


Price $6.00 


Stock Style 643 
Same in New Castle Brown Kid 
Price $6.50 


Stock Style 302 


Black Calf Oxford. Tailor 
Stitched. Sally Last, 8-8 Heel. 
Rubber Top Lift. AA-D 


Price $5.00 


No. 301—Same in Victoria 
Brown Calf 


Price $5.00 


SONI III 


A Mark of Quality 


Everything that’s stylish is 
in our line. Sport shoes, one 
straps,’two straps, oxfords and 
the special pattern—Egyptian 
effect—which is exceeding the 


spéed limit as a seller. 


For® quick¥turnover concen- 
trate your buying on the 
C. & M. line. The wise ones 
are satisfied that better welts 
for women haven't been made. 
Lookfon this advertisement as 
a page from a catalogue and 
order today. 


ALL STYLES READY-TO-SHIP 
AT ONCE 


Stock No. 351 


Elk “Tut” 
Last, 8-8 Heel, 


Price $5.00 


Sandal 


Coffee 
AA-D 


Sally 


High Grade Welt Footwear for Women 


We Use Only Combination Lasts and 
Can Assure You of Perfect Fitting Shoes 


F 


Stock Style 621 
Patent One-Strap 
Phyllis Last, 14-8 Heel. vv 
Price $5.00 
No. 622—Same in Black Sur- 
pass Kid 
Price $5.00 


Stock Style 120 


Sunset Brown Calf Sport 
Oxford, Clico Crepe Rubber 
“ole, Spring vv be rencls Last. 


peas ane 


Stock Style 623 


feeont Leather Two-Strap 
mp, Goodyear Welt, Phyllis 
Last, 14-8 Heel, AA-D 
Price $5.25 


Stock Style 624 


Same as above in Surpass 
Black Kid 


Price $5.25 


CROOKER & MORSE, Inc., Bridgewater, Mass. 


Boston Sample Room, 183 Essex Street, Room 501 
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The Well-Dressed Young Men Demand Them 


Plain Toes In Lighter Colors 
and Blacks 


No. 300—Black Eric Calf, Plain Toe Oxford, Trouser Crease 
Vamp, Scot last, Plump Leather Soles, one-half 


Rubber Heels. 
B wide—Sizes 7 to 11 C & D—Sizes 6 to 10 


No. 350—No. 36 Colored Calf—The Season's most popular 
color—Trouser Crease Vamp, Scot Last, Plump 
Leather Soles, one-half Rubber Heels. 
B wide—Sizes 7 to 11 C & D—Sizes 6 to 10 





IN STOCK 
NOW 





Less than 12 pairs, extra 
charge 35 cents per pair 











The Preston B. Keith Shoe Co. 


Campello Station 


Price $5.35 Brockton, Mass. 














LINE RIGHT 
PRICES RIGHT — 
YOUR OPPORTUNITY 


These comfort shoes are made by 
skilled workmen, under pleasant 
conditions. Only dependable ma- 
terials are used. The prices enable 
you to make money. 


Kid Oxford. be ray ry. = and Soak 
Lining, 9-8 Wingic Dict Rubber Heel, B to E 











as 


No. 142—$2 
Kid Blucher Oxford, o— Plas 
and Sock Lining, 12-8 Wingfoot 
Heel, C, D. E 


Quareer 


Rubber 


21 Women's 
Styles 


In Stock RAYMOND 


The three numbers shown make up a 
wonderful opportunity for you. At 
present, these particular types are sell- 
ing everywhere. 

Our complete line contains many more 
excellent numbers. Let us send you our 
In Stock Catalog. 


MISTWOLD COMFORT SHOE CO. 


- NEW HAMPSHIRE 


No. 141—$2.85 
Kid 7 Inch Medium Toe Polish, 12-8 Wingfoot 
Rubber Heel, a D, E. 


44—$2.40 
Kid Oxford aan = Quarter and Sock 
Lining, 12-8 Wingfoot Rubber Heel, B to E. 


8 Men's 
Slippers 
In Stock 
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POPULAR STYLES 


To Retail at $5 and $6 


TWO ATTRACI.VE SANDALS 
ON OUR NEW LAST. 


ANT 9 





These Sandals made also in 
Russia Calf -- White Kid 
and Colored Bucks. 








No. 602 — Pat. Leather Sandal, 127 Last, No. 601 — Pat. Leather Sandal, 127 Last, 
8-8 heel. Wingfoot Rubber Toplift. 8-8 heel. Wingfoot Rubber Toplift. 


JOHNSON BROS. SHOE MFG. CO. 


HALLOWELL MAINE : 
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COLOR 22—SMOOTH 


A lighter wood brown shade which 
advance orders indicate will go 
big next fall. 


Another of that famous WILO 
family that renders noticeably bet- 
ter value in medium priced shoes. 


C. D. Kepner Leather Co. 


139 South Street, Boston, Mass. 
10 Spruce Street, New York 
308 Leather Trades Bldg., St. Louis, Mo. 














WHITE POLAR KLOTH Quickandsuresellersfrom | 
ONE STRAPS now until September 


Less than four pairs OC 
25 cents service charge IN ST K Terms 5% 10 days 


** Mertie”’ 





B-670 — White Polar Kloth One Strap, White B-770—White Polar Kloth One Strap, White B-780—White Polar Kloth One Strap, White 
Kid Collar, White Polar Kloth Inlay, 20 Last, Kid Front Strap and Girdle, 4 cut outs in a ‘w Strap and Girdle, 4 cut outs in 
14-8 Spanish Louis Heel. AA, A, B, c D .$4.00 gr. 15 Last, 12-8 Cuban Heel. AS, 3 ? P aes 14-8 Spanish Louis ew 


A GOOD WHOLESOME LINE 


GEO. H. LEWIS, Southern Representative. E. J. WILLIAMS, 189 West Madison Street, Chicago, Ill. 
GE NE RIC KER, Boston Office, 183 Essex Street. LYMAN W. STOC KBRIDGE, New England. 


Factory: COLLINS & STAPLES 


118 Phoenix Row HAVERHILL, MASS. 
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Ligh Grade Shoe &) 


IN STOCK 


























There Are Sales Opportunities Little Dreamed Of 
With These Styles In Your Stock 


All visiting shoe buyers in New York are invited to make our New York City office,*755 Marbridge Building, 
their headquarters during their stay. Messrs. R. P. Whitman and Ben Goldstein in charge. 


WHITMAN & KEITH CO. 


BROCKTON (CAMPELLO STATION) MASS. 
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THE PRODUCT OF EXPERT 
DESIGNERS AND CRAFTSMEN “‘ygargazzprearaargyae 


Dr. A. Reed Cushion Shoés for Women, planned 
by experienced men and assembled by skilled 
workers, constitute a line deserving of the atten- 
tion of every merchant. 


Stop and consider for a moment what an impor- 
tant part staples play in your daily sales, and you 
will readily realize the importance of making 
a careful choice. 


We offer you a reliable line, at moderate prices, and our 
wholesome co-operation. For years we have specialized in 
producing the best humanly possible. Our customers will 
a ae to this fact. We are in a position to improve 
your business. 


Write for our Stock Cata 
and get better poe 


John Ebberts Shoe Co., Inc. hes snd 


Exclusive Manufacturers No. 205—Arch Supporter—built with 
the famous Steinbrecker steel shank, 


carries rubber heel. 
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STYLE, COMFORT AND QUALITY |; 


These features and 
many others are al- 
ways found in the 
Treadeasy line. 
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Over sixty styles of 
staples and novel- 
ties always in stock. 
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Stock No. 749—Welt Price 04.15 Stock No. 1107—Welt Price $4.15 
Last No. 38 Widths AA to D Last No. 38 Widths AA to E 


Heel 13-8 R L 7 Wheeled Edge Heel 14-8 R L 7 Iron Wheeled Edge 
, ; . “A” Grade Black Vivi Kid 
High Quality Black Kid Sizes up to 9 


Tay il 
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Same as above in Brown Vici with While 
Stitched Sole 
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IN STOCK 


MADE everybart 
SOLID LEATHER 


We Ship by “Carter Express’’ at Freight Rate 
Carter Pays the Difference 
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Dressy ‘‘La Marne’’ Last 


No. 28—La Marne Last, Sterling Patent Colt fitted 2 plus | to match. Blind eyelets, leather 
lined quarter, leather heel pads, rubber heels. Price $3.50, less 4% 20 days. 

Widths C and D in stock. Choice of three regular runs of sizes 6-10, 7-9 or 6-11, packed in 
sealed cases in the exact sizes as shown below. No delay in filling mail orders as the sealed 
case insures prompt delivery. Order by “Carter Express” at freight rate. 


= 
ae 
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Specialty Manufacturers ot 
MEN’S AND BOYS’ 
GOODYEAR WELT DRESS SHOES POPULARLY {PRICED 
NASHVILLE, TENNESSEE 


Our salesman will call withoutJobligation on your part. Write or wire 








tl risglelslo]} ols 7/21 8s] 9 |ssli0/ 1 
t}alitr} [sl2lsiof2} frlafetatatitatati 


12 Pairs 6—10 12 Pairs 7—9 12 Pairs 6—11 
(The same assortment of sizes are also packed 24 pairs sealed cases) 
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The a 
For the Boy Who Cares 


The sectional or cut-open views of ‘‘Bobs’” illustrates the shoulder-channel construction. 
” Jeave nothing to be improved. 


QUALITY 
. ee ear ore 


The specifications of **Bobs 


““Bobs’’ are made with full seven iron in- 
soles, nine iron outsoles, five iron sole 
leather counter and four iron sole leather 
box toes. 


K 1702 
SPORT OXFORD 
SES BOB cc cnccossicesees .. 83.65 
BED © GOS cc ccccccccescccsescccvess 4.40 


Ready For 
Immediate 
Shipment 


HIGHLAND, 


BOOT AND SHOE RECORDER 


Seon Shoe 


““Bobs”’ are made of Rueping’s full grain 
calf leather: full toe vamps. solid leather 
bases—Rubber heels. Rock Oak outsoles 
and insoles. 


SN PU cababcocetccescvccenccs $3.40 
 darkebhoensecseee veccecces 4.15 


Terms 5% 10 Days— Net 30 Days 


KANNALLY-WICK CORPORATION 


MANUFACTURERS 
ILLINOIS 


May 12, 1923 
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K 1703 
MAHOGANY BAL 


Send Us A 
Trial Order 
To-Day 
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Rubber Heels 











You want your shoes to . 


express your own care- 
fully thought out ideas 
for correct design and 
craftsmanship. Now you 
can follow this idea 
through even to the rub- 
ber heels you put on 
them. 

We are prepared to make 
rubber heels for you ac- 


‘Tailored to Your Shoes 


cording to your own 
specifications. We can 
put your name and trade 
mark on every pair. 


Prompt shipments as- 
sured. 


Write us your require- 
ments and we will ex- 
plain our proposition in 
detail. 


THE REPUBLIC RUBBER CO. 


Youngstown, Ohio 





REPUBLIC RUBBER HEELS 


Heels Tailored to Your Shoes 
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These Observations Are 
Worth Noting 


NEW YORK :—Whether through a desire for color or the Egyp- 
tian influence, the vivid reds, blues, greens, purples in glazed 
kid are much in evidence in footwear. On the avenue, in the 
hotel lobbies or wherever well dressed women gather, many 
examples are found. 


ATLANTIC CITY :—The boardwalks these spring days are a blaze 
of vivid shades. Colored kid sandals in every tone of the 
rainbow are passed in a five minute walk. 


All This Means 


A real cleaner and dressing for fancy kid slippers 
You could never match each color 


In Bottles 


Gc 2 \ F horsey aa 

in-ar-Tetbe iN-ER-TUBE @ SHOECREAT $21 ‘a 
$18.00 it~) } ; 

. 4 , 7 a Lea ee = wee — - per gross 


pape | $1.90 
$1.55 eS Bs JN. RAL be per dozen_ 
. See "ee ete Ex ‘or Par- 
per dozen any ordet for six 


any order for six 
dozen or more. 


GRIFFIN LOTION CREAM 
In NEUTRAL COLOR 


In-er-Tube or in Liquid Fills the Bill 





Secure a supply—and sell a package with every pair of 
colored kid shoes. It means a satisfied customer and a 
profit that amounts to a real figure on your month’s 
business. Write for further details and samples. 


GRIFFIN MFG. CO. Inc. 


67-69 Murray Street New York City 
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High Grade Footwear 


for 
Volume Buyers 








ARLINE SANDAL LILLIAN PUMP 


Full Chrome Patent—Red Trim—9-8 Rubber Skinner’s Black Satin—Black Suede Cal 
Heel—Imitation Turn—Also made in Levor's Collar—17-8 Full Spanish Heel—Imitation 
White Kid and Black Satin. Turn—Also made in a variety of combinations. 





The Jonas Line of Flexible Process McKays Jonas Novelties make each Number a good 
has proved to be a Profit Maker for scores of merchandising prospect, and for this reason we 
quantity buyers who want High Grade Imita- have been operating at capacity. 
tion Turns. It will be worth your while to examine this 

The exclusive Style Feature to be found in line of Women’s Popular Price Footwear. 


J. A. JONAS SHOE CO. 


403 River Street 
HAVERHILL _ - - MASS. 


Boston Office: 207 Essex St., Room 220 

















MATT TTT nn l Mm mnt 
fll il Witt lt Hi ll HM ANH i Wl i} Mi AAAI Udi Mill 


Says: “Our Spring and Summer Stock Style Catalogue on your desk 
will prove a ready reference guide in buying profitable retailing 
men’s welts.”” 


Stock No. 528 


BROADCAST LAST 


Imported 112 Light Brown Cubist Oxford 
Single Sole ingfoot Heel AtoD 





The Dalton Company, Inc. 


* Makers of Fine Shoes for Men and Women 
BROCKTON, MASS. 


BOSTON NEW YORK CHICAGO 
183 Essex Street 651 Marbridge Bldg. 209 South State Street 
1618 Republic Bldg. 
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Even Better Than Last Year 
| stow 
Melt), 9° 


‘ There will be lots of things new at the 
Boston Show this year to make it well 
worth the time of even the busiest 
buyers. Make note of the dates now 
and plan to be on hand. It will make 
you a better shoeman and merchandiser. 








Come and Learn More About Hosiery 


Hosiery departments are becoming more and more 
important factors in the business of retail shoe mer- 
chants. The show management has recognized this fact 
and will have displays of interest to the hosiery buyer- 


w Stules-New Business 
“ New confidence 











‘ 











Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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| Lazarus Fried & Sens. Ine. 


| Established 1879 | 

















= a ae 
OOOO Ooooomooooc: 


You will no doubt visit the Commodore Style Show, May 21 to 24th, but 
AT OUR SHOWROOMS there is always a Style Show with no specific date. 


And you are cordially invited to visit us and inspect our full line of 
Up-to-the-minute Novelties 


ca. «y..ap If Colored Kid is the Rage 
AIARUS FRIED & SOWS amme we have 

- the LATEST in Colored Kids 

b) If Strap Effects are the Rage 
we have 


the LATEST in Strap Effects 


Also we can offer you, at 
a BIG CUT IN PRICES, 
some of our discontinued 


|e ste | he | | a | | | | he | | | 


ay 


If Satin is the Rage 
we have 


the LATEST in Satin 


If Suede is the Rage 


we have 
the LATEST in Suede 


We have in stock many 


y styles both in 
Children’s, Growing 


oO pene tet Nias, 0 ee Oe eee 
7 *. 
’ ' 


Girls’ and Ladies’. t- lines. 


nappy , Peewer U ) ' 118-120 Duane St. 


oe oe ee a a a a a a a a a a a a a a: 


ee ee ee ee nl 
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G. M. TEBBUTT & SON, 170. 
Why tanners of smooth, white NORTHAMPTON, ENGLAND 


leathers recommend Cinderella 


White Kid Polish and Cleaner to Ladies’ and Gents’ Riding Boots 
the shoe manufacturers to whom Sporting Footwear 


they sell their leathers. Every Buyer Should See Our Latest 
Patented Pneumatic Golf Shoe 
THEN | 


Guess why over 100 slipper 


manufacturers mail-order Cin- EDWARD PENTON & SON 


derella Silver Slipper Cleaner. LONDON AND NORTHAMPTON 


Retailers sell these polishes put = Riding and Hunting Accessories 


up in attractive packages for Leggings, Spats, Gaiters 
nome use. 


Produced by 


EVERETT & BARRON CO. - PERCY D. MILLEN 


Pennine 5: © ae will be at the 
“Lowi 24 HOTEL PENNSYLVANIA 
cmenemnanestiocinesin ith tiga iaidda NEW YORK 


Fer Profit, Makin eis Out * ’ May 20 to June 8 


Representing the atove firms and will be 
pleased to have en*uiries from the trade 














Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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~ A LIBERAL 
EDUCATION IN 
MERCHANDISING 


Wi 


TS pages carry the combined experience of a thoroughly 
trained body of men selling successfully in a highly com- 
petitive field. 


N addition to all its other educational work Kelly ‘Service 

for years has published the Kellygraphic "Change weekly 
for the upbuilding of its selling staff. Frequent contributions 
are required from every man on the staff. In its columns selling 
problems are taken up and threshed out by those who have the 
practical experience in handling them. 


ELLY SERVICE has built its wonderful selling program 

on the best of the successful selling ideas presented in the 
Kellygraphic "Change by its great corps of expert salesmen. 
From each idea others are developed, which in turn are given 
their place among Kelly methods. 


ONSTANT growth, constant development, constant bet- 
terment in Kelly Service is the result of this process of self 
education. 


OR are the pages of the "Change devoted simply to an ex- 

change of selling ideas, for they strike the key notes and 
set the standards of sound ideals of service, and inspire resource- 
fulness and initiative throughout the entire organization. 


ACH Kelly campaign is the sum of the best selling points 
for that individual situation, which this system of practical 
selling education has developed. 


ROM such service, each client gains much, not only in busi- 
ness secured, but in knowledge obtained. 


HIS knowledge goes to the heart of the business for most of 

all it is taken up by the store’s sales force. The clerks are 
jarred out of their routine. They gain an insight to selling, a vi- 
sion of salesmanship and a grasp of its possibilities that is worth 
thousands of dollars to a store in future sales. 


HE following portion of a letter lately received at Kelly 

headquarters shows the lasting value of the education a 
Kelly campaign gives to every clerk in the store. The writer of 
this letter is now in business at Haxtun, Colorado. 


—"I clerked for the Canfield Co., Cando, No. Dak., when you 
conducted the first sale of that country, and it was a hummer. You 


MOA 
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Kellygraphic’Change 


“For 100% Service, ali-together—Push” 


PUBLINHED AT THE WOME OFFICE 





= 
Mmeragein, Whe Frbewery 2). 1929 Meee 


Advertising Denounces Mal Practice In 
Conduct of Sales: Pleads For Accurate 
And Truth{ul Advertising---Sound Goods 
By T A RELLY, Presedent 





be at the 
CCemnaead on Page & Cah 0) {Conneaut on Poge 2 Cot to 
Tenny Asserts That Humer in Careful Laying Of Sale Plans And Their 


names mo ig Accurate Execution Is Seen As One Sure 


tbihtticl 

sit ilk iefts ef 

THInEE } tit 
HTH Hite 


Tr ¢ 


gave me the biggest lesson in salesmanship I ever had, and I took 
it with me for all time, and it has helped me.”’"— 
HARRY M. DOW NES. 


URTHER, a splendid course of instruction in retail selling 
is furnished free to the sales force following the store’s 
Kelly campaign. 
ND a Kelly selling drive gives each client full right to Kelly 
selling and advertising ideas for the year immediately fol- 
lowing, and to the value of this free service every Kelly client 
will bear witness. 
OR example— 
“‘We appreciate this service, the use of which actually marks 
@ new era in our advertising.”’-— 
B. V. BOR USZA K, JA NESVILLE, WIS. 
Janesville Dept. Store. 


ND again— 

“What free service I get in the line of ads is well worth the money 
it cost me to run my sale, and as the sale proved a success I was sure 
glad to get the service free for over a year. Your Service Depart 
ment is like a school to me. It has taught me to write ads better than 
are put out by any store in my town.” — 


R. ARO NSO N, ADAMS, MASS. 


DUCATION through practical, workable ideas is the mak- 
ing of any business. This, Kelly Service offers in abundance, 


HAA 


TTI ELD NAS AE SIS YSyEM 


MINNEAPOLIS MINNESOTA 


i 


en 


| 
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Men's 3-8’ Heel 
Sizes 12} to 22, Inc. Men’s 7-8’; also 6-8”’ 

Whole Heel / 

——— Sizes 4 to 4}, Inc. l 


Men's 4-8”" Heel 
Sizes 4 to }}, Inc. 


Women's 
Special Cuban Heel 
1, 3, 5, 7, & 9. 


000 to 8, Inc. 


Children’s 5-16” 
uvenile 
Wedge Heel 
i Sizes 0 to 5, Inc. 


Xoutt Little 
£6/"a0d5-8 Cupp ed 
Sizes 00B to 4B, Inc. 


Misses’, Boy's, 
Youths’ & 


Corrected descriptions of Children’s Juvenile Wedge Heel, Women’s Regular Cuban Heel and 
Women’s Special Cuban Heel 
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cA Type and Size j 
for Every Shoe 


There’s a distinct advantage in having all the shoes you buy 
DRYDEN Heeled. This is a feature well worth bringing to the 
attention of your customegs. It means full protection for you 
and full satisfaction for your trade on one of the most important 
elements of footwear service. 

Twenty-five years practical experience in Designing—Manu- 


facturing and Merchandising Rubber Heels guarantees Perfec- 
tion in every detail of the DRYDEN DOUBLE-WEAR. 





Note the many better class Shoe Manufacturers now attaching 
these Superior Heels. 


DRYDEN DOUBLE-WEAR Heels are made in all sizes and 
styles for Men, Women and Children. 





Way waneeyErs RUT LaD wile wwawa w/e 7. f 
DRYDENSIVUBBEREGOMIPANY 
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“It’s easier to start a custo- 
mer using good shoe polish 
than to convince him he has 
been the victim of poor shoe 


polish.”’ 
FOR QUICK SALES 


recommend “Quick White.” 
Here you have a quick sell- 
ing, satisfying, white shoe 
cleaner that is going big. 


‘QUICK. 
WHITE 


Put Up in Two Sizes 


“ALBO” 


Cleans"and Whitens White Canvas, Buck, Nubuck, 
and Suede Shoes. Each cake in attractive metal box. 


SHUCLEAN, nothing excels this article for White Kid. Works quicker, 

dries whiter. Will not harden the finest or lightest weight leather. 

Useful t n Calf, Buck and Nubuck. 

SUEDEDENE, a dry cleaner in powder form (all colors) for Suede, 

uck, Nubuck and all nappy shoes and slippers. In ss »p can. 

WHITE BUCK POWDER, in bags. Two sizes. All! colo 

STICK DRY — EDE CLEANER, in 15 colors. All the "ladies like it. 

CLEANALL, sells at sight. Needed to keep velvet, silk, satin, fabric 

and fancy kid chess and slippers in co 
More than 27 National Magazines carry Whittemore 
consumer advertisements, stirring up business for you. 

Send for Catalog and Price List 


WHITTEMORE BROS. 


CAMBRIDGE MASS. 


adition. 
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“CLIFTON” 
Gem Duck 


Has Stood the Test of Years 


Used with our wet process, it pro- 
duces a perfect innersole, as it is 
easily formed in, and hugs the lip, 
producing strength where strength is 
most needed. 


The Trade Prefers 
“‘Clifton’’ Gem Duck 
when once tried 


“Clifton” shoe covering cloths, also 
“Clifton” backing and plumping 
cloths give satisfactory results. 


CLIFTON MFG. CO. 


BROOKSIDE AVENUE, JAMAICA PLAIN 
BOSTON 30, MASS. 








When your jobber can’t supply you, write us 








Shoe Laces: 
“OLD RELIABLE” Brands 


Mercerized and Cotton 


**RADCLIFFE”’ Narrow, Flat, Tub, Mercerized 
*“*YALE,”’ Round, Mercerized 
“DUDLEY” and “C,’”? Round 


Your Jobber Can Supply You 


FRANK W. WHITCHER CO. 


Boston, Mass. MFRS. Chicago, III. 








Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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How the Reputation of a Great Company 
Can Add to the Reputation of Your Shoe 


HE people of the United States— 

the buyers of your shoes know the 
United States Rubber Company as the 
largest manufacturer of rubber goods, 
and to them the “U. S.” trade mark on 
any rubber product is a symbol of ex- 
cellence. 
Any shoe equipped with “U. S.” Spring- 
Step Rubber Heel is instantly recog- 
nized as a distinctive product for upon 


it has been placed a mark they have 
learned to associate with quality. 


“U. S.” Spring-Step Rubber Heels on a 
pair of your shoes will play a part in 
convincing the purchaser that he_isfre- 
ceiving the utmost in shoe value. 


It’s a sales asset to equip your shoes with 
“U. S.” Spring-Steps. 
UNITED STATES RUBBER 
COMPANY 





Mark 


7 


SPR sreP 


Rubber Heels 
United States Rubber Company 


Also makers_of USKIDE Soles—the “Wonder Sole for Wear” 








Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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The Mest Remarkable Finish 


Standardize_ 












































if 


Your customers will appreciate common 
sense advice about the leather in their shoes. 
There are so many common sense points 
about MAXIMUS Patent Leather that the 
store which standardizes on it will find 
them a real selling feature, and a breeder 
of confidence. 





See =. “= “=| => =~ . = = = |, 


oer given to Patent Leather 


Ml 


An enamel finish so light as 
to show the grain through the 
finish yet in the enamel just 
the right measure of elasticity 


Quality in Patent Leather to ‘‘give’’ with the leather, 


a. - oa; <_<, without fraying or cracking. 

uch satisfactory ‘results in 
the lasting room as are possible in an enamel 
surface, but demands 


The Fullest Measure of Comfort, 
Elegance of Appearance and 
Durability in Service 


to the wearer of the shoe. 


Such quality is the standard of 


““MAXIMUS’”’ 


Like all EVANS BRANDS, [MAXIMUS [PATENT 
LEATHER is.tanned in a separate unit plant, wherein 
fifteen years of steady application have been’spent in 


ne |] 


JOHN R. EVANS & COMPANY 


Camden, New Jersey 
BRANCHES IN ALL LEADING SHOE CENTERS 
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Chandler’s 
Colored Ribbon Bindings to 
Match All Shades of Leather 


3 1-2 and 4 Ligne—In Stock for Prompt Delivery 
To the Manufacturing and Converting Trade 


All Ribbons Fast Dye 


REDS—Lip Stick—Coque—Cardinal 2007 
GREENS BLUES ELK COLORS PASTELLE SHADES 


Kelly Periwinkle Beige Gold 
Meadow Poilu Smoke 
Apple Navy Pearl 
ade Dark Navy Green 13 
joose Blue 14 Burgundy 


BROWNS—Lark—Otter—Bamboo—Camel— Tobacco—Mahogany—Mulberry—Seal 


ARARARA? A\- AGS 
DRARARDRAGS AAA 
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When Ordering Send Sample of Leather to Be Matched Send for Sample Color Card 


W. K. Chandler, Inc. 


125 Summer Street P. O. Box 1147 Boston, Mass. 
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“4 


ARARAN 


= 
@ 


er Te 


. we ae =e =e | =e ee re, Se alo A alo ale ale eee eee ew ale = le Vo alo alo alo alo alo ale ale alo, 
ARARARARARARARARARARARARARARARARARARARARARARARARARARARARAR 


Mh 


To make up shoes in various combina- 
tions of leathers and fabrics is not diffi- 
cult. But to select just the right shade 
of cloth to match the leather and blend 
the two artistically is a science in itself. 


The MUTUAL organization ‘specializes 
in snappy novelty.combinations, makes 
them to sell rapidly and profitably. 


“PHARO” During the Brooklyn Style Show, week 
Beige Suede, Patent of May 21st, we will haveondisplay at the 
fie Neo ta = HOTEL BROADWAY- 

high cl 
CLARIDGE, a high class y 


line of our latest models. ¢ 


| TT". 
Mutual Shoe Company &>; 


Factory and Showrooms 


235 Powell Street Brooklyn, N. Y. Phone—Glenmore 8790 


Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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Smart Novelties 


That Sell 


HE Allen-Goller line of novelty foot- 

wear is of the type that is always 
ready when demand calls for it, and that 
enables a quick and profitable turn of 
stock. 


Cry... 2.y.i-¥ 


Volume buyers have found it to be one of A shining creation in Patent, 
the best merchandising propositions on — —_ — a collar, 
the market. Moderate prices for ia acral cient aa 
excellent workmanship is one of 

the reasons for its remarkable 

success. 


vy y tryyy.. 177. 211.).....1.10).uA4 


It is a judicious busi- 
ness policy to buy the 
product of Allen, Gol- 
ler Shoe Co. Get in on 
this good thing today. 


« 
‘ 
€:\) 
< 
4 
| 
‘ 


The striking feature of this 
snappy white shoe is its 
distinctive vamp overlay. 


There are many more proven 
sellers in the Allen-Goller style 
assortment. 


If you purchase in quantity, it 
will pay you to do business 
with us. 


' 
vy¥y Tyr. it, 7. cy,...70) 


Cleverly arranged slashed 
effects distinguish this Pat- Prompt, personal attention 


ent style from ordinary . fener 
on given all communications. 














mit GOLLER SHOE Co ‘i Z 


60 K STREET, SOUTH BOSTON, MASS. if i fey 


thal 


ii 
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Dealer Influence is secured thru adrertising in the Bo:t and Sh-e Recorder. 





BOOT AND SHOE RECORDER 


The Armortred 
Arch Support Heel 


Adds Character 
to Any 
Orthopedic Shoe 


It’s 
Different 





the Better Rubber Heel made by 
Quabaug Rubber Company, North Brookfield. Mass. 
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EDGE 
ENAMEL 
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Gar 


makes shoes look new 


EPCO is a liquid enamel which 
restores that much desired new- 


ness to sole edges and to heels. - 
LEATHER HEELS & 


Your customers prefer Repco to any FANCY SHOES | on na 
other brand of enamel because Repco = beara 
is easily applied without danger of soiling 
hands or clothes. 





























For sale by Shoe Findings Jobbers 
Repco contains no varnish, shellac or Better order some Repco today 
other gummy substance —- but materials 
that protect the leather and prolong its UNITED SHOE MACHINERY CORPORATION 
life. And, best of all, Repco clings Boston, Mase. 
firmly and evenly to the surface. It does San Francisco Branch, 859 Mission St. 


not rub off. 
J. K. KRIEG COMPANY, New York, N. Y. 


Repco is made in every stylish color 
~-white, ivory, light gray, dark gray, UNITED SHOE REPAIRING MACHINERY CO 
champagne and Havana brown. Boston, Mass. 


Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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Lorraine Beige 


Suede 


by 


Krippendorf- Dittman 
Co., Cincinnati, Ohio 





ROLES ) UM AMIN wile DS.’ 
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Calf, suede, top grade. . 


Calf. smooth, black, top grade 
Side leathers, colors, top grade. . 
Side leather, black, top grade 
vamine ck 





Kid’ c 
Patent kid... 


No.1 1 oak backs. . 
No. 1 oak bends, finders’ use 


Branded cows, for light sole 
i i for meavy 
0. cago Cit 

a. ae i 
lor uw 
B. A. hides for sole leather 





Calf, smooth colored, top grade.. 


Pp 
Cioume, "meee — and 7. 


No. 1 oak bends, shoe mfrs.’ use...... 


were and side lea. 
skins for fine 


Upper Leather (Price Per Foot) 
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Sole Leather (Price Per Pound) 

$0.32 @$0.33 $0. 56 Q80.8 58 $0.34 
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Native steers, as used in sole leather, 


Heavy Texas steers, for sole leather . 
Light native cows, for side —— leather 
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Comparative Leather and Hide Prices 
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Raw Hides and Skins (Price Per Pound) 
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Not Much Chance of Lower Priced Leather 


ECENT purchases in the hide 
R market have had a steadying in- 
fluence on leather values. There 
has been a difference of opinion as between 
packers and tanners on prices, but this has 
evidently been adjusted as tanners are 
trading more actively. With the expansion 
in other lines of business there is every 
reason to believe that more shoes will be 
sold and worn, which contributes to better 
leather business. A much stronger feeling 
of optimism prevails in the leather 
industry than for some weeks past 
although the actual purchasing of upper 
leathers has not reached the point which 
it stould for a good healthy business. 

A' strong raw material fosition and the 
operating costs of tanning, as well as other 
overhead, preclude the idea of any lower 
priced leather this spring and summer, and 
while any market is susceptible to fluctua- 
tions there is nothing on which to base 
assumption of any recessions on staple 
grades of good grades of leather. As a 
matter of fact, upper leather is firmer now 
in keeping with the sole leather market 
and sole leather has been showing an 
advancing tendency for some months. 
Quotations of the latter are now on a 
basis which is below the parity of hide 
prices. 

One of the features of the leather busi- 
ness at the time is the production of 
novelty leathers. The call continues for 


fancy colors and tanners are showing new 
and attractive shades to meet the needs of 
the novelty demand. It is also noticed 
that the inquiry is becoming stronger 
daily for the more staple finishes of 
leathers. 


Sole Leather Advances Probable 


The sole leather tanners are stating that 
they will be compelled soon to obtain 
more money for their product as in 
addition to the advanced price of hides 
since the existing leather was made, 
tanners have been obliged to advance 
wages to practically all of their employees 
10 per cent. This has already resulted in 
slight advances which are being obtained 
on the low desirable weights. Union 
packer steer backs are now quoted at 
54 cents to 55 cents per pound for No. 1— 
middle weights 50 cents to 52 cents. 
There have recently been large sales of 
oak sole backs, prices ranging from 45 
cents to 50 cents. Oak steer backs are 
quoted at 55 cents to 56 cents per pound 
and bends from 55 cents to 60 cents; 
finders’ bends 75 cents to 80 cents. Green 
hide sole, oak and union tan are bringing 
32 cents to 34 cents per pound. Trading 
in sole leather continues active. 


Calf Leather Trading Quiet 


Calf upper leather is selling in small lots 
owing to the between season period. 


Standard tannages of top selections full 
grain colors are still quoted at 48 cents 
per foot and prices for the top run of 
regular tannages bring 45c, 40c and 35c 
per foot for the three selections. Lighter 
weight and cheaper grades are quoted as 
low as 25c. Colors are in strongest 
demand although there is a fair call for 
blacks with prices about equal to those 
quoted above. Trading is improving in 
suede leathers especially the fancy colors, 
the top selections bringing from 50c. to 
60c. Medium grades according to tan- 
nage are quoted at 30c. to 45c. 


Volume Only Fair in Side Upper 

Trading is quiet in side upper leathers 
although there has been a large sale 
recently of chrome colored side and blacks. 
The average selling prices on side upper 
leathers range from 18c to 30c. The best 
selections of smooth finish sides are 
quoted at 26c. to 30c. Much of the 
business is in lower grades ranging around 
20c. Snuffed colors and cheaper leatbers 
including job lots bring anywhere from 
12c. to 18c. according to tannage. Lines of 
veal, elk and kip are on virtually the same 
basis as to demand with improvement 
looked for in the near future. 


Patent Call Improves 


The call for patent leather is beginning 
to show signs of improvement although 
(Continued on page 123) 
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What High Schon 
Politi rams ; 


Are Doing 


Trademark Reg. U. S. Pat. Off. 


—the largest selling 
line of canvas rubber- 
soled shoes in the 
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There’s a Profitable Gamble in Style Rubbers 
As in Style Shoes 


. GAMBLE! Just a gamble! That’s 
A wine rubbers are to me,” says a 
merchant. “‘Some of my friends tell 
me that women’s novelties are the biggest 
gamble of the trade. But they’re wrong. 
Women’s novelties are just parlor poker, 
while rubbers are a Monte Carlo game. 
“I put $100,000 into rubber footwear, 
mostly novelties, last winter. Fortunes of 
the weather favored me, and I made a 
handsome clean-up. If I had only put a 
million, instead of $100,000, into rubber 
footwear I would now be retired, next to 
Millionaires’ Row. 


What of Next Winter's Weather? 


shoes the coming winter, and will put on 
arctics over them when they go out of 
doors. There is merit, as well as style, to 
light and pretty shoes for women. I would 
like to see a line of light rubbers, suitable 
for wear over them during spring showers 
and summer rains. 


Ups and Downs of Sneakers 


“Did you say that ‘sneakers aren’t a 
gamble because they are staples?” Really, 
you’re wrong again. Sneakers are the big- 
gest gamble of them all. 

“What is a sneaker anyway? I haven’t 


Too Many Job Lots 

“Too many job lots of second-grade 
sneakers are on the market. Bargain stores 
are flooded with them. We keep away 
from them. A cheap, job-lot sneaker is an 
expensive shoe in the long run. A young- 
ster kicks out a pair of cheap sneakers in 
a couple of weeks. Then his thrifty parents 
turn to leather novelties in play shoes, 
which wear longer. So cheap sneakers get 
a black eye. But they keep crowding into 
bargain stores, and they are a handicap to 
sales of better grades of rubber-sole foot- 
wear in up-stairs stores. We are, by the 
way, retailing camp shoes, which 





“But tell me, shall I plunge on 
rubber novelties for the coming 
winter, or shall I be as cautious as 
a mouse when the kitty is about? 
What will the weather of winter be 
—cold and snowy, or mild and 
dry? My sales of rubber goods are 
regulated by the weather. And as 
I do business in New England, I 
find all varieties of weather, and a 
new kind each season. 

“When I buy heavily on rub- 
bers, I am just gambling that the 
weather will be cold and stormy. 
Nobody knows what it will be un- 
til after the weather reports come 
in. When I buy heavily on wo- 
men’s novelties, like Egyptian 
sandals, which I have done, I am 
gambling that the summer will be 
warm and sunny. And as most 
summers are of that sort, I am 
reasonably sure to win. But as for 
the winters—well, that is where 
the weather clerk keeps me guess- 
ing on the profit or loss of the 





Com; 
sadd: 


FOLLOWS THE STYLE TREND CLOSELY 


Rubber footwear companies are playing the 
style game as never before. The shoe s 
here, from the Keds line of the U. S. Rubber 
ny, is of white canvas with black calf 
and heel stay. Made over a recede toe 
last with black bevel breasted heel, black sole 


and white welt 


some may call high-grade sneak- 
ers, at as high as $4 a pair. 


Sneakers in All Grades 


“We have to play sneakers, as 
you call them, up and down. 
That is what makes even them a 
gamble. We might handle a few 
selected lines of the so-called 
sneakers, and call them staples. 
But that isn’t the best merchan- 
dising. We prefer to play up 
sneakers to the better-grade trade, 
and we have to play them down 
to the popular trade, that insists 
on cheap shoes, to meet competi- 
tion. 

“Our sales of sneakers are good 
in volume. But they have not in- 
creased in proportion to gains in 
other lines of shoes. I suspect that 


hown the same thing is true in other 


stores. In our own case, sales of 
better-grade novelties, in leather 
sport shoes and moccasins, and 
new types of rubber-sole shoes, 
have cut into the sales of the ordi- 
nary sneakers. But that is good 








game. However, that’s what makes 
the business interesting. Also, it 
shows, to me at least, that rubbers are 
a bigger gamble than women’s novelty 
style shoes. 


Order Staples Early 


“Ofcourse, as a matter of merchandising 
policy, I have already placed some good- 
sized orders for staple lines of rubber foot- 
wear, sweetened up by a few promising 
novelties. Other, and more extreme, nov- 
elties I expect to buy later. 

“I have picked, among my novelties, 
some of those new arctics, with tops that 
snap-fasten together like a tobacco pouch, 
and that have a fold on top. This fold can 
be turned up and fastened around the leg 
almost to the knee, if the snow is deep. 

“I am gambling, by the way, that a 
good many young women will wear light 


any of them in my store. Even in the bar- 
gain basement, we call them tennis shoes. 

“And in our upstairs store we are 
featuring them as camp shoes. Just now, 
we have a special display of them, to- 
gether with other camp equipment. It is 
proving a good merchandising proposition. 

“Of course, by sneaker you mean the 
canvas shoe with the rubber sole, the 
familiar type of outing shoe. Give a dog 
a bad name, and you make life miserable 
for him. That is what has happened to 
sneakers. The name implies a low order 
of footwear. We have eliminated it from 
our store. We sell tennis shoes, yachting 
shoes, basket-ball shoes, canoeing shoes, 
and camp shoes, not sneakers. We are 
slowly but surely teaching customers to 
call for them by their better names. 


for us. Profits on the improved 
types are larger, of course. Besides, cus- 
tomers are better satisfied. 


Sporting Goods Stores and the Part They 
Play 


“I do not believe that sporting goods 
houses are taking much business in sneak- 
ers or rubber-sole sport shoes away from 
us. True enough, a shopper, especially a 
man shopper, is apt to buy a complete 
sport outfit, from shoes to hat, from a 
sporting goods store. But, on the other 
hand, a woman shopper is apt to buy her 
apparel, from shoes to hat, in a depart- 
ment store. If a shopper pays 50 cents or 
$1 a pair more for a pair of sport shoes, of 
rubber or leather, in a sporting goods 
store than in our shoe store, then it shows 
the carelessness of the shopper. But then, 





BOOT AND SHOE RECORDER May 12, 1923 


Chil V ey 


FRREGISTERED U-S:- PAT- OFF- 


Always Something New from “Camco 


A Little More Style---A Little More Wear. 
The big seller, “SPORT” shown below with the 
NEW BATTLESHIP FLANGED SOLE 


The shoe with the armor-plated bottom. 
“SPORT” has a running mate in “STEPPER,” a lace-to-toe style, 


likewise heavily protected from rough use. These shoes in your 
store will give you sales advantages no other canvas shoes possess. 
Every demand for a husky shoe of this type isanswered in these models. 


When your jobber cannot supply you, write us 


Cambridge Rubber Company 
Cambridge, Mass. 


Boston, 186 Lincoln Street New York, 127 Duane Street 
Chicago, 19 S. Wells St. London, [Balfour;House, 119 ! insbury Pavement: 
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SPORT .-BAL PATTERN 
STEPPER — LACE TO 
TOE 

MEN’S—$1.75 
BOYS'—$1.60 
YOUTHS'—$1.40 
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When ordering specify either “Battle- 
ship Sole” or Smooth Suction Sole 
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perhaps we regular shoe merchants should 
do a bit more advertising of our sneakers 
and rubber-soled types of footwear, to in- 
form the public that the place to buy 
shoes is at the retail shoe store, where the 
science of fitting is practised at its best. I 
won’t undertake to say whether or not re- 
tail merchants advertise sneakers and 
rubber-soled shoes sufficiently. That is 
beyond my province. 

“As I told you at the beginning, the 
rubber shoe trade is a gamble. It goes 
with us or against us, according to the 
weather, styles, sports and our merchan- 
dising methods. If it goes against us, we 
have to take our losses with a smile. If it 
goes with us, then is our chance to make 
a profit. 

“Just step over to our display of camp 
shoes, and that will give you some idea of 
how we undertake to merchandise the 
shoes you call sneakers, by grading them 
up, and making them attractive to visitors 
to our store.” 





Not Much Chance of Lower 
Priced Leather 


(Continued from page 119) 


trading has been light for some weeks. 
There is no change in prices over our last 
report. Full grain chrome patent sides 
are quoted at 45c. per foot for firsts, 40c. 
for mediums, and 30c. to 35c. for third 
selections. The cheaper grades of patent 
and snuffed patent chrome sides bring 
from 18c. per foot up. There have been 
fair sales of off lots. 


Kid Tanners More Busy 


Glazed kid tanners have been busy on 
novelty leather although staples have 
been quiet except in the cheaper grades. 
Makers of cheaper shoes and _ slippers 
have been good purchasers when they 
could buy at a price. The fancy colors of 
kid are still quoted up to $1.00 and the 
staple grades of fancy colors top selec- 
tions bring 65c. to 80c. per foot, medium 
grades from 40c. to 60c. The cheaper 
and lower grades of kid bring anywhere 
from 10c. to 20c. according to selection. 
Job lots of the cheaper leathers are 
scarce. 





Jobbers Select Itinerary 


The Jobbers’ Division, Milwaukee 
Association of Commerce, has announced 
the itinerary of its twentieth annual trade 
extension excursion by special train, 
June 11 to 16, inclusive. The night stop 
on June 11 will be Appleton, Wis.; June 12, 
Rhinelander, Wis.; June 13, Superior, Wis. 
June, 14, Duluth, Minn.; June 15, 
Menomonie, Wis. All of the larger boot 
and shoe manufacturers and tannery 
concerns will again be represented in the 
party, which will be limited to 100 
members. 
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Wisconsin Notes 


Plan Big Trip 


T. H. Brindley, chairman of the trade 
expansion committee of the La Crosse 
Chamber of Commerce has announced 
plans for a big booster trade trip by that 
body through La Crosse trading territory 
in northern Wisconsin and western Michi- 
gan. Several hundred business men are 
expected to participate in the junket 
which will call for a trip of nearly 1000 
miles. 


Rust Sells Out 


Hessler’s Quality Shoe Store, of 1624 
Indiana Avenue, Sheboygan, has pur- 
chased the entire stock of H. Rust, 1702 
Indiana Avenue, who has been in the shoe 
business in that location for more than 15 
years. Mr. Hessler is planning a big sale 
to move the stock which consists of men’s, 
women’s and children’s shoes, slippers and 
rubbers. 


Opens New Store 


Louis Shymanski of Wisconsin Rapids 
is opening a new retail shoe store in the 
old Gee Building on Grand Avenue in 
that city. Mr. Shymanski was formerly 
with the Johnson & Hill Co., being in the 
shoe department of that company for six 
years. 


Improving Property 

Improvement and remodeling of three 
large Madison stores, one of which is the 
Schumacher Shoe Store, is announced by 
Claude & Stark, architects. The front part 
of each store, first floor only, will be torn 
down and modern, attractive fronts 
erected. Each store will have a separate 
and distinct front, although they will be 
made of the same kind of material, mainly 
marble and copper. Cost of the improve- 
ments will approximate $15,000. 


Enlarges Viroqua Store 


Edward Lind of Viroqua, Wis., is 
erecting an addition, 20 by 20 feet, at the 
rear of his shoe store. This will be 
equipped as a repair department, with 
new motor-driven machinery and tools. 
The space taken by the present repair 
shop will be remodeled for display, sales 
and stockroom purposes. 


Entertain in New Building 


More than 450 employees and friends 
were guests of the Racine Shoe Manufac- 
turing Company, at a large informal danc- 
ing party given by the company in honor 
of the completion of its new factory build- 
ing. Two floors of the structure were 
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thrown open for the occasion. The affair 
was in charge of Arthur C. Prigge, office 
manager. Special guests at the party in- 
cluded: W. A. Wadsworth of the Conaway- 
Wadsworth Pattern Company, Milwaukee; 
M. G. Forbes of Chicago, and J. B. Con- 
ley, Boston, manager of the sales depart- 
ment, O’Sullivan Rubber Company, Inc., 
of New York. 


New Beaver Dam Partnership 


Elmore A. Beule has acquired an 
interest in the retail shoe business of 
Frank E. Yasger at 122 Front Street in 
Beaver Dam, Wis. He will take an 
active part in the business, having a long 
and varied retail merchandising experi- 
ence. Mr. Yasger is a veteran shoe man 
as well, having spent fifteen years on the 
road before entering the retail field a year 
ago. 


Another Economy Store 


The Empire Shoe Co. of New York has 
opened another of its chain of Economy 
Shoe Stores in Eau Claire, Wis., at 22 
South Barstow Street. The new shop is 
under the management of Roy Strum, 
for nine years in the retail shoe business in 
Eau Claire, six years of which were in 
the store of Howard L. Culver. 


Form New Hosiery Concern 


Articles of incorporation have been 
filed by the Art Hosiery Co. of Kenosha, 
Wis., which is organized with an initial 
capital of $20,000 to engage in the 
manufacture and marketing of fancy 
hosiery. The principals include A. L. 
Rowe, L. A. Bishop and L. E. Rowe, who 
have been associated with local and 
outside hosiery mills of national pro- 
minence for many years. 


To Discontinue Business 


Sam Solkovitz, proprietor of the New 
England Shoe Store at 828 North Eighth 
Street in Sheboygan, Wis., will discon- 
tinue business May 1, when he is obliged 
to relinquish the building to new lessees. 
The store featured men’s and boys’ shoes. 
Inability to secure another suitable 
location caused the determination of Mr. 
Solkovitz to retire. 


Incorporate Ripple Business 


The J. J. Ripple Shoe Co. is the style of 
a new Milwaukee corporation having 
$20,000 capital stock, which succeeds to 
the business of the late Jacob J. Ripple at 
606 Mitchell Street, until now conducted 
in behalf of the estate under the manage- 
ment of A. J. Paulsen. There will be no 
change in ownership, management or 
policy, the change to a corporate form 
being merely a development. 
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‘Constant Comfort’ 


**America’s Best Comfort Shoes’”’ 


No. 52R—Best Quality Black Kid Oxford, 13-8 
Ww loot Heel. 

In Stock—Auburn, A to D; St. Louis, A to 
D $3.75 


No. 752R—Same Style in H Brown Kid. 
- Stock—Auburn, A to D: St. a A to 
$4.00 


It has been our pur- 
pose from the begin- 
ning to make comfort 


Are You Giving Enough Thought to 
Your “Bread and Butter’’ Lines? 


The kaleidoscopic change in styles these 
days has beset the dealer with many prob- 
lems; it keeps him guessing as to whether 
he should stock green trims, blue trims, or 
red trims. Behind all this is the fact that 


more attention given to his “bread and 


butter” lines, and the pushing of the best 
line he can buy, will 
in the end bring sur- 
prising results. 


CONSTANT COM- 
FORT dress shoes are 
neat, well fitting, and 
easy on the feet. There 
is a demand for them 
day in and day out, 
without the fear that 
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shoes of the best ma- q,. 83R—Black Kid Two-Strap Sandal, 12-8 . 
terials, on lasts that In Stock~Auburn, AA to E; St Louis, A to E: wy hy ear iperg 
fit, and patterns that No. <7R—Similer Style in Next Grade With- - 


make the shoes look Tn Stock-—Auburn, AA to E: St Louis, A te E: 
well, and wear well. 
The increase in the number of our accounts 
has proven that quality in comfort shoes 
is appreciated. A little more attention in 
pushing this line the year round will bring 
its return in many satisfied customers, a 


profitable turnover, and a staple business. 


Complete Lines of Straps, Juliets, Ox- 
fords and Boots Always In Stock. See 
Recorder of April 28th. 


Wingfoot Heel. 
In-Stock—Auburn, B to E; St. Louis, B to E; 


| 
No. 86R—Black Kid One-Strap Sandal, - | 
Los Angeles, C to E. $2.00 





| ‘ 
| AULT-WILLIAMSON SHOE CO. Manufacturers, Auburn, Me. | 


LOS ANGELES BRANCH, 109 E. 8th STREET BOSTON OFFICE, 139 LINCOLN STREET |] 
ST. LOUIS BRANCH, 414 NORTH 12th STREET 





Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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(This Department is conducted by Helen M. Haney, Associate Editor) 


Interchangeable Mileage Still a Live Issue 


T will not be so very long, according 
to T. A. Delany, secretary of the Na- 
tional. Shoe Travelers’ Association, 

before all doubt about whether or no the 
interchangeable mileage ruling will stick, 
will be done away with. The present 
status of the ruling, as summarized by 
Mr. Delany for the benefit of his member- 
ship, is about as follows: 

“First—The Interstate Commerce Com- 
mission ruled in favor of interchangeable 
mileage and set May 1 as the date when it 
was to go into force. 

“Second—The Eastern railroads took 
the matter before the United States Dis- 
trict Court in Boston and secured a per- 
manent injunction, which is binding, how- 
ever, only on the Eastern roads, and does 
not affect those in the West. 

“Third—The Interstate Commerce 
Commission, realizing the confusion that 
would result were the Western roads to 
comply with the May 1 ruling, issued an- 
other order, postponing action until Janu- 
ary 1. 

“Fourth—The next move of the Inter- 
state Commerce Commission, if not al- 
ready taken, will be to appeal to the Su- 
preme Court of the United States from the 
appeal of the District Court in Boston. If 
the Supreme Court upholds the District 
Court, it is probable that the interchange- 
able mileage ruling will be revoked in so 
far as the Western roads are affected, be- 
cause it would be unlikely that the com- 
mission would wish to force Western roads 
to sell transportation more cheaply than 
those in the East. If the Supreme Court, 
however, reverses the District Court, then 
the last fight has been won by the travelers 
and interchangeable mileage will go into 
effect—probably on January 1.” 

“Our chances look good,” says Mr. 
Delany. 


Walter G. Parsons Had Thrill- 
ing “Arctic” Trip 

Almost like a chapter from an account 

of an Arctic expedition is the recent ex- 

perience of Walter G. Parsons, representa- 

tive of McElwain, Hutchinson & Winch, 

while on his semi-annual trip to New- 


foundland, the remotest part of his East- 
ern Canadian territory. 

Walter returned to Buffalo about the 
middle of March after being absent since 
Christmas night. The trip to St. Johns, 
Newfoundland, was uneventful but the re- 
turn trip furnished enough thrills to last a 





0. M. MENNES 


Who has recently joined the salesforce of the 

Hota Shoe Mfg. Company. He travels Colorado 

and West. Mr. Mennes is an enthusiast on his 
job. 





lifetime. The steamer was given up for 
lost by seamen at Canadian ports and 
when she finally reached her destination, 
the town of Sydney was at the dock to 
greet passengers and crew given up for 
dead. It required 18 days to complete a 
voyage which under normal conditions re- 
quires only 36 hours. 


A Fierce Nor’wester 


But here’s Walter’s story: 

“We left St. Johns on February 3 aboard 
the S. S. Kyle, one of the Reid steam- 
ers, in the face of storm warnings. These 
boats are built for “‘bucking”’ ice and gales 
but had Captain Stevenson known what 


we were to run into he would have re- 
mained in port. 

“On leaving St. Johns we encountered 
a gale which gradually attained ‘nor’- 
wester’ proportions and with the tempera- 
ture 8 below zero it was evident that we 
were in for a rough passage. It is not un- 
common for such a gale to blow for a day 
or two before dying down but this 70 to 80 
mile wind lasted four days. Running into 
the teeth of it we made little progress and 
the waves which dashed over the decks 
froze solid until ropes and spars became 
ice-coated to the thickness of telegraph 
poles. After two days of these conditions 
the vessel became unmanageable because 
of the great weight of ice and was com- 
mencing actually to sink at the stern when 
our captain decided to turn about and run 
with the wind in order to give the crew an 
opportunity to chop the decks free of ice. 

“To add to our troubles our steering ap- 
paratus became crippled and we finally 
limped into Port Aux Basque, five days 
after we had left St. Johns. The S. S. 
Kyle had wirelessed her predicament to 
St. Johns and the S. S. Sagona left that 
port to pick us up. She arrived after we 
had been in Port Aux Basque five days. 


In the Ice Floes 


“Then began the trip across to Sydney, 
Cape Breton, a distance of 90 miles, at the 
longest a four hour journey, in normal 
weather. The gale had evidently stirred 
up a field of ice from the Arctic Ocean for 
we ran into heavy floes shortly after leav- 
ing port and our progress soon became al- 
most negligible. We drifted about in these 
ice floes for an entire week, waiting for 
them to open up. 

“At certain times the ice lifted the boat 
almost out of the water and canted her 
over on a rather alarming angle but that 
did not seem so bad as when the huge cakes 
hemmed us in and caused the vessel to 
creak and groan as if it would be crushed 
to pieces at any minute. Our coal and 
food was running low and while we were 
able by radio to keep in touch with land, it 
gave us little consolation when it was 
realized that no boat could come to our 
assistance. Finally with only a day’s 
supply of fuel left the ice opened up and 





No. Y257 
For Outing 


Hazel brown smooth calf 
with tan Norwegian grain 
apron. Perforated pattern 
on vamp and apron for 
ventilation. Soft toe. Yale 
last $4.90 


Delivery in 
about 30 days 
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Two Lea 


For ‘ Before 
the Fourth” 


These Oxfords Are 


Innovations! 


They're as sensible as they are “‘different””— there- 
fore certain to win instant favor with the average 
well dressed man. 


No. 257 insures air-cooled feet. The perforated pat- 
tern, promoting circulation of air through the shoe, is 
an unrivalled comfort feature—particularly for the 
man who drives a car.-An ideal general outing and 
vacation shoe. 
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No. Y148 
A New One 


Ruby red smooth calf. An 
attractive pattern that 
will appeal to young men. 
Stitched in orange, with 
white harness stitching. 
Kid lined. Yale last $5.55 


Delivery in 
about 30 days. 


THE GODING 
SHOE COMPANY 


833-855 W. Chicago Ave. Chicago 


Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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we steamed into Sydney on February 21.” 

Fred E. Hargraves took care of western 
New York territory for Mr. Parsons dur- 
ing his absence and upon the latter’s re- 
turn was transferred to Erie, Pa., where he 
will feature McElwain shoes in northern 
Pennsylvania. 


Wert Talks ‘“‘More Pairs” 


K. C. Wert travels Iowa and Nebraska 
for Creel, Mauldin & Chambers, Inc. Mr. 
Wert has taken for his business motto— 
“Getting More Shoes Sold Right.” He 
has recently written to the Recorder from 
Des Moines, Ia. making a statement that 
he hopes will be of interest to the retail 
merchant, to the wholesaler and to the 
manufacturer. 

“I have wondered if in all lines, the 
merchants have gone mad on their mark- 
up. You hear so little of turnover. All 
the mercharts seem to have this idea of 
how much will it bring on the selling price. 


A Sales Story 


“Tt reminds me of a good story. Two 
young fellows ‘Percy’ and ‘Bill’ just out of 
college decided to take a ‘hike’ across 
country for their summer vacation. 
Their checks being forwarded to them 
along the way. One fine day found them 
about out of funds, and their checks in a 
town many miles away. 

“These boys happened to be passing a 
place where coffee and peanuts were being 
roasted. One young man suggested buy- 
ing peanuts and selling them about town. 
They divided their territory and went into 
the peanut business for the day. That 
night, these two young men met. Percy 
promptly extracted his cash from one 
pocket proclaiming the amount he had 
made on the selling price. Bill said, 
‘Percy, what do you mean by selling 
price?” 

“Percy replied, ‘Bili, you surely made a 
lot upon the selling price.’ 

““*No Percy,’ said Bill, ‘according to 
your method, I am all wrong, however, I 
have taken in a great deal more money 
than you. But there’s one thing I wish to 
ask you. How many times did you_visit 
the peanut factory?” 


Merchant Helped by Tale 


“TI told that story to a merchant some- 
time ago who was having a hard time to 
meet his bills selling shoes at a long profit. 
Today, he is selling more shoes. The 
traveling man is getting more out of his 
business. The factory is getting more out 
of his business. The men that. build shoes 
are getting more out of his business. It’s 
an endless chain. 

“I feel the merchants in large towns are 
losing their great opportunity for volume. 
If they do not ‘come up for air’ the chain 
stores will eventually give them the count. 

“Less profit and more pairs, will help 
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A. M. COULTER 


Who travels Okiahoma, Teras and Arkansas 

for the Bradford Shoe Co. A. M. with Coulter 

means morning, not forenoon. He is always 

on the job early and il is a pleasure to start the 
day out with a call from Coulter 





everyone from the maker to the man that 
wears them out.” 


F. E. Morgan Sales Promoter 
for Hannahsons 


F. E. Morgan, sales promoter for Han- 
nahsons, spends his time traveling over 
the country calling on the ““Hannahsons 
Hustlers.” He also sells the Hartman 
line to the large retail merchants. Mr. 
Morgan joined the Hannahsons and Hart- 
man Shoe Companies “outfit” a year ago 
last January. Prior to that he was for 
nine years with the Outing Shoe Com- 
pany. When interviewed about two 
weeks ago, Mr. Morgan had just returned 
from a trip to New York, where he ob- 
served that the buyers were calling for 
short vamps on King Tut sandals, with 
medium round toes. As to heels, he said 
that the full Louis was being sold, also the 
13-8 Cuban and the 9-8 Flapper heels. 
Mr. Morgan expressed his opinion that 
everything looked very good to him for a 
big season. 


Chicago Man with Winchell 


Edw. Dannen, well known Chicago 
shoe salesman, has recently formed a 
connection with J. H. Winchell & Com- 
pany of Haverhill, Mass., and is moving 
his office from the Security Building: to 
303 West Monroe Street with the Whit- 
comb Shoe Company. 


Al Willey Buys a Farm 


Al Willey, popular salesman for the 
Roth Shoe Mfg. Company, Cincinnati, 
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recently purchased four acres of ground, a 
bungalow and a garage over in Indiana 
about five miles out of Muncie. Mr. 
Willey announces that he is going to spend 
his spare moments raising chickens out 
there in the country. He will make that 
his home. 


Jack Windsor Opens Office in 
Boston 


Jack Windsor, formerly with Crooker- 
Morse Inc., of Bridgewater, Mass., who 
recently took the New England territory 
for the Selby Shoe Company of Ports- 
mouth, Ohio, to sell their women’s arch 
preserver shoe and their other lines, has 
recently taken an office at 10 High Street, 
Room 704, where he has a line of samples 
on display. ia 


F. W. Johnson with C. S. 
Marshall 


F. W. Johnson, with a splendid knowi- 
edge of the wants of the retail shoe mer- 
chant, especially in the way of men’s shoes 
from 20 years’ of experience in the retail 
shoe trade, and for the last eight years 
general manager for Coes & Stodder, 
Boston, has recently made arrangements 
to go on the road, representing the C. S. 
Marshall Company’s line. Mr. Johnson 
will cover the Southwest—the territory 
formerly covered by Mr. Jackson. Mr. 
Johnson is a resident of the men’s shoe city 
of Brockton. 


Selling by Motor 


Some apprentice salesmen, traveling by 
motor, and sweeping up the small town 
accounts, are getting good results this 
season, according to one sales manager. 
These salesmen are following up the 
veteran salesmen, who visit the big city 
trade, and who are too busy to tarry in 
the small towns. But the young fellows, 
traveling by motor, make the small towns 
easily, and open many new accounts. 


Returns to Old Line 


E. H. Knapp, of Denver, who has sold 
shoes on the Pacific coast for 30 years or 
so, is once more out with samples from 
the Welch Shoe Company of Lynn. He 
handled the Welch line on the coast 18 
years ago, and this season, he returns to 
it. 


Going to California ’ 
Convention 


Harry Kushins, salesman for Harney, 
Tracey & Crehan, Lynn, makers of novelty 
welt shoes, will soon start on a trip across 
the continent, his second for this year. He 
will be in San Francisco for the convention 
of the California shoe retailers. 
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Fashioned by the Vee Weave 


Follow the lines and see how Burson Hose are knitted to the exact shape of 
foot, ankle and leg. The knitting, needles do the shaping stitch by stitch, adding 
row upon row where more size is needed. 

Note the toe, small at the point, growing larger as does the human foot. At 
the heel the fabric is rounded pertectly to give a smooth cozy fit. Then above 
the ankle where the leg begins to enlarge more fabric is gradually added, result 
ing in a trim even covering without cloudy bulk at the ankle and stretched- 
out sheerness at the calf. 

Burson Hose fit at every point because they are knitted to shape. No stretch- 
ing nor pressing—they may be put on and worn, fitting perfectly, just as they 
come off of the knitting machines. Such a thing would be impossible with any 
other type of stocking. 

One-tenth of all the women of this country wear Burson Hose—that means millions, And 
why do they wear them? Because in these days of mock seams women buygBurson to be sure of 


etting real fashioned stockings; because they fit perfectly; because they have the most com- 
ortable foot ever made: because they give long wear. 


The Burson market is tremendous—there is a place in your hosiery department for this 
distinctive line. Made in regular, outsize, white-foot and rib-top styles. 


RU RSO 
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FASHIONED HOSE 


Cotton, Lisle, Mercerized and Silk 
Sold by the Leading Jobbers of America 


BURSON BNET SING COMPANY 
ROCKFORD - - _ ILLINOIS 
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SALESMEN we sl. WHOLESALE 





HILE this is between seasons with 

many of the people making shoes for 
the wholesale shoe trade, many of the fac- 
tories are busy finishing up shoes for spring 
and summer. Some factories that make 
the more staple grades are running at 
capacity, others who are making novelty 
and fancy colored shoes catering to large 
volume buyers are very busy with shoes 
going through the works for this summer’s 
trade. The makers of white leather and 
fabric shoes are also busy on orders for 
immediate delivery. Many of the sales- 
men are out on the road on trips through 
the West and South from New England. 
Some are starting on new trips and others 
have just returned from extended trips 
through the West and South. While thegen- 
eral wholesale business is not as large as 
could be desired, the aggregate of orders is 
keeping factores operated at fair capacity. 


Levirs Headed South 


Geo. H. Levirs of the Engel Shoe Com- 
pany of Everett, Mass., left on May 12 
on a trip to New York and points further 
South. 

Geo. E. Parrott has given up the line of 
the Acco Shoe Company of Everett, Mass., 
and has gone with the Everett Shoe Manu- 
facturing Company of Everett, makers of 
women’s McKay shoes. He has taken 
Room 217 at 139 Lincoln Street, Boston. 

E. J. Rafter, who sells the line of Car- 
rolJ-Jellerson Company, with office at 139 
Lincoln Street, left the past week on an 
extended western trip. 

Leslie J. Gordon has returned from a 
salesmen’s conference of the A. S. Kreider 
Shoe Company, held at Anville, Pa., the 
company’s headquarters. 

Wm. H. Porter, who sells the line of 
Ira J. Webster Company, manufacturers 
of women’s high-grade McKays of Haver- 
hill, is on a short trip to New York and 
near-by points. 

Geo. B. Field, with office at 95 South 
Street, Boston, who carries the line of S. J. 
Basker Shoe Company of Reading, Mass., 
is out on a short trip. 


Blood Made Member of Firm 


Oliver M. Blood has been taken into 
the firm of F. W. Falconer Shoe Company, 
makers of women’s turns and slippers. 
The firm name has been changed to Fal- 
coner & Blood, with Boston office at 137 
Lincoln Street. Mr. Blood was also re- 
cently elected a director of the Boston 
Shoe Associates. 

John A. Conrad, shoe buyer of Bul- 


ock’s Department Store of Los Angeles, 
Cal., was a recent visitor in the Boston 
market. 

Arthur P. Smith, salesman for Strout- 
Stritter & Co. of Lynn, makers of women’s 
high-grade welts and McKays, is on a 





L. R. CRITCHFIELD 





Western trip. Mr. K. A. Stritter left ona 
trip May 5. He expects to travel with 
Mr. Smith in the West. 

A. Bolander, with sample rooms at 139 
Lincoln Street, carrying the line of the 
Northeastern Shoe Company, manufac- 
turers of men’s slippers, Chelsea, Mass., 
and the line of J. D. Mullin & Son, makers 
of men’s and women’s slippers at Lynn, 
will leave shortly on a trip through the 
West. 


Varina on Western Trip 


W. T. Varina, with offices at 82 Lincoln 
Street, Boston, started West May 5 with 
a full new line of samples of the Wood- 
bury Shoe Company. He will probably be 
gone three weeks. C. E. Jarvis, salesman 
for the same company, started at the same 
time on a trip which will include the im- 
portant cities of the West and South. The 
Woodbury Shoe Company, manufacturers 
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of women’s McKays, turns and slippers at 
Beverly, Mass., and women’s McKays, 
sandals and comfort shoes at Derry, N. H., 
have a combined output of 10,000 pairs 
daily. Probably no two salesmen are bet- 
ter or more favorably known among the 
wholesale shoe trade of the United States 
than Messrs. Varina and Jarvis. 

Fred R. Hill left on a Western trip on 
May 5 to call on customers in Minnesota 
and other points in the Middle and North- 
west. Mr. Hill for many years has been 
head-salesman for C. M. Brett Company, 
with factories at Hudson, Mass., and 
Boston office at 82 Lincoln Street. Mr. 
Hill is a past president of the Boston Shoe 
Associates and enjoys a wide acquaintance 
among the wholesalers of the United 
States. 


Natick Concern Doing Well 


The Murray Jones Shoe Company is a 
comparatively new concern at Natick, 
Mass., operating the factory formerly oc- 
cupied by the Deitch Shoe Company. For 
many years this factory was operated on a 
busy scale by the Pratt Shoe Company. 
The members of the firm are Horace W. 
Murray, formerly of the Murray Shoe 
Company of Haverhill, and more recently 
with Brophy Bros. Shoe Company of 
Lynn, and Geo. R. Jones, who formerly 
manufactured shoes at Manchester, N. H. 
They are making a line of women’s high- 
grade welts at Natick, and their factory is 
already busy operating with a capacity of 
thirty 36-pair cases daily. Both Mr. Mur- 
ray and Mr. Jones are well known through- 
out the shoe trade of the country and have 
a host of friends who will wish them suc- 
cess in their new undertaking. 


Bickum Now with Brophy 
Bros. 


C. B. Bickum, formerly salesman for 
Hazen B. Goodrich & Co. of Haverhill, 
has become associated with Brophy Bros. 
of Lynn, and has left on a Western trip, to 
be gone about four weeks in company 
with another salesman of the company— 
O. R. Rice. They will push the new Bro- 
phy novelty McKay line of women’s 


Chas. W. Morrill who sells the line of 
the Victoria Shoe Co. of Boston, makers of 
women’s high grade McKays has just 
returned from a successful trip through 
the South and middle West and reports a 
more encouraging outlook for the coming 
season. Mr. Morrill says that more 
cotton is being planted in the South and 
while buyers are taking smaller lots the 
aggregate amounts to a good business as 
they require a greater variety of shoes. 
D. C. Swan, salesman for the same com- 
pany, is now on a trip through paints 
south and west to New Orleans and 
Chicago and neighboring ities. 
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A Nationwide Event 
for Shoe Merchants 


Live Shoe Dealers Everywhere are Grasp- 
ing, This Business - Building, Profit- 
Producing, Prestize-Creatin?, Opportunity 





EVEN years ago, Foot Comfort Week was inaugurated. 
Year by year, it has 3rown and gained momentum until 
today it is recoZnized by thousands of live merchants as 

the biggest yearly event in the retail shoe industry. 


No event of this character can live, $row, prosper and expand 
into the proportions which Foot Comfort Week has now attained 
unless it were founded on a solid foundation that filled a well- 


defined, much needed purpose. 


Purpose Back of Foot Comfort Week 


We might ask, what is the real incentive back of Foot Comfort 
Week and why was it inaugurated seven years ag0? What does 
it mean to the retail shoe trade and the public? y has it devel- 
oped to such an astonishin?, deZree and why do over 20,000 pro- 
gressive shoe dealers eagerly look forward to it, year after year? 











Authentic statistics tell us that seven out of every ten adults have 
some form of foot trouble. That within itself’ is an interesting, 
thing, for the shoe merchant to think about. Through the many 
years of advertising, conducted by The Scholl Mfg. Co., costing, 
hundreds of thousands of dollars, and through its many educa- 
tional activities, the public—these seventy per cent of foot suf- 
ferers—has been educated to the fact that there is relief for 
’ their many foot aches and pains and that the cause of their mis- 
ery can be corrected if properly handled. 





Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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Dr. Scholl's Foot Comfort Week— J une 16-23 


oe 


Public Demands Foot Comfort Service 
The long-suffering, public knows that the fitting and selling, of 


footwear is no longer a haphazard, hit-or-miss proposition, but 
that this business has been reduced to a science and that it is no 
longer necessary to patronize stores where a foot comfort ser- 
vice, of a high character, is not a part of that store’s equipment. 


This public sentiment and education has been fostered by Foot Comfort 
Week. Hundreds of foot sufferers have, for the first time, found their way . 
into dealers’ stores rendering, Dr. Scholl's Foot Comfort Service through 
one of these National drives. Today the cumulative effect of seven years’ 
efforts has a tremendous influence upon the entire retail shoe business. 


More Business and Extra Profits for the Dealer 


Every year more and more dealers realize what this biz, concentrated 
drive means; they know that in union and co-operation there is strength; 
they know that this focuses public sentiment on the shoe store at this one 
time; they know that the public appreciates progressiveness on the part 
of the dealers who sponsor a movement of this character. 


And last but not least, by any means, Foot Comfort Week is a great profit- 
producing, event. It is universally conceded by all that it does create 
new business and stimulates the old. This means additional sales and 
additional sales produce additional profits. 


Good Effects Felt Throughout Entire Year 


Foot Comfort Week is not a one week affair. It lives throughout the 
entire year. As the g00d work of Foot Comfort Week is passed on down i] 
the line new converts are made and these act as a constant feeder for the 
merchants who were farsighted enough to join in this $reat movement. 


To forestall delays and disappointments your order for window displays, 
newspaper electros and other tie-up helps should be mailed at once to the 
nearest office, 213 W. Schiller St., Chicago, 62 W. Fourteenth St., New 
York City. An elegant $7.50 Gold Filled Eversharp Pencil will be 
awarded every dealer putting in a window display and submitting, a photo- 
sraph of it. 


President 


THE SCHOLL MFG.. CO. 





——| 





Dealer Influence is secured thru advertising in the Boot and Shoe Recorder 
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Brooklyn. Quality and Brooklyn Style 

















UR specialty is making popular priced shoes which are 
popular. 

It takes no great skill to make a merely popular priced shoe. 
Nor is it hard to sell such a shoe to the merchant. 
But the public today demands a lot more than a popular 
price in its footwear. 
They are getting snappy and original styles—quality material 
plus an attractive price in every pair of “Dellabert” shoes 
Hence, “Dellabert Shoes” are not shelf-warmers. 


It will pay you to get acquainted with us and our shoes. You can visit 
us while at the Brooklyn Style Show, Hotel Commodore, May 21st 
to 24th. 

But if you don’t intend to visit the Show, write us and we will gladly 
send you samples of our popular women’s turns. 
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Combination 
of White kid with 
Patent trimming. 
14-8 Spanish heel. 
Can be had in all 
combinations and 
prevailing colors. 


De __ABERT SHOE Co. 
255 Wythe Ave, -:- Brooklyn 
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Get Them Today! 


THESE WOBST COMFORT 
LEADERS ATTRACT VOLUME 
BUSINESS ON PRICE AND 
REPEAT BUSINESS ON 
QUALITY. 





= No. 600 


Genuine Black Glazed Kid Comfort Strap Slippers with Leather 
Insoles and 9-8 Rubber Heels. One width only—fits anybod 
ao 2%to8 $1. 65 
o. 601—Two-strap, same as above. Sizes, 24 to 8. 13-8 Rubber 
Heck D and E width $1.85 


IN STOCK 


FOR 
Genuine Black Glazed Kid Comfort Oxford with Leather wt 


and 9-8 Rubber Heels. One width. Sizes, 24 to 8 $2. IMMEDIATE SHIPMENT 


No. 606—Same as above, 13-8 Rubber Heel. D and E =. 
Sizes, 2% to 8 $2.1 


VENA (0) Clos Ue) 5 (0) 9 COMPANY 
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NEW YORK 


Footwear Trade Holding Its Own 


Measurable Increase Noted But Still Not What Merchants 
Would Like to Have It 


ETAIL business is improving meas- 
urably in this district, but mer- 
chants have not yet attained the volume 
in shoes that was anticipated. “Fair’’ is 
the word that is’most used to describe the 
current state of trade so far as shoes are 
concerned. Merchants in other apparel 
lines report similar conditions, so that 
shoes are holding their own as far as can be 
learned. 

In the women’s shoe field colored kids 
still provide the most action. From reports 
from representative merchants, however, 
it is apparent that the demand in the first 
week of May showed some indication of 
falling off. Sentiment is still sharply 
divided on how long the vogue will con- 
tinue. Most of the retail merchants, how- 
ever, are merchandising the colored kids 
cautiously and prefer to lose sales rather 
than to stock them too heavily and take a 
big loss in case the vogue suddenly drops 
eut of sight. 

Patent leather for street wear is gaining 
ground here and the warmer weather has 
stimulated the demand for white footwear. 
Solid white appears to be running stronger 
than expected and some merchants believe 
it will outsell the whites trimmed with 
colors. White fabrics are in slight demand. 


Maurice Miller Off for Europe 


Maurice Miller, in charge of the retail 
stores of I. Miller & Sons sailed Saturday 
on the Homeric for a trip to Europe. Most 
of the Miller executives were at the White 
Star pier to bid them good-bye. Mr. Miller 
expects to pick up some new style ideas 
while in Europe. 


Several New Stores Open 


More new shoe stores are being opened 
in the mid-town shopping district. About 
June 1, H. Triebiz, who conducts shoe 
stores at 1334 Pitkin Avenue and 22 
Graham Avenue in Brooklyn, will open a 
men’s store on the Sixth Avenue side of the 
Marbridge Building between 34th and 
35th Streets. The new store will be about 
15x60 feet in extent and will be known as 
“Ye Olde English Boot Shop.” 

Rumors are afloat that a Boston retail 
merchant soon is to enter the field in the 
already crowded 42nd Street district 
between Sixth and Fifth Avenues. Two 
new stores, the Peacock and Winkleman’s 
have been opened in this block this year. 
I. Miller & Sons, the Star and several 
smaller stores have been operating on this 
block for some time past. 





LYNN 


Styles Continuing ‘‘As Is” 


Summer Season Not Yet On in Earnest; White Shoe Shop 
Talk Getting Louder 


T looks as though styles would continue 
‘as is’ for a while, a circumstance that 
might be expected, since manufacturers 
have in their lines most every sort of a 
pretty low shoe that can be thought of 
and made. Besides, the summer season 
has not begun in earnest. Salesmen are 
still on the road, booking orders for late 
summer shoes. Some talk there is of 
more favor to white shoes. Yet every 
buyer has his own notions of what is what 
in shoe styles, and individuality is one of 
the keynotes to the situation. New York 
is taking many shoes made over the 
French toe last, carrying a high heel of 
wood. But other cities are refusing this 
style. Some of these French toe shoes, by 
the way, were delivered in New York 
eleven days after the order for them was 
given, which makes a new record for speed 
in Lynn shoemaking. Prospects for a 
liberal distribution of shoes are good. 
Sales to the South are growing fast. 
Salesmen continue to push into new 


territory. Sales from stock are the best 
ever. 
“Shoe Bills Are Small’ 


“Shoe bills are small. Little money is 
spent for pretty footwear. Main street, 
and small town by-ways are full of 
stories about the high cost of footwear. 
That is one popular notion we must beat 
down. It is a barrier to our trade.” 

So said a Lynn manufacturer, and then 
he went on to explain: 

“Prices are pretty largely a matter of 
contrast, whether they are high or low, is 
a leading question everywhere. Shoe 
price’ are low, and the spending of money 
for footwear is small, by contrast. 

“Father may grumble over the price that 
mother pays for a pair of shoes. But he 
spends more money for tobacco than 
mother spends for shoes. The average 
family spends more for the movies than 
for shoes. Women squander more money 
for cosmetics than they spend for shoes. 
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Where to Buy 


Women’s Shoes 

















Black. Satin One-Straps, one or two 
buttons, made with 15-8 full Louis, 14-8 
Spanish full Louis or 9-8 Cuban heel. 
Samples charged at regular prices. Write 
for prices. 

ORIENTAL SLIPPER COMPANY, Inc. 
118 Phoenix Row HAVERHILL, MASS. 











J.W. BARNARD & SON 
Andover - - Mass. 
Makers of the 
CELEBRATED 
BARNARD 
COMFORT 
SHOE 
for Ladies 
IN STOCK 












FINE TURN NOVELTIES 


poco es ace 

factory, ter lootwear, i 
deliveries and increased service. 

Latest Models, All Leathers and Satins 


FELSTINER-O’CONNELL SHOE CO., INC. 
162 Winter St., Haverhill, Mass. 








STOCKBRIDGE SHOE COMPANY 
an) 











BLEECKER STYLES 
4re the last word in footwear 
for stylish women 

















FASHION FOOTWEAR 
Women’s Fine Turns 
and Novelties 


2 Washington St., abe Mass. 



















E.A.& M. C. Witherell Co. 
Manufacturers 
Women’s Turns, 
Bootsand Slippers 


F 
Haverhill, Mass. 


Boston Office 
Rice Bldg. Reem 406 




















Where to Buy 


Men’s Shoes 























Ss a 
(P). A. PACKARD Co., maw QP) 





NETTLETON 
Shoes of Worth 


A. E. NETTLETON CO. 
Syracuse, N. Y., U.S.A. 
MEN'S FINE SHOES EXCLUSIVELY 


























BOSTONIANS 


Famous Shoes for Men. 


Commonweata Soe & Learner Co. 


WHIEMAN, MASS. 











ABOVE ALL One Pair 


Sells 
Another 


T.D.Barry Co. 


Brockton, Mass. 
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The waste of money on candy is larger 
than the sum spent for shoes to protect 
and adorn the feet.” 

The manufacturer has a set of figures to 
back up what he says. But time is 
fleeting, and space is limited. Anybody 
who is interested in the figures may have 
them of the manufacturer. ve pe 

os nen eee] 


Improvements in Shoemaking 

Styles being ‘‘as is’’ for the present, and 
sales being good, a moment or two may be 
spared for improvement in shoemaking, 
especially as they relate to points of style 
and quality as seen by the salesman in the 
retail store. Let’s take a trip through 
Lynn shops, especially those dens that 
are termed “research departments” by 
people who use high brow phrases. 

Here is a stitching room expert, working 
to make hair line bindings, so fine and so 
smooth that they look as if they grew on 
the leather. The binding outlines, the 
shoe pattern of the shoe and the lines of 
the pattern help to make the style of the 
shoe, as every merchant knows. Time 
was when bindings of shoes were of 
braid half an inch wide, a quarter of an 
inch being on the outside of the upper and 
the remainder being inside. The stoes 
looked as if they were bound with shoe 
laces, of the narrow flat fabric sort. 
Little by little, the width of the binding 
braids were reduced, until, as before 
remarked, they are down so fine and 
smooth that they are scarely more than a 
hair line, outlining the pattern of the shoe. 
Look over any skillfully made pair of 
shoes these days, and notice how fine is the 
binding. 

Made from a Spoon 

Incidentally, the first binding attach- 

ment for a stitching machine was made of 
an old pewter spoon, by an ingenious 
shoemaker of Marblehead. Before this 
spoon binder was used all shoes were 
bound by hand. The instance is cited to 
show how invention of machinery con- 
tributes to style in shoes. 
» Here is another machine that wheels 
around a corner, like a company of 
soldiers, when it sews four or five rows of 
stitching, to ornament the uppers of 
shoes, as well as to hold the parts together. 
The pivot needle pauses, like a pivot 
soldier, and the rest of the needles wheel 
around the corner like a file of solders. 
Fancy stitching, what? 


Sewing under 150 Pounds 


Here is another machine that sews a 
seam under 150 pounds pressure. The 
presser foot of the machine presses the 
outsole and insole under a force of 150 
pounds, while the needle and thread sew 
them together. So hand sewing is 
surpassed. A cordwainer could pull his 
waxed ends taut. But he had no means 
for pressing his seams as he sewed them. 
& Tarry a moment in the chemical 
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laboratory of a shoe finish firm. Here is a 
chemist striving to make an edge blacking 
that will hold its lustre as long as the 
shoes are kept in stock in the retail store. 
It looks as if he had succeeded, too. 


Wonders of Finishes 

Next listen to this;— 

“It is in the leather finishes that pig- 
ments (earth colors) are mostly used. The 
pigment give a body of color to the finishes 
while the dyes give the byightness re- 
quired. The finishes contain, besides 
pigments and dyes, various mixtures of 
albumen, casein,.gelatin, gums, seeds and 
moss, soaps, oils, waxes and shallacs.” 

So says H. C. Merrill, writing in 
“Dyestuffs.” Well, well, there are 
wonders in the finishes of leather more 
that the shoe merchant dreams. He is 
dealing with science, when he handles 
colors in his stock of shoes. 

By the way, what would tbe solons of 
Wisconsin say to this? Would they want 
the leather in shoes described in detail, it 
so to be required by their pure shoe bill? 
Maybe they would like some divi divi, 
which also is used in leather. 


A Suspension Shank 


Now tarry a moment in the factory of 
A. E. Little. Here they are building a 
suspension shank shoe. Stand in this shoe, 
with heel firmly in the heel seat, and ball 
firmly in the ball of the shoe, as a person 
should stand, and the shank of this shoe is 
as rigid as a rock. Lift the heel, or the 
ball, and relieve the pressure on the bases 
of the shoe, and the shank immediately 
becomes flexible, and bends with the foot. 
It looks like the ne plus ultra of shanks. 

Entirely new methods of. shoemaking 
are used to produce this shank. The 
welt of the shoe is cut off at the ball, 
instead of being carried to the heel seat on 
the inside line of the shoe, as is usually the 
case. Then the shank is sewed through 
the outsole, the insole, the wing of the 
counter, and even the upper. The upper, 
by the way, has previously been pulled 
down to the mid line of the shank, and 
whip sewed to hold it in place. A new 
machine does the sewing, taking seven 
stitches to the inch, and locking every 
stitch into the leather, thereby making a 
seam so secure that the stitches cannot 
pull out, nor can the seam open between 
sole and upper, in the shank of the shoe. 

The primary purpose of this shoe, by 
the way, is to make a cradle for the arch 
of the foot. 


Throw in the Clutch! 


Next, step into a machine shop. Here 
the inventor is experimenting with a 
clutch, which the shoemaker can throw in, 
or throw out, with the same ease as an 
automobile operator throws in his clutch. 
What does this mean to shoes? Why 
finer shoemaking, and more accurate 
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shoemaking, to be sure. And, of course, 
the finer the making, the better the shoes. 


Novelty McKay Lines Active 


Detour to the factory of the R. H. 
Mitchell Co. Here, they are making 
novelty McKays, the reds, greens and the 
blues, and some white and patent leather 
shoes, too. Also, new models of late 
summer novelties are being prepared. 
Many of tbe shoes have wood heels, the 
heels being covered to match the quarters. 
A French toe shoe, with a very short fore- 
part,—indeed the vamp makes the tip— 
is much wanted by New York buyers. It 
has a high heel, of course. 


Co-operative Merchandising 


Last of all; a word about the Munroe 
Street Merchants association, an organiza- 
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tion of shoe men, tailors, hardware dealers, 
food shops and others only the mortuary 
artist being omitted, for boosting trade in 
the particular section of Lynn known as 
Munroe Street. 


This Association has given a horse to 
the city of Lynn, on condition that an 
officer, mounted on that horse, shall 
patrol Munroe Street, and regulate its 
traffic. Also, it has employed a porter, 
who, in livery, goes up and down the street, 
offering his service to shoppers, in the 
manner of store porters. 


Furthermore, this Association is to 
award prizes totalling to a value of $2500 
for the largest number of coupons turned 
in. Coupons are given with each purchase. 
Prizes are mechandise, ranging from shoes 
to hats, jewelry and automobile equipment 
and many other things. 





BROCKTON 
New Shoe Concern Incorporated 


Schwarz-Ruggles, Inc., 


to Make Men’s Welts—Will Begin 


Operations June 1 


CHWARZ-RUGGLES INC. is the 

style of a new Massachusetts cor- 
poration with a capitalization of $75,000 
formed to manufacture shoes in Brockton. 
The line will consist of men’s welts. The 
factory location is in the Ideal Factory 
building, in the Campello district of 
Brockton. The date of inaugurating the 
business is June 1. The members of the 
corporation are Bruno E. Schwarz, 
President, treasurer and director; other 
directors are John F. Kedian of Brockton; 
Everett S. Ruggles of Wollaston, Mass., 
and Warren B. Gallond of Brockton. The 
head of this new concern was formerly 
superintendent of E. E. Taylor Co’s 
Brockton factory. He has had valuable 
experience in the production of welt shoes. 
His associates are men who are identified 
with the business life of Brockton and 
vicinity. The new concern has associated 
itself with the Brockton Shoe Manufac- 
turer’s Association. 


Substantial Salaries for Com- 
petent Factory Executives 


One of the important features in the 
conduct of the shoe manufacturing 
business in Brockton and the South Shoe 
district in general is the substantial salaries 
which are paid to factory superintendents 
and foremen of departments. A $10,000 
salary to a factory superintendent is not 
uncommon while some of the larger plants 
exceed that figure. Foremen of various 
factory departments are in receipt, in 
many of the factories, of salaries running 
up to $100 a week and beyond. These 
figures, of course, apply only to experi- 
enced and skilled men; those who are 


capable of getting out shoes at a minimum 
of cost to the manufacturer. The head of 
one of these concerns said in speaking of 
these high salaried men. “The amount 
which we pay to our superintendent and 
foremen is not important so long as we 
get results. If we can see the cost sheets 
coming down from the various rooms in a 
way which assures us we are making a 
profit on our goods, we have very little to 
worry about in paying high salaries to our 
factory heads. Results count and the 
cost sheets tell the story.” 


A Five Thousand Dollar Boot 
and Shoe Display 


Boots and shoes belonging to John 
Philip Sousa, “The March King” are 
featured on a page in the latest issue of 
Walk-Over Shoe Prints, “A Magazine 
With A Purpose,” issued regularly by 
George E. Keith Co. This Sousa footwear 
which is valued at $5,000 was presented 
by many prominent individuals and 
ranges from the handsome stitched. top 
boots from Oklahoma, a gift of the late 
President Roosevelt, to a pair of Eskimo 
arctics presented by the late Explorer 
Peary. The magazine is enclosed in an 
attractive cover, the front of which 
pictures vividly a suggestion of “shoe 
prints.”” The many pages are filled with 
illustrations and articles of timely interest 
to shoe merchants. An excellent quality of 
the paper brings out the illustrations in an 
effective manner. There are numerous 
articles written by various members of the 
George E. Keith Co. organization, together 
with factory department and store news, 
all of which Walk-Over dealers timely 
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Where to Buy 


Men’s Shoes 
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information of value in the conduct of 
their business. 


Added Opportunities in 
Merchandising 


A Brockton shoe manufacturer who 
recently made a business trip during which 
he visited several large Eastern cities 
remarked upon his return: “In looking 
in at the show windows of retail shoe 
stores in several cities, I was struck with 
the many neglected opportunities for 
merchandising. In only one of these show 
windows was any other merchandise than 
shoes and hosiery displayed. Without 
pretending to teach shoe merchants their 
business, I would like to offer through the 
Recorder, this suggestion: why not display, 
along with the shoes, accessories which 
can be profitably sold. Hosiery has been 
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thoroughly demonstrated as an important 
addition to sales and profits for the mer- 
chant. Why not also put on display for sale 
such articles as shoe trees, shoe lacings, 
shoe dressings and similar goods? Any 
shoe store window dressed with shoes and 
having an attractive background of 
accessories is an eye catcher to the public 
and an opportunity of additional business 
for the merchant. In these days of close 
profits, retail merchants require other 
things than shoes to make their establish- 
ments complete. There is no better way 
of making additional sales than by dis- 
playing accessories along with shoes. 
Photographs published in the Recorder 
showing shoe store windows thus 
arranged, would, I believe, be helpful to 
merchants who read this publication, and 
give many of them a new idea of additional 
selling possibilities in shoe accessories in 
their stores.” 





HAVERHILL 


Figures on Shoe Exports to Cuba 


Figures May Go Lower Unless American Manufacturers 
“Watch Their Step” 


MEMBER of the Cuban shoe trade 
who has been for many years a 
valued subscriber to the Recorder calls 
attention to figures recently published in 
this department relative to the export of 
shoes from the United States to Cuba in 
1920. These figures as printed in this 
department of recent date read $500,000 
whereas it should have been $5,000,000, 
the later being practically correct accord- 
ing to our Cuban correspondent. This 
$5,000,000 figure represented the peak of 


buying on the part of Cuban shoe mer-. 


chants, following which came the financial 
crasb and a subsequent slump iv buying. 
The amount covers the shipments from 
the entire United States and not, of 
course, from Haverhill exclusively. As a 
matter of fact Haverbill has for many 
years and still continues to supply a large 
amount of shoes to Cuba each year. The 
exact figures, however, for 1921 and 1922 
are not at present available. 


Suggestion for Increased Cuban Business 


This Recorder correspondent in Cuba, 
who has for many years represented 
various New England concerns selling 
shoes on the Island, makes the statement 
in reference to the production of shoes in 
Cuba that they are not practically all of 
lower grade, not coming into competition 
with stylish novelties produced in Haver- 
hill and elsewhere. On the contrary he 
says there are at present in Havana about 
15 shoe factories. A few have a capacity 
of 1,000 pairs daily, several are capable of 
half this production, while there are quite 
a few smaller plants, some of which are 


producing strictly high grade shoes 
Although these are mostly McKays they 
imitate closely the turns, and furthermore, 
the lasts and patterns are especially adapt- 
ed to the requirements of the Cuban 
market. If this continues Cuba will 
compete with Haverhill and other shoe 
centers, bvilding up a substantial home 
trade. The Cuban correspondent offers 
the suggestion that shoe manufacturers in 
the United States, with particular refer- 
ence to New England, must pay special 
attention to lasts and patterns suited for 
the Cuban market and should, in order to 
recover the full business of the Island, 
spend money to get these results. Follow- 
ing this suggestion the Cuban shoeman is 
of the opinion that in the course of a year 
or more the women’s shoe business in 
Cuba could, as in past years, be largely in 
the hands of the manufacturers of the 
United States. 


Many Novelty Patterns 
Wanted 


“Almost like war times,” remarked a 
Haverhill manufacturer of women’s turns, 
surveying a long line of cutters at their 
benches. “That is to say” he continued, 
“that the demand for goods is greater than 
we can immediately supply. Orders for 
our various novelty patterns come from 
customers everywhere. With the great 
number of cut-outs and the amount of 
stitching to be done on these patterns, our 
stitching room is the point of congestion. 
We could put on more cutters providing 
we could obtain the output in our stitching 
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department to correspond with the 
increased cutting. Uppers accumulate in 
the stitching room and these in turn hold 
up production in the making department. 
Both ends of the factory work are handi- 
capped by conditions which we cannot 
control. This is the answer to many 
urgent calls which we have. Our customers 
want the orders shipped in two or three 
weeks after they are placed. The con- 
tinued popularity of these open work 
designs indicates a continuance of present 
conditions. We are doing the best we 
can under the circumstances. Merchanis 
who understand factory conditions can 
appreciate the situation. They are not 
any more anxious for their goods to be 
delivered than we are to deliver them.” 


The Care of White Shoes 


Haverhill manufacturers making women’s 
footwear are at the present time pro- 
ducing many white shoes both in kid 
and fabric. These shoes after being worn 
a while, naturally become soiled and 
require cleansing. In this connection a 
local manufacturer says: 

“Merchants can give their customers a 
valuable tip by instructing them regarding 
the care of white shoes. There are many 
cleansing preparations on the market; 
some suitable for fabric and others for kid. 
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The latter will stand a cleansing prepara- 
tion containing strong acid, while the 
fabric must be treated with a different 
kind of cleanser entirely. We have fre- 
quently had fabric shoes returned which 
show plainly that they have been treated 
with the wrong cleanser. This has eaten 
the fabric and rendered it unfit for use. A 
dry cleanser is sure to bring good results 
on a fabric shoe. Merchants and manu- 
facturers would receive fewer returns on 
white footwear if the proper methods of 
cleaning kid and fabric uppers are carefully 
observed.” 

Collins & Staples are adding to their 
line of women’s turns in stock, two 
“Polar Kloth” shoes carrying either 
Spanish Louis or Cuban heels. These are 
to be utilized with the white kid number 
already carried in the Collins & Staples 
in-stock line, for spring and summer, 
making three kid numbers available for 
immediate delivery. 


Shoe Firm Incorporated 


Hopkins & Ellis, Inc., succeeds the firm 
of Hopkins & Ellis. Mr. Hopkins is 
president and treasurer of the corporation. 
The business will be continued at the same 
factory location as heretofore and the 
production will be a line of women’s turn 
shoes to retail at popular prices. 





ROCHESTER 


Business Is Picking Up 


Sales of Colored Kid and Calf Shoes Continue 
to Lead 


USINESS for the week ending May 

5, showed a decided improvement 

in Rochester shoe stores and local shoe 

men are looking forward to a real month’s 

business. Warm and pleasant weather 

brought out the shoppers and a good week’s 
business was done by everyone. 

Sales of colored kid and calf shoes 
continue to lead and local shoe men 
expect their popularity to continue right 
up to the white shoe season. 


Red Selling Well 


Jim Olstead, manager of McCurdy’s 
shoe department reports that red sandals 
lead in novelty sales, with patterns in 
fawn and beige running a close second. 


To Advertise Extensively 


The Arch-Aid Shoe Company, makers 
of the Menihan Arch Aid Shoes for women, 
is planning extensive consumer advertis- 
ing featuring the Arch Aid line. Begin- 
ning with the issue of May 5, full page 
advertisements will appear regularly in 
the Saturday Evening Post. 

In addition to this, the Arch Aid Shoe 
Company has prepared a complete outfit 


of dealer helps which they will furnish to 
their dealers. Included in the publicity 
material are store signs, window displays, 
shelf signs, counter signs, street car cards, 
movie slides, booklets and folders and 
newspaper advertising service. 


Opens Cantilever Shop 


R. G. Heinlein, formally with the Fuller 
Shoe Store has opened an up stairs boot 
shop at 259 East Main Street where he 
will feature Cantilever shoes. 


Now Collingwood Shoe Co. 


The Barton-Collingwood Shoe Company 
of West Endicott, New York, announce 
the retirement of D. E. Barton from the 
firm and the change of firm style to the 
Collingwood Shoe Company. The Colling- 
wood Shoe Company will manufacture 
footwear for infants, children and growing 
girls. 


“Call Me Van” 


P. M. Van Deventer, proprietor of the 
Van Deventer shoe store has a novel idea 
for building up the confidence of his 
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Where to Buy 


Children’s Shoes 
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No matter what policy you may 
pursue in selling to the shoe trade, 
nevertheless, you need the 
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customers, and bringing his personality 
into the business so that his customers will 
feel that they know him personally and 
are doing business with him rather than 
with an inanimate shoe store. 

To build up this confidence of his trade, 
Mr. Van Deventer has hit upon the idea 
of asking his customers to call him “Van” 
and in all the publicity that goes out from 
the store he adds: 

“P.S. Call Me Van.” 


To Open Duson Shop 


H. C. Weller and W. P. Langenbacher, 
well known local shoe men both of whom 
have been with William Pidgeon Jr; for 
several years have leased a store in the 
second floor of the Genessee Valley 
Building, corner Gibbs Street and East 
Avenue, where they will open a boot shop 
featuring the ““Duson”’ shoe, made by the 
Dugan and Hudson Company. 

The new shop will be a harmony in grey, 
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the walls will be decorated in that color 
and grey wicker furniture and grey rugs 
will help carry out the color scheme. 


Two Stores Move 


The Beacon Shoe Store, formerly at 
Main and Water moved to 60 State 
Street on May 1, where in addition to 
men’s shoes which they formerly carried 
exclusively, they have added footwear for 
women and children. George C. Berl, 
manager of the Beacon Store is enthusi- 
astic about the new location and feels that 
the first week’s business done in the face of 
a hundred handicaps such as laying 
linoleum, building shelving etc. argues 
well for the future when the store is 
completed. 

The Walk-Over store formerly at 235 
E. Main Street will remove early next 
week to 324 E. Main where manager H. J. 
Van Arsdale is remodeling a former 
florist’s shop into what he says will be the 
most attractive shoe store in the city. 





PHILADELPHIA 


Business Reaches Higher Levels 


Some Records Broken in Building Trade; 


Shoe Factories 


Busy on Colors, Whites and Some Fall Styles 


UILDING permits for April issued by 

the Bureau of Building Inspection 
reached the total of $19,729,815. They 
were for 2984 operations of all descrip- 
tions. The issuance of these permits 
brings the total for this year up to $54,- 
136,560, which is nearly one-half of the 
aggregate for 1922. It was the greatest 
April in the history of the city. 

The first four months of 1923 show an 
increase of $23,769,685 over the $30,- 
366,785 total for all permits issued in the 
first four months of 1922. 

Dwelling construction continues to 
predominate. In April permits were issued 
for 1637 houses to cost $8,767,000. This 
brings the total for this year to 3965 
houses costing $21,813,850. The average 
cost of dwellings this year is $5500, an 
increase of about $1000 over the average 
cost last year. 

While prices are somewhat higher than 
last fall buying here continues fairly active. 
Salesmen of various lines are on the road 
with fall samples and report they are 
writing satisfactory orders. Dry goods and 
notions jobbers have felt the retarding 
effects of the unseasonably cold weather, 
but warmer weather is expected to increase 
their sales. Demand for hardware con- 
tinues. Demand for hardwoods and cypress 
is 40 per cent better than last year. 


Variety of Work in Factories 


Factories here are carrying on a three- 
fold program. They are turning out the 


blue, green and red shoes to satisfy the 
immediate demand, they are making plain 
and trimmed whites for the demand which 
is expected to come with warmer weather, 
and they are looking ahead to fall and are 
cutting some tan and black oxfords and 
various strap patterns in moderate and 
extreme styles. The present demand is for 
the brilliant colors. While in some quar- 
ters this demand is expected to continue 
only a few weeks longer, other manu- 
facturers say that the craze for these shoes 
has now reached the smailer towns and 
may keep them active all summer. Fac- 
tories, however, are making them only on 
order. 

Factories are looking forward to a big 
white season. While the sale of whites may 
be affected by the colored novelties and 
sport shoes, the general feeling among 
manufacturers is that the biggest part of 
the demand for the colored shoes has 
passed, and that sports shoes will be fun- 
damentally white. 

Prices, it is quite generally agreed, con 
tinue to show an upward tendency. 


Wholesalers Meet 


The wholesalers Association of Phila- 
delphia met on April 30 to vote on the 
proposition that no compromise settle- 
ments be accepted. The attendance at the 
meeting was not very large and it was 
decided to take the resolution instead of 
taking action on it without a representa- 
tive gathering being present. 
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Interior view of the main store, in Windber, Pa., of the Eureka Stores. Seated at 
the desk is the buyer for this 25-store chain, Thomas I. Nichols, formerly sales 


manager of the Pittsburgh branch of the A. S. Kreider Company. A. 


A. Baker, 


R. P. Nichols and Mr. Andrews, live-wire salesmen, are standing near the desk. 





Buying is still rather backward accord- 
ing to wholesalers here. They lay the 
blame for this condition both upon the 
cold weather and upon the style uncer- 
tainties. They are looking forward to a 
big season on whites and on sports shoes. 
Prices are firm and will be higher in fall, 
they believe. 

One jobber here reports that while 
prices.are very high he has found several 
factories in New England that were not 
very busy and that made very favorable 
prices on a large quantity of shoes. 


Shoe Travelers Appoint 
Committees 


The Philadelphia Shoe Travelers As- 
sociation has appointed a number of com- 
mittees to co-operate with the Penn- 
sylvania Shoe Retailers Association in 
preparing plans for the style show to be 
held in Lu-Lu Temple next January. 
These committees will work with similar 
committees appointed by the retailers. 


Prominent Traveler Dies 


The Philadelphia Shoe Travelers’ As- 
sociation reports the death during the 
past month of Edward F. Porter, a char- 
ter member of the association and a former 
Secretary. 


Retail Offerings 


The Walk-Over stores are featuring a 
Luxor two-strap sandal at prices ranging 
from $8.50 to $11. It is offered in sepia 
brown kid with suede strappings, black 
satin with suede strappings, beige suede 
with field mouse kid, black Russia with 


black ooze strappings, and white linen 
with white buck strappings. 

Geuting’s are offering at $8.50 a sandal 
in patent dull and satin, strapped up the 
front and across the ankle with suede. It 
has a new toe shape and box heel. This 
store is also featuring a cut-out pump in 
striped satin with black suede trim, in 
gun metal with black suede trim, and in 
fawn suede with brown calf trim at 
$11.50. 

J. & T. Cousins are offering at $10 a 
sandal with welt sole and covered Cuban 
heel in fawn, gray and white buck. It is 
also offered in patent leather and Russia 
calf at $9. 


Sandals Prominently Displayed 


Included in the women’s spring foot- 
wear offered by Snellenburg’s are Egyp- 
tian strap sandals for women at $10 in 
white kid, beige buckskin, gray buckskin 
and patent coltskin; red kid sandals at 
$8.50 with cut-out vamps and quarters, 
and low, flat, leather-covered heels; and 
sports oxfords and strap pumps of beige 
suede trimmed with tan calf; gray suede 
trimmed with gun metal calf; gray suede 
trimmed with patent calfskin and brown 
or black kid. 

John Wanamaker is offering at $3.90 
one-strap pumps in gray suede, patent 
and gray suede, tan calfskin and patent 
leather; two-strap pumps in combina- 
tions of tan calf and tan suede, black calf 
and gray suede, and patent leather and 
gray suede; and brown calf oxfords in 
several styles. At $4.50 this store is 
featuring small tongue effects in black 
satin and black suede, gray suede and gray 
kid, beige suede with beige kid cut-outs, 
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and white kid pumps in cut-out effects, 
and one-strap white kid pumps or white 
canvas pumps with patent leather. At 
$6.90 this store offers combinations in 
small tongue effects including patent 
leather and black suede, patent leather 
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and gray suede, and black calfskin and 
black suede. All have Spanish heels and 
turned soles. 

Niederman’s are offering a blonde 
suede pump with patent trim and heel at 
$12.50. ° 





BIRMINGHAM 


Working on Convention Program 


Sales Experts and Efficiency Experts Will Have Placesin List 
of Speakers 


AVE RICH, chairman of the com- 
mittee in charge of the Southeastern 
Shoe Retailers’ Association, has just re- 
turned from Macon, Georgia, where he 
attended a meeting of the executive board 
of the association, and discussed plans for 
the program and entertainment of the 
convention which will be held in Birming- 
ham on June 5, 6 and 7. 

The program will be completed as soon 
as all of the prospective speakers are heard 
from—in about two weeks, according to 
Mr. Rich. He states that the executive 
committee and the program committee ex- 
pect to make this the finest program that 
has ever been put on at a convention of 
this association. 

Two Editors Invited 

There will be sales experts and effi- 
ciency experts on the program to give the 
members the benefit of their knowledge of 
their subjects. Arthur D. Anderson of the 
Boot and Shoe Recorder and J. H. Stone of 
the Shoe Retailer have been invited to 
come to the meeting and give the members 
some “helpful hints.” Representatives of 


all other shoe trade magazines and maga- 
zines in allied trades have been invited to 
come to the meeting. 

Besides the business meetings there will 
be many amusement features, including 
several outings and a barbecue. 

Many manufacturers are already in- 
quiring for space to make displays of 
styles in shoes. They seem to be contem- 
plating having a style exhibit in connec- 
tion with the convention. 

J. W. Clisby of Macon, Georgia, presi- 
dent of the association, will be present at 
the meeting and preside over the sessions. 

The program committee is expecting 
Mr. Davis, field secretary of the N.S.R.A., 
to be present at the meeting and make an 
address. It will be the effort of the com- 
mittee to have good speakers and not too 


many. 

The Tutwiler Hotel has been selected 
as headquarters, and 600 delegates are 
expected, according to Mr. Rich. Pro- 
spective visitors are urged to make reser- 
vations so as to get the very best accom- 
modations. 





BALTIMORE 
Shoe Dealers Form Association 


A large number of the retail shoe dealers 
of Baltimore have organized an association 
which promises to be a great help to the 
members. It is the Retail Shoe Dealers 
Associationof Baltimore. The first meeting 
of all the members was held recently and 
plans made for a membership drive which 
now is in full swing. An effort will be made 
to get every retail dealer into the organ- 
ization. So far they have been joining at a 
rapid rate. 

Another meeting of the association was 
held on April 27 at the store of L. Slesinger 
& Son, 216 North Charles Street. 

For some time prominent men in the re- 
tail shoe business have been discussing the 
need of an association and a few weeks ago 
they gathered at Slesinger’s establishment 
and made the first plans. Two additional 
preliminary meeting were held and then all 
the members called together. At this meet- 
ing the officers were elected. They are: 

President, Albert Slesinger, of L. Sle- 


singer & Son; vice-president, Nathan 
Schenthal, of Hochschild, Kohn & Co.; 
secretary, Joseph A. Elinoff of the Elgar 
Shoe Shop, and treasurer, Henry Wyman, 
of Wyman’s. 

Committees also were appointed and 
are now arranging for the coming meeting 
at which a prominent speaker will be on 
hand. Several entertainment features also 
are being arranged. 

The membership committee is decidedly 
active and is meeting with excellent suc- 
cess. Quite a list of new members will be 
submitted at the coming meeting. 

Baltimore had a retail shoe association 
some years ago but it became dormant. 
When the war broke out the retailers 
joined with the wholesalers, manufacturers 
and findings men in forming an organiza- 
tion to protect their interests. At the close 
of the war this too ceased to function and 
ever since that time some of the leaders 
among the retail merchants have realized 
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that they should have their own organ- 
ization. The new organization is the result 
and the prospects for the success of the new 
association are decidedly bright. 





New Orleans Notes 


’ E. P. Hymel of Marks Isaacs Co. is 
leaving soon for the East to study con- 
ditions and buy for his firm. 

The B.G.H. Shoe Store has leased the 
site for their initial store in New Orleans. 
They have signed a lease on the corner of 
Canal and Basin St. with Leon Jacobs 
and Alfred Danziger. This is said to be 
the best of the fifteen stores that will be 
in the hotel being built by these parties. 

The lease is for eight years and it 
involves $96,000. 

The B. G. H. Shoe Stores have j 
been incorporated under the laws of 
state. The paid in Capital Stock is 
$29,000. Louis Bressler is the Secretary- 
treasurer, Lloyd Gordon, president, Henry 
L. Heyman, Vice-President. The Secre- 
tary has authorized their real estate 
agents to be on the look out for additional 
sites. ‘This concern, it is announced plans 
to form a chain of stores in New Orleans. 
And then they expect to branch out, and 
open stores in the principal cities of the 
South. These extentions will take place 
as the business justifies. 

The B.G.H. will open their Canal St. 
store October 1. Further details of their 
plans will be announced later. 





Portland May Have New 
Shoe Factory 

Portland, Me., May 7—The B. A. Cor- 
bin & Son Shoe Company of Massachu- 
setts recently sent Henry Powning and 
Frederick Cox to Portland, Maine, to in- 
vestigate the conditions and possibilities 
for the establishment of one of their fac- 
tories in that city. ;} 

The two representatives were in confer- 
ence with the industrial and real estate 
committees of the Portland Chamber of 
Commerce. The concern already operates 
factories in Webster and Marlboro, Mas- 
sachusetts, and would continue their op- 
erations if an additional factory should be 
located in that city. The two men looked 
over and investigated some prospective 
sites, but committed themselves in no 
way, saying that their plans vere in but a 
formative stage. The company manufac- 
tures Goodyear welt shoes for men exclu- 
sively. 


Ribbon Bindings to Match 
Leathers 


The call for colored leather shoes has 
created a demand for binding ribbon to 
match. What an extraordinary variety of 
binding ribbons has been brought out, is 
revealed to anyone seeing the line carried 
by W. K. Chandler, Inc., 125 Summer 
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Street, Boston, Mass. Over thirty shades 
of several different colors, like green, red, 
elk, brown and pastel, all fast dye, com- 
prise an assortment for immediate delivery 
which is attracting the business of the 
manufacturing and converting trade. In 
speaking about the call for this material, 
W. S. Gregson, advertising manager for 
the company, said: ‘““The length, breadth 
and character of our line place us in an ex- 
clusive position as regards ability to give 
the trade what is wanted in silk gros grain 
binding ribbon to match any colored 
leather.” 


Traffic Council Organized 


Boston, May 7—The Traffic Council 
recently formed by the New England 
Shoe and Leather Association is now com- 
pletely or, and ready for active 
work, Chi Carlton D. Blades of the 
George E. Keith Company having ap- 
pointed the following sub-committees: 

Baggage and Passenger Traffic, Chair- 
man, B. J. Rounds, Cushman-Hollis Com- 
pany, Auburn, Me.; Harry P. Lowell, 
A. H. Berry Shoe Company, Portland, 
Me.; E. L. Dow, F. M..Hoyt Shoe Com- 
pany, Manchester, N. H. 

Claims (Freight and Express) and 
Claim Prevention, Chairman, C. B. Bald- 
win, United Shoe Machinery Corporation, 
Boston; H. A. Hood, Brockton Chamber 
of Commerce, Brockton, Mass.; D. M. 
Cosgrove, Lucius Beebe & Sons, Boston. 

Classification, Chairman R. C. Johnson, 
Haverhill Chamber of Commerce, Haver- 
hill, Mass.; J. J. Cummings, New Hamp- 
shire Manufacturers’ Association, Man- 
chester, N. H.; John M. Mea, Pfister & 
Vogel Company, Boston. 

Export and Import Traffic, Chairman 
C. L. Garritt, United States Leather Com- 
pany, Boston; George Copeland, United 
Shoe Machinery Corporation, Boston; 
B. H. Davis, Thomas G. Plant Company, 
Boston. 

Express and Parcel Post, Chairman 
F. B. Small, W. L. Douglas Shoe Com- 
pany, Brockton, Mass.; Fred A. Cromwell, 
Thayer Foss Company, Boston; W. S. 
Gregson, W. K. Chandler, Inc., Boston. 

Highway ‘Transportation, Chairman 
George W. Newman, Winslow Bros. & 
Smith, Boston; George L. Lewis, Emerson 
Shoe Company, Rockland, Mass.; F. L 
Hawes, Thomas, Lake & Whiton, Inc., 
Boston. 

Rates and Reconstruction of Tariffs, 
Chairman Hugh Miller United States 





Rubber Company, Boston; H. S. Lohnes, . 


Bristol Patent Leather Company, Boston; 
Benjamin Baker, Al. A. Rosenbush & Co., 
Boston. 

Service and Embargoes, Chairman, 
F. B. Turner, National Leather Company, 


Boston; W. H. Gilday, C. A. Eaton Com-; 
pany, Brockton, Mass.; Harry Sellers, , 


Smith & Dove Manufacturing Company, 
Andover, Mass. 


Holtide Plant Dedicated 


Baltimore—With 290 officials of the 
company, stockholders, jobbers and other 
friends of the establishment present, the 
new addition built to the plant of the Hol- 
tite Manufacturing Company, Baltimore, 
was dedicated with a dinner on April 11. 
The affair was held at the new building 
and was thoroughly enjoyed. 

The Holtite concern manufactures the 
Holtite and Jax rubber heels exclusively, 
and the new building, which was recently 
put in operation, enables the plant to in- 
crease its output by 40 per cent. The com- 
pany sells throughout the United States, 
Mexico and South America, and plans to 
going after additional export business on 
a much larger scale than ever. It now em- 
ploys 169 workers, and plans are being 
made to engage more. Both day and night 


shifts are employed. The help is paid ex- 


ceptionally well and provided with the 
most modern equipment obtainable. “No 
dissatisfied customers” is one of the slogans 
of the company, and this has been a great 
aid in the rapid growth and success of the 
concern. 

The new plant was decorated with palms 
and cut flowers for the dinner, and no 
trouble or expense was spared in providing 
the guests with the very best in the way of 
entertainment. The dinner was held at 
6.30 o’clock and was followed by a few 
brief speeches by officials of the company. 
Then came the many entertainment fea- 
tures. The program kept up until almost 
1 A.M. There were 42 entertainers on 
hand. 

Some of the guests at the affair came 
from far distant points. In addition to the 
Baltimoreans present, there were visitors 
from Washington, D. C.; Richmond, Va.; 
Memphis, Tenn.; Fort Worth, Tex.; Phila- 
delphia, Pa., and many other places. 


Mobley Now with Cohen in 
Jacksonville 
West Palm Beach, Florida—Gordon S. 
Mobley, for the past four years associated 
with Anthony Brothers as assistant treas- 
urer and chief accountant, has tendered 
his resignation. Mr. Mobley has accepted 
the position of auditor and office manager 
with Cohen Brothers, “The Big Store” of 
Jacksonville, Florida. 


Where to Buy 


Shoe Store Supplies 


























IN-STOCK 
Green, Red and Blue Kid Stitchdewn 


Sandals 
Sizes 24-7. Per Pair, $2.75 


BLOG SHOE FINDING CO., nc. 
147 Duane Street, New York, N. Y 
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Signet Shoe Co. (Rice &% Hutchins) 
6 East 14th St., New York, N.Y. 


Firms like Rice & Hutchins who have opened 
a number of stores appreciate the enduringly 
trim appearance, comfort and space economy 
afforded by 


AMERICAN INTERLOCKING 
SHOE STORE CHAIRS 


Economical to buy because of their unrivalled staunch- 
ness of construction—pleasing to the eye because of 
their tasteful design and finish—and they comfortably 
seat seven people in the space that would be required 
for six or less with other types of chair. 

A wide variety of stock designs, well adapted to most 
architectural renderings for store interiors, may 
quickly be had in any desired finish. 


Let us help you solve your seating problems. 


AMERICAN SEATING (]OMPANY 


General Offices: 1016 LYTTON BLDG., CHICAGO 


Room 302 Room 601 
119 W. 40th street 











& 
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The FLORSHEIM SHOE 











The RODNEY—In Stock 


STYLE S-61 Black Velvet Calf Oxford; rolled tip with close 
stitching; half rubber heel; 10 iron single sole. Width AA, 
8 toll. A,6to 11. B,C, D,5 to 11. 


To Retail at $10 


Book of styles mailed on request to dealers in cities where we are not repre- 
sented. The Florsheim Shoe is placed with one live store in each community. 
Salesmen now showing complete line. 


THE FLORSHEIM SHOE COMPANY 
Manufacturers . Chicago 


FOR THE MAN 
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WHITE SHOES... | 
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In Stock—Now In Stock—June Ist 

















No. B [Peta cloth one-ctree, ine Pump, 
mon te-snainaininias ated Wit Re yt Sei Sag Rie 
outside tip, narrow space vamp and lace stay, Terms: Net Peles 4 oe 
white ivory sole, welt and heel, 27 last, 13-8 heel. 

— 30 Days 








BURROWS SHOE CO., Inc., Rochester, N. Y. 


N. Y. City Sales Room: 602-604 Marbridge Building 




















A THAT 
BY MONTHS ORDINARY LACES 
AYS TIED AND NEVER LooKs| 























SOME OF YOUR CUSTOMERS MAY NEVER SAY 
ANYTHING BUT THEY THINK A LOT 


When they are face to face with trouble caused by shoe 
laces breaking at a critical time, it is then they condemn the 
shoe manufacturer and merchant. Keep YOUR customers 
pleased by assuring them that the shoes they buy are 
“Cordo-Hyde” equipped. 


For Samples or Information Address 
LACE DIVISION 


O. A. Miller Treeing Machine Co. Brockton, Mass. 





a eee A ee Ae * A 








Dealer Influence is secured thru udvertising in the Boot and Shoe Recorder. 





re ALL IDPA ANYON Js se 


May 42, 1923 BOOT AND SHOE RECORDER 








| LOSIM EK”—WA eK PNIONZRA ISIE 


— 
— 


SKIKE WSEAS 


(ARSE et 


SN 


-—e 
= 


~ 


The Famous 


“Bates 3105” 
Brown Calf 


$4.38 


IN STOCK 
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Style 3105 


Z 


Brogue Last. Made of 
“Lustre” Brown Calf 
Bevel-Edge Oak Sole 


GONG 


os 


UNE 


/ 


HI. 


HE early-season special orders and recent heavy sizing-in 
orders for this stunning 3105 Brown Calf Oxford have 
stamped it as one of the fastest-selling Spring and Sum- 

mer Bates styles in dealers’ stores. 


/ 


- 


a SIE 


AIA, 


Because of its popularity we are keeping this line fully sized 
on B, C and D widths, along with those other popular Bates 
in stock numbers that are producing turn-over for Bates 


dealers right now. 


Style 3105, with its broad-beveled extension sole and extra 
rows of upper stitching, is nevertheless a tasteful model, 
appealing to both young and middle-aged men. It has cus- 
tom lines and “atmosphere” that are strongly in demand 


this season. 
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Consult us quickly for other Mid-Summer specialties for men 
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A. J. BATES COMPANY 


Webster - - Massachusetts 
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Lacing Hooks Make Sales 


Lacing hooks on shoes are an additional argu- 
ment toward the sale of the shoes. 


They are a feature of shoe completeness in comfort . 
and convenience and satisfy a long established and 
ever present demand. 

To show shoes with lacing hooks; to point out 
their advantages to the customer is to offer another 
item of selling service greatly appreciated by thc 
majority of buyers. 

You can increase your sales by featuring shoes 


with lacing hooks. 


Tubular Rivet Ss Stud Company 


Boston - - - - Mass. 
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IN STOCK 


. 
P6760— Modified French Last, Mohegen Veal | 
Nine Oak outsole, Ist quality rubber ae 
inner sole 
P6780—Same as above in black...........++-: 3.35 
In Stock D only, immediate delivery; other widths 
four weeks. 

7 


TO RETAIL AT 


952 we 


) 
A5260—Blue Ribbon Last, Claret Red Full Grain That’s what you want and— 
Calf, Nine iron oak outsoles, Grain inner cole & 


quality rubber_heel 

288—Same as above full grain Black Calf ..3.70 
i stock c and D widths, immediate delivery; 
others four weeks. 


It’s just what your customers are looking for. 


Davies shoes are made just enough better—of 
enough better materials—to make it possible 
for you to hold the bulk of this business. 


Here’s quick turnover—good profit and satis- 
fied customers. 


You can’t ask more. 


ORDERS - SHIPPED - DAY - RECEIVED 


05060—Black Patent, Eight¥iron oak outsole, 
Bevelled edge. Ist quality Rubber heel $ 76 


= a The Davies Shoe Mfg. Co. 
See TT lage ae ee + eS 
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HE new model illustrated is one of our clean- \ we ai Z 
cut offerings for the great summer season. WSOP as Baeln 
It has that dash of original design and touch ’ BAL, 
of master shoemaking so necessary in selling suc- as — 
cessfully women who are particular. Women, who 
are athletic or who love the out-of-doors, will buy ’ 
the “After” model gladly and unhesitatingly. It meets their demands in every detail. 


It will pay you to get acquainted with us and examine this and our many other 
Patent with‘otter ooze trimming. 9/8 distinctive numbers if you are coming to New York for the Brooklyn Style Show, 
Cubantheel. Can also be made in nay 21st to 24th 
various other colors and combinations. fe 
But if you can’t get there, just drop us a line 
and we will gladly send you samples of some of 
our popular women’s turns—Brooklyn made. 


NEW YORK OFFICE: Marbridge Building, Room 703 


WOLNICAR SHOE CoO., INC. 
Pitkin Ave., Cor. New Jersey Ave., Brooklyn, N. Y. 





Keep Your Customer Sold 


Since shoes are sold on their looks why not — your 


customer sold on their purchase by maintaining good looks, 
through the use of Miller Shoe Trees. Every sale creates 
good will and pays a profit to you. 


SHOE TREE DIVISION 


O. A. Miller Treeing Machine Co. Brockton, Mass. 
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Nyust bright | 


= SHOE 


DISTINCTION FOR YOUR 
STORE 


That’s exactly the factor necessary to put 
your store above your competitors—and our 
Stock Department is equipped to “tone-up” 
your store by supplying you immediately with 
high grade oxfords in the most wanted styles. 


Stock No. 210—Black Boarded Calf Oxford on the Andover Last. 6 
rows of stitching on tip, vamp, and quarter. Wingfoot heel—plump 
single sole. Sizes AA-7 to 12, A-6 to 12, B-6 to 12, C and D-5 to 12. 

Price $6.50 


Stock No. 210 Stock No. 310—Same as above in Tony Brown Calf... . . Price $6.50 


Stock No. 460—Patent Colt Dance Tie, cut from selected pliable 
Patent Colt, flexible insole and outsole. Radio Last—particularly in 
demand during the college and school graduation season. Sizes AA 
and A-6 to 11, B-514 to 11, C and D-5 to II 


Stock No. 461—Same as above in Dull Gun Metal Calf.. . Price $5.50 


Stock No. 460 


Stock No. 240—a new oxford incorporating all the free, swagger lines 
of the college type shoe. Made in Tony Brown Calf, with four rows of 
fitting, plump single sole, and Wingfoot heel. Sizes, AA-7 to 12, A614 
to 12, B-6 to 12, C and D-5 to 12 i 


Stock No. 110—another college type shoe—made in Black Boarded 
Calf, over the very popular Highland Last, plump sole and Wingfoot 
heel. Sizes AA-7 to 12, A-614 to 12, B-6 to 12, C and D-5 to 12. 

Price $5.50 


Stock No. 240 
Send for Spring and Summer 


Stock Style Catalogue 


A cordial invitation is extended to all visiting buyers to our own style show— 
New York Office, Marbridge Building, 1328 Broadway—May 21 to 24. 


E. T. WRIGHT & CO. sere ie heck Preserves tee tor 
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Eyelet Equipped 
Shoes are Uni- 
versal Favorites 


Visible eyelets have grown 
to be a significant footwear 
detail to the buying public. 
National advertising is edu- 
cating the discriminating con- 
sumer to look for these eye- 
lets as an indication of the 
quality and modernity of 
the shoe. 


The practical style value of 
visible eyelets imparts to all 
shoes on which they appear 
the guarantee that the shoes 
were built for the wearer’s 
convenience. 


Visible eyelets add a definite 
sales value to the shoes you 
sell. 


UNITED FAST COLOR 
EYELET COMPANY 


Boston, Massachusetts 
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One of the New Ones 


FOR SPORTS and OUTDOOR LIFE 


BASS MOCCASINS 
ARE STANDARD 


























No. 2848%— Chocolate Elk — Oxford Height 
—Beige Elk Instep Strap — Tan Duflex 
Sole and Rubber Heel— Rangeley Last. 





Send for information about our new 15 inch 
hiking boot for women 


Full line of Rangeley Moccasins—-Woc-O-Mocs 
and Bass shoes for hard service _ 





SEND FOR CATALOG 
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Cry 


All Our Hook Bars Bear This Stamp 








We warn m 
respect the validity of our patent. 






FISHEL NESSLER COMPANY 











Any bar bearing a notch or bend in imitation is an infringement. 
A practical shoe ornament which holds firm and covers the button on any width strap. 


We desire to call to the attention of the trade our hook bar patent No. 1,419,034. 
‘acturers as well as dealers not to make or market any infringements as we will proceed against all who refuse to 


184 Fifth Avenue, New York City 


Largest Manufacturers of Fine Shoe Buckles in the United States 

















A POWDER PUFF FOR WHITE SHOES! 


THAT’S WHAT THE WHITE WAY REALLY IS 


A convenient and attractive little pad-like 
—— an invisible compartment containing 
a 

our own 
in convenient size to carry in et or hand bag. 
The easiest and simplest device for cleaning 
white footwear. 














powder which we manufacture under 
ula. The pad rolls up and fastens 


Packed in Neat Display Boxes 
Price $2.00 per dozen 
Write for Sample 











GREELEY 
BOUDOIRS 


The Sole is the “‘Soul’’ 
of the shoe. The soles 
of Greely Boudoirs 
are absolutely depend- 
able—always. 
















In Black or Colored 
Kid. 36 pair lots 
only. 


If Your Jobber Cannot Supply You, Write Us. 
A. W. GREELEY .*. Haverhill, Mass. 














Artificial Flowering Plants and Trees, with 


Pots, Complete, from 10c Up 
Our Illustratéd Catalogue No. 32 with Moowasions in colors of Art- 


ificial Flowers, Plants, Vines, Trees, etc., Ma 


Frée for the Asking. 


FRANK NETSCHERT, INC. 


61 Barclay St. 






New York, N. Y. 


















GROPING IN THE DARK 


Time was when the purchase of advertising space was 
a “blind groping in the dark.’’ Advertisers had no means 
of checking a publisher’s statement of circulation and 
often these figures were unreliable. ’ 

In six years the Audit Bureau of Circulations has 
solved this perplexing problem. By a systematic analysis 
of distribution and methods this organization is able to 
suppy just the data an advertiser needs. The darkness 
is dispelled and the bright light of verified facts takes its 
place. Space buyers no longer find it necessary to grope 
in the dark. 

There are no dark spots in the Boot and Shoe Recorder 
circulation. Our records are audited by the Audit Bureau 
of Circulations. 






































Specials for Immediate and Later Delivery 


M y Lotus Play Oxfords 
and joot Grain 
Leather Insoles and Counter; 
Outsole. 

Oxfords, Infants’, 5-8, 72\c 
per pair; Child's, 8 44-11, 82 %e 
per pair; Misses’, 11 }4-2, 92 }4e 
per pair. 


Sandals, 5-8, 67}4c; 84-11, 
77 Mees 1134-2, 87 Koo per pair. 


Terms, Ten Days, Net 
Sa Days 


Send for samples of other styles 


THE BROOKLYN SLIPPER CO. 


409 OSBORN ST. 


BROOKLYN, N. Y. 
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Today Nearly Every 
Member of the Family Demands 
Some Type of Athletic Footwear ! 


| ewan the setting-up exercises of the children, 

through the period of gymnasium work, to the 
keeping fit exercises of the adult; and from “gym” hand 
or volley ball, to expert basketball, squash or indoor 
tennis, there is a HOOD Athletic Shoe properly 
designed for the work. 


_This Fall, the public will look for the HOOD Oval 
Sign in response to the slogan “There’s a shoe store in 
your neighborhood specializing in Athletic Footwear” 


Where will the public see this sign in your neighbor- 
hood? 


Write for complete information. 
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Looks like $6 


Goodyear Welt “Hand Sewed.” 
Genuine Oak Leather Outer- 
soles. Also Oak Leather 
Innersoles, Leather Trimmed, 
Guaranteed Counters, Heavy 
Canvas Drill Lining, Live 
Rubber Heels, Rich Ma- 
hogany Uppers, Army 
Officers’ Plain Toe. 








SIZES, E wide only; 


6-9, 6-10, 
6-11 and 
7-11. 
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“Sells like 60” 


Priced 





"67" 


24 pr. to case 
F. O. B. Boston 


Oxfords or Boots 
Same Price 





TERMS:—Cash, regardless 

of rating. This accounts for 

the low price. Send $5 for 

each case ordered. Price the 

same for 1 case or 100. We invite 
you to order only 1 case first. 








sent on receipt of your check for May wesend you 
OD. postage prepaid Or 


CO., 


Sample Pair $36: sent¢ 


A.A. A. MFG. 


a sample case? 


159 KINGSTON ST. 
BOSTON 10, MASS. 
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MISCELLANEOUS 














Changes in Business 


Current Events in Failures, Sus- 
pensions and Activities in the 
Shoe and Leather Trade. 


Norman, Okla.— Oklahoma Right Way Shoe Fac- 
tory, shoes, incorporated with authorized capital 
of $25,000. 

Oklahoma City, Okla.—The Empress Shoe Co., 
shoes, etc., succeeded by S. Braunig. 

Kane, Pa.—Hub Shoe Me shoes, incorporated 
with authorized capital of $25,0000. 

Mount Vernon, Ohio.—The Severns-Hull Shoe Co. 
(16 West Vine Street) shoes, incorporated with 
authorized capital of $10,000. 

Paden City, W. Va.—Morris & Martin, shoes, etc. 
succeeded by Hoyt, Morris & Noland. 

Summersville, W. Va.—Stanard-Groves Co., shoes, 
etc., incorporated with authorized capital of 
$20,000. 

Morgantown, W. Va.—Possner, Bros., shoes, dis- 
solved partnership, succeeded by Sam Possner. 

Milwaukee, Wis.—James Shoe Mfg. Co., shoe 
manufacturers, authorized capital increased to 
$150,000. 

Casper, W yoming.—The Fad Shoe & Clothing Co., 
shoes, etc., incorporated with authorized capital 
of $30,000. 

Langenburg, Sask.—H. Jampolsky, shoes, suc- 
ceeded by J. J. Sedorsky. 


Skin Games 


“Isn't there some fable about the ass 
disguising himself with a lion skin?” 

“Yes, but now the colleges do the trick 
with a sheepskin.”—Washington Dirge. 








Window Cards 


THIS 
\ 7 HAND COLORED 
f )— J DISPLAY CARD 
J want. $1.00 
Moprs Buff Stock 9x12 
Mounted on Choice 
of Brown, Grey or 
Maroon 
Write us regarding our 
Display Card and Pos- 
ter Service, 
MERCHANTS ART SERVICE 
44 East 34th St. - New York City 


Fifth Avenue 





> ” 
( 
Tou polwear 
) 

















MISCELLANEOUS 





‘ 




















OG 


To provide 
storage facilities for helt 
stock — to make it accessible 
and convement for clerks and 
stock men to handle with absolute 
My safety to insure quick service for 
IJ wholesale ot retail trade—mstall one 
4 or more MYERS NOISELESS 
> a TIRE STORE LAD. 





Jost LADDERS 


The Most Popular 
Size Stick 


“VARNUM” 


Trade Mark 


Made in Three Styles, 
No. 1, 2, 3 


With Standard Measures, 
English, French, 
American 


Price No. 3 
$1.50 Each 


“Varnum”’ Size Sticks 

are made of Extra 

Quality Maple Wood, 

with Nickel Plated 
Trimmings. Makes an attrac- 
tive fixture for the store, also 
along wearing and useful one 
as well 


Write Us Direct if Your Dealer 
Cannot Supply You 


Frank W. Whitcher Co. 


Manufacturers 


BOSTON, MASS. 
BRANCH,[CHICAGO, ILL. 

















SHOE STORE 
CHAIRS 
SETTEES 


iY 


WINDOW DISPLAY FIXTURES 


The OSCAR ONKEN CO. 
1181 4th St. CINCINNATI, OHIO 











Information for Shoe Merchants 


“Where to Buy” constitutes a source of 
knowledge so that he who runs through these 
pages may read—and learn. 











Every Shoe Store Needs 


(Trade Mark Reg. U. 8. Pat. Off.) 
CURVED JAW CUTTING 


NIPPERS 


The only nipper 
made which is just 
the right shape to cut 
out tacks on the in- 
side of shoes. 


“*Manchester” 
Trade Mark Reg. U. 8. 
Pat. Of. 


nip are made of 
high-gr de tool steel, 
nickel plated with a 
curved jaw that en- 
ables you to cut the 
tacks close to the in- 


-_ P 

e sure and specify 
Genuine 

“MANCHESTER” 

curved jaw when or- 

dering. 

Write us direct if 
your dealer cannot 
supply you. 

Price, $4.00 


Frank W. Whitcher Co. 


Patentees and Manufacturers 


Boston, Mass. tot We Leke Be 
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WANTED TO PURCHASE 








DO YOU CONTEMPLATE 


Retiring or going out of business? We will 
pay value for ae a entire or surplus stock of 
ae chant term to run taken 


shoes. 
over. Eecabliah 


FECHTER-OLENICK MERCANTILE 
CORPORATION 


650 Broadway, New York Tel. 0095 Spring 








HIGHEST CASH PRICES PAID 
for entire shoe stocks. We also buy your 
surplus or slow sellers. ——_—, no object. 
Retail or — a a, term leases taken 
off your or phone us 
spondence —~ Established 1890. 
MAX GLAUBERG 
52 Lispenard Street, New York Cit 
We also purchase clothing, hats, furnishi 
goods, etc. Phone Canal 963 








We bu k and highest cash 
for cute Se on ~— r Fy te 
oy - —* . no object. 
‘or 30 years our specialt 

Bank and mercantile coieenes. 

BROOKLYN PURCHASING SYNDICATE 
FRANK WALKER, Proprietor 
610 Broadway, Brooklyn 
Phone Stagg 1757 








THE NEW YORK EXPORT 
PURCHASING CORPORATION 


596 BROADWAY, NEW YORK, N.Y. 
HONE—SPRING 9965 


SLOW SELLERS 
SURPLUS STOCKS 
ENTIRE STOCKS 








591 1 Broadway, N lew York City 
Phone Spring ‘5160-5161- $162” 














MISCELLANEOUS 





FAMOUS GLASS 
FIXTURES 


Shown in Catalog 18 


Wood Fixtures 
Catalog No. 14 


Metal Fixtures 
Catalog No. 20 


Window Valances 
In Stock—Ask for Samples 


Window Rage and Plush 
Write for Samples 


The ‘Hecht Fixture Co. 
Medinah Bldg., Wells and Jackson, 


NEW YORK SHOW ROOM 
70 West 36th Street 
Just East of Broadwa 





Chicago 
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MISCELLANEOUS 





, and upward 


(. one reason for the rapidly 
growing popularity of the 
Hotel Martinique. 

Another is the consistent 
economy of the entire estab- 
lishment. Here you may enjoy 
a Club Breakfast at 45c., con- 
sisting of Fruit or Cereal, Bacon 
and gg, and Rolls and "Coffee 
—Special Luncheon and Din- 
ners of superior quality are also 
served at the most moderate 
possible prices. 

No location can be possibly 
more convenient than that of 
the Martinique. One block 
from the Pennsylvania Station 
(via enclosed subway) — Nine 
blocks from Grand Central— 
one block from the greatest 
and best Shops of the City— 
half a dozen blocks from ‘the 
Opera and the leading Theatres 
—and directly connected with 
the Subway to any part of the 
or you wish to reach. 


gest: without : 
‘si Hotel 
] Na wWugue 
Affiliated with nugu lin 
Broadway~32™0 33” Sts, 


NEW YORK 


A.E.Singleton, Manager, 























Milbradt Rolling 
Step Ladders 


are made in a great many 
styles to suit all kinds 
of stores and shelving. 
They will enable you to 
get along with less help, 
save the wear and tear 

-. —_ shelving, end 

Pp ~. oor 
your store Pt 2 
Jot to approva —_ sat- 
nm guaranteed. 


Write for our latest cata- 
= Fey 18 styles of 

ers as well as other 
store fixtures. 


Milbradt 
Manufacturing Co. 


2416 No. 10th Street 
ST. LOUIS, MO. 
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Boot and Shoe Recorder 


PUBLISHED WEEKLY IN THE INTEREST 
OF THE RETAIL SHOE MERCHANT 


by the 


BOOT AND SHOE RECORDER 
PUBLISHING COMPANY 


(Incorporated under Massachusetts Laws) 
CAPITAL $150,000 


OFFICERS OF THE CORPORATION 
CHARLES G. PHILLIPS, President 
EVERIT B. TERHUNE, Treas. and Gen’l Mgr. 
GEORGE W. R. HILL, Ist Vice-President 
H. WALTER SCOTT, 2d Vice-President 
ARTHUR D. ANDERSON, Secretary 


SWAIN, CARPENTER & NAY, Counsel 
73 Cornhill 


ARTHUR D. ANDERSON, Editor 
E. C. LOGAN 
OWEN A. THOMAS 
HELEN M. HANEY 
Associate Editors 





PUBLISHER’S NOTICE 


SUBSCRIPTION—The subscription price of the 
Boot and Shoe Recorder is $5.00 a year in ad- 
vance, which includes postage in the — 
States, Cuba, Hawaiian Islands, Phili 
Islands, Virgin Islands, Alaska, Canada, _ 
ico, Costa Rica, Dominican Republic, Hon- 
duras, Nicar: El Salvador, Argentina, 
Bolivia, Brazil, Colombia, Ecuador, Peru, 
Uruguay, Spain, The Balearic Islands and the 
Canary Islands. 

FOREIGN SUBSCRIPTION—The price to all 
foreign countries except the above is $10.00 
per year, including postage. 

All subscriptions are payable in advance. 


ADVERTISING RATES—Card of Advertising 
Rates furnished on application. ‘For rates 
for Wants, For Sales, etc., see Want Page. 


Every precaution is taken by the BOOT AND 
SHOE RECORDER to avoid printing any 
statement likely to mislead its readers. The 
publishers reserve the right to reject any 
advertising or os gd matter which is not in 
line with this policy. 





OFFICES IN 


BOSTON OFFICE, 207 South Street. 
ee OFFICE: 224 Moraine St. Geo. 
Hill, Manager. Telephone 507. 
CHICAGO OFFICE: 189 est Madison St. 
Telephone Main 1089. B. C. Bowen, Manager. 
oT LOUIS OFFICE: leet Locust St. B. C. 


NEW TORE OFFICE: Room 101, Graham Blde., 
127 Duane St. H. D cmmnd Scott, Manager. 
Telephone 2425 Can 

~~ —_ _ > OFFICE: Suite 1420, Widener 

Walter poett. anager. 

HAVERHILL OFFICE: ber of C o 

a ay Haverhill National Bank Bidg. Geo. 
Hill, Menage. 

CINCINNATI OFFI<E: 210 Second National 
i ae. H. M. Bowen, Manager. Telephone 

ana 

ROC HESTER OFFICE: 623 Powers Bidg., 
Rossiter L. Seward, Western New York Rep- 
resentative. Tel hone Main 969. 

LYNN OFFICE: Fred A. Gannon. 

MILWAUKEE OFFICE: Leonard E. Meyer 
(B. C. Bowen, Manage). 405 Broadway. 
Telephone Broadwa 

bet y INGTON =! CE: William L. Daley, 

6 Jackson Pla w. 
paris reg Vas des Italiens. L. Hubbard, 


LONDON: OFFICE: John C. Curtiss, Manager, 
Haymarket, London, England. 

AU STRALIAN ‘OFFICE: 330 ‘Lit. llins St., 
elbourne. G. Jerv ton, Manager. 
CONTINENTAL OFFICE: ” William Salzman, 

Manager, I. Adlergasse 12, Vienna, Austria. 
ARGENTINA: —- Aires, Rivadavia, 2721, 
P. Sabazzini, Geren 
BRAZIL: Gerente. py S. Fitch, 88 Rue General 
care = 88 Sob. 
HILE: Santiago, Las Rosas 1123-1127. Otto 
mw ~~ a Gerente. 
CUBA: Mr. H. Gomes, Corrales, 2A Havana, 


Cuba. 
— OFFICE: Yokohama. J. F. Wager, 


SPAIN: ; a Leoncio de Miguel, Librere Edi- 
tor, 20 Fuencarral, Madrid. 
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CLASSIFIED AND OPPORTUNITIES DEPARTMENT 
planet mete he aes tis Gen eS Mintoges, taunt ecole, vest Be ata Fer tbe 
" ant” advertisements, ~— cents per word for each insertion. 
Space ltime 7 times 13 times 26 times 52 times Minimum amount accepted, $1.25. Ads under this heading => 


Vin........$5.00 $4.00 $3.50 $3.00 $2.50 Savery der enero come nce 


replies forwarded direct to their ad 


20.00 16.00 14.00 12.00 10.00 Answers to ads must be sent under letter 





12.00 10.50 9.00 7.50 - A must be counted in the advertisement and = for accordingly. 


Payment in advance is required, except when regular advertisers, as amounts are too small to open accounts 














SALESMEN WANTED 


SALESMEN WANTED 


SALESMEN WANTED 





SALESMEN for a real sna condensed specialty 
line branded ladies’ sil be mony Sold with a 
arantee to Goods, shoes and ay ae 
throughout the country. Easily carried. Sta 
territory covering and line now handling = 
K-505, care Boot and Shoe Recorder, 12 127 Duane 
St., New York. 





——_ for New York and out-of-town 
to carry wonderful line of ladies’ turn 
> and mules. Only salesmen who are meeting 
in their pr line need apply. Won- 
Serful opportunity for right men. it commis- 
sion basis. Call or write Royal Shoe Mfg 
Atlantic Ave., Brooklyn, N.Y. 


Wants: Shoe man to sell to retail om, 0 
high grade line of Stitchdown 

fords and Playshoes, Infants’, Children’s and 

Growing Girls’. Address D-970, care Boot and Shoe 

Recorder, 207 South St., Boston, Mass. 


ANUFACTURERS of women's h le and 
Mine wel can uae wf ved > at —y- 











ag ere Geese 
Golden 3i Shoo Cx Co., 23 Vale St. St., ,~ he Mass. 


GIDE LINE SALESMAN to sell four numbers of 
oe s McKay strap sandals. Sossietantion Se in 


numbers gives easiest selling “Only a 
-— To. wales in the quae. | hustlers 
wanted, to take care *! increased 
Terri and references. Cor 
tial. Ad D-973, ore Boot and Shoe — 
207 South St., Boston, Mass. 


W ANTED—To salesmen calling on established 
trade we offer a line of quality stitchdowns at 
an attractive rate of commission consists of 
children's shoes, oxfords and sandals, growing girls’ 
oxfords and sandals, men’s oxfords, Romeo and 
Everett slippers. The following territories available 
now: Massachusetts, Vermont, New Hampshire, 
New Jersey, Eastern Penna., Na. and So. Carolina, 
— a and Florida, Indiana and Illinois, Kansas 
qi Alabama and Mississippi, lorado, 
Ww he Utah. Give details concerning yourself 
and line you would in conjunction with ours. 
Collingwood Shoe Co., Inc., Endicott, N. Y. 


{XCELLENT opportunity offered to salesman 
to connect with live women’s novelty shoe house 
carrying large stocks at all times. Choice Southern 
and Western territories open. Can be handled in 
connection with non-conflicting lines. 
D-972, care Boot and Shoe Beomthe, 189 W. Madi- 
son St., Chicago, Illinois. 


SALESMAN WANTED—To carry as a side line 

on a commission basis. Kozy Komfort Slippers in 
the following territories: Wisconsin, Montana, 
Ohio, Rentacie. Virginia and West Virginia. If you 
are a high class salesman and want a line that is in 
demand write for particulars. Kozy Komfort Shoe 
Mfg. Co., 161 Center St., Milwaukee, Wis. 























SALESMEN WANTED 


Arizona, Missouri, .» Nebraska, Ohio, M 
nia, dghanens Oklahoma, N ew England S States, Wissceais, Address D000, care 
Shoe Recorder, 207 South St. F Boston, Mass. 


account 


Penneyivania, siting Eaton, 








Poy territory. Address 
Recorder, 207 South St., Boston, M ass. 


H'S.@ qeene WORK SHOE SALESMEN 
WANTED —lIllinois, Iowa, New York, Ohio. 
Steven ia Shoe Company, Milwaukee, Wis. 











shoes, woolskin slippers, 
We invite 





BIG BUSINESS PRODUCERS 
To Sell Quality Shoes 


Some Wonderful 


Territories Open 
. representing 


Bradley & Metcalf Company, Mil- 
waukee. The line consists of 15 styles 
of men’s dress Welts with all the style 
and quality any well posted buyer . 
ask for; also 15 styles of men’s unlined 
Welts. Entire line filled with qualit 
All styles carried in stock. Strictly 6% 
commission basis. An unusual oppor- 
tunity to sell a line that will repeat. 











Opportunity 


Excellent opportunity is of- 
fered to salesmen in various 
parts of the country to carry 
specialty side line of three or 
four Goodyear welt work shoes. 
Splendid value. Easy to handle. 
Write giving full particulars as 
to territory. Indiana Shoe Cor- 
poration, Marion, Ind. 











A real opportunity is offered to sales- 
men in all parts of the country to carry 
as a main line, or a side line, a popular 
priced line of Juvenile Turns and Soft 
Soles. This is an old and established 
line and for years has had the reputa- 
tion of being one of the best selling 
lines of its kind in the country. We 
have increased our factory output and 
find it to our sales 
force, and enn: use “high powered”’ 
salesmen. We pay highest commissions 
and our shoes are priced to sell. New 
samples are ready to be sent out. 
Address replies D-967, care Boot and 
Shoe Recorder, 207 South St., Boston, 


























GALMEBEAN 90 cenry actdo noel hand made shoe 
novelties. All territories 10 Pe fal cent 
| ace French Shoe Novelty Co. 





Witt tll on Serge having quiet trade 


in first letter. 
Shoe Recorder, 207 South St., Boston, Mass. 





POSITION WANTED 


Rear. SHOE SALESMAN seeks position’ 

of buying and managing. Address D- 
974, care Boot and Shoe Recorder, 189 W. Madison 
St., Chicago, Illinois. 








A <a of Seuss d 7 ; 

er of neat and pleasing per- 
sonality. Will consider positiqn outside of Chicago. 
‘Address D-975, care Boot Lary Shoe Recorder, 189 
W. Madison St., Chicago, Illinois. 


pe ape 24, retail, with pane knowledge 
and management 








FIRST. class shoe man now employed, desires 
peition as with retail shoe 


~~? 
furnish E Exedient Ca ay TF 


Shoe Recorder, 207 South St., Boston, 








an ot Young —_ 35, 
ers expert merchandising, buying, 
. creating volume, building an organiza- 
tion, complete system for chain store. 
wal ienstien 00 per cent, create a real outlet for 

r merchandise, 15 years in this line of work, 
Jail at it. Full of Pep and a hard worker. Address 
D-941, care Boot and Shoe Recorder, 207 South 

“i Boston, Mass. 








mes moa te nr 

Capa! sales producer is open to 

sition from manufacturer. Fifteen 
perience men’s,women’s 

and children’s shoes made by concerns 

widely known. Has established trade in 

Pen lvania, where he prefers to oper- 

ate. nirty-six en ¢ age; enthu- 

siastic energetic. 

care Boot and Shoe Ee 207 South 

St., Boston, Mass. 











LINE WANTED 


Ltt WANTED for Northwestern Terri 
A shoeman. acquaintance in the tra le 
tation of a line of 





ritory. Best of references 
See SaaS 207 Sontk Steet 
ass. 








SBern a 


— 


i 2S pmisswecer 11 
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PARTNER WANTED 


PARTNER WANTED 











Partner with Capital Wanted 


We have a large factory in New England most favorably situated so far as 
labor conditions, transportation, etc., are considered, with a capacity of 
4,200 pairs of women’s shoes daily. We manufacture a line of women’s 
novelty McKays and turns. There is always a big outlet for our product 
and we are over sold practically all the time. We are in the market for a 
partner in our business, preferably one with wide manufacturing experi- 
ence who is in a position to invest $75,000 or more with us in order that 
we may expand our business to the point where we can handle the large 
volume of orders that can be obtained in our grade. Best of references 
furnished and required. For further particulars address D-965, Boot and 
Shoe Recorder, 207 South Street, Boston, Mass. 








LINE WANTED 


TO LEASE 





SALESMAN, well acquainted in Metropolitan 
district, New er he and Philadelphia ,wants line 
of women’s or children’s high or medium grade 
shoes. Address K-504 pt Boot and Shoe Recorder, 
127 Duane St., New York. 





WANTED—A line # men’s or women’s shoes for 
Indiana by a resident salesman, now carrying 
a good line but who wishes to change. Will consider 
“ a line of real merit and one that is already more 
less established and some following. Can 
pm myself and furnish an assistant. All corres- 
pondence to <~ in strict confidence. Address D-976, 
care frost and Shoe Recorder, 207 South St., Bos- 
ton, Mass. 


LINE WANTED—Short Line of shoes (juvenile 
preferred) for Chicago. Years of rience in 
footwear. Address D-978, care Boot and Shoe Re- 
corder, 207 South St., Boston, Mass. 








SALES AGENCY 








Chicago Sales Agency 


I have an established sales agency in 
Chicago for the purpose of represent- 
ing shoe factories and instock lines. I 
am desirous of connecting with some 
factory that is manufacturing women’s 
novelty footwear that I can sell to the 
large trade, such as department stores, 
general stores and the better class of 
jobbers. My wide acquaintance with 
many large buyers throughout the 
country and my Past experience as a 
style man in women’s footwear should 
enable me to obtain good results for 
such a factory. I would, of course, 
willing to travel throughout the coun- 
bd in order to sell their output. Ad- 

ress D-966, care Boot and Shoe Re- 
Aa, 207 South St., Boston, Mass. 














TO LEASE 


T° LEASE—Ladies’ shoe de 
cated on Lexington Street, Baltimore, Md. 100 
per cent location, fully equi , main floor, cater- 
ing to lar price shoes. deal location and op- 
portunity for right y. None but financially re- 
sponsible party will be considered. For further 
information address D-979, care (Boot and Shoe 
Recorder, 207 South St., Boston, Mass. 





rtment, store lo- 





SHOE DEPARTMENT 

SPACE FOR LEASE, highly a = 
special — 100% location in the 
heart o ‘exas, ¢ d 
space ap 15x60 feet; a 
wpnaeeted opportunity for a live wire 
who is accustomed to selling novelty 
shoes to retail from ten to eighteen 
dollars. Communicate direct. LADIN’S 
CO., 605-7 Main St., Houston, Texas. 





ae 














IN LIQUIDATION 








IN LIQUIDATION 
FRANK & ADLER 
307 W. Baltimore Street, Baltimore, Md. 

Owing to the death of Mr. 
Simon C. Adler, the sole pro- 
prietor of Frank & Adler, the 
stock of this well known house 
is for sale as a whole. It consists 
of a general line of shoes and 
offers a rare business oppor- 
tunity. 

The stock will be ready for in- 
spection and copies of inventory 
will be supplied, on Thursday, 
May 10th, on the premises. 
Sealed bids must be .accom- 
panied by certified check repre- 
senting 10 per cent of bid and be 
filed with the undersigned on or 
before Wednesday, May 16th, 
1923. The right to reject any and 
all bids is reserved. 

Executors ame of Simon C. 
er. 














FOR RENT 


HOE DEPARTMENT (MEN’S) FOR RENT. 
Located busiest section pare leet all, sane. 
Big opportunity for young man w rent. Address 
K-503, care Boot and Recorder, 137 Duane 
St., New York. 





FOR RENT 


Pas oss new store, well located on main business 

South Milwaukee, Wisconsin, a we 
pot L petey 8,500. An unusual op- 
portunity for one seeking an opening for an u to- 
date shoe store. Address ler Improvement 
pany, South Milwaukee, Wisconsin. 


GHOE DEPARTMENT FOR RENT—City of 
100,000, New York State aay» store, dreey’ B38 
lar price, complete with 981, 
cans Epes and Shoe Recorder, 20 207 sian ~\ - 

ton, Mass. 





ing city, 








TO LET 








Office Space To Let 


Offices and storage 
bears of a ite shoe 


to let in 
trict in new 
eal 





mple 
Elevator castle, Apply ~4 > epdien Rub- 
ber Company, Boston, Mass. 











SHOE BUSINESS 








LARGE RETAIL SHOE BUSINESS 
WANTED 


I am in the market to buy one or 
more retail shoe stores doing an annual 
or over. In 


D-969, care Boot and 
Recorder, 207 South St., Boston, Mass. 














SPACE 


CAN offer space for shoe di 
womens s fond -to-wear 
lars apply E ykes, Elkhart, 





ent in first class 
Take? take full partieu- 





FOR SALE 


FoR SALE—Shoe stock invoicing around $15,000. 
2,500 population, and bie wise , trade. Seve n 

good factories, good On 
<i shoe store in town. Reason for selling, poor 
health. Box 107, Minerva, Ohio. 











pn STORE, modern and most attractive 

street of Buffalo, 
d. Address D-962, 
care Boot and Shoe Recorder, 207 South St., Bos- 
ton, Mass. 








WANTED TO PURCHASE 


CASH PAID) 


for entire shoe stocks or surplus stocks of | 
shoes or other merchandise. my quan- 
tity. Prompt attention given. 


KIRSCH-BLACHER CO., Inc. 


293 Church St., New York, N.Y. 
Phone Canal 0679 

















El Salvador, Argentina, 


Cable Address BOOTRECO 





tion price of the Boot and S) 


The subscrip' hoe Recorder is $5.00 in ad . whi h include tage in the U ted States, Cuba, 
Hawaiian Islands, Philippine 1. mda Virgin Isl Alaska, | hed e ne Mens oy 3) k.. uch ins es pos e Uni es 
umbia, ador, Peru, ‘Uruguay, Spain, The Balearic Islands and the Canary Islands. 


No Subscription Accepted for Less Than One Year 


Member of the Associated Business Pa, Ine. Member of the United Publishers Corporati: Member oj Audit Burea 
ach isons copyrighted by the Boot ent Shee Moconde Publi Y, ‘Oni Boston. Mi - 


ISSUED EVERY SATURDAY AT 207 SOUTH STREET, BOSTON, MASS., U. S. A. 





ionduras, Nicaragua, 





ishing Co. Entered at the Post Office, Boston, 


ureau of Circulation. 
class 


ass.. as matter. 


Printed in U.S. A. 
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Golo Slipper Co., Brooklyn, N. Y 
Greeley, A. W., & Co., Haverhill, Mass 
Grossman, Julius Inc., Brooklyn, N. Y 
Grovers, J. J., Sons Co., Lynn, Mass 
Gustin Co., M., New York City 


Hannahsons Shoe Co., Haverhill, Mass.... 2 
Hood Rubber Products Co., Watertown Mass 153 
Howard & Foster Co., Brockton, Mass 


Johnson Bros. Shoe Co., Hallowell, Me 
Jonas, J. A., Shoe Co., Haverhill, Mass 
Juvenile Shoe Corp., c arthage, Mo 


Kannally-Wick Corp., Highland, Ill 

Keith, Geo. E., Co., Brockton, Mass 

Keith, Preston B., Co., Brockton, Mass 

Kozak & McLoughlin, Inc., Brooklyn, N.Y 45 
Kreider, A. 8. Co 


Latterman, John J., Shoe Mfg. 
Brooklyn, N. Y 

Lax & Abowitz, Brooklyn, N. Y 

LeMar Shoe Co., Brooklyn, N. Y 

Lily, Henry, New York City 

Little Witch Shoe Co., Salem, Mass 


Co., 
48 


Mackey Shoe Co., Brooklyn, N. Y 

Marion Shoe Co., Marion, Ind 

Marston & Tapley Co., Danvers, Mass 

Martin, A. H., Rochester, N. Y 

Millen, Percy D., New York City 

Miller, I., & Sons, Inc., Brooklyn, N. Y 

Minor, P. W., & Sons, Inc., Batavia, N. Y.. .100 
Mistwold Shoe Co., Raymond, N. H 
Moore-Shafer Shoe Mfg. Co., Brockport, NY 27 
Mutaal Shoe Co., Brooklyn, N. Y 


Nettleton, A. E., Syracuse, N. Y 
Newcomb-Anderson Shoe 
Nu-Baby Shoe Co., E. Lynn, M: 


Oriental Boudoir Slipper Co., Haverhill 
M 133 


Packard, M. A., Co., Brockton, Mass 

Peck, Frederick S. Worcester, Mass 

Perfect Shoe Co., Brooklyn, N. Y 

Pincus & Tobias, Inc., Brooklyn, N.Y. .... 
Phillips Shoe Corp., Haverhill, Mass 1 
Posner, Dr. A., Shoe, Inc., Brooklyn, N. Y.. 56 


Rameey, E. J., Co., New York City 
Reynolds, Bion F., Brockton, Mass 


60 
ph, Mass... 
~~ 


Rice & Hutchins, Inc., Boston 
Richards & Brennan Co., Rando 
Rickard Shoe Co., Haverhill, 
Roberts, Johnson & -.Rand, S$ 


Rothman, Benjamin, Inc., New York ae 


Saks Shoe Co., Brooklyn, N 

Selby Shoe Co., Portsmouth, 0. 

Smith-Briscoe Shoe Co., Lynchburg, Va... . 
Smith, Wm. Sumner, Chicago............. 137 
Stacy-Adams Co., Brockton, Mass 

Standard Felt Co., West Alhambra, Cal 26 
Stetson Shoe Co., So. Weymouth, Mass. .94-135 
Stockbridge Shoe Co., Haverhill, Mass..... . 1 
Stone K. M., Co., Inc., New York Ci 

Stonefield- Evans "Shoe Co., Rockford, Tl. 
Strassburger-Stiles, Inc., Brooklyn, N. Y. 
Sullivan, P. Co. Cincinnati, Oo 14-7 


ny, Boston 
n, Wi 
averhill, Mass. . 
, Brockton. Mass 186 


Taylor. E. E. Com 
Teeple Shoe Co., Wau 
Tessier & ~——_ 
Thompson Bros. Shoe 
Thomson-Crooker Shoe Co., 
Triangle Shoe Co., Brooklyn, N. Y 


United States Rubber Co., New York Cw 


Shoe Co., Brooklyn, N. Y 


Unit 
Dunn Co., Rochester, N. Y 


Utz 


Wall, Doyle & Daly, Inc., Brockton, Mass. . . 
Weber Bros. Sh hep tine No. 7% M 28 
Weil, S., & Co., Inc., Brooklyn 

Weimer, Wright & "Watkins e. Philadel- 


Wise Robert, ca Cincinnati 6 
Witchell-Sheill Co ., Detroit, Mich 24 
Witherell, E. A. & M.C.., Co., — Mass133 
Wobst Shoe Co., Milwaukee, 132 
Wolnicar Shoe Co., Brooklyn, N Ri 
Wright, E. T., Co., Inc., Rockland, Mass... . 


FINDINGS AND SHOE STORE SUPPLIES 


Alterson, L., & Co., New York City........ 4 140 
American Seating Co., Chicago 


Blog Shoe Finding Co., New York City 
Bongiovanni Bros., New York City 


Chandler, W. K., Inc., Boston 
Coultas Co., D. W., Providence, R. I 


Ellis, W. E. Co., Haverhill, Mass 
Fishel Nessler Company, New York City... . 
Gilbert, E. T., Co., Rochester, N. Y 


Hecht Fixture Co., Chicago 
Hymes, H. L. Co., The, New York City 


Kahn, Edw. E., & Co., Brooklyn, N. Y 
Kahn & Buick, Inc., Brooklyn, N. Y 


Merchants Art Service, New York City 
Meyers, F. E., & Bro. Co., Ashland, Ohio. 


Milbradt Mfg. Co., St. Louis, Mo 


Miller, O. A., Treeing Machine Co., Brock- 
ton, 144-148 


Netschert, Frank, Inc., New York City 


Onken, Oscar, Co., Cincinnati, Ohio 


Pittsburgh Reflector & Illuminating Co., 
PORE, Whe. 6:645:4000060 0080 Sete aneues 32 


Scholl Mfg. Co., Chicago 
Vanity Novelty Works, Brooklyn, N. Y 


Whitcher, Frank W., Boston 
Wizard Lightfoot Co., St. Louis, M 


HOSIERY 

Burson Knitting Company, Rockford, Ill. .128 
~—— Silk Hosiery Mills, Inc., New York __ 

LEATHER AND OTHER MATERIAL 
Barnett Leather Co., New York & Boston... 
Beggs & Cobb, Inc., Boston 
Brown, C. D., & Co., Inc., , Se N.Y. 
Chamberlain, B. F., Boston 
Clifton Mfg. Co., Boston 
Creese & Cook Co., Boston 


den Rubber Co. Chicago 
we Front Cover-108-109 


Evans, John R., & Co., Camden, N. J... .112-113 


Gallun, A. F., & Sons, Milwaukee, Wis 
Goodyear Tire & Rubber Co., Akron, Ohio. . . 


Hale, Alfred, Rubber Co., Atlantic, Mass. . . . 
Jones Co., F. E., Boston 


Kenworthy Bros., Stoughton, Mass 
Kepner, C. D., Co., Boston 


Levor, G., & Co., Inc., New York City 
Quabaug Rubber Co., No. Brookfield, Mass .116 


Republic Rubber Co., Youngstown, O 
Rousmaniere, Williams & Co., Boston 


Scherer, Oscar & Bro., Inc., New York City. 14 
Schmidt, Carl E., Co., Ine., Detroit, Mich.91-92 
Surpass Leather Co., Boston 139 


Thayer-Foss Co., Boston 


MACHINERY, LASTS, MFGS’ SUPPLIES, 


DRESSINGS, ETC. 
Beckwith Mfg. Co., Boston 
Everetz & Barron Co., Providence, R. I 
Griffin Mfg. Co., New York City 


Thompson-Field Co., Inc., ene, Mass. 139 
Tubular Rivet & Stud Co., 146 


United Fast Color Eyelet Co., Boston 
United Shoe Machinery Corp, Boston. qi7lee 


Whittemore Bros., Boston 


MISCELLANEOUS 
Atlantic Printing Co., Boston 


Boston Shoe Style Show 
Brooklyn Purchasing Syndicate 


Calderwood & Preg, Inc., Boston 
Glauberg, Max, New York, City 


Hotel Martinique, New York Cit 
oward Print, Inc., Brockton, 


Kalter Cerf. Co., Max, New York City 
a A T. K., Sales System, Inc., Saaeeril 


Min: 
Kirch-Blacher Co., Inc., New York City. . 


New York Export Purchasing Corp., New 
York City 155 


Root, F. S., Company, Boston 
Tolman Print, Brockton, Mass 
University Electrotype Foundry 
Waskow Co., Inc., Chicago 
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Tri-To-W: 


a ~ NOR ~ { 


Try to Walk Trade Mark Reg. 


The Happy Medium 


Little Shoes for Big Business—not soft shoes for 
babies, but shoes for soft profits. Flexible, pretty, with 
a bit of stiffening support where needed and a trace of 
an arch in the sole. The easiest baby shoes to sell you 
ever handled. 


Imported hand braided Leather Slipper—For 


travel, bath, beach and camp. 
Blucher Boot 


outer’ Ek, Ladies’, 3 to 8 


in All Popular ond . Men’s, 6 to Il 
yo Minimum quantity, 36 pairs per run. No 
samples. Satisfaction guaranteed. 





Send for catalog of In-Stock—Soft Soles, “Tri-To-Walk” G ol O Slipp er Company 


LITTLE WITCH SHOE CO. 


(With which is lidated Stevens Soft Sole Shoe Co.) 129 Duane Street, New York, N. Y. 
144 WASHINGTON ST., SALEM, MASS. 





























7 SAN 
GILLIAM, APPROVED BY | 
NEVERSLIPS MEDICAL MEN 


Will absolutely prevent slipping of 
Oxfords and Pumps at the ~ 

No other Neverslip is so easily 
adjusted. Simply moisten the 
gummed surface on the back and 


a © use. 
it adjusts itself. ventiarions: Make your stock 


Colors are Black, Brown and White. PATENTED dren's 
Price $1.75 per dozen pair. $19.20 

per gross pair. 

If your jobber can’t supply you 

write us for a sample assortment of 

three dozen. 


THE H. L. HYMES CO. 


Sole Owners and Manufacturers B 


52 West 15th Street ee o New York City 
2 a i 


GROPING IN THE DARK 


Time was when the purchase of advertising space was a “‘blind groping in the dark.’’ 
Advertisers had no means of checking a publisher’s statement of circulation and often 
these figures were unreliable. 


_ In six years the Audit Bureau of Circulations has solved this perplexing problem. 
By a systematic analysis of distribution and methods this organization is able to supply 
just the data an advertiser needs. The darkness is dispelled and the bright light of veri- 
fied facts takes its place. Space buyers no longer find it necessary to grope in the dark. 


There are no dark spots in the Boot and Shoe Recorder circulation. Our records 
are audited by the Audit Bureau of Circulations. 
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“Mothing 


in the shoe 















On the head of the rivet which locks the 
shank to the insole, and whick is flush 
with the insole, you will find this trade 
mark. Look for the trade mark. It is 
your protection. 


‘United Shoe Machinery Corporation | 


bud the Foot” 


























! hm, — e— 


Wy anes. = 


‘‘In-Built” Comtort 
and Protection 


From the viewpoint of shoe speralists, 
shoes built with Crawford Arq. Sup- 
ports are scientifically correct. From 
the viewpoint of your customer: they 
are unusually desirable becausi they 
correct fallen arches in a pleasant, hatu- 
ral way.” 


The Crawford Arch’ Supporting $hank 
is built right into the choo—Eet be- 
tween the insole and outsole and kicked 
to the insole. It is part of the shoe— 
in-built support and comfort that give 
ease to the foot and preserve the shape of 
the shoe, assuring lasting fit and comfort. 


Show your customers shoes with 


Crawford Arch Su 























pporting 
Shanks. adeoall 














Boston, Mass. 
























































THE WOMAN WHOSE PET HOBBY 
IS SMART FOOTWEAR IS THE 
FIRST CUSTOMER FOR FOX SLIP- 
PERS, PUMPS AND OXFORDS. 


FOX FOOTERY PERMITS HER TO 
GRATIFY HER DESIRE FOR VA- 
RIETY IN HIGH COLORS AND 
BLACK, AND IN KID AND SATIN 
WITHOUT PLACING TOO GREAT 
A STRAIN ON HER PURSE. 


ANY WOMAN WOULD LIKE TO 
BUY MORE THAN A SINGLE PAIR. 


CHARLES K. Fox, Inc, 
HavernHiLe, Mass., U.S. A. 


BOSTON: 54 LINCOLN Sr. New YORK: MARBRIDGE BLDG.. 
BROADWAY AND 34TH ST.. Room 632. CHICAGO: GREAT 
NORTHERN BUILDING 








Vol. 83, No. 9. Publishedjevery, week [by the Boot atid Shoe Recorder Publishing Company, 207 South St., Boston, Mass. 
Entered as'second class matterJApril 15, 1922, at the Post Office at Boston, Mass., under the act of Congress of March 3, 
1879. Subscription price, $5.00 a year. Printed in U. S. A. 












BOOT AND SHOE RECORDER May 19, 1923! 











| aii veo ne 
a Janners . 
Levor Grain Kid 


Cabret 

Levor Grain Goat 
Chevrettes 

Now York, Gloversvill;Boston, LG Howse | 
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Cy” 6 GMP shes Shown by Comtesy of 
M—™MfF CW CS 4/4 DEGEN LIPP, Inc. 
SS > Brooklyn, N. Y. 
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THE 
STANDARD 








Vode Kid 


Colors Comprise 


Red Your ‘Dependence 
Gren fOr Style — (orrect (olors 








Green 
White 
Gray T’S our business to know—as far 
Fawn ahead as any and further than many— 
Havana Brown What colors fashion will next prescribe. 
Camel‘ For that reason VODE Kid is the depen- ‘ 
Golden Brown dence. of s:many foremost : artist shoe- 
Bronze makers, who cannot afford to trifle with 





their reputations for correct styling. 


Thef{Standard Kid Company 
209 South Street :: Boston, Mass. 
Branches in New York, Philadelphia 
Cincinnati, Chicago and St. [Louis 
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The entire structure of the arch depends 
upon the strength and correct proportions 
of the keystone. 


The shape-retaining strength of a shoe de- 
pends upon the counter—the keystone of 
the shoe structure. 


If the counter is made of poor material and 
breaks down, the shoe is a complete and 


total wreck. 


The man who does not know will not realize 
the supreme importance of the one central 
stone in the arch. 


* Monsam Groner 


“Keystone of Shoe Building’ 





ROGERS 
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RANDED OR UNBRAND- 
ED she C. B. SLATER 
LINE IS ONE WHICH 
BRINGS REPEAT BUSI- 
NESS TO THE RETAIL 
MERCHANT. 


MANY OF OUR DEALERS 
FINDIT ANADVANTAGE 
TO HAVE THEIR SHOES 
MARKED WITH ¢fe C. B. 
SLATER NAME. THIS IN- 
SURES IDENTIFICATION 
BY THEIR. CUSTOMERS 
AND ENABLES THEM 
TOSECUREA REPETI- 
TION OF THAT SATIS- 
FACTION AND SERVICE 
WHICH ARE A PART 
OF C. B. SLATER SHOES 


C.B. SLATER COMPANY 


Manufacturers of Men’s, Women’s &8 Children’s Shoes 
SOUTH BRAINTREE, MASS. 


























NEW YORK 
SALESROOM 
AEOLIAN 
i : BUILDING 
BEAR FULL NAME 33 w.'42ND 
| STREET 
' 


BOSTON 
SALESROOM 
183 ESSEX 

STREET 








. . As 


Te naw 


Send for Catalog of In-Stock Styles 
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A NEW ERA OF PROSPERITY 
FOR DEALERS WHO CARRY 





A Really 
Practical 
Toe- 
Straightening 


Device— 
AT LAST! 











SEEING IS BELIEVING! 
WEARING IS RELIEVING! 
No great length. of time—no inconvenience — 
no discomfort—no pain—no irritation—no spe- 
cial shoes—worn in the shoe—nothing like it on 
the market—no great outlay. 


$2.00 Per Pair (Single Foot $1.25) 
All Men’s and Women’s Sizes 


Your dealer can supply you with STRAITOE, 
or we will, Accept no substitutes. 


Write us for Free Booklet on Foot Troubles 
THE STRAITOE CO., Inc., 341-347 Fifth Ave., N.Y.C. 











This is how we are reaching 
the millions all over the 
country through the leading 


publications. (Plates for local 
newspaper advertising furnished 
on request.) 


TO COMFORT 


Seeing is believing! 
Wearing is relieving! 


People will go out of their way to correct foot 
trouble comfortably, positively and economi- 
cally; and the dealer who supplies them with 
STRAITOE is the dealer who is likely to supply 
them with shoes. BE PREPARED TO ‘MEET 
THE DEMAND which big advertising is going 
to create. APPLY FOR FRANCHISE. 


AND MAIL 





CUT OUT FILL IN 





THE STRAITOE COMPANY, INC. 
341-347 Fifth Avenue 


Ship to 
Address... 
Ship Via 


Order No.... 
Total Price 
Doz. Per Total 
Ordered Doz. Amount 
38 e2 $15 $30 00 
2 
ll 11% 12 2 15 30 00 


; in 
12 2 2400 


One pair Slip-overs included free with every pair STRAITOE 84 00 











Display Cards and Consumer Circulars 
furnished with order 


SALESMAN Desiring to make some easy side money should now apply for territory 


THE STRAITOE CO., Inc. 


NEW YORK CITY 


Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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341-347 FIFTH AVENUE 
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IIX 


BLACK CALF 
BLACK SEAL TOP 


12X 


TONEY RED CALF 
BROWN SEAL TOP 


$4.65, 


IN STOCK 
B-C-D WIDTHS 


Two Money Makers For You 


“Last Saturday cleaned us out of your Black and Brown 
Seal top oxfords,”” writes a successful shoe merchant. 
“They sold at a good profit and made money for us. 
Rush the following size by express——” You also 
will make money by featuring these two big selling 
styles. Mail your order today. Whip last. 12 edge. 
Wingfoot heel. 


MARION SHOE CO. 
MARION, INDIANA 


ESTERN QUALITY [I 
EASTERN STYLE 
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- “Constant Comfort” 


**America’ s Best Comfort Shoes’’ 


No. 52R—Best Quality Black Kid Oxford, 13-8 
Wingfoot Heel. 

In Stock—Auburn, A to D; St. Louis, A to 
dD $3.75 


No. '152R—Same Style in Havana Brown 


Ki 
In Stock— acto A to D; St. Louis, A to 
D . 34.00 


No. 83R—Black Kid Two-Strap Sandal, 12-8 
Wingfoot Heel. 

In Stock—Auburn, AA to E; St. Louis, A to E; 
Los Angeles. A to E $2.85 
No. 47R—Similar Style in Next Grade With- 

out Ornament. 

In Stock—Auburn, AA to E; St. Louis, A to E; 

Los Angeles, B to E $2.50 


No. 86R—Black Kid One-Strap Sandal, 9-8 
Wingfoot Heel. 

In Stock— ery B to E; St. Louis, B to E 
Los Angeles, C to E $2. 


Push 
“Bread and 

Butter’ 

Lines 


The kaleidoscopic change 
in styles these days has 
beset the dealer with 
many problems; it keeps 
him guessing as to wheth- 
er he should stock green 
trims, blue trims, or red 
trims. Behind all this is 
the fact that more atten- 
tion given to his “bread 
and butter’ lines, and the 
pushing of the best line 
he can buy, will in the 
end bring surprising re- 
sults. 


CONSTANT COM- 
FORT dress shoes are 
neat, well fitting, and 
easy on the feet. There 
is a demand for them 
day in and day out, with- 
out the fear that a lot of 
them will be left for 
clearance sales. 


Complete Lines of 


Straps, Juliets, 
Oxfords and Boots 


Always In Stock 


h% 


No. 49R—Best Quality Black Kid One-Strap 
pus. 12-8 Wingfoot Fleet 
Stock—Auburn, AA ~ E; St. Leuk, SS 


No. 749R—Same St c+ 1, * Havana Brown Kid. 
In Stock—Auburn, ; St. Louis, A to D; 
Los Angeles, A to E. $3.60 


No. 478R— ee Grade Black Kid Oxford, 11-8 

Wingfoot H 

In Stock— ghee, St. Louis and Los Angie. 

AAA-A to C-E 35 

No. 878R—Same Style in Havana Brown Kid. 

In Stock—Auburn, AAA-A to B-D; St. Louis, 
AAA-A to B-D... ‘ .. $3.60 


ro 90R—Black Kid Oxford, 9-8 Wingfoot 
In Stock—Auburn, C to EE; St. Louis, D to E; 
Los Angeles, C to E $2.25 


No. 91R—Same Style with Plain Toe. 
In Stock—Auburn, C to EE; St. Louis, C to E; 
Los Angeles, CtoE $2.25 





AULT-WILLIAMSON SHOE CO. Manufacturers, Auburn, Me. 


LOS ANGELES BRANCH, 109 E. 8th STREET 





BOSTON OFFICE, 139 LINCOLN STREET | 


ST. LOUIS BRANCH, 414 NORTH 12th STREET 


Dealer Influence is csamed thru 1c odiatllaine in the Boot and ‘Shoe Recorder. 
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The BRIGHTON —In Stock 
Style S-62 «To Retail at $10 


Copper Brown Calf {a deep brown shade}; stitched and perforated 
tip; half rubber heel; 10-iron sole. Width A,6 to 11. B,C,D5 to 11. 


Book of stock styles mailed on request to dealers in cities where we are not rep- 
resented. The Florsheim Shoe is placed with one live store in each community. 
Salesmen now showing complete line. 


THE FLORSHEIM SHOE COMPANY 
Manufacturers + Chicago 


ae SSE, 


FOR THE MAN ‘ re 
. Nee 


Fight m 





WHO CARES 





























SHOE | 
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Beckwith 
VULCO-UN 


BOX-TOES 


= 























IT’S THE BEAUTY OF THE TOE THAT SELLS THE SHOE 
Vulco-Unit Box Toes reproduce and retain the beauty of the most stylish 
last. This is one reason why over 125,000,000 pairs are used annually 

THE GENUINE VULCO-UNIT BOX TOE IS MADE AND SOLD ONLY BY 


BYCKWITH MFG, CO. 


argest Man Ufacturers of Box Toes in the World 
lll SUMMER STREET. BOSTON. 


Chicago G.W. KIBBY & CO. (Ks BD) GEO.ASPRINGMEIER CO. Cincinnati 
: OSCAR E WRIGHT CO. ff mi 6S Louis 


ZZ Zee = ; = = 
Ade 73 hh heb nt hte At Le, Lt, 2a, 4er oe oe SMS MOTE MSE MSE MIE TEM fo hd, Ad, ht A 
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MILWAUKEE 
ES oe 


In Stock 


K K §391, 
Black Kaffor 
Kid Oxford 


K K 1391, Choc. 
Kaffor Kid Oxford 


Solid Leather Construction 
Catalog on Request 


Rohn Shoe Mfg. Co. 


414 Fourth Street + - Milwaukee, Wis. 
Chicago Distributing Branch — 303 W. Monree St. 
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We are just around 
the corner from you. 


VERY large shoe manu- 
facturing center has a 
United Last factory, either 
in or directly neighboring it. 
And there are six United 
Last Showrooms in as many 
important cities, where you 
may always see an unu- 
sually complete display of 
lasts, and hear the latest 
shoe style news. 


United Last Service is so 
widespread, that it’s vir- 
tually just around the cor- 
ner from you. 


Consultation with us is the 
first step toward perfecting 
your lasts. 


UNITED LAST COMPANY 


Headquarters at Boston, Mass. 


Affiliated Company 
United Last Company, Ltd. 
Montreal 
with branch office at Toronto 
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Ten 
Factories 


BrockTon 
NEWARK 
Lynn 
CuIcaco 
New York 
RocHESTER 
HAVERHILL 
AUBURN 
Sr. Louis 
MILWAUKEE 


Six 
Show Rooms 


Boston 
212 Essex Street 
CINCINNATI 
803 Sycamore Street 
Sr. Louis 
Adv. Bldg., Room 303 
CHICAGO 
Wells Bldg., Room 406 
PHILADELPHIA 
331 Arch Street 
MILWAUKEE 


10 Metropolitan Bldg. 


. 
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Whites and Patents for Immediate 
Shipment 


No. 196 Price $4.15 


Levor White Kid Cut-Out Glory One 
Strap, Single Sole, Full Louis Covered 
Wood Heel, Euclid Last. AA to C. 


No. 195 Price $4.15 


Patent Cut-Out Glory, Single Sole, 
Full Louis Covered — Euclid Last. 
AA to C 


No. 197 Price $4.50 


Levor White Kid Lady Ann, White 
Kid Trim, Full Louis Heel, Single Sole, 
Euclid Last. AA to 


We are prepared as never 
before for.summer's 
inevitable demand for 
white and black footwear 
in allthe newest patterns. 


No. 250 Price $4.00 


Levor White Kid Cut-Out Bonnie One 
Strap, Single Sole, Military Wood 
Heel, Newport Last. AA to D 


Our line will be shown by Mr. 
Schmesinger at Tut Wiler 
Hotel, Birmingham, Alabama, 
June 4, 5, and 6. By Mr. Gold- 
man at St. Francis Hotel, San 
Francisco, Cal., June 11, 12, 


and 13. 
No. 249 Price $4.00 


Patent Cut-Out Bonnie One Strap, 
Single Sole, Military Wood Heel, New- 
cK: port Last. AA toD 


Your order on these 
shoes will receive the 
prompt and efficient 
T-C Co. service. 


No. 248 Price $4.35. 


Levor White Kid Lady Ann, White 
Kid Trim, Military Wood Heel, Single 
Sole, Newport Last.. AA toC 


THOMSON-CROOKER ‘SHOE CO. 


18-26 STATION STREET 


BOSTON 20, MASS. 
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An Expressive Leather 


ACE CALF in your shoes will 
make them sell the more easily, 
because the customer cannot help 
noticing that the leather is un- 
usually good. 


There is an inimitable glow to 
ACE CALF colors that indicates 
plainly the quality underneath. 


J. S. BARNET & SONS, Inc. 


Tanneries 15 So 
LYNN, MASS., U. S. A. BOSTON, MASS. U. 8. A. 


CABLE ADDRESS ‘*TENRAB” 
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An OPA, Eulte 


Summer with its vacationists will be here before you know 
it. Many far sighted dealers have ordered in their Daniel 
Green Comfys for June ist, and earlier, knowing that 
there is a ready sale for them right now. 


Don’t forget the extra sales that can be made through dis- 
playing the dainty creations in Daniel Gresn Boudoirs. 


Every man, woman and child that goes away this Summer 
is a prospective purchaser of something in our line. 


Take advantage of this sales opportunity by having a 


full stock of our various slippers, and keep them before 
the public eye. 


They already know the quality. 
Did you get the new catalog? 


Daniel Green Felt Shoe Company 
Dolgeville, N. Y. 


New York Sales Office Chicago’ Sales Office Boston Sales Office 
116 East 13th St. 189 West,;Madison St. 10 High Street 
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Daniel Green | 


Comfy 
slippers 
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IN STOCK STYLES 


Order Shipped Same Day As Received 


Price Price 


$5.50 $5.35 


Net 30 Days Net 30 Days 


BS79A B496K 


Women’s black kid quarter and vamp, apc Women’s black satin and vamp, one-strap 

Selwyn pump, turn sole, Grasmere last, perforated Oakmont sandal, black suede trim, McKay, Gras- 

vaunp and collar, plain toe, 13-inch Junior Louis mere last, 14-inch wood-covered full Louis ay i 
eel. 


A 





Style Shoes 
of Quality 











One strap Louis heel pumps are in demand. The fashionable 
women of your city will wear them. They will, however, want 
them made from good materials, for they know that good mate- 
rials in shoes not only insure wear and comfort, but style as well: 
—since style depends entirely upon the quality back of it. 


The appearance—or style—is preserved by the use of high grade 
materials in the making. That is why these styles will hold their 
shape. And if a shoe holds its shape, it holds its appearance. 


Utz & Dunn Co. 


Rochester 


DENVER OFFICE ° NEW YORK OFFICE : LOS ANGELES OFFICE 


218 Charice B ldg., Denver, Colo... Bush Terminal Sales punaing 709 Forrester Building 
GER & McNUTT 130-132 West 42nd St., Reom 1521 Los fagwes. » 
ey - +2. tative S« A."McOMBER, Representative G.C. McATEE, Representative 
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“Faithful to the Last” 


7 


Black_Viking calf 
tan scotch grain collar, 
lain toe, trouser creased 


imitation spat Oxford 
Or 


No. 1907 








* 
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* 
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Ankle Fashioned 


Upper illustration shows or- , . 
p se oxford—unfashioned. Ano ther 1923 Creation : 
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Lower illustration shoy's ox- 
ford, ankle fashioned— 
The Nunn-Bush way. 














_ Nunri-Bush & Weldon Shoe Company 


MILWAUKEE, WISCONSIN: ° 
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The Soft “Wood” Colors Are Favored 


*‘Color in dress moves on its happy way, 
and continues to give preference to the 
charming neutral shades of the brown 
family.” 
MARGARET HAYDEN RORKE 


Director of Textile Color Card Ass’n 
at Allied Industries Style Conference 


STARBUK 


Bobolink | 


These are our answer to the evident tend- 
ency toward soft brown shades in the new 
fall shoe fashions. 


STARBUK enables you to correctly and 
economically provide your customers with 
authoritative styles in footwear at interest- 


ing prices. 


TOLMAN, DOW & CO., Inc. 


174 Lincoln Street Boston, Mass. 


ROCHESTER, N. Y. CINCINNATI, OHIO GREATER N. Y. ST. LOUIS, MO. 
Mr. Charles L. Kirk Mobhr- Holters Sales Co. New Castle Leather Co. T. M. Fitzgerald § Co. 
Gold St. 1602 Locust St. 


22 Andrew St. 202 E. 7th St. 100 


GENERAL REPRESENTATIVES FOR CONTINENTAL EUROPE 
NEW CASTLE LEATHER CO. HEADQUARTERS AT PARIS, FRANCE 


Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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- Price 


ISE buyers don’t waste 
time “‘shopping around” 


for the very newest 
style effects for moderate pric- 


ing. 


They come direct to us for 


~ EY 


Indtvrduality 
oe 


Sandal Effects 7 LONARARARARARAR 


DONN D. SARGENT Co. 


Sacem, MAssACHUSETTS 


You should see our newest = 
ideas in 
Sport Shoes 


BOSTON OFFICE FACTORIES 
195 ESSEX STREET 407 BRIQGE STREET 


Dealer Influencé is secured thru advertising in the Boot and Shoe Recorder. 
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FRENCH SHRINER & URNER 


MENS SHOES 


GOLF 
SHOES 


With Imported —that fit as perfectly as the best 
Crepe Sole ) tailored dress shoes. 














—that wear, that will not lose their 

shape, and are as impervious to 

weather conditions as golf shoes can 
- be made. 


—that are so comfortable and light 
that they can be worn with equal 
satisfaction upon the street. 


You Can Sell 
French, Shriner & Urner 
Golf Shoes 


Style 77—Brown Elk, 





Russiaftrimmed, with im- 
ported;crepe sole. 

Style 86—White Buck 
Russia trimmed sport ox- 
ford with imported crepe 
sole. 

Style 95—Norwegian Golf 
oxford with imported 
crepe sole. 











to hundreds of men who have pre- 
viously bought only from sporting 
goods houses. 


Try it! 


FRENCH, SHRINER & URNER 


Factory and Salesrooms 
63 MELCHER ST., BOSTON, MASS. 


S uperiority fyuilt in, bt WNVot Rubbed On 
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cAnnouncing Our ‘Removal to 


OUR NEW STORE 


199 Essex St. Boston 
62-64 South St. Mass. 


We shall be pleased to welcome you to our 
spacious new quarters in this most convenient 
location where you will always find 


In Stock 
“Shoes of Today” 


To celebrate our opening, we offer this timely 
model in 


RED, GREEN and BLUE GOAT 


In Stock 


in B, C and D 
Covered Wood 


na Price 


$3.60 


L. SCHAPIRO SHOE CO. 


199 ESSEX, ST., BOSTON, MASS. 
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Skinner Quality means 
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Long Wearing Shoes 














| & shoe satin the name SKINNER means just what it 
has meant for 75 years in lining satins and dress silks— 
wearing quality. 

Skinner’s Shoe Satin is made especially for use in shoes 
and is extra strong. ' 

When you buy Skinner’s Shoe Satin you buy direct from 
the manufacturer. You get satin of known value—and 
you get prompt delivery. 

Skinner’s shoe satins are 36 inches wide, and made in four 
different qualities to meet all the requirements of the trade. 


“Look for the Name in thé Selvage” 
WILLIAM SKINNER & SONS 


New York Chica, Boston Philadelphia 
Mills, Holyoke, Mass. Established 1848 


Skinner's 


Shoe Satin 
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A Real Buying Force 





Organized Labor is today earning wages 
that puts it in a position to buy the best. 


—But that best must bear the Union 
Stamp, Mr. Shoe Merchant—the union 
man is trained to look for it and demand it. 


—And so in buying, specify this mark. 
It lends added selling force to any style, 
at no added cost. 


Boot and Shoe Workers’ Union 


Affiliated with the American Federation of Labor 
246 Summer Street - - Boston, Massachusetts 


COLLIS LOVELY, General President 
CHAS. L. BAINE, Gen. Sec. Treasurer 
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OHNSON Bros. 


POPULAR STYLES 


To Retail at $5 and $6 


TWO ATTRACTIVE SANDALS 
ON OUR NEW LAST. 
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These Sandals made also in 
Russia Calf -- White Kid 
and Colored Bucks. 








No. 602—Pat. Leather Sandal, 127 Last, No. 601 — Pat. Leather Sandal. 127 Last 
8-8 heel. Wingfoot Rubber Toplift. 8-8 heel. Wingfoot Rubber Toplift. 


JOHNSON BROS. SHOE MFG. CO. 


HALLOWELL MAINE 


(~ S UL AULALUALLUAUAUUAUULUUUAEC UAC UA ARAN 
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IN STOCK 


Wobst comfort shoes are now in season 
and in stock. for immediate shipment. 
They also give you the “edge” over com- 
petition, both on price and quality. 


No. 600 


Genuine Black Glazed Kid Comfort Strap Slippers with 
Leather Insoles and 9-8 “+ wa Heels. One width only— 
fits anybody. Sizes, 2% to $1.65 


No. 304 ee Two strap, same as above. Sizes, 24 to 8. 
No. 601 {3's Rubber Heels D and E width. $1.85 


——_——-= 
~*~" 


| nd 2 A 


Misses’ Patent [Leather Two Button Instep Strap Sli » Glazed Kid Comfort Ox- 
Singie Sole, meee C and D. Sizes 11 tee, mi . ‘ wii 90 No. 602 He SH’ Insoles and 9-8 ‘Rubber 


PUD .cccccocccanceceet 
Cmnias........«....cccsocecsuscsecten $1.70 menepes anemone — — 


Bs ene dddcoccatctivesdecnesscnsess sane ose bber H. ls, D a8 
N Same as above, 1 u ee an 
o 606 width. Sizes, 2% to8 $2. 
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Growing Girls’, 214 to 8 
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-RUSSELL’S POPULAR LADIES’ BOOT 


Staunch and Serviceable yet Furnished in 

with a degree of style and Chocolate Chrome 
Refinement that will in- with ‘‘Never Rip’’ seam and 
~ medium weight, double soles. 
When water proofed leather 
is unnecessary this boot can 
be furnished in 


Built on outing last in sizes Chocolate Elkskin 
of from 2 to 7 in- with plain seam on toe. 


stantly appeal to the most 


discriminating. 


cluding half sizes. Send for our Complete Catalog 
‘ and Dealer’s Discount. 


W. C. RUSSELL MOCCASIN CO. 


BERLIN “emeficenat. WISCONSIN 
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It isnt 
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2 mile of ; 
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Quick Service from 
Branch Office Nearest You 
Milwaukee, Wis., 380-2 East Water St. 


St. Paul, Minn., 371-7 Sibley St. 
Kansas City, Mo., 807 Baltimore Ave. 
St. Louis, Mo. 


» 1103 Washington Ave, 


Portiend. "Ore. *61- 7 Fourth St. 
San Francisco, Cal.; 539 Mission St. 


HERE’S plenty of cut-price competition in 
the rub ootwear industry. Yet the 
Goodyear Gold Seal line, selling at an 

average: of 10% more than competitors’—is in 
greater demand than ever! 

An. ever- “itereasing portion of the public has 
paid this prgmium year after year to assure long- 
wearing quality. Thousands of reagan from 


‘ enthusiastic“ Mbeaters—-and from dealers who 


have handletf the line for as long as 60 years— 
ptove that’they: are satisfied. 

Price itself if proof of Gold Seal quality. And 
the name of Goodyear Rubber Co., backed by 
70 years’ experience, is a guarantee ‘of superior 
workm >. 

If you’re selling to the quality trade and not to 
the bargain hunters, you’ll sell Goodyear Gold 
Seal—the finest rubber footwear made! Write 
for the Goodyear Rubber Company catalog 
and ‘det&ils“of prices and profits. 


The Original and Only Genuine 


GOODYEAR 
‘RUBBER CoO. 


Sour 787-9 Broadway, New York 


Dealer Influence is secured thru advertising tn the Bool dnd Shoe Recorder. 
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FOR MEN —IN STOCK 


\eeeracen/ 


EVERY WEEK ADDS TO THE 

uality Shoes far NUMBER OF RETAIL MERCHANTS 
iNMen ood! Whee WHO ARE AVAILING THEMSELVES 
OF THE IMMEDIATE SERVICE IN 

HIGHEST GRADE SHOES FOR MEN 

OFFERED IN OUR DEPARTMENT. 


WE HAVE A WIDE RANGE OF 
STYLES THAT MAY BE SHIPPED AT 
ONCE, TWO OF WHICH ARE ILLUS- 
TRATED. STYLE NO. 2215 


STVLE NO. 2221 DARK TAN CALF OXFORD 
/ = ° 


TAN KID BLUCHER OXFORD LEAFLET ILLUSTRATIONS WILL BE ‘*TYt# NO. 2222 
STYLE MO. 2321 SUPPLIED UPON REQUEST SHOW- LIGHT VIKING CALF OXFORD 
STYLE NO. 2322 


BLACK KID BLUCHER OXFORD 
Low INsTEr comeINaTION ourcex cast ING THE OTHERS. ames emeen, @sag enrenD 


JAMES A. etait eatiiaras CO. 


370-386 ORANGE STREET. NEWARK. N. J. 


READY NOW 
For 
Your White-Shoe Trade 


The reputation built in years past by Liquid Blanco is today a 
1 valuable merchandising asset to retail shoe merchants. The 
for cloaning white name “Blanco” is signal of the best white shoe cleaner available. 


Note the Screw Top 
Cover. No Leakage. 


There is also much demand for the well-known cake dressing 
in white. This product is also made in khaki and web colors. 


LAING-HARRAR & CHAMBERLIN 


Sole Agents for the U.S. A. 
PHILADELPHIA - - PENNSYLVANIA 
nemeneeel 
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HIS unusual and attractive news- 
paper cut wasrun in a multitudeof 
newspapers throughout the U.S.A. by 
exclusive Menihan’s Arch-Aid Dealers 
—*‘‘one only in each community.” 


It appeared when the Saturday Eve- 
ning Post of May 5th was on sale. It 
was a complete and instant identifi- 
cation of the local retail merchant's 
store as Menihan’s Arch-Aid head- 


quarters. 
It got the full benefit of the big page 











roy *, =~ 
O iS Se) 
= ee 


advertisement in the Post. It is just 
a part of our sterling proposition to 
the shoe trade. If you don’t know 
what this proposition is, and if you 
don't know the super excellence and 
style of the Menihan’s Arch-Aid line, 
write for the whole story. 


If there is no Menihan’s Arch-Aid 
merchant in your town, you d better 
not delay. The franchise to sell these 
shoes is becoming more valuable 
every day. 


The 


x] Shoe Co. 


MANUFACTURERS G DISTRIBUTORS 


Rochester, V.X% 
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ROBERT H. FOERDERER, Inc. 


PHILADELPHIA 
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Vici kid advertising 


ll | 

The VICI Kid national advertising campaign is defi- 
nitely selling shoes of VICI Kid. Men and women 
throughout the country are being influenced by the 


VICI Kid story in The Saturday Evening Post and 
The Literary Digest. 


More than 10,000,000 people will read the VICI Kid 
advertisement that is reproduced on the opposite 
page. These people will be reminded that: 


Shoes of VICI Kid are shoes of Fashion 
Shoes of VICI Kid are individual in design 


Shoes of VICI Kid are unexcelled in beauty of 
finish — whether in black or the popular colors 


Men and women will ask you for shoes of VICI Kid. 
Show them VICI Kid. Sell them VICI Kid. VICI Kid 


sales are profitable. VICI Kid customers come again. 


VICI Kid advertising is helping you. 


ROBERT H. FOERDERER, Inc. 
PHILADELPHIA 


Selling Agencies in all parts of the World 


VICI kid 


Reg. U. S. Pat. Off. 
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‘Nothing in the shoe 
but the Foot” 
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‘“‘In-Built”’ Comfort 
and Protection 


From the viewpoint of shoe specialists, 
shoes built with Crawford Arch Sup- 
ports are scientifically correct. From 
the viewpoint of your customers, they 
are unusually desirable because they 
correct fallen arches in a pleasant, natu- 
ral way. 


The Crawford Arch Supporting Shank 
is built right into the shoe—fitted be- 
tween the insole and outsole and locked 
to the insole. It is part of the shoe— 
in-built support and comfort that give 
ease to the foot and preserve the shape of 
the shoe, assuring lasting fit and comfort. 











Show your customers shoes with 
Arch Su i 














WAS Shanks. They'll buy! 
of the rivet which locks the N SN hell 
insole, and which is flush SS S 


insole, you will find this trade 
. the trade mark. It is 


United Shoe Machinery Corporation 


Boston, Mass. 
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No retail or department store buyer ever puts a “P.M.” on 
any of our styles. 

Quality, prices, and deliveries have placed our product with only 
the best merchants. We cheerfully invite you to look over our 
most complete line when in New York during the Brooklyn 
Style Show. 


“HARRIETT” “FLORENCE” 


“MARGIE” 
“Fk AN” 


Complete line on display at Broadway-Claridge Hotel, Broadway and 
44th Street, Suite 512. C. F. Harney and H. S. Kushins in attendance. 
May. 21-22-23-24. 











(CNS 


URINATE 


BULA 
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No. 80 Last 


+ 
CAHILL’S 
ANATOMICALLY CORRECT 
ARCH BRACE SHOE— 


built on the most scientific lasts ever produced. They are 
made to fit the foot, never forcing the foot to fit the shoe. 
Our 80 last is exceptionally stylish and comfortable. It 
bear sa neat appearance desired by all women. 


In stock with Flexible Arch Brace. 
Heels 1’’-114’’-1 6-8’. Sizes 3 to 10, 
widths A to D. Black Kid $5.00. 
Brown Kid $5.50 Made in four 
weeks—2% to 10, AAA to EE. 
Write for exclusive agency and have 
our salesman call. 


THE CAHILL SHOE CO. TRADE MARK 


Cincinnati, Ohio Registered 
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SPORT OXFORDS 


WORCESTER 


IN STOCK 


No. 842 


Two Real Live Crepe Sole Sport Models 
Soles Put on the Right Way 
Stock No. 842 $5.25 
Coffee Elk Cube Oxford Trune Last 
Stock No. 841 $5.85 
Gallun’s No. 3 Tan Norwegian College Oxford 
Brass Eyelets Calf Lined Coach Last 


Sizes and Widths B, 7-10 C,6-10 D, 6-11 


FREDERICK S. PECK 
40 THOMAS ST., WORCESTER, MASS. 


Build your business with PECK’S BETTER SHOES 








Batireall's 
SKELT’ 


Service Boot 


Not alone in the oil fields, but where- 
ever stamina, light weight and prac- 
tical height are appreciated qualities, 
Battreall’s “HASKELL” is a seller. 


The Bright Clothing Co., Eureka, 
Kansas, express it this way: “Once we 
sell a man, the next pair is just a matter 
of getting the size and width, wrapping 
them and putting the money in the 
drawer.” 


No. 1966—Overweight, Single Sole, 8 inch Tan 
$6.00 
No. 1967—Overweight, Single Sole, 8 inch 
Mahogany Blucher $6.00 


No. 1968—Double Sole, Double Stitched, 8 
inch Tan Blucher $6.25 


No. 1969—Double Sole, Double Stitched, 
inch Mahogany Blucher $6.25 


No. 1778—Overweight, Single Sole, Moccasin 
T $6.50 


Further details on request. 


Batireall Shoe Co. 


MANUFACTURERS 


ANNUAL 


BOSTON SHOW 


IN JULY 


ULY 9, 10, 11, 12 will be great days. Be 
on hand to see what's new. Meet the boys. 


_ With reservations made early, you can en- 
joy the comfortable feeling of knowing that 
you —— to be well taken care of at the 
“ESSEX”. , light and airy. Beds that 
rest you. A dining service ‘that delights. 
Everything discriminating travelers like. 


RATES ARE LOWER 
The Essex Hotel Co. 


J.J. McCarthy, Pres. T. A..McCarthy, Treas. 








ST. JOSEPH MO. 
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—_ —_ a — am 2 ae | 





May 19, 1923 BOOT AND SHOE RECORDER 




















Model in Lorraine White Calf 
with 


Lorraine Gray Calf Trimming 


by 


George W. Baker Shoe Company 


Brooklyn, - - - New York 


Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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Are You Acquainted with 
aii No. 235 


W Tren is NUTMEG 
Gu.» j§ BAMBOO 








UBUCK is at once 


a leather of great 
beauty and utility. 


Its colors meet every 
new development of 
fashion. 


A. C. LAWRENCE 
are Reliable Leathers” 210 South Street 


Chicago St. Louis 


“Lawrence Leathers 
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Our Newest Colors for Fall? 








Onl / 
DARK BEAVER | Ons 
Vy 











And it is so reasonably 
priced that the merchant 
who specifies NUBUCK 
can provide his custom- 
ers the latest style effects 
at very satisfactory price 
saving. 


LEATHER CO. 7" 


Boston, Mass. aré Reliable Leathers” 














Rochester Cincinnati Philadelphia 





NINE COLORS 
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—there’s the luxury of rare 
style and beauty in these 


ROTH and 
MAY MANTON 


novelties 


A little unusual in design, each pos- 
sessing a style swing that bespeaks 
individuality and assures salability. 
Beautifully fitting too— grade A 
footwear through and through. 








Daytona Oxford 


A fetching new model with a 
pronounced style sweep 


Pola Strap 


An original creation whose 
charm captivates 


HERE are no shoes better 


than Cincinnati-made shoes; 


i ees there are none so good as 
ROTH'S. 


Te ROTH SHOE”%a 


“ CINCINNATI 


Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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DO YOU WANT MEN’S WELTS 
THAT LOOK LIKE TEN DOLLARS 
TO RETAIL FOR $4, $5 and $6? 


We are closing the busiest year of our career. From July 5 
last until now without a break in production is significant of 
the trade’s appreciation of Decidedly Brockton Shoes. 


‘Our lasts have the ines and our shoemaking has the care 
which ‘creates {high {merchandising value. It is the extra 
value look which is built into our shoes, that is keeping our 
factories ahead of capacity now and sold well ahead for Fall. 


Our salesmen are now out, but this trip will be their only 
trip this season. Be sure you see our representative before 
he is off your territory. Make arrangements with him to 
be supplied with the fastest selling men’s welts to retail 


at $4—$5—$6. 


BROCKTON SHOE MANUFACTURING CO., INc. 
BROCKTON, MASS. 


Stock Dept., 5 N. Fourth St. New York Office Chicago, Il. Atlanta, Georgia Portland, on 
Philadelphia, Pa. Marbridge Bldg. Security Bidg. 238 Peachtree Arcade Worcester Bldg. 


. 


Boston, Mass. San Antonio, Texas 
117 Lincoln Street 801 Russell Bidg. 
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“TUT-ANKH-AMEN” SANDALS 


In Ten Different Colors 
Shown by Tober-Saifer 


In Stock June Ist 
The Biggest Hit of the Season 
LET US BOOK YOUR ORDER NOW! 


2307—**Tut-Ankh-Amen” Sandal in Black Satin with 
Black Ooze Collar, Apron and Tip. Very Light Weight 
Sole, 7-8 Leather Heel, Rubber Top Lift. Exactl as illus- 
trated. The biggest hit of the season. A, B and C Widths. 
2% to7.. . $4. 35 
2308—Style exactly as ‘above. in " Levour’s s "White Kid, 
Green Kid Collar, Apron and Tip 35 
2309—Style exactly as above in _ ake s White Kid, ee 
Kid Collar, Apron and Tip. 
2306—Style exactly as above in White Elk, White Kid 
Collar, Apron and Tip. $4.35 
2310—Style exactly as above | in "Sand Buck, Mouse Kid 
Collar, Apron and Tip. . 35 
ee Aen omaty. as above in Olive Elk, Smoked Elk 
= ae Collar, Apron an os 
Style 2307 = - a8 2831—Style exactly as above i in : Patent Colt, Red Kid Col- 
; = . lar, Apron and Tip $4.35 
$4.35 . 2835—Sryle poles. as above i in | All Over Red Elk. 

2836—Style exactly as above in All Over Blue Elk. 
2837—Style exactly as above in All Over Green Elk.. 


TOBER-SAIFER SHOE CO. 


Manufacturers and Distributors 


NOVELTY FOOTWEAR IN STOCK 
1312 Washington Avenue St. Louis, Mo. 
Chicago Salesrooms, 505 Lees Building 
































Dependable and Profitable 
Hand-Turned Comfort 
Shoes In Stock 








the IS line offers as much for 
the money as it is possible 
for you to get. Thirty-three No. 402—Kid Stock Tip Oxford, 12-8 Rubber 
wanted styles are constantly Heel. Ato E ; . 
carried in stock. Each shoe re- 
flects the conditions under 
which it was made, by con- 
tented workers, amid _ ideal 
surroundings. 


Write us for salesman to call, 
or for samples from stock, or 
for current catalog. 


H. K. GARDINER COMPANY _ no. 203—Kid One Strap Sandal, medium nar- 


row toe, press vamp and quarter, gray quarter 


PITTSFIELD, N. H. and soc lining, 12-8 Rubber Heel. A, B, C, 
BOSTON SAMPLE ROOM - 134 LINCOLN STREET °*"*™- reetess + so~ 


—— ——— <8 
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HONORBILT Proved Profit-Makers 


Volume sellers offered at anjextremely narrow margin to make 
a leader for retailers. Two shoes that have positively proved 
their ability to sell rapidly. Give them an opportunity to 





WINGFOOT 
RUBBER HEEL 


SOFT QUILTED 

WOOL CUSHION 
INSOLE WITH OAK 
TANNED LEATHER BASE 


\ 


build profitable business for you. ‘They are now 
ready for prompt shipment. 


GREAT LAKES [SHOE COMPANY 
MILWAUKEE 


For Mechanics, Car- 
penters and all 
Indoor Workers 


No.: 2837—Firm, soft chocolate elk uppers fo 

added comfort. "Made ever roomy Army last. 
Single Sole, “Kwilted Cushion” Insole. Good- 
year Welt. Width C, Sizes 6-12; Width D 
and E, Sizes 5-12 


For Farmers and other 


Outdoor Workers 


No. 2830—Chocolate Retan uppers, specially 
tanned to resist moisture and Cacapned acids. 
Construction and comfort features same as 
No. 2837. Width C, Sizes 6-12; Widths_D and 
E, Sizes 5-12. 


No. 2830 Retan or No. 2837 Elk 
Price to the Trade 


$2.60 


TANNED 
counter In Stock 


SOLID OAK TANNED < Ss] : 
OUTER ee Sy! 


STITCHED THROUGH INNER SOLE 
AND FASTENED UNDERNEATH 


INSIDE CORK 
FILLING 
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A Walking Advertisement 


When a customer walks out of your store with his first 
pair of shoes, you want him to walk back for his next pair. 


Whether or not he comes back to you depends on how 
he likes the first pair of shoes you sell him. This depends on 
the performance of each part of the shoe. 


A pair of shoes that yield satisfaction to the buyer day - 


after,day, is in truth a good walking advertisement for you. 


An Armstrong Circle A Heel makes walking easier, 
quieter. Because it gives more spring in the step, it adds 
greater comfort to shoes. 


For that reason, specify Armstrong Circle A Heels on 
all the shoes you carry. And send for a sample pair of these 
heels for your own shoes so that you can test them out for 
yourself. Then you will understand why a pair of good 
heels can easily help bring customers back to your store for 
more shoes. 


ARMSTRONG CORK COMPANY 
Shoe Products Division oo + Lancaster, Pa. 


On your letterhead or on a post card, draw a 
diagram of your heel and send it to us stating 


color. We will mail you a pair of Armstrong 


Circle A Heels free of charge so that you can 
test them yourself. 


Armstrong 
Circle @ Heels 


Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 








BOOT AND SHOE RECORDER 


Where Styles In-Stock 
Mean Stocks In Style 











REG US PAT OFF TGP CO 


Style 858 Price $5.25 


WHITE KID “RIVIERA” ONE-STRAP 
BUTTON PUMP 


13-8 Wood Covered Heel Flexible Sole Aero Toe 
AA, 44-8 A, 4-8 B, 3-8 C, 24-8 D, 24%-8 


At-Once Delivery from Boston-- New York--Chicago 


STYLE STABILITY— 
THE PARAMOUNT FACTOR 


Assured-selling styles in women’s, misses’ and children’s 
shoes of assured fit and value—backed by QUEEN QUAL- 
ITY, America’s best-known brand, the leading name in 
shoes—these styles, in every wanted type of footwear, are 
giving STABILITY to STYLE MERCHANDISING in 
thousands of stores and departments. 

In the QUEEN QUALITY Agency Franchise these mer- 
chants have an asset in style, in service and trade-drawing 
power of exceptional importance. If their experience inter- 
ests you, write: 


THOMAS G.\PLANT COMPANY 
101 Bickford St., BOSTON, Massachusetts 
NEW YORK: 125 Duane St. CHICAGO: 207 W. Munroe St. , 
oy 








4 
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JOLGEVILA 
FELT SHOE 
co 
OLGEVILLE 

a 














Colors that attract the eyes and satisfy. 


the most particular. Workmanship that 


determines genuine service. Quality in ma- 


terials that assures the longest wear. 


These are the three fundamental reasons 
why. Dolgeville Felt Footwear has been 
and will continue to be the standard for 


year round profits. 


DOLGEVILLE FELT SHOE COMPANY 
Dolgeville, N. Y. 
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These Observations Are 
Worth Noting 


NEW YORK :—Whether through a desire for color or the Egyp- 
tian influence, the vivid reds,.blues, greens, purples in glazed 
kid are much in evidence.in footwear. On the avenue, in the 
hotel lobbies or wherever well dressed women gather, many 
examples are found. 


ATLANTIC CITY :—The boardwalks these spring days are a blaze 
of vivid shades. Colored kid sandals in every tone of the 
rainbow are passed in a five minute walk. 


All This Means 


A real cleaner and dressing for fancy kid slippers 
You could never match each color 


In Bottles 


per gross 


$1.55 . : 
> Express or Par- 

per dozen cel Post paid on 
’ any order for six 

dozen or more. 


$1.90 


en oh ee ee oz. 
$18.00 , p- = per gross 


per dozen 


GRIFFIN LOTION CREAM 
In NEUTRAL COLOR 
In-er-Tube or in Liquid Fills the Bill 





Secure a supply—and sell a package with every pair of 
colored kid shoes. It means a satisfied customer and a 
profit that amounts to a real figure on your month’s 
business: Write for further details and samples. 


GRIFFIN MEG. Co, Inc. 


67-69 Murray Street New York City 
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No. 799 

Madison Last, Velour Calf, dark 

id No. 741 . . 
tan piping around quarter, plain 

Vv. “ “ 
LAT ~- — A i = _ j " f eee A} 50 toe, one-half light leather box in 
feo G50—Came as above pie See Gels TES ae toe, Calf quarter lining, permanent 

Deh Decdevenbecsaks consesetsstinceensesebadt $5.50 crease up vamp, sloop edge. . .$5.85 


The man who wants style with comfort and quality without 
high price will}find his ideal materialized in 


THE CERTIFIED SHOE 
And it pays to cater_to him, for his name is Legion! 
ET wenty-two styles In Stock. Write for Catalog 


STONEFIELD-EVANS SHOE CO. 


ROCKFORD ILLINOIS 
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Inside 


THE FISHER CQMFORT 
ARCH-SUPPORTING SHOE 


ERE’S a good all ’round shoe that 

fills a long felt want. No fgglls or 
fancies—or a haphazard attempt to- 
ward rakish lines—but a downright 
sensible shoe that is a necessity to 
every woman with bulgy ankles and 
tender feet. The prospective mother— 
the elderly lady—the housewife or 
shopper—the woman whose feet are 
not fit for style are but few of the com- 
monsense comfort shoe seekers that 
probably you have neglected. Get 
after their trade today. This FISHER 
Shoe shows you the way. The special 
features make the selling easy. FISHER 
Comfort and High Quality make cus- 
tomers for your store for life—and 
FISHER prices mean healthy profits. 


YOU CAN’T LOSE ON 
FISHER COMFORT SHOES 


Catalogue ? Samples ? 
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FISHER’S ‘‘FULL-FOOT”’ 
CARRIED IN STOCK 


Genuine Vici, Flexible McKay. Triple E Wide, Full 

Ankle Last. Reinforced Spring-Steel Shank (3 rivets). 

Extra long Instep and Arch Supporting Sole Leather 

Counter. High Quality Sole; Wingfoot Rubber Heel. 

Style No. 054 

Oxford—Genuine Black or Brown Vici. . Price, $2.50 

Style No. 078 

Boot—7} in. Quarter. Genuine Black or Brown Vici. 
Price, $3.00 


os HistiEr HF ~ 


BOSTON OFFICE 
60 SOUTH STREET 


LYNN, MASS. 


CHICAGO OFFICE 
189 W. MADISON STREET 
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CEDAR CLIFF 


<_< -<+ 
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of S Pr ingliMe I CcIt7 ly 


LL satins are not alike, even though they may look alike. When a charm- 
ing woman admires a satin slipper in your store, she is half sold. 
If you can say to her, at that critical moment: ‘‘There is more to that slipper, 
Madame, than meets the eye,” her curiosity is kindled. 


And when you can register the idea, ““That slipper will give you better service, 
will hold its shape and lustre longer than any slipper you ever had on your 


foot,” you can make out the sale slip. 

This is an old story, and a true one, to dealers carrying a line of Cedar Cliff 
Satin footwear. The satin sells the slipper. 

The next order you place for Satin Slippers should carry the words “to be 


made of Cedar Cliff Satin.” 


“Ve CEDAR CLIFF 
SILIC COMPANY 


251-255 FOURTH AVE. 
NEW YORIX 


SHOE SATINS 
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“LeAmco” Klassie Slides 








” sno ORNAMENT Egyptain designs and colors 
me nase LEAMCO . —made of Celluloids and 
ae Metal. Engraved and set 
with Rhinestones. Paisley 
colors, Jade, Lapis Blue, 
Reds. Beautiful Assort- 
ment in neat display case. 
One Dozen pairs as illus- 
trated complete $5.00. 








Egyptian Kilty 
Tongues 


Paisley Embossed Leathers 
with combination Patent 
Leather. Other two-toned 
effects, in Calf and Suede 
as illustrated: for Straps or 
Oxfords. 


We Have a “*KLASSIC”’ 
Ornament for Every 
Shoe 


The House of Novelties 


Abe Manheimer & Co., 14th and Locust Sts., St. Louis 


Ps” Y ~ ge) Hil} SME on Gar Gan a ee a I ee 
"ras SN wee \\\ P. W. Minor & Son, Inc. Wee Ree = AIT 


—* 


Ses eer TTT sheet rr Tt Le 


d Turns 


ee. - 


HM, 


Three of our 
most popular 
white styles In 
Stock. 


Send for our 


Stock No. 405 Price $5.25 May catal Og Stock No. 303 Price $4.10 
White Washable Kid—Turn showin g our “Peters’’ Reignskin White 
LZ : Calf Trim 
Full Breasted 1414-8 Jr. Louis Heel RL Ivory Heel 


’ re 4 Ivory Welt 
27 Last Widths AAtoC complete line roy! Widths A to D 


of staples and 
novelties. 


l 
| 
hin | inl! 


eral lf 


— 
Unt 


Hit 
wit 


Wit 


* Stock No. 443 Price $4.25 
Same as above except in 
‘Peters’ Reignskin 
with 13-8 Baby Louis Heel 








ws 5 ee a eG SSC ew l Se errs Ss, 
(\a) 22 = =a | Batavia, N Xd La =e la = A (ss) > 
O- So bare it saeeereusesinareces omit aril Ferrera littl ili h. vin atl 
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Our Line of Fall Styles 
Is One Step In Advance 


and will be in the hands of our salesmen 
when this book reaches you. 


We need not tell our customers the kind 
of good shoes we are making—THEY 
KNOW. 


We originate while others imitate. 


Before buying your Fall line it will pay you to wait and 
see one of the following salesmen who will be inJyour 
territory and will get in touch with you for a {call. 


W. J. Cully . m é Omaha, Neb. 
William E. Gerrish , . | New England and New York State 
G. R. Kenyon : , , Washington and Oregon 


Morse S. Levy . ; ‘ Pacific Coast 
John M. Meggett . : ‘ Pennsylvania and Ohio 


Paul Solomon : ; ; Michigan and Minnesota 


Ben. Spandauer . , : Baltimore, Md. 
Sol Waag . : > ‘ Southern States 


LA RHILL,MASS. 
a a 


BOSTON OFFICE .. .. 143 LINCOLN STREET 


MANUFACTURER OF WOMEN’S UP-TO-DATE GOODYEAR WELT NOVELTIES 
AT INTERESTING PRICES 
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: | There is nothing like Leather 


The old saying, “There is nothing like 
leather,” is as true today as it ever 
was and will remain true for all 
time to come. 


Substitutes for leather come and go, 
but makers of quality shoes adhere 
firmly to the material which the test 
of time has proved and proved again 
to be beyond all successful imitation. 


The United States Leather Company 


New York Chicago Cincinnati St. Louis Richmond 


The United States Leather Co. of Mass. 


Boston 


SELLING AGENTS 
McADOO & ALLEN A. J. & J. R. COOK 
Philadelphia San Francisco 
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IN STOCK 
Price $3.75 
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IN STOCK 
Price $3.75 


No. 823—Patent Chrome one strap. Spanish 
genie Louis full-breasted celluloid covered 
eel. Imt. Fr. cord binding. Leather quarter 
and sock lining. Solid leather grain counter. 
High-grade sole. Ocean Pearl buttons. Sizes 
2%-8, B-C. 


FERRIES MXM KRM MK MK EEE KO 


No. 216—Same as 213, with Flapper heel. B-C, 
2%-8. 
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IN STOCK 
Price $4.00 


No. 226—Genuine White Kid two-button one 
strap, Imt. Fr. cord silk gros grain binding. 
Leather quarter and sock lining. Vente in quar- 
ter. Solid leather grain counter. High-grade 
soles, 8-8 way eons heels. Ocean pearl 
buttons. B-C, 


REGARDING PRICES 


All prices are based on orders of not less}than 12 pair lots. 
Single pairs at 25 cents per pair extra to cover costs of shipments. 
Terms 2% 10 days, Net 30 days. 


DIRECT BY MAIL SERVICE 


Establish the practice of 
ordering shoes from us 
by mail. We specialize 
on direct-by-mail service 
and have the facilities 
for prompt and proper 
attention to your re- 
quirements. 





SPECIAL 


No. 713—Like 823 in 
black kid. Full breasted 
Spanish Junior Louis cov- 
ered heel. Sizes 214-8, 
B-C. 

PRICE $3.75 











HAVERHILL, MASS. 


TURNS IN STOCK > 


SHIPMENTS MADE UPON RECEIPT OF ORDER 


You can’t get away from white kid shoes in Summer. They are the only prac- 
tical shoes for Summer wear. Our sales throughout the country have proven this. 
Follow along with us. Buy these numbers. These shoes will prove trade-winners. 
All are Genuine White Kid. Order today for supply of these numbers is limited. 


Price $4.00 


No. 223—Two-button one strap. Genuine 
White Kid, 13-8 Spanish Junior full-breasted 
covered heel. Imt. Fr. cord silk binding. Vents 
in quarter. Leather quarter and sock lining. 
Solid leather grain counter. ag Seeds sole. 
Ocean pearl buttons. Sizes 244-8, 





IN STOCK 
Price $3.75 


No. 213—Genuine Levor’s White Washable 
Kid. Two-button one strap. Fine sole. Solid 
leather counter. Leather quarter and sock lin- 
ing. Full Junior Spanish covered heel. Pearl 
buttons. Imt. Fr. bound. B-C, 244-8 


KARELIS SHOE Co. 


WOMEN’S TURN SHOES OUR SPECIALTY 
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Lacing Hooks Make Sales 


Lacing hooks on shoes are an additional argu- 
ment toward the sale of the shoes. 


They are a feature of shoe completeness in comfort 
and convenience and satisfy a long established and 
ever present demand. 

To show shoes with lacing hooks; to point out 
their advantages to the customer is to offer another 
item of selling service greatly appreciated by the 
majority of buyers. 

You can increase your sales by featuring shoes 
with lacing hooks. 


Tubular Rivet & Stud Company 


Boston 


Mass. 
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LAST YEAR LESS THAN FIVE HUNDRED PAIRS OF 
WALK-CROFT SHOES WERE RETURNED TO US. THUS 
FAR THIS YEAR LESS THAN TWO HUNDRED PAIRS 
HAVE BEEN RETURNED TO US. BOTH YEARS OF 
QUICK CHANGING STYLES. 


tt JEVIDENTLY THE STYLE HAZARD IN WALK-CROFT 
SHOES IS WELL BELOW,THE AVERAGE. 


RE 
BANCROFT WALKER COMPANY 
AT THEIR FACTORY IN BOSTON. 
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Snappy Fat Ankle 
Specialties 








IN STOCK 


AND OXFORDS 
600—Bik. Kid.. 


| 605—Br. Kid... 4.50 


601—Fat Ankle 
Comfort Bik. 
Kid . ‘ 4.00 


60) —-Biesh Kid, Fat Ankle, Cross 
16 = ttt Kid, Fat "Ankle, Cross ‘ 
5.00 


631, Patent Leather. . 
3% to OE & EE 


AND BOOTS 
675—Bik. Kid Fat 


Ankle .. .$5.00 
670—Br. Kid Fat 
Ankle . 5.75 
650—Bik. Kid Full 
Ankle se OF 
660—Br. Kid Full 
Ankle ........ 5.50 


610—Black Kid, Fat Ankle, Two Strap. .$4.25 
615— Brown Kid, Fat Ankle, Two Strap. 4.75 
S.zes 3% to 10 C-EE 


They may have BIG FEET and FAT 
ANKLES, but they’re easy to please 
if you are prepared with this line in 
your stock. Our customers soon be- 
come enthusiasts. You will, too, if you 
will make an investigation of the pos- 
sibilities of this class of trade, and pre- 
pare yourself for action, by carrying 


STYLE-FULL OVER-SIZES. 


All Goodyear Welts; “O’Sullivan”’ 
Rubber Heels; “Crawford” Arch-Sup- 
porting Shanks; “‘Red-Line-In’”’ 
Linings, 

Send For A Few Pairs On Approval 


NOTE—To sizes 8% and 9 add 25 cents 
9% and 10 add 50 cents. 


Anderson- Owens Shoe Co. 
Lynn, Mass. 
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290—P & V Lotus 
Veal, Color 104, No 
95 Golf Blucher Ox- 
Color 7 Tan 
‘on, No. 20 
ip with o cen- 
tre punc Scotch 
Edge. 2 rows stitch- 
ing—natural inside. 
red outside. Bordo 
Last. 


















































The successful shoe merchant 
sells with a view to the future. 


Weber Union Made Shoes for. 
men are made to develop and 
permanentize ‘the customers 
they make. 


TO RETAIL AT 
$5.00 --- $8.00 


New York Office, H. HARRIS, 

1328 Broadway, Marbridge Bldg. 

I. F. STAPS, 735 Boston Block, 
Minneapolis, Minn. 

C. E. QUIGLEY, Maryland Hotel 
St. Louis, Mo. _ 
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JUDGE IT BY ITS USERS” 

















jhosir! 
IVE BROUGHT UP 
MY CUSTOMERS ON 


NEW CASTLE 
HAVANA BROWN 


T is idle to try to win away a New Castle 
user on the plea of price saving. 





Especially if he’s a specialist in holding up 
the quality of his shoes. 


Most such merchants have truly “brought up 
their customers’ on New Castle HAVANA 
BROWN. They know that its consistent 
service and inimitable color play a real part 
in retaining and increasing the good will of 
their customers. 


NEW CASILE KID 
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\-=1CO.) Shoe Ornaments Are the First 
Dale Thought of Tradesmen Wanting 


Style and Quality at Prices Assuring Liberal Profits 


“Dalco” Shoe Ornaments are backed by an organization with fifty years ‘‘Dalco” Assortments containing (12 pairs ornaments in 


experience in Shoe Ornament design and with an enviable reputation of velvet cases) from $2.75 to $12.50 for the assortment. 
fifty years of honest merchandising. This guarantees to you, as mer- 


chant, quality, style and a square deal. Our No. 10 Rhinestone Assortment is a world beater—a 


“Dalco” Shoe Ornaments are original designs, made in all styles to ft 00d money value with lots of quality. Price $4.50 


every need—from the inexpensive metal effects to the elaborate rhine- . : : 
stone designs—from the small beaded trimmings to the handsome buckles Our No. il, contains 12 pairs choice engraved ornaments 
in graceful beaded lines. —cheap in price but not in quality Price $2.75 


The shoe merchant who specializes on “Dalco” shoe ornaments has a For an assortment full of color and snap order 

stock to draw from which includes the finest and fastest selling creations. . 

By specializing on the “Dalco” line one can reduce his ornament invest. No. 20 Rhinestones. $11.50 complete 

ment and make money. No. 21 Rhinestones. $6.00 complete 
For Originality and Service Specialize on the “‘Dalco’’ Line 


Order YOUR Assortment Today 


THE DALRYMPLE - DUDLEY CO. HAVERHILL, MASS. 


Manufacturers of Shoe Ornaments Since 1873 


awford Shoe IN STOCK 


BRANDED OR UNBRANDED 


Every Number a Proven Seller 


STOCK No. B-980 
(ILLUSTRATED) 
Men’s Blucher Oxford. Imported Mahogany Boarded Calf. Single Sole. 
Brown Welt. Orange Sole Stitch, Goodyear Wingfoot Heel. Widths A to D. 
Last Ovation. Code Walter. 


PRICE $5.90 


10 cents extra for less than three pairs. Sample pair sent prepaid n 
request, and will be charged at the regular case lot price. No price 
marks on shoes or carton. Terms on all stock shoes NET 30 DAYS. 


Send for Spring and Summer Stock Style Catalogue 


CHARLES A. EATON COMPANY 


‘The Sterling Shoemakers of New England” 
WOMEN’S STYLES 16 MEN’S STYLES 


ss BROCKTON, MASS. ee 


BOSTON—207 Essex Street NEW YORK—127 Duane Street ATLANTA—238 Peachtree Arcade 
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NOVELTY TURNS 


WORTHY OF YOUR ATTENTION 


A new turn cross strap with fancy Gray Standard Kid three stra 
cutouts, made from Levor’s Ivory turn. Fancy cut-outs. Made in all 
Kid with Camel Kid cross strap. , leathers, also in black satin; on our 
On our new No. 95 French last. new No. 95 French last. Carries 
Carries 16-8 Spanish Louis Heel. 16-8 Spanish Louis heel. 





Desirable in a dozen or more com- 
binations of leather and satin. 
Camel, Ivory, Champagne and 
Gray. 


UR salesmen are now out with 
these and others of our newest 
styles, all worthy of your attention, 





Write us at the factory to have a 
representative call. 


STOCKBRIDGE SHOE CO. 
HAVERHILL, MASS. : 


BOSTON OFFICE -:- 207 ESSEX STREET 
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Y) 


B 
Herman W. Marshall, M.D. 


A practical and practicing physi- 
cian who has specialized in the 
study and cure of foot troubles. 


The 


ACTS about feet are 
N CW Book F told in a brief com- 


Price $€).00 


Postage 15 cents 


prehensive way in a 
series of illustrated chap- 
ters; and with as few tech- 
nical terms as accuracy al- 
lows. Following in Part 
Two, are applications of 
these foregoing facts and 
principles in actual experi- 
ments, that were made in 


In some chapters the 
writer has stated his own 
interpretations and conclu- 
sions regarding facts and 
data with which he is 
dealing. 


Numerous illustrations 
have been carefully selec- 
ted; and the complete book 
of 150 pages assembles in 


me wearing differen es of : : 
or KVOWLEDGI! iro 8 t typ a unique manner much in- 


en ran, ay teresting information relat- 
ing to.feet and shoes. The 


Point of view of many 
orthopedic surgeons and 
shoemen are presented in 
their answers to an exhaus- 
tive questionnaire that was 
sent out, and which clearly 
shows important features 
that can be generally agreed 
upon, as well as numerous 
minor points of difference. 


book is intended partic- 
ularly for those who ac- 


‘tually fit shoes, ‘but it 


may be read profitably by 
discriminating customers as 
well as by all persons inter- 
ested in the shoe trade. It 
should be at hand in every 
progressive shoe store. 


ee ee ES a ee a 
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Now endorsed by Retail Merchants, 
Manufacturers and the Doctors. 


TABLE OF CONTENTS 


I—Introduction 
II—A few features of foot development 
I1I—Certain details of bone growth 
IV—Bunions 
V—Enlargements about great toes 
VI—Policeman’s heel 
VII—Foot tendons and tendon troubles 
VIII—Sesamoid bones 
I1X—Hammer toes 
X—Circulation and circulatory troubles of feet 
XI—Nerves of the feet 
XII—Muscles that move the feet—General Arrangements 
X1I1I—Muscles that move the feet—Minute structure of muscles 
XIV—Muscles that move the feet—Muscle physiology 
XV—Ligaments, Joints, Bones 
XVI—Flexible shoes, stiff shoes, arch supports 
XVIi—Front parts of feet and of shoes—Aboriginal feet 
XVIII—Foot Proportions and Shoe proportions 
X1X—Influence of foot posture on symptoms in Backs, Hips and Knees 
XX—Personal experiments in wearing orthopedic shoes with interpretations 
of results, and with other comments 
XXI—Personal experiments in shoe wearing 
XXII—X-ray appearances of the foot within different shoes 
XXIII—Various conclusions and additional comments 
XX1V—Ideas formulated by orthopedic and retail shoe merchants 
XXV—Discussion of questionnaire 


Published and Sold by 


Boot and Shoe Recorder 


207 SOUTH STREET 
BOSTON 


















Rere’s what a retail merchant writes 
us about the low price of this book: 


a I am especially anxious 
to get a copy, that each sales- 
man, as well as myself, may 
familiarize themselves with 
the information contained in 
this book. I was very much im- 
pressed with the articles as 
they appeared in the Boot and 
Shoe Recorder each week, but 
I want to congratulate you and 
your able staff of assistants, in 
getting out this book at so 
small a cost, as | believe it will 
be of much value to every shoe 
salesman, and every shoe store 
should have at least one copy 
of ‘‘Foot Knowled¢ge.”’ 


Turner Jones 
Turner Jones Shoe Co. 
Valdosta, Georgia 








COUPON 


For Your Convenience 


Boot and Shoe Recorder: 


Please send me(_) copies of 
Foot Knowledge, price $2.00 a 
copy. (No orders filled unless 
accompanied by full price 
and 15c extra per copy to cover 
postage.) 
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High-Grade Rhinestone Shoe Ornaments 
Popular Sellers Throughout the Country 
Brilliant Stones—Effective Designs 

Splendid Values 


A few of the many 
numbers we manu- 
facturer for retail at 
prices that will help 
to Produce Sales 
and Profits. 


RHINESTONE 
STRAPS 
. 3001 - doz. pr. $7. 
3003 -- 


” 7. 
3004 -- 4. 
3011 -- 6. 
3018 -- 6. 
3021 -- 4. 
3026 -- 6. 
3042 -- 4. 
3045 -- 7. 
3046 -- 7. 


SSSsssessess 





RHINESTONE 
BUCKLES 

No. 2606 -- per pr. $2. 

2534 ° 


” ” 
” 2721 =- ” 


= @ 


21220—= ;, 
” 2712 -- ” 


RHINESTONE 
STRAPS 
No. 1 --- doz. pr. $4.80 
” 2 --- ” 6.00 
” 3 --- ” ” 7.20 


No two pair alike 





No. 21220 No. 2712 
21 R. R. Square S. STARENSIER Haverhill, Mass. 
P Manufacturers and Importers. 


+ = 
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White Canvas Shoes 


When You Need Them 


IN STOCK For Immediate Shipment 


Save 15” to 30% 
Sold 36 Pair Case Lots Only 


1.25 


No. 230—Growing Girls’ White Canvas. Patent No. 210—Growing Girls’ White Canvas Patent 
Trimmed Two Strap. Flapper Rubber _ Heel. Trimmed One Strap, Flapper Rubber Heel, 
English Last. Sizes 214-6; 3-7; 38 gg ear Sizes 2146, 3-7, 4.8. 

No. 225—Same as above in Military][Heel. 205—Same as above in Military Heel. 
Sizes 214-6; 3-7; 3-8; 4-8. Sis 256 3-7; 3-8; 4-8. 


ree a No. 245—Growing Girls’ White Canvas Sport 
No. 215—Growing Girls’ White Canvas Patent Oxford Black Leather Trimm 


Trimmed Flapper 4 Flapper 
bruh Las Siew Tint) wells Rubber Heel, English Last; Ks 37; 


No’ 220 Same 38: 48 
—:” SC No. 206-Same as above in Military Hed 
es 


S. ROSENBERG & SON 


144 ESSEX STREET - ~ BOSTON, MASS. 
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5. VER have acom- 
‘Honest hk plaint about sole 


sole. 
edges turning up, or 
Leather “frazzling?” 


IME is one of 








the most. impor- It often happens where acid bleach- 
tant tector in the ing is employed to give a sole a 


production of Honest 


tin. lighter, more evenly colored 
ASHLANE OAK is made bottom. 


by the “long time” process, 


which allows physical 


en ASHLAND LEATHER CO. 


BOSTON + CHICAGO + ST.LOUIS 


a 


properly take place. 











HIGH-GRADE COMFORT SHOES 
THAT REALLY HELP THE FEET 


A comfort shoe meets its purpose fully when 
it is actually of benefit to the feet. Dr. A. Reed 
Shoes possess this qualification. 

When the product is manufactured by a house 
of long and honorable standing, merchants and 
their customers are protected. 


Experience has shown that the Dr. A. Reed 
line, combining the two above factors, sells 
No. 229— Built with the famous easily and induces future business. 


Steinbrecker steel shank, carries rub- , es 
ong ey re ee nT ee Our Stock Catalog will interest you 


JOHN EBBERTS SHOE CO., Ine. 


Exclusive Manufacturers 


BUFFALO =i : NEW YORK 


ARCH SUPPORTER 
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B776 $2.75 


B210 $3.50 


DESCRIPTIONS 


B77@ Black Satin Wide One Strap, 9-8 heel, leather 
lined, imitation turn, B to D, code “Edna” $2.75 
B786 Same as above except genuine turn, rhinestone 
button, code “Clover” $3.10 
B742 Same as above except imitation turn, ” Black 
Drill lined, code “Inda” $2.15 
B782 Black Satin One Strap, Steel Beaded Vene and 
Strap, Genuine turn, 16-8 Full Louis heel, widths A to 
D, code “Becky”. $3.7 
B769 As above except I mit. ‘Ton. Beading on 35 
only, 14-8 Half Louis Freel, B to D, code ‘ ‘Ivy” "85 
B767 Black Satin One Strap, 12-8 Cuban heel, her 
lined, imitation turn, B to D, code “Venus” .$2.75 
B766 As above except 14-8 Spanish Heel, B to D, 
code “Leona”... .. $2.85 
B210 (Levor’s) “White Washable Kid ie Strap, 4 
Imitation Turn Leather Lined, Covered 9-8 Heel. 
Widths B to D. Code “Trixie” .. $3.50 
B250 As above, except Genuine Turn and 14-8 Full 
Spanish Heel.- Widths A to C Code “Billie”... . . . $4.25 
B252 Asabove, except Genuine Turn and 12-8 Cuban 
Hee!. Widths B to D. Code “Buddy’”’. . $4.00 
B587 White Whipcord One Sue, Two ‘Button, 
Green Kid Taanwed. Imitation Turn, 9-8 Heel, widths 

to D, code “Cannes” $2.35 
B589 White Whipcord One Strap, Two Button, Red 
Kid Trimmed, Imitation Turn, 9-8 Heel, Widths B to D 
code *Reviera” 











Wire for a Hannahsons Salesman 
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B782 = $3.75 B767 = $2.75 


B587 $2.35 B800 $3.15 


Green Kid Trimmed. For the June Bride and 
Also carried with Red Miss Graduate. 

Kid Trimming. 

Nationally Advertised 


Nationally Advertised 


Hannahsons Fashionable Footwear novelties are 
giving keen merchants a quicker turnover and more 
profit than any line of women’s shoes on the market. 


And now Hannahsons takes another giant step for- 
ward and nationally advertises these wonderful shoes— 
for your benefit. 


18,000,000 people will read Hannahsons gigantic full 
page 4-color advertisement in the American Weekly 
(supplement of Hearst’s Sunday newspapers) on May 27. 


It will pay you exceedingly well to tie up with this 
national advertising. 


Write now for full particulars about Hannahsons 
new and unique merchandising plan. Don’t delay. 





‘OPEN TERRITORIES 


The following Hannahsons territories are open: 


WISCONSIN MINNEAPOLIS ARKANSAS NEW ORLEANS 
Wire if interested 











HANNAHSONS SHOE CO. 


HAVERHILL, MASS. 
Manufacturers 
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ADVERTISING 


During the early eighteen hundreds, the general merchant would stand in 
front of his shop and ring a bell to attract attention, or politely “button-hole” 
passersby. A glib tongue and the handy outdoor display of shoes netted many 
sales. His assistants often went about town ringing a bell proclaiming the 


merchant's wares. 


Modern advertising as conducted by Rice & Hutchins, takes the place of 
town criers for over 15,000 Educator dealers in towns and cities all over the 


country. 


Educator advertising in the leading magazines attracts the attention of over 
fifteen million consumers every month. The Educator story is intimate and 
appealing to the consumer who buys the acme of comfort, service and style, at 


reasonable prices. 


That is why Educators have won the reputation of being the fastest moving 
shoe stock in the world. 


RICE & HUTCHINS 


| fa 


























_ BOSTON INCORPORATED U.S. A. 
No. 9 of a Series. 
DUCATO KL 
rc E SHOE® * 3 











Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 


UY EEE —— 


I 
t 
v 
n 
a 





























BOOT AND SHOE 


RECORDER 


the Great ~ eee 


erm APRIL! / 
18s 








we 














No Store Succeeds Without Ideals 


Sales Organization Can Be Inspired to Better Service by the 
Proper Platform 


United States is that way, because the head of 

the house starts each new man on the correct 
path of service. Instead of just turning him over to the 
floor man and saying “‘let him memorize the stock for a 
day or two and then let’s see what he can do” this he 
merchant takes the newcomer into the store family, 
into his office, and explains the spirit of the store. 

His first utterance is This store has ideals. We try 
lo render a worthy service to the public and consider our- 
selves as being professionals, having in our hands much to 
do with the comfort, happiness and health of our cus- 
tomers.” 

This merchant then goes on to tell of the successful 
men who have worked with him and who have stepped 
out into stores of their own and he also explains some of 
the opportunities within the grasp of the newcomer if 
he will but adopt the ideals of the store and learn that 
the spirit of service is a great stimulant to the day’s 
work. 

The little half-hour sermon that the head of the 
house gives each new man is perhaps the best thing 
that he does. It is a good thing to get very close to your 
workers. The friendship between proprietor and sales- 
man ought to be just as warm in the store of 100 clerks 
as it is with the two to do full duty. 

It is a mighty good thing for a store to hold co- 
operative meetings and we refer you to page 98 in this 
issue under the Cincinnati letter and the story “The 
Value of Store Meetings.” This is a very practical illus- 
tration of how employees are made a real part of the 
organization and how they are aided in contributing 
something to the success of the store. 

Many a shoe merchant is plugging with his nose too 
close to the ground for any great degree of success. 
All day opportunity is his best companion,—and yet 


O™ of the most successful shoe stores in the 


he does not seem to be able to get outside himself or 
his business to realize that everyday possibilities, the 
kind that tend to develop and lead towards success, 
are in his grasp. 

A peculiar type of merchant ducks into his store in 
the morning, after a quick nod immediately barricades 
himself in his office. About the only business that 
would cause him to reappear would be the necessity of 
administering a rebuke to a chosen one, or an equally 
important matter. This style of merchant does not 
appreciate the possibilities of his own sales force— 
whether it be three or thirty. The fact is, he is too close 
to them to consider them personally and estimate their 
real valuation in his own business. 

This merchant should view his sales force from the 
outside—see them through the perspective of a total 
stranger. He would soon notice the peculiarities and 
habits and the interest and manner of the different 
ones, and suddenly realize that which had passed un- 
noticed. The worthy ones in the inside would be more 
easily distinguished and their real worth and valuation 
would be of mutual advantage. 

As he sits in his office pondering over dull business, 
the success of a neighboring merchant comes to his 
mind. He wonders why in blazes he can’t get the same 
kind of men, wonders what the trouble is. He blames 
fate, luck, anything except the real cause. He does not 
stop to consider the rock bottom facts of the case. 

How his neighbor has been making a study of his 
sales force—won their confidence, their respect and 
their good will, and put the men on a real business 
basis, and regards them as a mighty good investment. 

Meetings of the sales force was an important factor 
with the neighbor, where he took great pride in in- 
structing his men in the right way to sell his merchan- 
dise. A cheery word here and a lift there and the whole 
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organization was working as smoothly as the finest 
piece of machinery. 

And as this merchant thought over his fellow re- 
tailer’s methods, he began to realize why his business 
had nearly doubled, why he had the best sales force, 
the best merchandise and the highest reputation, also 
the larger bank book. 


Above All—Make a Profit 


O* the desks of the executives and department 
managers of a large department store is a sign 
reading “MAKE A PROFIT.” To the stranger, that 
sign would seem superfluous because we are all in business 
for profit, but there is a deeper meaning to that sign, it 
acts as a reminder to make a net profit. Gross profits do 
not amount to anything if there is no net profit left. 

There are approximately thirty thousand shoe retail- 
ers in the United States whose yearly business is less 
than fifty thousand per dealer. One of the main reasons 
why the dealers remain small is because they do not 
know how to make a nel profit; yet it is these small 
dealers who control the shoe industry as a whole by 
their combined sales. 

While it is true that these smaller dealers do more 
actual work than the large dealer, because the small 
man is his own buyer, manager, clerk and porter; he 
therefore, has very little time for bookkeeping, and so 
gets his net profit; yet that should be the most im- 
portant work for him to do, because his business life is 
very short without net profit. 

One day last week, while visiting a dealer in his store, 
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the clerk sold a pai of four dollar slippers on which 
there was gross profit of one dollar and a half. This 
dealer was asked if he knew how much of this dollar and 
a half was really his profit, he guessed that about forty 
or fifty cents—but after five minutes figuring his over- 
head we found that his net profit was really only four 
per cent, and that his selling. expense was six per cent, 
which meant that the clerk who sold the slippers earned 
twenty-four cents for himself, and only sixteen cents for 
the boss; this was quite a surprise to the owner of the 
store who decided right then and there to install some 
sort of system that would tell him exactly the net prof- 
its on his sales. 

Turnover is a very important thing in business, in 
fact more important than bookkeeping itself. 





Happy Medium in Mer- 
chandising Policy 
se maintain your quality standard, regardless of 

_ costs; to keep retail prices as low as possible con- 
sistent with assuring a reasonable profit, these two 
principles if enforced today may perhaps mean a smaller 
percentage of profit than in former years, says a mer- 
chant whose opinion we value, but he believes the ad- 
ditional volume of business secured by this policy will 
more than compensate for the lessened percentage of 
profit. 

To work for volume alone, or for profit alone, means 
failure in most cases. The opinion cited points to a 
happy medium which as a merchandising policy has 
built success. 





A Fitting Contest for Shoe Store Salesmen 


Here is a man’s foot, long and thin, with a low instep. It is Case No. 
1 in the contest. It means 1054 inches in length and the width at the 
tread of the ball is 344 inches—see for yourself the other characteristics 


of the foot. 


Your problem is to fit the foot and tell how you did it, what type of 
shoe, what shape of last, what length and width and what features you 
were careful to analyze in fitting. 

A prize of a copy of Dr. Marshall’s Book—**Foot Knowledge” goes 
to the best answer to this problem. 
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Boot and Shoe Recorder CREED 


Getting More Shoes Sold Right: not only “more” but “right; sold for the right purpose, to 
the right wearer, in the right fitting, for the right price, at the right profit. This is the great 
problem of the retail shoe merchants. The chief purpose of the Boot and Shoe Recorder is 
to help solve it; for this is the basic problem upon which depends the progress of the 
entire allied industries relating to shoes and leather; their production and distribution. 
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Page 
The Brown sunade Is with Us Once 
a bas .. 74 


Which contains, in addition to color forecast, 
a chart showing appropriate color harmonies 
in dress, shoes and hosiery. 


The Salesman Finishes What the Adver- 
ne ENS. ee 


Four pages of real ideas for the retail shoe 
salesman and saleswoman. 


The Recorder’s Pictorial Review .... .. ..80 


A new feature this week and mos! every week 
from now on. 


Returned Merchandise — Who’s to 
eee 68 AS ee Se es ee 


Is it the fault of the credit system or can the 
blame be placed on poor salesmanship? 


Embroidered Fabrics and_ Brilliant 
Colors....... : : 


Even shoes are embroidered in Paris and at 
the Continental Summer resorts. 


Hosiery Retailing a Business—Not a 
Per ce i ose etal's ‘oben ar. Vina 





Where Are We Headed ? 


A lot of business men have said to me within the 
past few days; 
‘Business is shumping. What is wrong?” 


It is true that things are quieter this week than 
they were earlier in the year. But this is not suffi- 
cient ground for fear. Quite the reverse. 


To me, and I base my conclusions on an in- 
vestigation covering all the basic industries of 
the country, the present relaxation has been 
caused by the determination of far-seeing men 
at all costs to prevent a recurrence of inflation 
—of buying for speculation in the face of rising 
prices which would inevitably be followed by 
the same sort of a smash which we hadin 1920. 


Manufacturers, in fact all who are engaged in 
commerce and trade, are playing a skillfully wise 
game— buying no more than they need, making no 
more than they can sell, effecting economies all 
along the line and building up their financial re- 
serves. So long as this policy remains in force, there 
is mighty little danger. 
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A. 
Harmony or Contrast 
of 
Shoes and Hosiery 
with 
Women's Attire for 
cAll Occasions 


May 19, 1923 


The BOOT AND SHOE RECORDER pre- 

sents an authentic color guide useful in every 
store in the sale of footwear that must properly 
harmonize or contrast with the custume worn. 
f Our color expert, Eugene Peirce, has been 
diligently at work on this fashion guide making 
careful research into the ‘trend of colors for next 
Fall and the results are given herewith. 
P- This serves as a guide to the 
retail merchant and his store sales- 
man when a customer comes in re- 
questing a stylish shoe that she can 
wear with “such and such a gown.” 
She comes in for authoritative in- 
formation. Here it is. 

This is an invaluable contribution 
to the retail store salesman because 
it cuts out all the “hem and haw” 
formerly characteristic of his ignor- 2 
ance on fashion subjects. 


The Family of Browns Is with Us 


Once 


tume trade is a combination of monotones— 
various shades of a given color. 

In 1779 it was said to be impossible to paint a por- 
trait in one color. Gainsborough accepted the chal- 
lenge and painted a full length portrait of a boy wear- 
ing a suit of blue satin, including shoes and hosiery; the 
latter in tints, the former in the shades of blue—shoes 
in blue as well. This masterpiece recently sold for a 
price that only a multi-millionaire could pay since it is 
considered to be a world’s masterpiece. 


| «= last word in colors with the advanced cos- 


Browns With Us Again 


Brown is in town again and has brought along the 
whole family. Of chief importance is the range of 
browns for street wear since they are the darkest of the 
three essential series. 

Seal brown is the leader in fabrics for street wear. 
This color is 92 per cent black, 5 per cent red and 3 per 
cent yellow, the blending colors supplying the suf- 
ficient bloom to remove the color itself from black. Seal 
brown and one shade lighter in sequence is the leading 
seller in the range of color sold by a leading woolen mill 
whose sales annually total over 10,000,000 in the finest 
woolens made anywhere. 


More 


Shoes for this important series should be in beaver, 
viz., 76 per cent black, 9 per cent white, 7 per cent 
orange, 8 per cent pure yellow. Hosiery should be in 
ecru which is in perfect sequence—19 per cent black, 
53 per cent white, 21 per cent yellow and 7 per ceat 
green. . 

Fawn is also in this sequence 24 per cent black, 47 
per cent white, 15 per cent red, 14 per cent yellow. 
Hosiery to be worn with fawn shoes should be ecru. 


The Beauty of Beige 


Beige is in the same family, only slightly lighter, but 
in perfect sequence. Hence it may be associated both in 
leathers and dress fabrics dyed in seal brown. 

The second series of browns to be considered should 
be lighter for dressy wear such as afternoon teas, bridge 
parties, etc., although the deepest of six shades, ap- 
proximately Spanish tobacco, could be worn most 
anywhere. 

The series should begin with a brownish tan which 
the French call “Poussin” (young chicken). The next 
shade deeper in sequence, “Hydromel,” is like strained 
honey; followed by “Florin” (old gold). Two deeper 
shades in sequence are practically the same color as 
dull, soft, old gold. 
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Of far less importance is a series of pronounced yel-. 


low browns. The lightest of six shades is a pale yellow 
coucou (cowslip). Ray on d’or (beam of gold), and 
carolus (a gold coin issued by Charles V]]1 of France). 
This series gradually deepens into browns with a yel 
low cast, the darkest shade being practically 90 per 
cent black. 

The cut out and the sandal effect brought into 
prominence beige hosiery shown with the shoe. This 
was an example of beauty in simplicity. Still more 
significant is the fact that grays have gained sufficient 
strength during the past year to be included in the best 
selling colors of manufacturers whose sales mount into 
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millions annually. Though black is not a color it should 
be noted that it is something just as good at present 
writing. 

For evening footwear tints of silver, old gold; pink, 
lavendar, sky, gray, rather than the deeper tones, are 
recommended. 

Dismissing the browns we come now to grays and 
find two series highly regarded in both France and 
America. In the French Capital and in Lyons, the chief 
dyeing center of France, smoke and elephant grays 
have the endorsement of all color authorities, es- 
pecially those who prepared the color cards for world- 


‘ wide distribution. 





When She Wears 
Seal Brown for 
Street 


When She Wears 
Lighter Shades of 
Brown for After- 
noon 


When She Wears 
a Golden Brown 
Gown for Evening 


When She Wears 
Green for Street 
Wear 


When She Wears 
Green for After- 
noon (Lanvin 
green) 

When She Wears 
Hunter’s Green 
for Sport 


Dress, Hosiery and Shoe Colors 
For Every Occasion 


Shoes—Tan all shades, deep shade 
like Spanish tobacco good, otter, 
beaver, beige and champagne. 
Emphasize the monotones. Match 
hosiery in all lighter shades but in 
dark colors optional to match, or 
nude hose. Two-tone shoes—keep 
to lighter shade. 


Shoes—Darker shades of brown 
than the gown—hosiery matching 
dress in_ brighter shades. Mono- 
tones best for effect. 


Slippers—Gold brocaded, satin. 
Hose—Chiffon to match shoes. 


Shoes—Black patent leather, dull 
kid. Any of the champagne series 
or lighter grays for shoes and for 
hosiery. 


Shoes as above. 


* * * + 


Shoes—White or white and green 
trimmed. Brown for dull weather. 


Hosiery—Match hose to predom- 


inating color in shoes. 


When She Wears 
a Black Suit for 
Street 


When She Wears 
a Black Dress for 
Afternoon 


When She Wears 
Black and White 


for Sport 


When She Wears 
a Black Gown for 
Evening 


When She Wears 
a Gray Suit for 
Street 


When She Wears 
Gray for After- 


rvoon 


When She Wears 
Gray for Sport 


Shoes—Black patent leather. dull 
finished kid. 


Hosiery to match or gun-metal. 


* * * * 


Black patent leather—Black satin, 
dull finished kid. 
Hosiery to match or gun-metal or 


nude. 
* * 7 * 


Shoes, black and white and hosiery 


similar. 
* * 7 + 


Shoes, silver or gold, black satin 
and velvet. 


Hosiery to match in gold or silver 
—otherwise chiffon or lace. 


* * + * 
Shoes gray, black patent leather. 


Gray and black in patent leather 
combinations. Hose to match shoes 


* * * * 


Shoes—Black patent leather, black 
satin and gray. ~ 


Hose to match gown. 


* * * * 


Shoes—Gray, white, blues, reds. 
Hosiery—White and gray. 


(Continued on page 87) 
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WHAT the ADVERTISING STARTS 


Four Pages of Practical Ideas 
for the Shoe Store Salesman 


It’s something to contemplate—the biggest busi- 
ness in the world—the retail business. The mediator 
between producer and consumer. That which keeps 
the channel of distribution open, and which governs 
to a great extent the size of the flow of goods. 

The salesman in this business interprets the mes- 
sage of the manufacturer, the story and telling of 
which is important—the most important duty in the 
most important business. 


What Is Salesmanship? 


There will always be a question as to the best 
ways of doing this. Of the best ways to sell to the 
consumer. Solutions ranging in effect from the 
“sizing ‘em up” formula to the “winning personal- 
ity” kind offer little more than to make one feel that 
real salesmanship is a gift of the Gods bestowed 
with reluctant and discerning hand which in itself 
testifies to the rarity of such gifts. 

Reduced to its lowest terms isn’t salesmanship 
anything word or deed spoken or printed that dis- 
covers to one the best method of filling a need? 
That seems to fit well with the 20th century idea 
that it is folly to sell anyone anything they do not 
need, and fixes the modern quality of service as the 
principle. It’s easier to work out an everyday solu- 
tion when viewed in this light. There are many 
methods, but the principle may never change. 

Salesmanship is mainly knowmanship. 

Ivey, professor of marketing in the University of 
Nebraska gives a particularly human twist to his 
emphasis on knowing goods thoroughly when he 
says, “A salesman should know all about his mer- 
chandise—its origin, geography, history, method of 
manufacture, its quality factors, what it will do in 
use. 

“Nineteen men are on a raft; a twentieth jumps 
on, and the raft sinks. Who sank the raft? “The 
twentieth man,’ say some. But would he had not the 
other nineteen been aboard? So in selling. The last 











point you bring out about the merchandise may 
seem to turn the trick; but your success really may 
be due to the cumulative effect of all the points 
presented. With any argument omitted, the sale 
would have been lost. But you mustn’t smother the 
customer with talk.” 

Now take a shoe. Is there anything more devoid of 
what might be called “the intimate appeal”? A 
highly technical article in manufacture. An extremely 
utilitarian article from the wearers’ point of view and 
sort of detached from the rest of the costume because 
of the limitation put upon it by its duty in protecting 
the anatomy. This is nowadays mostly a state of 
mind brought along from the time when shoes were 
just shoes and nothing like the wonderfully smart crea- 
tions abounding in color and beautiful in line as a 
consequence of remarkable workmanship that are 
seen on Boulevard and Main Street today. 


Shoes Are Coming Into Their Own 


But it is true that shoes just lately have begun to 
come into the prominent place they deserve both 
from the anatomical and style features which a shoe 
must posséss to be truly beautiful. 


The Salesmen, Then the Cash Bor—and Profit 


Advertising starts a train of thought that leads to 
the salesman. It’s up to the salesman to finish the 
job. The advertising is assertive—places a few in- 
teresting facts before the reader, but the salesman 
proves the assertions. Enthusiasm is written into 
the ad. The windows reflect it, and the salesman 
capitalizes it. That is the creative part of selling. 
Those who are in need of shoes come in to be fitted 
and are sold as a matter of course. It’s the two-pair 
sale that tests the mettle of the salesman. On the 
succeeding seven pages various hypothetical cases 
are worked up illustrating methods whereby the 
creative force of advertising is carried to a profitable 


conclusion by the salesman. 
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WHAT she ADVERTISING STARIS 





Analysis of Ad at Right 


Analyzing the ad we see 
what purports to be a hotel f 
floor put there for atmosphere | 
and a dainty bit of decora- 


| 
tion to further carry out the | 
effect of quality. The copy is HII 
devoled to a sketch of the HN) a” 
origin which gives the shoes | ( - | 
a stylish flavor and sturdi- ; INK ( lt 
ness is mentioned to assure |Z& —_.. 7a. 
the reader of vaiue for her 


| 


, 





( Mf) \\\\* | 
| | 


Copy for Ad at Lefl 
Given us by the French 
whose deftness in evolving 
HI grace of line is unsurpassed 
1 —this pattern. It has the 
WTVH sturdiness which will hold 
Hh} its style. Before you spend 
= any time shopping for “‘the 
best for the money” let us 





money. Then the uses are 
explained to draw a picture 
designed to gel the imagina- 
lion working. 

Yet there are many things 


for travel 


show you this shoe. Let us 
point out the very things in it 
that shoe money should be 
spent for, and we believe 








lo be said about thal shoe 


you'll be pleased with the 








yel. The burden of proof is 


amount of satisfaction it 











on the salesman. The ad is 





promises. We couldn’t find 





general lo appeal to ali of a 


anything smarter in New 








certain ciass of readers. The 





York. It’s for traveling just 





salesman’s talk is to an 





individual and may be along 
the lines taid down afler the 
shopper's own words have 
revealed her method of rea- 





‘Your Name Here. 
Street - 


- 


because il’s appropriate for 
most anything that calls for 


smartness. 


- Town 








soning. 
The Salesman Picks Up Where the Ad Left off 


Mrs. Traveler enters. She has been attracted by the 
advertising evidently because she goes straight to where 
the shoes are displayed in a setting of time tables sug- 
gestive of summer trips. 

The salesman approaches saying, “‘Do you care to 
iry one on lo see well it looks on your feel?” an 
invitation based on the fact that some interest was shown 
by the prospective wearer in the shoe displayed. 

Once seated the prospect's shoe is off in a trice and 
the one selected from stock as the size is compared with 
ut. A great knack, that of judging size by looks, obviates 
any | + a which is not good practise if it can be 
avoided. 


EE, 0 


The new shoe is about to be pul on, but before doing 
so Mrs. Traveler is given the odd shoe to inspect with 
the admonition, “Just notice the fine texture in that 
leather. It’s chrome tanned. Water has little effect on u. 
It won’t get sliff either after a wetling nor get slouchy. 
You won't have to worry about the weather in that shoe. 

“Isn't the sole a little heavy?’’ said the prospect, who 
was regarding the shoe with a great degree of interest 
apropos of the suggestion. ‘ ; 

“You can walk on any pavement without feeling 
uneven surfaces. The veins and tendons in the bottom 
of the foot will never become pinched, callouses won't 
form.” 

Then she asked the price, but she’d already been sold, 
and the price had been justified. 

“Our best value,’ means little to any customer. 
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Analysis of Ad 


Color appeal is the basis 
of the ad. Nothing is men- 
tioned about price. Nothing 
about wear. One idea is 
enough to work into an ad, 
and when color is the idea 
one has a subject that holds 
so many lights and fancies, 
that bears such a close rew- 
tion to thoughts and feelings 





Sey Morocco with 


BN oes atone ~ 


late fashion note 


Copy for Ad at Left 


Once was a time when 
colors were to be had only in 
perishable evening slippers. 
Now Reds, Biues, Canaries, 
elc. brave the elements gra- 
ciouslyand make the selection 
of shoes interesting as pick- 
ing a hat. 

But shoes can be seen well 
without a mirror and the 
effect is akin to the thrill of a 











thal interest is never satiated. 


ray of sunshine following a 








The lure is lasting, and all 


lowering, rainy day. It raises 











in all the effect is broadly to 


your spirits and puts a song 














bring footwear into greater 


on your lips. 








prominence as an article of 





Color Is Life Itself 





wear. The subject is some- 








what technical, so coming to 


A twill navy blue suit, add 





the business of making the 
actual sale here are a few 
points to remember in aiding 
in the selection of colored 
footwear. 


Street 





Your Name Here 


the spice of red morocco 
trimmed shoes and “like a 
gypsy” there’s a romantic 
air about one. Beller come in 
for yours. 


Townrn> 














Color Combinations and Becoming Effects for Your 
Note-Book 


Not to sell the full meaning of color would be neglect- 
ing opportunity. 1t is something of universal interest. 

Yellow expresses light, cheeriness, freshness. It 
possesses the qualities and effects of sunlight. Red is 
a stirring color to be worn for its warm effect. Blue is 
a cold color embodying a quality of restraint and 
dignity. Violet is the opposite of cheerfulness. There 
is a color for every mood and for every feminine type. 
> For the fair Blonde, suggest green in refined tone, 
olive, say, or blue. 

Auburn blondes will wear blues inclining to gray, 
slate, fawn. Pale brunettes find russet, subdued 


crimson and old rose are good complements totheir 
coloring. Gold and yellows, too. 

The florid brunette, rich maize, yellow, deep gold, 
subdued orange, maroon red, warm browns, dark 
blues, olive green. 

Perfect harmonies to aid in the selection of shoe to 
match gowns worn by customer when trying on 
shoe: blue and orange; blue and gold; blue, scarlet 
and purple, blue and green; red and gold; red and 
gray: scarlet and blue: crimson and gold; yellow and 
purple; scarlet and slate; crimson and yellow-green; 
crimson and purple: yellow and brown: yellow and 
black: yellow, purple, scarlet and blue; green and 
russet; green and gold; orange and violet; orange, 
crimson and green; whiteand scarlet; white and cerise. 
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Analysis of Ad at Right 

The advertising is devised 
in a way to arouse curiosity. 
A shoe of such a character is 
hard to sell in the newspaper 
so an invitation to come in is 
the big point. 


~~ 
fl oe 


Copy for Ad at Left 


For the young girl it helps 
develop a hardy physique. 
For the matron it makes 
home and social activities 
a pleasure, not something 
lo be dreaded. For grandma 
it relieves the strains inci- 
dent with feet that have al- 
ready given years of service. 








The salesman knows the 


It is a shoe universally 











ad is being run and in ez- 


liked once it is worn. Flezible 











pectancy of receiving cails 


and graceful. In kid or calf; 











for a demonstration cotects 


black or brown. 








Unconsciously you may 





his materiai and facts for 








exploiting the many virtues 


be under a foot strain right 








now, so why not come in to 








of this shoe, and also to pre- 





pare for those eztra-pair 
sales on the basis of letting 
comfort balance with ultra- 
style in keeping feet adapt- 
able, supple and strong. 





ae Ne ame flere 


Street - - Town 


see for yourself. 

Our satesmen will be glad 
to point out in the shoe itself 
just how this shoe is superior 
to others not built on scien- 
lific .principles. Or order by 
mail, postage free. 














Arguments Made Necessary by Above Ad 


Customer, “What is this comfort shoe you’ve 
been advertising so much lately?” 

“It’s a shoe, madam, that’s built to give every 
muscle a chance to develop and retain strength. Doc- 
tors advise the wearing of these shoes several times a 
week, if not all the time. 

“Have you ever seen anyone with a broken arm, 
say, who was forced to wear a plaster cast for some 
time, and the trouble they had in getting the arm 
limbered up again after removing the plaster when 
the muscles were weak? 

“It is the same with one’s feet. If the bones are 
held in one position for a great length of time they 
either stiffen or the muscles become weak and be- 
cause of the delicate construction of the arch it falls 
when pains are felt in calf, knee or back, or all three. 
Circulation becomes restricted, feet become subject 





to cold and cold feet leads to poor digestion. 

“Then there are all the other ailments feet are 
subject to; corns, bunions, even dislocation of the 
great toe, due to a cramped position of the toes. 

“There are twenty-six bones in each foot and three 
arches, one running lengthwise and two running 
across the foot, either of which will cause serious 
derangement of the nervous system as well as local 
pains if they drop out of position. 

“Like the teeth, feet are at the bottom of many 
troubles of which they are not the suspected cause. 

“When you consider that every one takes on an 
average of 6,000 steps a day with a crushing pound 
at each step it is no wonder that few people have 
really healthy feet? 

The materials of the shoe ought to be at hand to 
point to in order to illustrate each feature; the sole 


and innersole, etc. ' 


; : ) 
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Returned Merchandise! — Who’s to Blame? 


Is It Because Credit Privileges Are Abused by Customers or Because 
Shoes Were Not Sold Right in the First Place? 


HEN one store gets back $10,838 worth of 

\ \ shoes in one month it is a lead pipe cinch that 

something is wrong somewhere. 

When another store in another city gets back 21 
pairs of women’s shoes in one day—an average of about 
two pairs per salesman—there must be a screw loose 
some place. 

When another store has to take back for credit or 
exchange 22 per cent of all the shoes it sells it is time 
to erect a “Stop, Look and Listen” sign. 


Hunting for a Remedy 


The returned merchandise evil is growing worse. 
Every store selling women’s styleful shoes is finding 
it harder to make sales stick. The problem is to place 
the blame and find a remedy for the evil. 


The stores cited above are not exceptions to the 
general rule. As a matter of fact, the store that takes 
back for credit or exchange less than 12 per cent of the 
women’s shoes it sells is the exception to the rule. It is 
a condition that exists, but that ought not to exist. 
It exists not only in shoe stores, but in department 
stores, women’s ready-to-wear stores, millinery stores 
and other stores selling women’s wearables. 


Is Service Over Played? 


Modern merchandising has resolved itself into a 
game called service, and competition has been placed 
on the basis of trying to outdo the other fellow in giving 
something besides merchandise, and more and more of 
that something with every purchase. 

Whenever a store gets into the aristocratic class it 
prides itself on the number of charge accounts on its 
books. But every charge account has to have a debit 
side and a credit side. When a customer is allowed to 
use the debit side, she takes it for granted that the 


other side is at her disposal whenever she sees fit to 
use it. 

There has grown up a competition on charge ac- 
counts. People of moderate means frequently have five 
or six charge accounts in dry goods stores, as many in 
shoe stores, an equal number in grocery stores, and so 
along the line of every commodity they wish to pur- 
chase. Credit is cheap. Anybody can have a charge 
account if they are even reasonably prompt in paying 
their bills. 

Free Delivery Worked to the Limit 


Free delivery is another service that has been worked 
to the limit. It has been worked so hard in fact, that 
it works both ways. You send the merchandise out, 
and then the customer calls up your store and asks 
you to come and get it. You have made two deliveries 
and no sale, 

It is a significant fact that stores that do the greater 
percentage of credit business also have the greater 
percentage of returns and exchanges. The store that 
does business on a strictly cash basis and makes no 
deliveries has the least trouble with exchanges and re- 
funds, provided their fitting service is on a par with 
that of the store that does the big credit business. 


The Merchant's Side of the Story 


No merchant worthy of the name, desires or expects 
his customers to keep shoes that do not fit, nor does 
he want them to keep merchandise that is unsatis- 
factory for any reason if the fault lies with the store, 
but on the other hand, why should he suffer a loss of 
time and a loss of money for faults that are not of his 
own creation. 

Why should a salesman, working on commission, be 
deprived of $10 a week or more, which he has earned, 
because of the whim of some fickle-minded woman? 
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Getting More Shoes Sold Right 


In at least eight cases out of ten, when shoes are 
returned, the complaint is that they do not fit. In the 
majority of cases one of the shoes, and frequently both 
of them were fitted to the customer’s satisfaction before 
they were taken out of the store. If they were right 
one day how could they be wrong the next? 








Why is it Possible for her to get away with it? 


There is no gainsaying the fact that frequently 
shoes are sent out that are not properly fitted and not 
thoroughly sold. 

In the mind of the average salesman it is an acknowl- 
edgement of weakness and lack of sales ability to turn 
a customer over to another salesman, or to acknowledge 
to the manager that he cannot make the sale. 

At the same time he fears to let the customer walk 
out, and face the manager in an explanation and take 
a calling down for his action. 


Where the Salesman Is to Blame 


In order to avoid either of these unpleasant circum- 
stances he urges the customer to allow him to send 
the shoes out so she can try them on at home, taking 
a long chance that she may possibly keep the shoes. 
At any rate, he has postponed the day of judgment. 

Down in his heart, he realizes that he has not made 
a sale. Maybe the shoes fit the customer’s feet, but did 
not fit her head, or possibly she was pleased with the 
style and the color, but was not sure about the size. 
In either event, the shoes were not sold right, and in 
nine cases out of ten they will come back, either before 
they have been worn, or afterward. 


Why the Right Shoe Is More Often a Good Fit 


It is customary to try on the right shoe, and a shoe 

_ is frequently tried on a half a dozen customers before 

it is sold. Consequently the right shoe is softened up, 

probably had a little stretching, and will naturally fit 

more comfortably than the left one that has never been 
out of the carton. 
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Many stores require salespeople to try on both shoes 
in order that the left shoe may be softened up, the 
counter rounded out, or that it may be eased up a little 
in the vamp seam or across the ball. This is a precau- 
tion well worth observing. It doesn’t take much time, 
and will save a lot of time in the adjustment of returns 
and exchanges. 

Fizing Responsibility 

In many stores, where salesmen work on commission, 
a rule obtains that when a pair of shoes is returned 
that have been worn and the manager decides with the 
customer that the shoes were misfitted, then the shoes 
are charged up to the salesman. He has to pay for 
them, and they become his property. If, however, when 
making the sale, he knew the shoes were wrong in size 
and reported it to the manager and the shoes were 
stamped, showing that they were sold under protest, 
then the clerk is not charged with the price of the 
shoes. In this event, it is up to the manager and the 
customer to settle the difficulty, but the salesman is 
in the clear. 

Misfitting very frequently occurs because the sales- 
man does not know feet. He does not examine the foot 
or study its peculiarities. He doesn’t have the customer 
stand her weight on her stockinged foot on‘a size stick 
in order to see whether, when weight is applied, the 
foot will elongate more than is normal, or whether it 
will widen out more than is normal. Consequently he 
puts ‘a shoe on that apparently fits, but which, with a 
few hours’ wear, becomes exceedingly uncomfortable. 
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SHOES 


It’s Blue Monday in a lot of Stores 


When this shoe comes back, the manager naturally 
must agree with the customer and made a refund 
without any question. 
- Thousands of pairs of 2-inch Louis heel shoes are 
(Continued on page 89) 
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Embroidered Fabrics and Brilliant Colors 


Parisians Cling to These Highlights of Costume; Even 
Shoes Show Embroidered Effects 


By L. HUBBARD 


["ce Riviera has this year been very gay. Monte- 


Carlo and Cannes have been filled to overflow- 

ing with all the smart world of both Continents. 
Cannes is steadily increasing in popularity and is now 
without doubt the smartest resort from the clothes 
point of view on the Riviera. 

Many of the most famous French dressmakers have 
taken shops along the shore walk which is called “La 
Croisette.”’ Greco the bootmaker has taken a stand 
for the exhibition of his models in the Casino and also 
in the Carlton Hotel. 


Two-Tone Effects also Good 


The most important note in fashions as exemplified 
by the costumes worn on the Riviera resorts is the use 
of embroidered fabrics for day and evening wear. 
Hats, gloves, bags, shoes, sport coats, one and all are 
made in all-over embroidered fabrics, or in plain fabrics 
trimmed with an embroidery. 

Brilliant colors in strong contrasts and two-tone ef- 
fects predominate. 

White is extensively worn but is being emphasized 
by colors. White embroidered with scarlet, and white 
with black, both stand out conspicuously for sport 
wear. The combination of black on white is interesting, 
featuring as it does a revival of interest in these white 
with black effects, although the strong trend is for 
white with a color or for entire colored costumes. 


Green Leads in Colors 


In colors, green leads in the sage tones, followed by 
scarlet on white, or alone, yellow in the buttercup 
shades and gentian or Royal blue. 


With regard to blue—this is by no means a pro- 
nounced note as yet, but one of the smartest costumes 
seen in the entire Riviera was a full length blue-wool 
tricot sport coat, fur trimmed, worn with a white 
dress and a white hat. Blue undoubtedly represents 
the future color note, while the present note is entirely 
for green, scarlet and yellow. 

In sport dresses, white crepe, with wool tricot, white 
silk alpaca were worn. Practically all the skirts were 
plaited and the majority were from eight to ten inches 
off the ground. 

Waist Line Still Low 

The waist.line is still low and sleeves in sport dresses 
are short. Many sport dresses are even sleeveless. 

In shoes, fancy tongue and strap styles, with pumps 
are still worn to the exclusion of all other styles. 

White shoes trimmed with a colored kid, and colored 
glace kid shoes, both are very much in favor. For in- 
stance, one of the smartest women at the The Dansant 
at the Casino at Cannes wore a pearl gray crepe de 
Chine dress from Callot embroidered in scarlet, with 
plain plaited skirt, gray silk stockings, and matching 
gray glace kid pumps. 


Fancy Tongues and Straps in White 


Greco is showing some odd models in a combination 
of fancy tongue and strap styles in white kid trimmed 
with brilliant colored glace kid such as emerald green, 
Royal blue and scarlet. He is also featuring at Cannes 
a white glace kid fancy strap pump with green metal 
bead trim. 

Alligator skin shoes combined with plain glace kid 
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or with patent leather, were worn to some extent at 
Monte-Carlo and also at Cannes by very well dressed 
women. The alligator pump with the patent leather 
trim is also taking rather well in Paris, following doubt- 
less the trend in garments for the combination of a plain 
and a figured combination. 


Low Heels Not Uncommon 


Quantities of low heeled shoes were worn at Monte- 
Carlo and Cannes, but chiefly by the English and 
Americans. The French woman still insists on high 
heeled shoes, the Louis heel or the straight military 
heels. Vamps in all French models are steadily increas- 
ing in length, and the medium pointed toe has been 
almost universally adopted. 

Brown and black suede shoes are both very smart, 
and are extensively worn. Glace kid is still being pushed 
in color, but it is yet too early in the season to know 
whether or not it will be a strong fashion note in shoe 
styles. 

Wooden Buckles Popular 


The Perugia pump in black and white, and black and 
tan glace kid with oblong corrugated wooden buckle 
has been very successful and is worn already exten- 
sively. Madame Dartex, the well known Parisienne, at 
the opening of the Auteuil Races for instance, wore a 











Gray glazed kid strap slipper 

trimmed with patent leather. 

Stitching in scallops in black. 

Rosette of glazed kid and patent 
leather 
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Jenny three-piece costume in black crepe de Chine 


with three-quarter length jacket in emerald green silk 
and wool mixture from Rodier, with the Perugia black 
glace kid pump with this popular corrugated carved 
wood buckle. 

A new half shoe just covering the ankle bone has 
recently been brought out by Perugia. This model is 
shown in colored glace kid, and has created much fa- 
vorable mention. 


Fancy Boots in Suede and Kid 


Julienne, a new shop which opened a month or so 
ago, is pushing high boots in suede and in glace kid 
in very fancy effects. In fact, a determined effort to 
revive interest in high shoes continues to be made by 
all the leading Paris boot makers. Up to date their 
efforts have not been crowned with success, for noth- 
ing but the low shoe is worn by any woman who 
makes the least pretence at being well dressed. 


Scarlet as a trim for shoes, black or white, looks very 
promising, and entire scarlet shoes in pump or in sandal 
styles are very smart. At the Theatre Michel, at the new 
play brought out last week, one of the actresses wore a 
new coat dress from Jean Patou in scarlet wool reps with 
white pique collars and revers, light beige colored silk 
stockings and scarlet glace kid high heeled sandal slippers. 
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Metal Brocades for Evening 


Scarlet kid pumps with white dresses were first 
Jaunched a year ago at the Auteuil June Races. That 
this Spring season opens with a scarlet kid slipper worn 
by one of the smart actresses is significant and points to 
a vogue for this color for shoes this summer. 

For evening slippers, metal brocades, beaded or 
embroidered satin and even beaded glace kid slippers 
are worn. 

Pinet is showing some very interesting elaborate 
fancy tongue effects in ribbon, feathers, and in gold lace, 
but the majority of the evening slippers are made in the 
strap or sandal styles with very small jewelled disks as 
toe ornaments. 

A very smart two-strap heavy soled black suede 
walking pump from Pinet, however, features the straps 
fastened with small buckles of cut steel, instead of the 
button fastening which was featured on the models of 
this type worn last season. The effect of the small cut 
steel buckles on the instep straps is very good. 





Competition Keen in Canada, Says 
Manufacturer 


Montreal, May 16—Some important light on the 
condition of the boot and shoe industry in Canada was 
thrown by prominent members of the trade heard as 
witnesses before the Parliamentary committee on 
agricultural conditions. 

John E. Warrington, general manager of the John 
Ritchie Company, Quebec, and president of the Shoe 
Manufacturers’ Association, declared that the shoe in- 
dustry in Canada was under intense internal competi- 
tion, which kept selling prices to cost of production 
plus reasonable profit. There were no combines and no 
price-fixing arrangements. Witness declared that in 
eleven years his company had made an average profit 
of only 18 cents a pair on its output. He produced a 
shoe selling at $3.10 per pair at the factory, on which 
the profit was 5 cents per pair. Retailers’ gross profit 
ranged from 20 to 35 per cent. 

John E. Warrington, president of the Canadian Shoe 
Manufacturers’ Association, informed the committee 
this afternoon that his company had never paid more 
than 10 per. cent dividends. Last year it had made 
34,000 pairs of shoes at an average profit of 28 cents 
a pair. 

Joseph Daoust, Montreal tanner and shoe manu- 
facturer, explained the handling of hides from the 
farmer to tanner. Hides at 12 cents a pound in Montreal 
were worth only 6 cents at Calgary, on account of ex- 
penses in handling and shipping, while branded hides 
were worth about 21% cents less. 

S. R. Weaver, manager of the shoe manufacturers, 
informed the committee that few shoe manufacturing 
companies, since the beginning of the deflation period, 
had made bank interest. Fifty-two “casualties” had 
taken place since 1918. Mr. Weaver agreed with previ- 
ous witnesses that Canada had too many factories. 
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Boston Club Plans New Home 


Boston, May 17—The Boston Shoe Trades’ Club 
has made tentative arrangements with the owner of 
the United States Hotel to take over a portion of the 
street floor of the hotel facing on Kingston Street, and 
to make alterations which will transform it into one of 
the best arranged of the smaller clubs of this city. 











Architect’s plans, showing proposed arrangement of rooms in 
new Boston Shoe Trades Club 


Members of the club have received notice of a special 
meeting to be held May 23 in the hotel, at which time 
they will be asked to vote on the proposition of taking 
over a lease of this portion of the hotel. The work of 
altering and redecorating, it is estimated, will take 
about two months. 





New Company to Make Comfort 
Shoes 


The Wolfboro Shoe Company of Boston, was incor- 
porated recently with a capital of $50,000 by Clarence 
W. Bell of Jackson, N. H.; Hervey E. Bell of Salem, 
Mass., and Frank E. Merrill of Wolfboro, N. H. 

This new firm is fitting up the factory at Wolfboro, 
N. H., which was formerly used by the Charles K. Fox 
Company as a branch factory, and in it will manufac- 
ture a line of comfort shoes. These shoes will be sold 
from the Boston office of Bell Brothers Shoe Company 
at 143 Lincoln Street. 

The Messrs. Bell are of Bell Brothers Shoe Company, 
operating factories in Salem, and in Maine. Mr. Merrill 
was until recently superintendent of the factory of the 
Everett Shoe Company of Everett, Mass. 
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Dress, Hosiery and Shoe Colors 


For Every Occasion 
(Continued from page 75) 


When She Wears Brown shoes in light shades of 
Sapphire Blue brown series, fawn, beige, ecru, 
Dress for After- champagne pearl or patent leather. 


noon , 
Hosiery to match shoes. Mono- 


tones always in good taste. 


* * * * 


When She Wears White, blue shoes and trimmings 
Sapphire for to harmonize. 

Sport Hosiery to match or contrast 
colors in shoes. 


* * * * 


When She Wears Slippers in old gold, silver or 
Sapphire Gown matching colors in satin. 
Far Hosiery in colors to match shoes. 


* * . * 


When She Wears Shoes in seal brown, fawn, beige, 
Navy Blue for  ecruor tan, dark blue. 


Street Hosiery same or lighter tones 


down to champagne. 


* * * * 


When She Wears Shoes in black patent leather and 


Navy Blue for 
Afternoon 


black satin. 


Hosiery in nude or gun-metal. 
* * * * 
When She Wears Shoes in red, blue, green or shades 


Navy Blue for of brown. White shoes with col- 
Sport ored trimmings. 


Hosiery—Fancy hose, camel and 
white with colored clockings. 
(Navy is not an evening color). 


* * * * 


Evening Shades 


When She Wears Shoes in self-tone, silver or gold, 
Pompeian Red _ two-tone brocades. 


for Evening Hosiery to match. 


* * * * 


When She Wears Shoes in black patent leather, 
Coral Reds (Auba Silver, gold. 


Color) Hosiery to match. 


* * ial * 


When She Wears Shoes in self dull silver. 
a Reddish Purple 


Hosi to match. 
Dress mrad 


* * + * 


When She Wears Shoes in high tones of self. 


Race-Tinh. Sass Hosiery—match the slippers. 


* * * * 


When She Wears Shoes in self colors in high tones, 


Turquoise Blue Silver and old gold. 


* * * * 


When She Wears Shoes—self, silver, gray. 
Gray Blues Hosiery to match shoes. 


aa * * 


When She Wears Shoes—Self in high tones, ivory, 
Peppermint dull old gold and silver. 


Groen Hosiery to match shoes. 





a |) 
* 








BOOT AND SHOE RECORDER 


HE conspicuous business successes in hosiery re- 

tailing have without exception been identified by 

specialization, and as a self-evident necessity to 
real achievement in any line of endeavor this fact is 
only mentioned because the fundamental logic of it has 
suffered peculiar neglect in the case of hosiery. 

And while this is less so in department stores than in 
shoe stores, the former are not entirely exempt of a 
species of merchandising lethargy that tends to deprive 
them of the larger fruits of constant and intelligent 
enterprise. 

In the case of retail shoe merchants, while many of 
them were encouraged in the first instance, to stock 
hosiery in the contemplation of extra volume and pat- 
ronage, few were willing in the development of this 
new department to go beyond the application of their 
shoe retailing experience to hosiery. When it was dis- 
covered that what was effective merchandising practice 
for shoes made little stir in hosiery they generally fell 
tranquilly into the rut of accepting matters as they 
were, content to take what revenue hosiery produced 
and to regard the hosiery section more as a department 
of accommodation for shoe patrons. 


4n Example of Unresourceful Thinking 


Business publications and the examples of the more 
progressive factors in retailing have done much to cor- 
rect these shortcomings, but as long as this condition 
persists in the large majority of stores too much plain 
talking cannot be done. 

As an example of unresourceful thinking. A promi- 
nent dealer in women’s apparel complained to me that 
he could not understand what was the matter with his 
hosiery sales. He claimed that he had done about every- 
thing he could think of to move his stocks, even to cut- 
ting prices to a liberal level, but his customers did not 
buy. Assuming the merchant was experienced in the 
principles of sound merchandising, his case presented a 
problem that challenged analysis. 

Commencing at the only logical starting place of in- 
telligent investigation I questioned him about the condi- 
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Hosiery Retailing a 


Business— Not 
a Side Line 


By JOHN THOMAS MILLER 


tion of his stock. It was necessary to go no further. 

Uncertainty as to the issue between silk and wool for 
popularity on the one hand and the doubtful question 
as to whether all silk or lisle tops or chiffons were to get 
the call deterred him from buying, with the inevitable 
result that the bulk of the stock on hand was not suffi- 
ciently complete in sizes or styles to build anything in 
the way of real volume, and he held it to be poor busi- 
ness to buy until he had either reduced his stock appre- 
ciably or until such time as a definite style preference 
showed itself. The fallacy of such reasoning should be 
immediately apparent. 


Stock Adequacy Vital 


The very rudiments of successful business must have 
their beginning with stock adequacy. And stock ade- 
quacy is not in any sense of the word represented by 
mere quantity. Stocks must be balanced in nearly as 
exact proportion to the needs of a given kind of patron- 
age as possible. It is self-evident that nothing can save 
a store from the dismal consequences of an ill-assorted 
stock. 

There should be little necessity for dwelling even at 
this length on a thing that every merchant, however 
inexperienced, would accept in principle. But like many 
other principles it is “more honored in the breach.” 


What to Do with Slow Sellers 


Merchants who have not learned by sorry experience 
how inviolable is this law, will temporize with it, parti- 
cularly when they are carrying a heavy stock of slow- 
selling numbers, slow by reason of being poorly repre- 
sentative of either wanted sizes or styles. 

In such a circumstance there is only one course 
open. 

The necessary markdown should be taken to reduce 
all slow-moving numbers to a minimum and orders im- 
mediately placed for new goods for instant delivery. 

When the new goods are at hand, a quantity of these 
in regular styles and sizes should be slightly reduced 
and with the old stock placed on sale with an announce- 
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ment of a general reduction on all “‘wanted’’ styles, 
colors, and sizes. . 


When to Display Old Stocks 


The old stocks with their greater reductions should 
be displayed most prominently and pushed the hardest 
with salespeople making every natural effort to interest 
the customer in regular-priced goods if the customer 
does not find what pleases her among the sale items. 

For the purpose of filling in sizes and styles it may 
often be found possible to pick up a special “‘job.’’ And 
it is not ill considered to include a “‘lot’’ of “seconds,” 
providing the quality otherwise is equal to the sale 
goods and again providing the “seconds”’ are plainly 
marked for what they are. “Seconds” of a very high 
class can often be procured from reliable houses. 


Three Good Rules to Follow 


Such a sale if aggressively handled can quickly clean 
up your stocks and provide you with a new start. 
Beyond that it will bring new faces into your depart- 
ment that should be seen often if they have been 
courteously treated. 

A merchandising axiom that sums up the lesson ad- 
vanced in this article and one that every retailer of 
hosiery should keep actively in mind is— 

COMPLETE STOCKS, SMALL PROFITS 
AND MANY “TURNS” 

However, the main mission of this message is to em- 
phasize the great and vital necessity of regarding the 
retailing of hosiery as a business in itself and that while 
the experience of shoe merchandising should be con- 
sulted and followed where it provides a sound and 
logical precept for action, this experience should not be 
considered sufficient in itself. 





Returned Merchandise! —Who’'s to 
Blame? 
(Continued from page 83) 


sold for street wear to women who have weak arches 
or metatarsal trouble that the salesman knows are 
going to go wrong. By a little diplomacy and tact, the 
great majority of these customers could be sold shoes 
with lower heel; thousands of dollars could be saved, 
and hundreds of cases of trouble avoided. 


Returned Shoes an Appalling Waste 


Every.pair of shoes sent out and returned represents 
a waste that must be paid for by somebody. If the 
shoes come back in good condition, then the waste is 
represented by the overhead expense entailed in selling 
the shoes, the time of checking in, giving credit on the 
books, writing the credit slip, changing the stock re- 
cord, making a new carton label, replacing the shoes in 
stock and similar items of detail. If the shoes have 
been worn or soiled, then instead of going back into 
regular stock, they must go into a P. M. section. 

Monday is the big day for returns and exchanges. 
If Sunday happened to be a rainy day, the returns are 
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considerably larger. They didn’t have a chance to 
wear them on Sunday and by Monday morning they 
had changed their mind. 

In a certain Chicago State Street shoe store it takes 
almost the entire time of one man to put back into 
stock the shoes that are returned on Monday. 


Nearly $800 Lost in Commissions Alone 


The store that got back $10,838 worth of shoes in a 
month pays 7 per cent commission to the salesmen. 
Consequently the salesmen in this store lost $758.66 in 
commissions, besides the time of cleaning up the shoes 
and putting them back in stock. The loss sustained by 
the firm is many times this amount. 

The proprietor of this store estimates that every 
shoe that goes out and comes back costs the profit 
on at least two pairs that stay sold. Sit down and do a 
little figuring on what returns and exchanges cost you 
in your store. 

Secretary of Commerce Hoover has been busy ever 
since he accepted the portfolio of his office in an effort 
to cut down the spread between raw material and the 
retail price of merchandise. His efforts have in the 
main been directed toward the manufacturer and the 
merchant. 

If in some way the public could be made to realize 
that their abuse of credit and of the return privilege 
extended them by stores was responsible for extra 
markup which the merchant must necessarily put on 
his wares in order to overcome the loss which he sus- 
tains from these abuses, there would be less howl and 
cry about retail prices of commodities. 


What Is the Insignia of Your Store? 


Across the way, over the main entrance of the court 
house, is a statue of justice with a pair of balances in 
one hand and sheathed sword in the other. 

If that statue was moved over and placed in the 
vestibule of your store, would it represent a plan or a 
principle of merchandising, that you could profitably 
install in your business? 

Is it profitable and practical for a merchant to settle 
every complaint on a basis of strict honesty and justice, 
or must he shut his eyes and say the customer is always 
right, give them everything they ask for, and then put 
an additional markup on his merchandise to cover the 
losses entailed by the pursual of this policy, and instead 
of adopting the Goddess of Justice as an insignia, put 
your name on the door mat and invite people to wipe 
their feet on it? 


U. S. Wants Officers’ Shoes 


Washington, May 14—Proposals for supplying the 
Army with 10,000 pairs of shoes will be received by the 
Quartermaster General until May 28, when bids will be 
opened. The schedule calls for officers’ shoes of calf and 
russet, full vamp with tip and box toe, the finished 
product to be delivered at the Philadelphia Quarter- 
master Intermediate Depot. 
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No $5.00 Shoes in the Hallahan 
Line 

In a brief mention of activities at the factory of 
Hallahan and Sons, Inc., of Philadelphia, appearing 
in our issue of May 5th, the following erroneous state- 
ment was made: 

“This factory is now featuring a number of styles at 
$5.00. Included among them are new Colonial effects 
in black or gray suede, with inlaid panels or in black 
calf, new cross straps in patent leather or black satin 
with new box heels, etc.” 

The grade of shoes made by Hallahan and Sons is 
considerably higher than the $5 price would indicate. 
No low-priced shoes of any kind are made. In fact, the 
cheapest ooze calf shoe in the line is a plain oxford at 
$6.75. Colonials with inlaid patterns are not included 
in the line, nor are cross straps in either black satin or 
patent leather. 





Hand Painted Shoes in New 
Orleans 


New Orleans, May 14—Maison Blanche has secured 
the services of R. W. Foster, formerly of New York 
City, as shoe department manager. Mr. Foster is intro- 
ducing the hand-painted shoes in New Orleans. They 
have a very creditable display of these shoes on exhibit. 
The shoes are mainly white slippers, that will yield 
readily to the artist brush. Some of these shoes are 
trimmed with color. On these white shoes there are 
different patterns, designs, and pictures. Some of them 
have faces painted on the tongue. Others have pic- 
tures reminding one of the different sports, and others 
have designs that appear to be engraved and embossed 
on them. Here again come into play the trimmings. For 
if a shoe has a fancy trimming the pattern is painted to 
set off this work of the factory. 

Mr. Foster says the store only charges what the 
artist charges them for the work. This work is not being 
done as a steady thing, but as a leader, so as to get the 
women to come into their store, to see the work and get 
acquainted with the sales force, and see what this store 
has to offer. 





Boston Man Retained by 
Receiver 


The affairs of the Harrisburg Shoe Company, Harris- 
burg, Pennsylvania, which have been gone over by 
John H. Cross of Boston at the request of the larger 
creditors, were found to be in such condition that an 
application for a receiver in bankruptcy was made on 
May 1. 

The court has appointed a receiver, who has re- 
tained Mr. Cross to liquidate the assets of the 


company. 





\ 
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The Kids on Our Street 


Hear them yell and shout-and squeal! 
Running, skipping or a-wheel 

Bikes and skooters, skates or carts, 
Darn their noisy little hearts! 

Noisy, brother? Yes, that’s true, 
But this thought I'll hand to you: 
Were this noise forever sped— 
Wouldn’t this old street be dead? 














Wicked golfers go to a magnificent 
Hades covered with perfect golf courses and 
— club houses. But there are no balls. 

hat’s the hell of it: 


Drinking from the hip is just about as 
deadly as shooting from it used to be. 


Once the belle of the ball was supreme in 
wit and beauty. Now it’s a matter of gym- 
nastics. 


Once they suspended the murderer. Now 
it’s the sentence. 7 


1 see a chap lost his wife and auto. He 
advertised for the machine. 


Every man has a wonderful ideal to 
shoot at—to be as good as his boy thinks he 
is. 


Health hint: Never ride with the motor 
nut who can’t allow another car to pass him. 


“Sweet are the uses of Adversity’’—es- 
pecially in boycotting the sugar robbers. 


Looking at the banks of the creek—the 
fish are evidently suffering from the effects 
of spring fever. 
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Gordon Hosiery Advertising 
regularly appears in 

Ladies’ Home Journal, 
Woman's Home Companion, 
People’s Home Journal, 
McCall’s Magazine, 
Harper’s Bazar and Vogue. 
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HE advertising of Gor- now and estimate Fall needs, 
don Hosiery reaches one __ based on style tendencies and 
in every three homes in every __ the steadily increasing sales of 
community, the homes in Gordon Hosiery. 
which the best women’s mag- 
azines are read—the homes of 
your best customers. 


~ 


—FSS 


Our salesmen are now start- 
ing out with samples of the 
complete Gordon line, with 

It is to your advantage to information regarding price 
look over your Gordon stocks _ tendencies. 


— 


BROWN DURRELL COMPANY 
Gordon Hosiery - Forest Mills Underwear 


New York Boston 
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Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 





92 BOOT AND SHOE RECORDER May 19, 1923 


Tiis..S 














One-tenth of the 
Women of America _ 
wear Burson Hose 


BURSON 


FASHIONED HOSE 


Made inCotton, Lisle, Mercerized@ Silk 
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‘Weave 


In general, hosiery is just hosiery to the average woman. There is nothing dis- 
tinctive, nothing individual in most stockings that cannot be imitated, 
therefore the pattern for one is the pattern for many. That's. why so many 
women come into your store and buy stockings, paying little or not attention 
to brand. 








This condition does not hold true with Burson Hose—they have the rare 
quality of individuality because of the patented Vee Weave. A weave 
of refined niceness that reflects the better taste. A weave that follows faith- 
fully every curve of the foot, ankle and leg, giving the smartest fashioned fit. 
The Vee Weave eliminates foot discomforts by having no seams either in sole 
or toe. It retains its fashioned shape after continued laundering, and be- 
cause of perfect smoothness permits the wearing of snug shoes with greater 
ease. 


Study the close-up picture that is magnified to show this truly wonderful method of knit- 
ting to shape. From toe to top the needles mold nature's beautiful lines into the fabric. So 
accurate is Burson fashioning that the stockings fit perfectly when taken off of the knitting 
machines before they are touched for finishing. Such a thing would be impossible with any 
other type of stocking. 


Women buy Burson Hose because they get something extra for their money, something 
that is alluring—individuality. They buy them, too, because they fit—not like a glove— 
but better than that. It’s not surprising that women come back again and again for these 
better “Knit-to-Fit™ stockings and continue to wear them. 


Get in touch with your jobber. That this line is a producer is evidenced by the fact that 
one-tenth of the women of America wear ‘Burson’ —arnd some of them live in your town 








BURSON KNITTING COMPANY, ROCKFORD, ILL. 


Sold by the 
Leading J obbers 
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CHROMOK 


“Chromok” makes better medium priced shoes 
because it is specially made for just this grade 

















W. D. Byron & Sons Leather Co. 


Williamsport, Md. es aa o Boston, Mass. 


Also Makers of . 
Famous Oak Tanned Flexible Inner Soles, Flexible Sides and Bends 








SHOE BUTTONS 


of 
Finest Quality 
Fresh Water Pearl 











Size 14 Colors Size 16 


Shanks guaranteed for machine sewing. If you cannot 
procure our buttons from your jobber, write us and we will 
supply them. 

Prices and samples sent on request. 


HAWKEYE PEARL BUTTON CO. 


New York Office Muscatine 


Egyptian Sandals od oon omer 
IN STOCK 
All Welts Save Money On Thread 














Twelve Pair Lots or More 


All white elk sandal 
White elk sandal with green kid collar .............. 
White elk sandal with red kid collar........ 
White elk sandal with patent collar ........ 
a patent sahdal ~~ epee ae 
Ll) UY DS EPP ee af M 

Smashed clk with Resse cull euler... ccc cccccccccs a Wes SS - <a a Gee 
White elk with patent leather collar - PRRs ; test on any part of the 
All of the above are in stock for immediate delivery. a shoe. Shoe merchants 
Sizes and widths to suit. aes Besse a, 

5% 10 days; net 30 . Sareea —- use Meyer 


STERN BROS. SHOE CO. Sey = oow 
48-42 Lincoln Strest, Becton, Mass. JOHN C. MEYER THREAD CO., Lowell, Mass., U.S.A. 


When you can get the 
best for less why not 
buy it? Every penny 
earned in shoemaking 
counts toward profits in 
selling. Let us send you 


teeseke 
SRRSAAS 





























Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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eae Shoes for June and J ar 


N a recent meeting of managers of a chain of shoe 

stores selling women’s medium high grade shoes, 

each man was asked to write down an estimate, 
expressed in terms of percentage, of how the various 
leathers and materials would sell in his store during 
June and July. Each was also asked to write down 
his estimate on heels on turns and imitation turns. 
These stores are located in the prin- 


and July. June is the big month for white footwear in 
most stores. In July clean-up sales of short lots of all 
kinds of footwear naturally cut down the percentage 
of whites, although sales on pairs may be equal to the 

previous month. 
The percentage of white leathers has not materially 
decreased; in fact white leathers look stronger than 
usual in proportion to total white 





cipal cities from Pittsburgh to Kansas 


sales. The biggest decline is expected 


City. 

There was a wide variation of 
opinion on certain materials, notably 
patents, colored kids, ooze and white 
fabrics. Estimates on patents for in- 
stance ran all the way from 7 per cent 
to 31 per cent; on ooze opinions varied 
from 1 per cent to 9 per cent. White 
fabrics were the subject of a lot of 
discussion. All managers agreed that 
white fabric would not be the one and 
all absorbing material that it had been 
in some previous seasons. Not a single 
manager could see white fabric ox- 


Materials as they are Ex- 
pected to sell in June 
and July. 

(Made up from estimates of a 
group of chain store mana- 

gers. 
10 Per Cent 


9 Per Cent 
5 Per Cent 
1 Per Cent 
14 Per Cent 


Black Kid 
Brown Kid 
Tan Calf 
Satin 

Ooze 
Colored Kid 
Colored Elk 
White Kid 19 Per Cent 
White Canvas 26 Per Cent 


100 Per Cent 
Heels 


in white fabrics of the better 
grades. 

Undoubtedly bright colored 
leathers will hold their popularity 
through the hot weather months and . 
will naturally make inroads into the 
sale of whites. Almost invariably fads 
start in high grade merchandise and 
gradually trickle down through to the 
lower grades that are bought by the 
masses. The innovation of bright 
colored footwear will not prove an 
exception to the rule from present 
indications. 


fords as a big factor, except in foot- 
wear of special arch construction, and 





24 Per Cent 


76 Per Cent When colored footwear first made 


its appearance in the early spring, 








even in these specialties straps 
looked better than oxfords. 

White fabrics, straps trimmed with bright colored 
kids, are expected to sell in fair volume in most of the 
stores, but white on white, that is, white fabric trimmed 
with white kid or white calf, are looked upon as the 
big bet in white fabric construction. 

Already all-over white kid and white calf are show- 
ing some activity and estimated sales on these materials 
is much higher than for last year. 

When all the estimates were put together and a com- 
posite made, it was found that white materials all told, 
in luding white trimmed with black and other colors 
t taled 45 per cent of expected volume, divided be- 
‘ veen 19 per cent white kid and calf and 26 per cent 
hite fabrics. 

Two years ago in the average store white was con- 
sidered good for about 65 per cent total sales in June 


it was priced at $15 and up. 
These grades are still selling and no doubt will continue 
to sell for several months, but there are also bright 
colored cabarettas, kids and calf priced in show windows 
as low as $6 and $7. 

It will be noticed in the composite made up by this 
group of store managers that colored kids are expected 
to produce 9 per cent of total value and colored elks 
4 per cent; making a total of 13 per cent to be allotted 
to the fancier colored leathers aside from ooze. 

In some of the estimates sales on colored leathers 
were estimated as high as 22 per cent, but since it was 
expected the June sales would be much larger than 
July sales on these shoes, the smaller figure may be 
nearer right. 

The list of colored leathers included field mouse, 
thrush and similar shades, as well as regular green, 
orchid and the other brighter hues. 
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On the question of heels for footwear of the lighter 
types, the composite showed 24 per cent on Louis and 
Spanish, 15-8 to 17-8 and 76 per cent on the various 
block types ranging from 10-8 to 14-8; of these 13-8 
was considered the one best bet. 

Individual opinions varied considerably. One mana- 
ger estimated 15 per cent Louis and 85 per cent block; 
while another wanted 35 per cent Louis and 65 per 
cent block. 

lt is of course impossible to arrive at any estimate 
that would hold good in every store, but it is a good 
plan for every merchant to keep tab on what he sold 
for a given period of last year, what he is selling now, 
note the tendency toward certain materials, colors, 
lasts and heels, and from this make an estimate as a 
guide to future purchases. 


Illinois State Convention to Be a 
Hummer 


A. E. Schulein of Rockford, president of the Illinois 
Shoe Retailers’ Association, is demonstrating that he is 
not only a live wire himself, but that he is able to in- 
still the same spirit into other merchants throughout 
the state. 

The convention of the Illinois Association will be held 
at the Orlando Hotel, Decatur, July 9, 10 and 11, and 
already hotel arrangements have been made, local com- 
mittees on arrangements selected and campaign litera- 
ture prepared. 

A get-together meeting of all the shoe people of De- 
catur was held the evening of May 4, and if the spirit 
shown at that meeting can be taken as a criterion, the 
1923 Convention of the lllinois Association will be not 
only the biggest, but the best ever staged by the or- 
ganization. 

Thirty-nine shoe merchants, traveling men, and 
women had a real enjoyable social time and completed 
many pre-convention arrangements. 

H. W. Rodgers, General Convention Chairman, an- 
nounced the following committees to take charge of con- 
vention affairs: 

Committees Appointed for the Illinois Stale Convention 

Enterlainment—Carl Mecham (Chairman), Alva 
Broughee, Carl Roupp, Harry Garver, A. J. Lorton, 
C. L. Gross, G. E. Johnson, Guy Rodgers. 

Women’s Reception & Entertainment—Mrs. Tom 
Petner, Mrs. George A. Berry, Mrs. Thomas Folrath, 
Mrs. Carl Mecham, Mrs. Carl Roupp, Mrs. A. J. Lorton 
Mrs. O. B. Boyd, Mrs. Lewis Berland, Mrs. C. E. 
Rodgers, Mrs. Guy Rodgers, Mrs. H. W. Rodgers. 

Hotel Reservation—Alva A. Broughee (Chairman), 
Bliss Irwin, G. A. Berry, F. H. Rickards, Lewis B. Ber- 
land. 

Finance Commititee—William J. Ropp, D. B. Folrath, 
C. E. Rodgers, George Mays, Walter Schlie, Louis R. 
Berland. 

The convention meetings will be held at the Orlando 
Hotel. All of the sample rooms of this hotel are being 
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reserved for shoe salesmen during the days of the con- 
vention, and there will be no advanced rates on these 
rooms during the convention period. The current rates 
for sample rooms at the Orlando are $4.00 and $5.00 a 
day. The overflow will be taken care of at the St. 
Nicholas. 

Traveling men will be charged $10.00 each for regis- 
tration and this fee must be paid before sample rooms 
are allotted. Mr. Schulein wants all the traveling men 
to understand that this $10.00 goes into the treasury of 
the Association and will be used in providing the ban- 
quet and other entertainment features of the convention. 


N.S. R. A. Officers at Milwaukee 
Meeting 

Milwaukee, Wis., May 14—Local shoe merchants, 
members of the Milwaukee Shoe Retailers’ Association, 
had the pleasure of being addressed by a number of 
men prominent in the industry, at the monthly meet- 
ing for May, held at the Association of Commerce. 
George M. Spangler, secretary of the N.S. R. A. and 
Samuel Davis, field secretary of that organization, as 
well as Earl C. Logan, western editor of the Boot and 
Shoe Recorder were present at the meeting. Mr. Spang- 
ler spoke briefly onthe benefits to be derived from closer 
co-operation with the national association and told the 
merchants what enterprises the national association 
was mapping out for the coming months. Mr. Davis 
gave an inspiring business talk which met with the en- 
thusiastic approval of members who refused to let the 
speaker terminate his address when he wished to do so. 
Presence of national officers brought out a large attend- 
ance of shoe merchants. 

On the evening following the regular monthly meeting 
Mr. Davis addressed a gathering of shoe merchants 
and their clerks and employees at the Hotel Pfister. 
“Better Salesmanship” was the subject upon which the 
speaker talked. Mr. Davis urged the use of diplomacy 
and tact by the sales people, and greater appreciation 
of employees. by the merchants. Plans for “putting 
over” the state convention of shoe merchants, which 
is booked for early August, were considered. 








Everwear Shoe Company Organized 


Milwaukee, May 3.—The Everwear Shoe Company 
has been organized in Milwaukee Wisconsin, with a 
$100,000.00 capital. This concern is the successor to the 
Notak Shoe Company, taking over their factory at 785 
Fifth Street. 

The officers of the new concern are John B. Lang 
formerly of Lang & Janke, president; Fred Moritz, vice- 
president; C. J. Heyer, for ten years vice-president of 
the Wobst Shoe Company, treasurer; Joseph A. Schaab, 
secretary; and Fred Moritz, sales manager. 

The new concern will manufacture a high class line 
of children’s stitch-down shoes and oxfords. For the 
time being the concern plans to sell their output 
through jobbers. 
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A window trim for 
brides in the R. H. 
Fyfe store, Detroit 
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Even the drapery 
is made to resemble 
a bridal veil 





June Brides Do Their Buying 


The Theory of Seasonal Advertising Is Never So Effective 
as When Applied to Window Trim 


footwear made by R. H. Fyfe & Co., of Detroit, 
is pictured in the photograph of the display. The 
display received much favorable comment and at- 
tracted a great deal of business for the lines displayed. 

The well-known symbols of the bride, the bride’s 
bouquet, with a garland of flowers, a heart-shaped silk 
cushion for the prospective bride to kneel on, were 
prominent in the display. 

A pink silk drape, with puffed rosette, hung from one 
corner of the bevelled plate mirror, whose silver frame 
finished in black polychrome blended with the silver 
lace hung over the pink drape. The floor covering was 
of white felt. 

The bride’s slippers were pure white while those 
suggested for the maids were of brocaded silver and 
gold. 

The introduction of the bridge lamp, which was 
lighted at all hours, added much to the beauty of the 
display. 


\ RECENT display of bride’s and bridesmaids’ 


The show card reads, “Exquisite Footwear for the 
Bride and her Maids.” 

This window display is the conception of F. E. 
Whitelam, lately appointed display manager for this 
firm. 





Wage Advance Unlikely in Brockton 


Brockton, May 14—Shoe manufacturers of Brock- 
ton, who are considering a request for a restoration of 
the 10 percent cut in wages of shoeworkers ordered by 
the State board a year ago, claim that in the event of a 
wage advance being granted prices of shoes made in 
Brockton would be raised and result in the diversion of 
Eastern trade to the West. 

The request of the wage advance is being considered 
by a special committee of the Brockton Shoe Manu- 
facturers’ Association. lt is known that the manufac- 
turers do not look with favor on the request for an in- 
crease at this time and it is anticipated that the shoe- 
workers will be advised of this fact soon. 
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CHICAGO 
Business Improving; Collections Better 


Higher Grades of Footwear More in Favor Than for Some 
Time 


USINESS for the past week in the re- 
tail trade has continued good. The 
spring weather has been interspersed with 
a day or two of cold, even to snow flurries, 
but these cold days have been quickly fol- 
lowed by warmer weather, and have done 
little to retard sales in the retail stores. 
That the general financial condition here 
in Chicago is good at the present time, is 
felt by the retail merchants. By this is not 
meant that people are buying what they 
do not need, or stocking their wardrobes 
with a lot of shoes that they have no real 
use for, or satisfying every whim and buy- 
ing every new thing just because it’s some- 
thing different, but collections have been 
better this spring than for some time back. 


No Over-Buying, However 


People are not buying what they do not 
need, or really want, and what they can- 
not pay for. Consequently conditions are 
gradually improving as there is no more 
profit to a retail merchant carrying a 
ledger full of unpaid accounts than there is 
to having his shelves full of shoes that are 
not moving. 

Another point which bears this out, is 
that the higher grade shoes are moving 
better than they have been for some time 
past. Price is not the most important fac- 
tor; style and quality are first considera- 
tions. If a customer likes the style of a 
shoe and it comes up to her ideas of quality 
after she bas tried it on and examined it, 
she inquires as to the price. 


Patents Best but Colors Good 


Patent leathers are still in the lead in 
point of sales. Quite a quantity of satins 
are being sold, with bright colored kids 
selling in increasing volume. Beige ooze is 
still selling very good; some grays are also 
selling. Beige ooze is being followed by kid 
shoes along the same color. Some of these 
are all over color, and some of them have 
trimmings of brown kid. 

The all over effects in the bright colored 
shoes are selling better than the two color 
patterns. In the way of heels, the 16-8 
Louis, 15-8 Spanish and the 13-8 covered 
Cuban are all very popular, with the bal- 
ance slightly in favor of the 13-8. 


New Foot-Schulze Office 


J. F. Egan, who formerly covered 
Chicago and vicinity for the Racine Shoe 
Manufacturing Company, has taken over 
the Foot-Schulze line of men’s, women’s 
and children’s shoes. 

Mr. Egan has opened an office on the 5th 
floor of the Security Building, and will 


work Chicago, northern Illinois and north- 
ern Indiana from this point. 


Crossett Shoe Company 
Makes Change 


The Crossett Shoe Company, formerly 
having offices and an in-stock department 
on the 7th floor of the Lees Building, have 
discontinued their in-stock department, 
and have moved their line of samples to 
901 Security Building. Frank Kramer is 
in charge of the office, and will work 
Chicago and vicinity with the assistance of 
Frank Hehn. ;, 


Fargo Keith Change Location 


The Fargo Keith Company, who for 
years have occupied the ground floor of the 
Lees Building, have moved their offices and 
in-stock department to the second floor of 
315 West Monroe Street. 


S. Freehling & Sons in Larger 
Quarters 


Because of the lack of floor space which 
retarded their expansion, S. Freehling & 
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Sons Company, who have had offices and 
an in-stock department on the second 
floor of the Lees Building, carrying shoes 
for the young folks, have moved to the 
ground floor of the same building. Their 
new location, which was formerly oc- 
cupied by the Fargo Keith Company, 
affords them much more room, covering 
practically twice the area of their former 
location. 


F. M. Hoyt Shoe Company 


Move 


The F. M. Hoyt Shoe Company are dis- 
continuing their Chicago in-stock depart- 
ment on South Wells Street. H. V. Adams, 
who has had charge of the stock depart- 
ment and the down town Chicago ac- 
counts, is moving his office to the 19th 
floor of the Republic Building. 


Shoe and Leather Association 
Starts Membership Drive 


The Membership Committee of the 
Shoe & Leather Association of Chicago 
held a meeting May 8, and decided to in- 
stitute at once an intensive drive for new 
members. The campaign will occupy two 
weeks and the solicitation of new members 
will be organized in accordance with the 
various branches of the trade. The mem- 
bers of the Committee are R. A. Reynolds, 
Chairman, E. N. Chase, and H. N. Hand. 





CINCINNATI 


Fall Orders Coming in Slowly 


Those Received Are for Black and Brown Staple Styles; 
Production Not Quite So Large as It Was 


RDERS for fall shoes are coming in 
slowly to Cincinnati factories. The 
delay of the retail Shoe Merchants in 
placing their orders has checked the 
volume of production in Cincinnati plants. 
While a number of the plants are busy 
they are not running on a large production 
basis. It seems as though merchants 
continue to hold to their conservative 
policy of waiting until the last minute to 
place orders, keeping on hand only suffi- 
cient stock to meet immediate needs. 
Reports from Portsmouth factories say 
that they are not as busy as they have been 
and, in comparison, with the unusual 
activity of these plants during the last ten 
months, present production seems low 
and the market is quiet. Some future 
orders are being placed on black and 
brown staples, while the orders for novel- 
ties are sufficient to keep the factories 
running in fair shape. 


The Value of Store Meetings 


One of the most interesting experiments 
being made by retail shoe merchants is 


that of The Potter Shoe Company in 
holding weekly meetings by and for its 
employees every Tuesday morning. Many 
dealers have displayed unusual interest 
in these: meetings and have asked about 
their effect on the efficiency of the 
employees. Harry C. McLaughlin, vice- 
president and general manager of The 
Potter Shoe Company, when interviewed 
by a representative of the Boot and Shoe 
Recorder, made the following statement: 

“We consider that our meetings are 
necessary from an educational standpoint. 
I mean by that that the meetings are not 
confined to classes, but include every 
department of the store, such as the office 
force, the shipping department, and the 
floor men. These people should know not 
only the problems that they run up against 
from day to day in transacting business, 
but also should have a sympathetic and 
intelligent understanding of the problems 
that confront the workers in other depart- 
ments. The salesmen should know why it 
takes the man in the stockroom a certain 
length of time to fill his orders while,.on 
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the other hand, the stock room man should 
realize why the salesmen demand quick 
service to satisfy the wants of the cus- 
tomers. 

“The meetings of our employees make 
for a better feeling between the various 
departments and dispel the illusion that 
often exists in the minds of employees that 
a job in the other department is a snap. 
The great value in the general meeting lies 
in the policy of having it conducted by 
someone other than the heads of depart- 
ments or other executives. Carrying out 
this idea our meetings are presided over by 
employees other than the department heads 
or executives. This makes the employees 
feel that they are a real part of the organ- 
ization and that they are actually contrib- 
uting something to the success of the 
store. 

“‘An opportunity is given in the meetings 
to criticize the company’s advertisements, 
the store and window decorations, the 
method of handling charge accounts, and 
the value of courtesy too ther employees as 
well as to customers. A practical example 
of the benefits derived from the meetings 
is the knowledge which the shoe salesmen 
acquire of hosiery. They come to realize 
that women are getting more to purchase 
hosiery in the shoe store and that the 
women buy either hosiery to match or to 
blend. In a meeting of the sort that we 
have from week to week a session devoted 
to hosiery, with the hosiery department in 
charge of the meeting, will give the sales- 
men information which will prove of 
great assistance in increasing the sales of 
the hosiery department. 

“‘Chairmen of the meetings are generally 
chosen by asking for volunteers. If no 
leader for the following week is secured in 
this way the chairman has the authority 
to appoint a leader. In this manner the 
individual salesmen learn to get on their 
feet and talk. It is each department’s 
ambition that its chairman be a success 
and, when a leader is selected from a 
certain department, it may be depended 
upon that other people in that department 
will work hard to make the meeting at- 
tractive and instructive. Subjects for the 
meeting are usually chosen from an article 
taken from a shoe trade journal. In fact 
the employees are eager to secure good 
reading matter bearing on shoes and they 
know that they cannot become efficient 
unless they read first class material taken 
from the shoe trade journals.” 


Hagemann in New York 


Henry Hagemann, secretary of the 
Ohio Valley Retail Shoe Dealers’ Associa- 
tion, has been in New York City during 
the past week attending the annual con- 
vention of the United States Chamber of 
Commerce. Mr. Hagemann represented 
his organization in the various sessions 
during the convention. 
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Cincinnati Concern Fails 


The Elbinger Shoe Manufacturing 
Company, whose main office is at 222 
West Fourth Street, Cincinnati, and whose 
factory is located at Lebanon, Ohio, filed a 
petition in bankruptcy on May 11. The 
firm lists liabilities at $287,326.37 and 
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assets at $390,509.50, of which $199,553.40 
represent debts due to the company on 
open accounts. John L. Richey, Cincin- 
nati, head of the Cincinnati Credit Men’s 
Association, was appointed receiver. The 
receiver was authorized by the court to 
continue the business until a trustee in 
bankruptcy is appointed. 





ST. LOUIS 


Business Continues Good 


Colored Kids Remain First Choice in Call; Whites Show 
Increased Demand 


HE retail shoe business during the 

past six days has been more than 
good. Some slight increase was noted over 
the previous week. Practically all retail 
shoe merchants are optimistic over the 
business consummated so far this season. 
With a white season just ahead that is an- 
ticipated to be the biggest ever the first 
six months of the year will probably show 
good gains over the corresponding period 
of a year ago. 

No gains in April over the same month 
of a year ago were reported with the ex- 
ception of one or two stores, where some 
unusual circumstances were involved that 
changed this stiuation. This slipping be- 
hind the April of last year is easily ex- 
plained in that Easter last year came in 
April while this year this business was 
charged up to March. However, there 
were sufficient gains in April this year to 
almost offset the advantage of last year 
which brought the percentage within a 
small margin. 


Colored Kids Popular 


Colored kids continue to be the most 
popular of footwear styles. The first rush 
for them was slight but since the vogue has 
spread, a majority of stores have hung up 
the “sold out” sign on this type of foot- 
wear. The reds and blues during the warm 
days are being seen on the streets. There 
appearance in public, however, is expected 
to increase when the sport clothes season 
swings into fashion. Red has been one of 
the best colors thus far. But the opinion of 
many retail shoe merchants is that the 
crush on this shade will have spent it- 
self before the middle of May. It is then 
the other colors, particularly blueand green, 
are expected to be strong. Of course 
when the hot weather makes its debut the 
big white scramble will begin. There are 
those who are not willing to concede all the 
business to the white footwear end of the 
business. Some are studying the problem 
to try and determine just how many colors 
will be demanded and what proportion of 
white. The present vogue of colored kid is 
mostly in sandal patterns. One of the 
largest operators stated that he believed 
much of the sandal business in colored kid 


will have ended by June 1, and that fancy 
strap patterns will supplant sandals for 
mid-summer selling. 
Color Shortage Noted 
Already the ultra-stores, which are 


_uusually two to three monthsinadvanceof 


the general style showing, are exhibiting 
fancy patterns in colored kids. They are 
predicted to increase in popularity as the 
fall season approaches and at that time 
many are looking forward to this style 
tendency as the one big bet. At present 
it can be truthfully stated that there is a 
shortage of colored kid sandals. Especially 
is this true in the red, blue, and green 
shades. Some are re-ordering but many 
fear their departure before deliveries and 
therefore are playing other styles for six 
to eight weeks delivery, which is about the 
shipping date in most of the factories in 
this territory. 

Many whites are being shown both in 
the store cases as well as the show win- 
dows. Of the patterns shown there are a 
majority with colored trims. The trim- 
ming however is very delicate and for the 
most part consists of: narrow strips of 
colored kid on the toe and around the 
throat of the vamp down to the shank. 
White with colored trimming is antici- 
pated by many to be the leading choice in 
this field. 


Hood Rubber Products 
Company to Move 


The St. Louis Branch of The Hood 
Rubber Products Company will move 
from their present location at 16th and 
Washington Ave. to 1524 Washington 
Ave. This change will be made about June 
1, according to Manager William 
Springer. 

Vogue Issue Summer 
Catalogue 

The Vogue Boot Shop has just issued 
a loose-leaf summer catalog of unusual 
merit. A neat folder containing a return 
post card which acts as an order blank is 


a feature that makes ordering an easy 
matter. The styles shown, all of which are 
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short vamp shoes, are printed on separate 
leaflets and some twenty shoes are dis- 
played. This store has built a large busi- 
ness on short vamp shoes. With a predict- 
ed short vamp vogue for fall it is expected 
that their present large business will 
expand. 


Shoe Department Enlarged 


The shoe department of Stix, Baer and 
Fuller is undergoing a change which will 
increase the space of the department. 
The large display cases are being removed 
as well as a number of stock shelves on the 
north side of the department. S. Hinckley, 
manager of the department, stated that 
when the new arrangement was completed 
there would be room for at least twenty- 
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five additional fitting chairs. The depart- 
ment is also being equipped with new 
carpet and furniture. 


Retailers’ Association Defer 
Meeting 


The St. Louis Shoe Retailers’ Associa- 
tion have deferred their regular meeting 
to the 30th of May. This change was made 
due to the fact that many of the members 
are going to the Brooklyn style show, and 
upon their return will have valuable style 
information which will be made the basis 
of the next meeting. It is expected to have 
two manufacturers to address the meeting, 
one on women’s styles for fall and one on 
the men’s trend for the same period. 





MILWAUKEE 


Suede Leathers in Demand 


Still Warmer Weather Needed to Create Demand for Sports 
Footwear; Men’s Business Fair 


VERYTHING in suede looks good to 

Milwaukee shoppers. Beige and 
shades of gray in suede slippers with me- 
dium to low heels seem to fill the biggest 
demand. Merchants report excellent early 
May business with only slight interference 
noted because of the weather. The snow 
storm which swept the city on May 8, how- 
ever, did have a deterrent effect upon the 
sale of novelty lines. Demand for colored 
sandals and cut out slippers fell off notice- 
ably during the spell of cold weather, but 
has revived since. Merchants have ex- 
pressed a great deal of hope in the long 
awaited weather “normalcy,” and now 
that it is almost here area bit disappointed. 
Sport shoes have not “taken on” as yet, 
which means that the average shoe mer- 
chant with large stocks of these is becom- 
ing anxious. A little hot weather would set 
the sport shoe stock in motion, in the con- 
census of local opinion. Business week for 
week and month for month is running 
ahead of last year in practically all local 
stores and departments. 


Men's Business Fair 


Black and brown oxfords divide the 
moderate amount of men’s business now 
being received, on a fifty-fifty basis. Tony 
red and tan are good colors in oxfords, 
while men’s high cuts, such few as are sold, 
appear to run to brown. Sport shoes have 
not yet registered activity. The creased toe 
footwear is enjaying a vogue here, which 
most merchants are inclined to think short 
lived. A tendency toward larger sale of 
higher priced men’s shoes has been com- 
mented upon by many local merchants. 


Veteran Retires 


Fred Pitsch, who has been engaged in 
the retail shoe business in Chippewa Falls, 


Wis., for the past sixteen years, ha 
announced plans for his retirement from 
business. Mr. Pitsch is holding a closing 
out sale to dispose of all stock, following 
which he will rest for a few weeks before 
taking up another line of endeavor. 


May Send Delegates 


Milwaukee will be represented at the 
national conference of sales managers to 
be held in Atlantic City on June 7, if plans 
of the Sales Manager’s association of 
Milwaukee are carried out. A meeting called 
by Harry P. Hotz of the local organiza- 
tion will consider plans to send several 
delegates to the meet, which is being held 
for the purpose of organizing a national 
body. 


Merkel Buys Store 


Arthur Merkel of Marshfield, Wis., has 
purchased a controlling interest in the 
Kestel Brothers department store on 
North Central Avenue in that city, and 
became active manager May 15. Harry 
Kestel, who has been acting manager since 
the resignation of John Kestel, will with- 
draw from the business, as will Joseph 
Kestel, present secretary of the firm. 


Milwaukee Plans Style Show 


A Fall style show planned to surpass the 
shows of all previous years, in both the 
number of exhibits and in beauty is to be 
given at the Milwaukee Auditorium from 
Sept. 5 to 15 by the Milwaukee Style Week 
Association. According to H. L. Breithaupt, 
Jr., president of the association, the show 
will be advertised throughout Wisconsin and 
Minnesota. More than 100 stores, includ- 
ing some of the most prominent shoe stores 
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in the city, are planning to participate in 
staging exhibits. 


Formally Trans- 


ferred 


The L. W. Shoe Co., of Chippewa Falls, 
Wis., was formally transferred to the 
Olson Shoe Co., also of that city, by action 
of the directors of the former company on 
May 1. The Olson Shoe Co. at once 
authorized payment of a $15,000 mortgage 
that has been on the plant of the company 
since May 1, 1914. The Olson Company is 
successfully operating the former L. W. 
Shoe Co., plant on a heavy volume of 
orders. 


Company 


Plan Trade Festival 


Plans for the spring trade festival cel- 
ebration at Oshkosh, Wis., have been 
worked out in detail by chairmen of the 
various committees who met at the 
Association of Commerce to settle dates 
and other arrangements. The festival will 
be held May 9, 10 and 11. Merchants of 
the city are co-operating fully in the offer- 
ing of prizes and in the financial support of 
the venture. 


“Drops In”’ on Relative 


Major F. L. Martin, commandant of the 
army air service technical school, Chanute 
Field, Rantou, IIl., told his brother-in-law, 
H. A. Griffiths, Milwaukee branch man- 
ager of the United States Rubber Co., that 
he would “drop in for a call” at one 
o'clock on a certain Saturday afternoon 
recently. Promptly at 1, the Major’s De 
Haviland 4-B came up over the horizon, 
after bucking a forty-mile-an-hour wind, 
and volplaned down near the waiting 
automobile of Mr. Griffiths at Cudahy 
flying field. 


Shoe Merchant Bankrupt 


Martin Cigan, proprietor of a shoe store 
at 1219 Walnut Street, Milwaukee, against 
whom an involuntary petition in bank- 
ruptcy was filed recently by creditors, has 
admitted insolvency and filed schedules. 
Debts are given as $4,233 and assets of 
$4,359, with exemptions of $400 asked. 


Plan Auction Sale 


A. J. Tompson, trustee for the creditors 
of Harry and John Petashnik, shoe 
merchants of 967 Third Street, Milwaukee, 
has offered for sale at public auction, the 
stock of boots, shoes, findings and fixtures 
in the store. 


Changes Name 


The Notak Shoe Mfg. Co., of Mil- 
waukee has filed an amendment to its 
articles of incorporation, changing the 
firm name to Everwear Shoe Mfg. Co. 
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HE distinctiveness which 

manufacturers can build 

into their fine footwear by 
using Rouge Lotus Calf, is ex- 
emplified in the latest creations 
now being shown by F. E. 
Foster & Company of Chicago. 
The exquisite patterns and fine 
craftsmanship have a worthy 
companion in this new leather. 
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Rouge Lotus Calf is a red leather 
with a slight tinge of yellow. Ever 
since its inception it has won the 
attention and admiration of those 
who have seen it, and it is identified 
by the P & V symbol which stands 
for the highest qualities found in 
leather. 
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Made in Milwaukee Sold all over the World 


PFISTER & VOGEL | EATHER Go. 


MILWAUKEE,WI!IS ST.LOUIS, M NEW ORLEANS, LA 
BOSTON, MASS INCINNATI, C TON. ENG 
NEW YORK,N.Y ST. PAUL, MINN 


O,1Lt LEICESTER, ENG 


Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 





BOOT AND SHOE RECORDER 


Utz & Dunn Style X 0684 
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Nanette oxford of Rueping's Buck Sides, 
made over the Cumnock la;t—-carries a 144 
inch heel. Prices quoted on request. 


Made by 
Utz & Dunn Co., Rochester, N. Y. 


Branches: 


epings Buck Sides z 


A Product---Not a Byproduct 


When ordering buck shoes, remember that there’s a big difference 
in buck leathers. It pays to specify a make that you know can be 
depended upon for uniform quality. 


oy na Buck is made from skins well chosen for this purpose— 


not from those unsuited to other purposes. You can depend upon 
it because it is a product—not a byproduct. Ask the maker of your 
shoes to show you samples in Rueping’s Buck, or write us for 
swatches. You have but to see and feel this leather to realize its 
merit. 


Color cards furnished for shoe dealers and manufacturers’ salesmen. 


FRED RUEPING LEATHER CO. 
FOND DU LAC, WISCONSIN 


Montreal hi 
Milwaukee San Francisco 


te 


Res RN 
| 00> 


Boston 
St. Louls 


Cincinnati 
New York 





Sand 

Nude 
Ormond 
Salmon 
Beige 

Taupe 

Congo 
Bamboo 
Hazel 

Nigger Brown 
Otto Brown 
Tobacco Brown 
Beaver Brown 
Sand Brown 
Mist 

White 
Greys-of 





{Colors 
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The factory and offices are at 785-787 
Fifth Street. 


“Made in Fond du _ Lac” 
Week 


George P. Utley, of the Menzies Shoe 
Co., of Fond du Lac is one of a committee 
in charge of general arrangements for a 
big Made-in-Fond du Lac Week to be 
held during the week of June 4. A similar 
exposition last year drew exhibits from 
sixty manufacturers. During the course of 
the display, actual manufacturing processes 
are carred out in the display windows of 
Main Street business houses, through the 
courtesy of merchants. 


Bid for Army Contract 


Three Wisconsin shoe manufacturing 
eompanies were represented in the bidding 
for contracts to furnish the army with 
350,000 pairs of shoes. Awarding of the 
million dollar contract will not be made 
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for several days, according to the quarter- 
master’s department. The Wisconsin firms 
interested in securing the contract are, 
Menzies Shoe Co., Fond du Lac, Wis., 
A. H. Weinbrenner, Milwaukee, Wis., and 
the Bradley-Metcalf Shoe Mfg. Co., 
Milwaukee. 


Weyenberg Selling Stock 


A new offering of $702,800 of 7 per cent 
sinking fund cumulative preferred stock, 
at $100 par, has been placed before the 
public by the Weyenberg Shoe Mfg. Co., of 
Milwaukee. In a resume of the company’s 
business, Frank L. Weyenberg, president, 
gave the total capitalization of the com- 
pany, including the present issue, as 
$2,842,134.44. It owns two factories in 
Milwaukee and one in Beaver Dam, Wis., 
all making a complete line of men’s and 
boys’ work and dress shoes. Production 
increased from 767,718 pairs in 1913 to 
2,041,215 pairs in 1922. 





DETROIT 


Retail Business Improving 


Shert Stocks Experienced in Beige While Gray 
Drags 


AKEN as a whole retail shoe selling 

has been much more satisfactory than 
would be expected. The weather continues 
to react adversely against the wearing of 
spring and summer footwear, but the 
sales of beige suedes, black satins, and 
highly colored kids, and white with colored 
trimmings are large. The lighter colors are, 
as yet, not seen very much on the street, 
but the sales indicate that it will not be 
long before the sidewalks will be gay with 
color. Green, red and blue, and white with 
trimmings of these colors appear to be the 
favorites in the order named. 

Merchants who had short stocks of 
biege lost many sales as the women of 
Detroit have turned to biege this spring. 
While grays have been slower sellers it is 
the opinion of some of Detroit’s merchants 
that they will be strong again in the fall, 
along with biege, sand, etc. 

Merchants are now discussing thé effect 
the vogue of colored kid will have on the 
white season. Some are of the opinion that 
it will have little, or no effect, while others 
are not so sanguine. Ross D. Filion, man- 
ager R. H. Fyfe & Co., High Grade depart- 
ment, expressed the opinion that “Colors 
will not affect the sale of white lines to 
any great extent. The white lines are 
being nibbled at now and there is a good 
prospect for a splendid season of white 
footwear.” 


Weather Retards Whites 


The great drawback to the opening of 
the white season is the weather, which 


might eventually prove a blessing in 
disguise. While customers are buying 
suedes, black satins, and colored kids now, 
when the the warm weather comes it will 
probably be extremely hot and the desire 
for the coolness of white footwear may 
make sales on these lines move off with a 
rush which will prove more profitable than 
a slow dribbling sale. 

If, however, the weather man is not 
kind enough to send along the summer 
heat pretty soon shoe men will begin to 
feel that they are long on white and start 
to cut the price, which would be disas- 
trous to net profits. At the moment this is 
being written the skies are overcast, there 
has been a drop in temperature of at least 
20 degrees, and it is trying hard to snow, 
so that the day feels like fall, rather than 
the beginning of the summer season. 

While it is true that there has been a 
run on beige suedes it is safe to say with 
Mr. Filion that “everything is selling.” 
There is a good call for black satins, which 
continue to hold their own in a surprising 
manner. Even black kid oxfords are selling 
at Fyfe’s with considerable pep, one 
number selling better than most of the 
other lines stocked. That this is an excep- 
tion to the rule is proven by the report of 
another shoe store that “‘oxfords are dead, 
nothing but straps are selling.” At Fyfe’s 
a white oxford with colored trimming in 
black and colors, has proven a good seller. 
Sandal effects are becoming more popular 
every day. 

Sports are coming stronger in both 


103 


men’s and women’s lines. Crepe soles on 
the latter are coming rapidly to the fore. 

In men’s lines blacks vie with tans for 
supremacy, selling alongside of each other 
about fifty-fifty. Patent leather appears 
to have considerable vogue in some stores. 


New Store Opened 


A new shoe store is being opened under 
the name Wilson-Robinson, on Grand 
River Ave., East. J. E. Wilson,one of the 
proprietors, is well known in retail circles, 
having for years been manager of the 
Walk-Over stores, and is now interested 
in other retail shoe stores in Detroit. A. 
W. Robinson is also well known as the 
wholesale representative of R.H.LaneCo., 
Toledo. 

The new firm will handle men’s and 
women’s lines and the business will be 
familiarly known as “The Little Store 
Around the Corner,” it being just around 
the corner from Woodward Avenue, the 
main thoroughfare of the business section. 


Displays Unusually Good 


Some of the window displays this spring 
are very beautiful. The Walk-Over win- 
dow displays of women’s shoes at the 
main store are showing the influence of 
manager Shaffer of the women’s depart- 
ment. There are fewer lines being featured 
at a time and these are being shown in a 
manner to bring out their best effects. 
Moredecorative accessories are being used. 

At one department store the display 
manager evidently believes in keeping 
“shoe millinery” and just “millinery” 
together because he had a display of both 
hats and shoes in the same window, al- 
though they were divided from each other 
by an imaginary line. 

At Fyfe’s the windows were never so 
well handled. F. E. Whitelem, the display 
manager, is giving Detroit display men an 
example of what can be done with shoe 
displays. One of the most recent displays 
is in Egyptain character. The accessory 
decorations are figures of Egyptian wo- 
men, cutouts draped with striped silks, 
and other Egyptian decorative features. 
Egyptian sandals were featured in the 
display. 

Joseph Barish has opened a Cut-Rate 
Shoe Store at 5640 Michigan avenue. 





- Fowler Selling Moc-Shus 


Frank C. Fowler, who has for many 
years covered the New England trade, is 
now busy selling the line of Goodyear 
Welt Moc-Shus made by the Sawyer Boot 
and Shoe Company of Bangor, Maine. Mr. 
Fowler reports that the factory is running 
full time on this specialty and they are al- 
ready beginning to book orders for fall 
and winter trade. 
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DENVER 


Business Conditions Show Improvement 


Both Wholesalers and Retail Merchants Report Business 
Betterment; Shoe Merchants Plan Style Show 


ISTRIBUTORS in practically all 

departments of business in Denver 
report an increase in volume of transac- 
tions since the beginning of this year. All 
branches of business in Denver show a 
gain of about 10 per cent, with the excep- 
tion of building materials and kindred 
lines, which show still larger increase 
brought by continued grgwth in building 
operations. Collections in Denver are re- 
garded as about normal with country col- 
lections slow. Denver bank clearings 
gained $33,061,931 during March as com- 
pared with March, 1922. Denver bank 
clearings for April were $114,994,780, com- 
pared with $88,369,119 for April, 1922, a 
gain of about 30 per cent. For the week 
ending May 5 clearings were $29,861,407, 
compared with $28,525,766 for the cor- 
responding week of 1922, a gain of $1,335,- 
641. 


Style Show Planned for Con- 
vention 

A style show may be held in connection 
with the annual convention of the Moun- 
tain States Shoe Retailers in Denver next 
Sept. 13 and 14, according to plans now 
being formulated. The shoe dealers’ group 
of the Denver Civic and Commercial as- 
sociation met in the Alpine Rose Cafe last 
Friday evening, when details of the com- 
ing convention were discussed. A style 
show has never been staged in connection 
with the convention of the Mountain 
States Association. Robert H. Johnston, 
of the Johnston Shoe Company, this city, 
and president of the Mountain States Shoe 
Retailers’ Association, stated that several 
Denver merchants had expressed their 
willingness to help make the first style 
show a success According to plans, it will 
be held in Denver's large auditorium. Be- 
tween 400 and 500 shoe retailers from 
Wyoming, Utah, New Mexico, Idaho and 
Colorado will attend the convention this 
year, it is expected. Mr. Johnston says that 
the fact that the work of planning and 
getting ready for the convention has al- 
ready started will mean the most suc- 
cessful convention the association has 
ever staged, will be held in Denver this 
fall. The convention last year was held in 
Salt Lake City, Utah. It has been two 
years since Denver had the convention. 
Denver Stores Adopt Closing 

Hour 

Large shoe stores in the main business 
district of Denver will close at 6 o’clock 
on Saturday nights beginning this week. 
This was announced Monday following a 


meeting of the proprietors of the principal 
establishments which resulted in an agree- 
ment toward which a large number of shoe 
men have been working for several months. 
The agreement embraces between 15 and 
20 stores. Heretofore the establishments 
have remained open until 9 and 10 o’clock 
on Saturday nights. 


Broadhurst-Young Business 
Good 

Business is reported good at the Broad- 
hurst- Young Shoe Company’s store, Six- 
teenth and Curtis Streets, this city. Dur- 
ing the past week the firm reports a good 
sale of the “Coquette,” a side gore instep 
pump with Cuban heel. The style of foot- 
wear for women has attracted a lot of no- 
tice and is selling well at present. It is sell- 
ing in black satin with black suede trim- 
mings at $12 and in the fawn suede with 
a brown kid trim at $13. Ralph Broadhurst 
head of the firm, is looking forward to in- 
creased business during the coming months 
of the year. 


New Store Opens in Denver 


The Feltman & Curme Company opened 
its Denver Shoe Store at 1006 Sixteenth 
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Street during the past week. On the open- 
ing day the firm gave a $1 pair of Oynx silk 
hose with every pair of men’s shoes pur- 
chased and a $2 pair of hose, same make, 
with every pair of ladies’ shoes purchased. 
The firm had a good opening day in Den- 
ver and is looking forward to good busi- 
ness. 


Brief News Notes 


The Fontius Shoe Company, this city, 
has just received a shipment of the new 
“Flapper” sandal for girls and women. 
Mr. Fontius reports that this style has 
created considerable interest since its ar- 
rival and he looks for a good sale in the 
“Flapper.”’ The Fontius is retailing the 
sandal at from $4.50 to $7.50 a pair, ac- 
cording to sizes. 

J. A. Bittle, of the P. J. Smith Shoe Com- 
pany, has been visiting retail shoe mer- 
chants in different Colorado cities. He re- 
ports business in the upgrade in this part 
of the country. 

Frey & Collins has just thrown open its 
store in Canon City, Colo., after com- 
pletely remodeling the place of business. 
The shoe department has a series of con- 
venient booths, in which the shoes are 
kept. The space in front, and extending 
the full length of the row of booths, is ar- 
ranged with seats for the customers. 

Ralph M. Broadhurst, of the Broad- 
hurst- Young Shoe Company, this city, has 
been made a member of the Denver Tour- 
ist Bureau. 





CLEVELAND 


Spring Blizzard Helped Business 


Substantial Oxford Types Sold Well During Storm; Industrial 
Payroll Shows Increase 


HE second week of May in this city 

was featured by another descent of 
winter. Temperature dropped to below 
freezing and remained there for two days. 
First rain fell; then it turned to sleet and 
finally to snow. On Wednesday a carpet 
of white had blotted out the patches of 
green lawns that were to be seen all over 
the city before the second coming of 
winter. 

Fruit in this vicinity was damaged to 
the extent of thousands of dollars. It was 
the most damaging cold spell Northern 
Ohio ever has experienced. 

The blizzard (for at times the wind 
reached that stage) helped the shoe stores 
to some extent. Merchants report that 
they experienced a quickening of sales 
under the influence of the bad weather. 
Men, women and children who had been 
wearing shoes that were about on the 
“ground” were literally forced into the 
stores. They purchased substantial oxfords, 


shoes that would stand the test of rain, 
snow, sleet, mud and cold weather. 


Slight Industrial Let-Up 
Noted 


For the first time since last September 
there was a slight falling off in the num- 
ber of employees in the 100 factories that 
reported to the Cleveland Chamber of 
Commerce on April 30. 

The loss on the last day of April as 
compared to the last day of March was 
only 0.4 per cent. While this was taking 
place, however, the rate of wages paid 
went up considerably during the month of 
April. 

The decrease in employees is generally 
regarded as the seasonal let-up and not 
much weight is attached to it, when con- 
sidering prospects. There are far more 
evidences that should incite optimism 
when considering future business pros- 
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pects than there are conditions that should 
have the opposite effect. The supply of 
labor is still scarce, the building industry 
is engaged in one of the largest operative 
campaigns in its history. 


Servus Rubber Man a Visitor 


Irving S. Rauch, formerly with the 
Beacon Falls Rubber Company, and now 
secretary and sales manager for the Servus 
Rubber ‘Company, was in the city two 
days of the second week of May, getting 
in touch with the trade, and visiting with 
his many friends in this city. 


Hufford Goes to Columbus 


M. C. Hufford, formerly of Washington 
Court House, who came to this city and 
served an apprenticeship under the effi- 
cient and hustling David W. Brill, local 
manager for the Brown Shoe Company, 
has graduated from “the Brill School for 
shoe salesmen” into the management of 
the Columbus territory for the Brown 
Shoe Company. This is an excellent pro- 
motion for Hufford, who is a young man 
of pleasing personality, is honest and re- 
liable and is not afraid to take off his 
coat and work a territory. He made many 
friends during his stay in this city as 
assistant to Brill, who was sorry to see 
him go but pleased that recognition 
should be given loyal service. 


A Bit of Ancient History 


C. J. Bobay, representative of the 
E. T. Wright & Co., in this territory has 
in his office in the Arcade in this city a 
copy of the Boot and Shoe Recorder under 
date of June 19, 1889, that is attracting 
much attention. 

Bobay obtained the copy from C. S. 
Long, a shoe merchant at Loudonville, 
Ohio. The Long store has been in existence 
in one location in Loudonville for more 
than 50 years. It now is under the manage- 
ment of the son of the founder. During 
the entire history of this prosperous store, 
the proprietors have been in constant 
touch with developments in the shoe in- 
dustry, through their subscriptions to the 
Boot and Shoe Recorder and other trade 
papers. Long says he would not think of 
running his store without tbe help of the 
Recorder. 

This issue of the Recorder contains 
many advertisements that are novel, 
reading them in the light of present day 
models and prices. Stacy, Adams & Co., 
in this issue for instance, advertise a full 
line of their shoes for $2.25 and $2.50. 
George E. Keith advertises his line of 
shoes for $1.50 per pair. 

The front cover of the magazine was 
printed in buff and it contains a full page 
advertisement, which stands beneath the 
name of the paper. The Recorder, on the 
date of this issue, was published at 82-84 
Lincoln Street, Boston, Mass. 


BOOT AND SHOE RECORDER 


SALT LAKE CITY 


Weather Conditions Retard Sales 


Bright Colored Sandals Appear on Local Market; Solomon 
and Wesson Become Partners 


IHE weather continued to be wet and 

cold until a few days ago and this has 
had an adverse effect on shoe sales. Never- 
theless, merchants are doing better than 
they did a year ago. Money is more plenti- 
ful and there is not the spirit of restraint 
there once was. Red and green sandals 
are now being exhibited in the windows of 
some of the leading stores and at one or 
two of them they are selling fast. At others 
no effects are being made to push them. 
Black satins are still popular, though at 
one or two places a slight decline is noted. 
Jesse Thompson of the Hunter-Thompson 
company said his firm was selling more 
colored ooze, also a few more patents. 
Small tongues were also selling fairly well, 
he said. Another prominent merchant 
described tongues of all kinds as ‘‘dead.” 
The demand for white kids is increasing 
and would doubtless have been quite brisk 
by now had it not been for the weather 
conditions, already noted. The men’s 
business is just fair. That is about all one 
can say about this branch of shoe mer- 
chandising at this writing. Hosiery is good. 
Jesse Thompson said $1.95, $2.50 and 
$2.95 are the prices which are proving 
most popular. They were doing so well in 
the hosiery business, he said, that they 
will probably have to employ another girl. 


Comparative Prices Banned 


The Walker Bros. Shoe department has 
been conducting a sale. No comparative 
prices were used. The advertisements 
merely announced a sale. Manager 
Featherstone of the department said they 
were literally swamped in consequence. 
Mr. Featherstone expressed himself as 
opposed to the old style of advertising a 
sale. “When we advertise an article at $5,” 
he said, “‘it is because we think it is worth 
$5, regardless of what it has sold for. If it 
were worth more to us we should ask a 
higher price. The public responds to our 
sales because they feel that they are really 
going to get something out of them. The 
shoes in the present sale were placed 
upon the show cases, bargain fashion, and 
ranged in price from $2.95 to $6.95. They 
consisted of broken lines very largely and 
were sold to make room for the coming 
white season. Alberts’ on East Broadway 
is another store that has found the elimina- 
tion of compartive prices in the announce- 
ment of sales is good business. Speaking of 
sales and comparative prices reminds us of 
a certain popular priced store that is 
marking goods at normal prices, or rather 
original prices, placing them in the window 
with the announcement on a card that 
“these shoes will be on sale every morning 


at $1.69.” Needless to say the shoes offered 
consist of broken lines of merchandise 
that has lost caste from a style standpoint. 
For instance several pairs of large tongues 
were on view. 


New Firm Incorporated 


The R. H. Solomon Shoe Co., East 
Broadway, has been dissolved and out of 
its ashes has sprung the Booterie. The 
new incorporation lists R. H. Solomon and 
A. M. Wesson as principal stockholders. 
The company has dropped its men’s and 
children’s lines and will do a popular 
priced women’s business exclusively. 
Special attention will also be paid to 
hosiery. A hosiery department will be put 
in with a capable girl in charge, Mr. 
Wesson said. Wesson has been in this 
city for two or three years. First as a clerk 
at the Solomon store. Then he joined the 
Hunter-Thompson company, but gradu- 
ated back to Solomon’s and is now one of 
the owners of the business. He is one of 
the best-liked men in the local trade. His 
personality is pleasing and courteous and 
he has made many friends since coming 
to the city. Mr. Solomon is a son of 
a pioneer shoe man and has been in the 
business all his life. Like his new partner 
he is greatly liked. 


Hunter Goes to Spokane 


Local shoe circles were surprised the 
other day by the annonucement that T. 
P. Hunter of Hunter and Thompson, and 
for a few years head of the Walker Bros. 
shoe department, had bought the model 
Shoe Shop at Spokane, Washington, and 
would leave the city at once. Mr Hunter 
and Jesse Thompson founded the Hunter- 
Thompson Company about a year ago. 
Mr. Hunter sold his interests to his 
partner who will hereafter be sole owner. 
He will be greatly missed by all who knew 
him. 


Auerbachs to Move 


The Auerbach Company will move to 
the Keith-O’Brien bldg., near by, in the 
course of a few months. The Auerbachs 
erected this building about 12 years ago 
and rented it to a rival firm. The Keith- 
O’Brien Co. will move a few doors West of 
their present location into a small build- 
ing, to be erected right away. 





What is all this talk about beginning the 
day with a period of deep thought? 
Doesn’t the average man spend his first 
moments of wakefulness thinking that 
it is time to get up?>—Boston Transcript. 
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That veteran merchant, A. Katschinski of San Francisco is pictured in one of the happiest moments:of his ao opening of his new 


store and the tribute of his many friends wishing him success. Nearly fifty years of service is a great record of a truly beloved 


mere 


who lives for service and who greets children and customers with the spirit that “‘in this store, you are boss, and I am here to serve you.” 








INDIANAPOLIS 


Retail Trade Shows Gain 


Advance Temporarily Halted by Storm for Few Days; Ox- 
fords Head List of Good Sellers 


NTIL a few days ago, business in the 
U retail shoe stores of Indianapolis 
was exceedingly brisk and had shown a 
very satisfactory increase over the same 
period of last year. Then along came a 
“spring blizzard,”” laden with rain, sleet, 
snow and a decided drop in temperature, 
which brought with it a considerable drop 
in retail sales. The blizzard arrived on 
May 8 and the effects of it remained 
throughout the week. 

For several weeks prior to the advent of 
the sudden cold spell, business had been 
fine, the shoe merchants say, and seemed 
to be getting better week by week. The 
warm, sunshiny weather, they say, was a 
big factor in bringing about the increase in 
the volume of sales. This was noticed 
particularly when the cold wave arrived 
for business began to drop immediately. 

The records at the weather bureau 
showed that May 9, was the coldest day 
for the month of May in the weather 
bureau’s history, so it isn’t amy wonder 
that sales of spring and summer footwear 


dropped to a minimum. The thermometer 
registered one degree below freezing and 
continued in that part of the tube through- 
out the remainder of the week. The bliz- 
zard arrived just as some of the Indiana- 
polis merchants were filling their show 
windows with their first display of white 
footwear. 


Ozfords Lead in Sales 


Oxfords have been the leading seller in 
the Indianapolis stores for the last few 
weeks, the merchants report, and strap 
effects have been a close second. Patent 
leathers and satins have been in big 
demand and bright colored kids also have 
been extremely popular. The bright- 
colored footwear has been growing in 
favor with the women and some merchants 
who were somewhat skeptical about bright 
colors several months ago are wishing now 
they had bought heavier. Price apparently 
is of no consideration, the merchants say. 

Business in the men’s lines also has been 
very good in recent weeks, the demand 


being confined largely to tans and square- 
toed types. Black shoes for men have been 
in good demand but at present tan is 
leading, the merchants say. Work has 
been plentiful, wages have been high and 
as a result the men have not been the 
least stingy in supplying themselves with 
good substantial footwear. 


April a Record Month 


“‘Last month was one of the best months 
we have ever had,” said Arthur Brown, 
general manager of the Marott Shoe Shop, 
one of the largest retail shoe stores in the 
Middle West. “Business also continued 
fine throughout the first week of May but 
when the May blizzard arrived it knocked 
shoe sales into a cocked hat. However, we 
don’t believe the cold spell is going to 
continue very long and we feel that as 
soon as warn weather returns business 
will return to its old-time form of a week 
or two ago. The cold spell probably will 
reduce the yearly gain we have achieved 
so far, but we may be able to make up the 
reduction later on. All indications point to 
a very successful spring and summer sea- 
son for local shoe merchants.” 

Mr. Brown says the Marott store has a 
big supply of white footwear on hand and 
is anticipating a very successful white 
season. 
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Looms Large as a Selling Factor 


Your customers are conscious of lets as details of style and conven- 
receiving extra value when you sell ience that immediately raise the 
them shoes equipped with visible desirability and quality of the shoe 
eyelets. They recognize these eye- in their estimation. 


Visable eyelets loom large 
as factors that make sales / 


UNITED FAST COLOR EYELET COMPANY 
Boston, Mass. 
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C.H.ALDEN Ca 


U.s.% 


An Alden Style 


that can be 
delivered promptly 


Made in 
Gallun’s No. 4, 
also Black, 
Ato D 








ONCENTRATION of our 
~ efforts has enabled us to offer 
that which the times and the trade 


require. 


o ° ° Oo 1°] 


—best quality of Stock with our Standard of 
Workmanship, at prices lower than could 
have been accomplished in any other way. 


° ° °o.hU€°8 1°) 
We are also able to give quick deliveries on 


certain lines. But this is not in any way an 
in-stock proposition. 


C. H. ALDEN CO. 


FACTORY BOSTON OFFICE 
ABINGTON, MASS. 10 HIGH ST. 





























Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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Calf, suede, top grade 
Calf, 
Calf. smooth, black, lop grad 


Side leather, black, top grade. 
Genuine buck. 


Elk, heavy side. . 

Elk, for sport shoes 
Kids, colors, best fancy. . 
Kids, colors, top grade... 
Kid, black, top grade. . 
Kid. medium, colors... . 
Kid, medium, black . 
Kid, cheap 


Patent kid..... 


Green hide sole 

Union “ 

No. 1 oak backs. 

No. | oak bends, shue mifrs.” 
No. | oak bends, finders’ use 


harness, etc. . 


Light native cows, for side wu 
Branded cows, for light sole lea 
a tba for meney up 
o Ih ity 
calf leather. 
wt for upper leather 
B. A. hides for sole leather 








smooth colored, top grade ra 


e. 


Side leathers, colors, top grade... 


White buck, top grade (side leather). 


Chrome, patent sides and —_ 


use 


Raw Hides and Skins (Price Per Pound) 


Heavy Texas steers, for sole leather . 
7 leather 


coal side lea. 
fskins for fine 


Comparative Leather and Hide Prices 


(Price Per Foot) 


Peak 
40 @$1.50 
10 1.50 
1.40 
00 


Upper Leather 


Pre-War 
$0. + eee - $0.6: 
.28 45 
AS 
.26 
24 
65 
35 
24 


80 
.70 
.60 

35 


‘@ 
(Price Per Pound) 
$0.56 @$0.58 $0.34 
‘00@ 


Leather 


32 @$0.33 
@ .36 
38G@ 
46 @ 
@ 


(1913 Av.) 
$0.52 @$0.55 
@ 50 


Native steers, as used in sole leather, 


@$0.18%4 
18 


17% 
174% 
‘15 


@ 
@ 
@ 
@ .17% 
@ .16% 
..@ .30 
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Trade Below Normal on Staple Leathers 


HE lively part of the leathe: market 

for -he past three weeks has been the 

interest given to the great variety of 
colo.ed leathers. The staple colors of black 
and biown have suffered correspondingly 
but the belief is general that staple leathers 
will soon have an improved demand. 

Trade has been somewhat below normal 
on the regular staple lines although the ag- 
gregate of sales is sufficient to keep values 
firm. There is a0 talk or thought of reces- 
sions in price. Tanners are holding firmly 
to asking prices and an advancing ten- 
dency still prevails in the sole leather mar- 
ket. 

Tanners of upper leather report busines. 
as somewhat spotty. Some large shoe man- 
ufacturers have been rather beavy pur- 
chasers of leather of late. On the other 
hand some shoe centers are quieter than 
they should be at this time of year while 
otbers are purchasing in fair quantity, but 
the bulk of trade is enough to keep tan- 
neries operated at fair capacity. Some of 
the leading ,makers of suede calf, for 
example, are very busy at the time when 
they expected a lull in business. The prices, 
also, on these leathery are. very firm with 
the top grades of colois demanding 60c 
per foot. s side 

Tendency to Buy Close 


The glazed kid situation has been ma- 
terially helped by the demand for fancy 
colors, although the kid trade in general 


has showa an improvement this spring 
over a year ago. Attention is still called to 
the fact that the leather trade is not ex- 
periencing the same degree of prosperity 
which is noticeable in other lines of indus- 
try but this does not appear to be due so 
much to prices as to conditions. The ten- 
dency to buy closer to needs is probably 
the governing factor in preventing a larger 
volume of business. 


Sole Leaiher Business Near Normal 


Sole leather shows no appreciable 
change over last week. Prices are held very 
firmly. Sole cutters state that new busi- 
ness has been slower than for some months 
past. Packer steer backs are quoted at 
54 to 55c per Ib. for heavy; medium 50c to 
52c per pound. Sales have shown improve- 
ment on oak sole with oak backs and bends 
in good demand on the part of sole cut- 
ters and shoe manufacturers. Heavy oak 
backs bring from 50c to 55c per pound and 
bends for shoe manufacturers’ use from 
55¢ to 65c per,pound. 


Calf Leather Values Firm 


In the upper leather market tanners 
have reported some difficulty in view of 
the fact that purchasers’ ideas of value 
were lower and they maintain that re- 
placement values could not be obtained 
at the prices which leather buyers wished 
to pay. Another feature of this situation 


is that where a shoe manufacturer is known 
to be busy it is said that the anxiety on 
the part of so many to sell him makes 
lower prices rather! expected. Top grades 
of chrome finished colored calf are quoted 
- 48c; 40c for medium and third grade 
». The cheaper selections are quoted at 
sends from 25c to 35c per foot. 


Side Upper Call Fair 


The range of side upper leathers is wide 
both as to price apd. variety. The aggre- 
gate amount of business would be large, 
although the individual dealers might re- 
port a quiet trade, inasmuch as the busi- 
ness is so split up. In some grades of side 
leather there is a very active demand such 
as for buck and similar finishes, and among 
such shoe manufacturers as are busy on 
heavy shoes for the agricultural and indus- 
trial sections. Prices range from 20c to 30c 
per foot on staple grades of side leathe: 
and for the fancy elk and buck finishes 
anywhere from 30c to 44c per foot. 


Good Demand for Palent 


Patent leather is faring as well as the 
other upper leathers and, due to the fact 
that so much patent was used in com- 
bination with other leathers, the japanners 
and finishers have had a busy season. The 
tod grades of patent kip are still quoted a1 
15c to 48c and chrome patent sides at 45c. 

(Continued on page 111) 
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Quick 
at \S3 ) ar Once 


§ No. 210-Y2 
$)..75 Women’s Regent Keds Oxford. 
_ White canvas. White buck tip 
strap and trim. Medium toe last. 
Inch heel. Composition sole. 
FY Welt construction. 


yO ae Te | 

as ied SF No. 250-2 Women’s Regent Keds Oxford. 

aS a $9.50 Plain white canvas. Recede toe 
al 

last. Low heel. Welt construc- 


tion. Composition sole. 


Women’s Regent Keds Oxford. 
White canvas. Black calf tip and 
trim. Recede toe last. Low heel. 
Welt construction. Composition 
sole. 


Women’s Regent Keds Oxford. 
Plain white canvas. Military heel. 
Opera toe last. Welt construc- 
$2 -75 tion. Composition sole. 


No. 230-2 


United States Rubber Company 
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It looks expensive, bul as a matter of fact, it’s a comparatively inexpensive and highly altraclive 


way of displaying rubber-soled canvas footwear 


The Proper Display of Rubber-Soled Footwear 


T’S human to take the measure of per- 
sons or places with appearance as the 
measuring tape. 

Folk are mentally lazy, the result per- 
haps of a surfeit of daily interests in which 
facts, circumstances, pleasures and work 
crowd one upon the other until the brain 
can hold no more, whereupon it reacts 
only to that which stands out above every- 
thing else. 

Of course there are the emotions of self- 
interest, vanity or ambition which are 
highly developed lanes through which 
action is more easily started, and that’s 
the point. 


Windows Must Strike Emolions Quickly 


A window must take someone of the 
emotions upon which to work. It must 
strike that emotion quickly and easily so 
that the attention will become arrested 
long enough to create an impression. There 
are many things of interest on the street; 
everything that occurs outside competes 
with the window. And in this very element 
may oftentimes be found a sales weakness 
for a window that attracts attention soley 
will more than likely sell methods rather 
than goods. 

Proper balance between display and 
goods always gives goods a little extra 
weight. Otherwise a window is merely 
beautiful or clever. 


Planning the Rubber Window 


The plan of a Summer Shoe window 
works out along these lines. Passersby are 
warm so the window ought to be cool. The 
shoes are not generally worn so the ordin- 
ary person will not immediately hit upon a 
use for the shoes and so they must be 
helped to visualize a use else they will not 
feel the necessity of buying. Possible ob- 
jections should be handled tactfully. 


Description of Window Pictured 


Materials necessary are easy to pro- 
cure. A Mirror; a papier mache rock; hang- 
ings of silkelene; some crepe paper grass; a 


packing case from which to make the gate; 
some dirt; a board to run the Jength of 
window with holes bored in it in which to 
anchor the “hedge,” this can be bought of 
the window decorator (branches with 
leaves); a golf ball; a miniature tennis net 
made of string; that’s all. 

The mirror is to represent a pool of 
water. Lay it flat in the window and put 
dirt around the edges gradually running 
dirt up to the tennis ‘court’ at the left. Run 
a dirt pathway fringed with grass right 
from front window pane by the mirror 
(pool) to the gate at back. The hedge 
which may be made of branches pur- 
chased at a window decorator’s supply 
house or which can be a green cutout card- 
board to represent a hedge and will be 
held by the window-length board, is to pro- 
vide a covering for the base on which 
shoes are held. The shoes will be displayed 
between the hedge and the black curtain. 
This gives one an opportunity for foot- 
lighting the shoes at night behind the 
hedge and during the day the shoes will 
stand out in relief against the black back- 
ground. This will provide a very nice set- 
ting for rubber soled shoes and will more 
than likely extend to them a feeling of 
their importance as Summer footwear. Yet 
it will in no way detract from the proper 
showing of shoes. These will be on a level 
with the eye and seen almost simultan- 
eously with the decorations, if not before. 

And don’t forget the display of dressing 
with the admonition, “This Dressing 
Keeps Shoes Immaculate. Easy to apply.” 


Analysis of This Window’s Worth 


Now the measure of a window’s worth, 
authorities tell us,is in how effectively the 
merchandise is displayed for sale. Decora- 
tion must be subordinated to goods. 

Let us see what this window represents. 
The shoes are cool and the display with its 
imaginary pool and greenery is cool. A 
quality of merchandise taken care of. The 
shoes to give greatest satisfaction should 
be worn at certain times so the thoughts 


are put into the mind of the looker, by 
means of cards and in pictorial form in 
tennis court and golf tee. 

An accessory (cleaner) is given the 
double duty of meeting objections with re- 
gard to the customers’ question of how to 
keep the shoes looking well and that of 
contributing to sales. 

Is there anything superfluous? Is there 
anything in the window that can be taken 
out without weakening it? If there isn’t 
it must be a good window; that is, if one 
does not try to hog the onlookers’ minds 
with too many ideas to start with. 





Trade Below Normal on 
Staple Leathers 
(Continued from page 109) 


40c and 35c for the three grades, with 
cheaper selections ranging from 25c to 35c. 


Kid Tanners Fairly Busy 


The glazed kid business has been re- 
ferred to above as being fairly normal. 
What would help the kid tanners most is 
a shoe with more leather in it and one tan- 
n<- expressed the fact that since the shoes 
had been cut down practically to the sole 
the next step would be to go to the other 
extreme which would prove more profit- 
able for tanners. Prices are substantially 
the same as for the past few weeks, in 
keeping with the quotations given on this 
page. 





Hammond Store Sold 


The Hammond shoe store, one of the 
best known and oldest establishments in 
Frankfort, Ind., was sold recently by O. M. 
Hammond to Charles Forrest, owner of 
the Indiana Salvage Store. Mr. Hammond 
retires from the shoe business after ten 
successful years as owner of the Hammond 
store. He acquired the store from C. W. 
Wright. 
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TYLISH STOU TYLISH STOU 
OuT SIZES OuT SIZES 


TRADE MARK TRADE M4RK 


76 Styles In Stock 


Glazed Kid Quarter Linings, 
Red-Line-In Toe Lining:, 
Diamond Eyelets, 

Goodyear Wingfoot Heels. 


B 259—Black Glazed Kid, 5 Eye'et Oxford, B 250—Black Glazed Kid, 5 Eyelet Oxford, 
i ¥ i . Perforated Tip, Medium Toe, 13-8 Wingfoot 
Perforated Tip, 14-8 Wingfoot Cuban Heel, Cuban Heel, 253 Last. Price’ w 


202 Last. Price $4.25 


LOOOCOOOOOOOe oe ee ee ee ee 


CC rr per eae oe oe oe or 
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B 251—-Same as above in Havana Brown Kid. 


B 263——Same as above in Havana Brown Kid Price $4.75 


Price $4.75 
Widths A to EEE. Sizes 2\% to 11 


All Goodyear Welts with 
Reinforced Built-in Steel 
Arch-supporting Shanks. 


B 258-—Black Glazed Kid 5 Eyelet Oxford, B 26—Black Glazed Kid 5 Eyelet Oxford, 

Medium Rounded Plain Toe, 14-8 Wingfoot Broad Plain Toe, 11-8 Wingfoot Heel, 265 

Cuban Heel, 252 Last. Price. . $4.25 . Last. Price $4.00 
Widths C to EEE. Sizes 2% toll Widths D to EEE. Sizes 2'% to 11. 
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A Catalogue and Price List will be sent upon request. ° 
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ROCHESTER, N. Y. 


. . . 506 Security Building 
Chicago Office: 189 W. Madison Street 


Note: Sizes 8) and 9 are 35c. extra: 96 and 10, 50c. extra; 10) and 11, 75c. extra. There is a packing charge 
of 25c per pair on all orders of legs than three pairs. 
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Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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@ SHOOK TPAVELER® 


This Department is vonducted by Helen M. Haney, Associate Editor) 


Uniform Hotel Law Being Pushed for 
Protection of Travelers 


UNIFORM hotel law, at least one 
A of the important provisions of 
: which will be to make it obligatory 
on the part of the hotels publicly to dis- 
play or post their room rates, is one of the 
next steps to be undertaken by the travel- 
ing salesmen of the country. Work along 
this line, according to National Secretary 
Thomas A. Delany, is going forward under 
the able direction of John A. Millener, 
supreme attorney of the Law Department 
of the Order of United Commercial 
Travelers with headquarters in Columbus, 
Ohio. 

In a letter received recently by Mr. De- 
lany from Mr. Millener, the latter en- 
closed a copy of his proposed uniform 
hotel bill which will be presented in state 
legislatures as the opportunity presents 
itself. The bill provides among other 
things for the appointment of a hotel com- 
missioner who shall be empowered to 
build up the necessary organization to 
carry along his work of supervision. The 
proposed article relating to rates reads as 
follows: 

“If any hotel proprietor, manager, clerk 
or agent, shall directly or indirectly, charge 
collect or receive from a guest any different 
compensation for room rental than that 
prescribed in its published tariffs then in 
force, such hotel, its proprietor or mana- 
ger, upon the fact being established, 
shall be deemed guilty of unjust discrim- 
ination, and upon conviction, shall be 
fined not less than $100.00 and not more 
than $250.00 for each offense, and upon 
conviction for a second offense in addition 
to the fine, the hotel commissioner may 
suspend or revoke the license. A hotel 
company, proprietor, manager or agent, 
may in its discretion in case a convention 
is being held in the city where the hotel is 
located, make a reduction in room rent 
from the tariffs then in force to a duly ac- 
credited delegate to such convention.” 


Getting Ready for Big Boston 
Outing 

The Boston Shoe Travelers’ Associa- 

tion, Southern Shoe Travelers’ Associa- 


tion and the Boston Shoe Associates, in 
whose hands have been placed the enter- 
tainment. and hospitality features of the 
National Shoe and Leather Exposition 
and style show, to be held in Boston next 
July, have practically completed plans for 








A. L. PUFFER 


President of the Boston Shoe Travelers’ Asso- 
ciation and chairman of the committee in charge 
of the annual outing to be held July 10. 





one of the major events—the big annual 
outing—to be held this year on Tuesday, 
July 10. 

The outing this year will be held inland 
—at Norumbega Park—one of Boston’s 
largest and finest pleasure resorts, with 
lots of room for sports, ariver for swimming 
and boating contests and a zoological 
garden filled with wild animals for any 
wild buyers who may happen along. But 
all buyers, whether wild or tame, are in- 
vited to spend the day and have the time 
of their lives. The program calls for sport- 
ing events in the morning followed by a 
big dinner at noon where entertainment 


other than food will be furnished by talent 
drafted from the shoe and leather indus- 
try. There will be more sports in the after- 
noon and arrangements will be made to 
get all buyers back to Boston in ample 
time for the evening doings at Mechanics 
Building, where the exposition and style 
show are to be held. Sight-seeing automo- 
bile busses will be used to take guests to 
and from the park. . 

In charge of arrangements for the out- 
ing is a committee headed by A. L. Puffer, 
president of the B.S.T.A. President 
Puffer is being assisted by Frank P. Fan- 
ning, W. L. Oakman, T. A. Delany, 
Sidney L. Curry, George J. Lovely, Frank 
Lord, L. A. Hunt, T. Murphy and William 
Noll. 


Swenson with Preston B. 
Keith Shoe Co. 


Charles K. Swenson, formerly with the 
C. & E. Shoe Company, Columbus, Ohio, 
will represent Preston B. Keith Shoe 
Company, Brockton, Mass. in the Middle- 
Northwestern territory. Mr. Swenson 
has come to the conclusion that the public 
is not justified in paying the labor and 
freight. cost on the lower grades of mer- 
chandise, as the consumer gets more for 
the dollar in the better grades. Mr. 
Swenson says that the Preston B. Keith’s 
quality shoes and styles respond to the 
call of the day. 


Baker-Field Sales Roster 


Salesmen representing the Baker-Field 
Corporation of Bridgewater, Mass., manu- 
facturers of men’s welts, are now in their 
respective territories as follows: J. Ralph 
Baker, New York City and State, Michi- 
gan and also the cities of Philadelphia. 
Baltimore and Washington; J. Howard 
Field, Chicago, St. Louis and Middlewest; 
Fred Ebbits, Ohio, Indiana, West Virginia; 
William McKenney, Pennsylvania, New 
Jersey; Frank Fanning, New England and 
eastern New York State; A. Christopher- 
son, greater New York and New Jersey; 
C. A. Cossaboom, large cities. 
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H. P. HANLEY 


Winner of salesmanship prize offered by the 
Hood Rubber Products Co. 








H. P. Hanley Receives $250 
Prize 

If. P. Hanley, salesman for the Hood 
Rubber Products Company, traveling out 
of the St. Louis branch, received the $250 
prize offered by the company to the sales- 
man showing the largest increase in vol- 
ume of business. He travels southern Illi- 
nois. Hanley led all salesman and brought 
home the bacon to the credit of*the St. 
Louis Branch of which Wm. Springer is 
branch manager. 


H. C. Newman in Middle 
West 
If. C. Newman covers the Middle West 
for Alden, Walker & Wilde, Mr. 
Newman started on his long trip April 9, 
“snappy” 
shoes. He 


brand new and 
and 
“make” Davenport, Ia., and then other 


points in Iowa, Nebraska, Missouri and 


with 


men’s women’s will 


Kansas. 

Mr. Newman is much interested in two 
attractive new shoe stores which opened 
February 1, one the Leslie-Jones Bootery 
at Sedalia, Mo., and the other the Harry 
Jacobson Shoe Company of Des Moines, 
Ia., in both of which the Alden, Walker 
& Wilde, Inc.’ line is featured. 

On a recent visit to the Recorder office, 
Mr. Newman stated that he is carrying 
some attractive women’s sandals 
with Rajah soles. Said he: ‘Two of our 
lasts for women created a big furor at the 
1923 N.S.R.A. Chicago convention. These 
were in square toe effects—-veritable men’s 
lasts so moulded as to fit the woman’s 


very 


line of 


A. J. PECK 
Now traveling for Hennessey, Mazwell and 


Hennessey of } 4 van 








foot. I believe that sport shoes are going 
to go big for women, in both Rajah and 
other crepe rubber soles.” 


Peck Now With Lynn Firm 


A. J. Peck, recently with the Ziegler 
Bros. Co., of Philadelphia, is to represent 
Hennessey, Maxwell & Hennessey of Lynn, 
Mass., makers of women’s medium welts, 
through the middle and north west. Vr. 
Peck is an authority on ladies’ fine shoes, 
has a big following and will no doubt be a 
valuable addition to his new concern. 


Making a Month’s Selling 
Trip 

Lyman W. Stockbridge, sales-manager 
for Collins & Staples, is making a trip to 
the retail and department store trade in 
the principal cities and towns of Penn- 
sylvania and New York State. Mr. Stock- 
bridge's itinerary calls for a trip which 
will require about a month’s time in the 
two states mentioned, coming by one 
route and returning by another. He car- 
ries a complete line of the novelty styles 
in women’s turns produced by Collins & 
Staples, including those which are in stock 
at the factory for immediate shipment. 
This is Mr. Stockbridge’s first extended 
trip since becoming associated with Col- 
lins & Staples. He has thus far obtained 
excellent results from his calls on the Penn- 
sylvania trade. 


During a very hot spell a man was riding 
in his Ford with one foot hanging out over 
the door. A small boy, noticing this, 
shouted after him: “Hey, mister! Did 
you lose your other roller skate?” 


W. H. GILLETT 


Who has sold shoes throughoul northern Ohio 
for years is now representing the Marion Shoe 
Company in thal territory. His Marion proposi- 
tion gives his cuslomers a wonderfully strong line 
of style numbers lo sell al popular prices. Mr. 
Gillett is writing many fall orders as well as 
immediate orders to be filled from s'ock 








Wife of Fred N. Kramer Dies 


Fred N. Kramer, who for the past. six 
years traveled for the A. H. Berry Shoe 
Company, lost his wife after a short illness 
of ten days. Mrs. Kramer died Friday Vay 
4. It was a severe shock to those who were 
intimately acquainted with Kramer. His 
many friends throughout the states of Illi- 
nois, Kansas and Missouri were grief- 
stricken when informed of his misfortune. 
Besides her husband, Mrs. Kramer leaves 
three sons. 


Krippendorf Gets Hodge 


Louis Hodge has joined the sales force 
of the Krippendorf-Dittman Company, 
and is this season covering the territory of 
Georgia, Florida and Alabama. Mr. 
Hodge was formerly with J. & T. Cousins. 


Fairfield Has Gone Fishing 


H. H. Fairfield, who represents the line 
of A. E. Nettleton Company, Syracuse, 
N. Y., traveling from Detroit to the north- 
west and Alberta, has recently been in the 
Boston market enroute to an extended 
fishing trip at his camp in Maine. 


An elephant, wild with yearning for 
a peanut, should make us all stop and 
check up our own ambitions. 
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Frank B. King with 
S. Weil & Co. 


Frank B. King, formerly president of the 
National Shoe Travelers’ Association and 
one of the best known shoe travelers in the 
country, has recently severed his con- 
nection with J. J. Lattemann & Sons, and 
will hereafter represent S. Weil and Com- 
pany of Brooklyn. 

Mr. King has been selling shoes on the 
road for better than 30 years. During the 
last 19 years he has represented the Latte- 
mann concern in the middle West, over the 
territory extending all the way from Pitts- 
burgh to Kansas City. He will cover the 
same territory for S. Weil and Company. 

Through his painstaking efforts and de- 
votion to his customers Mr. King has 
built up for himself a wide circle of close 





FRANK B. KING 


Former president of the N. S. T. A., now on 

the road with the line of S. Weil § Co. of Brook- 

lyn. The editor labors under the impression that 

this does not do justice to Mr. King because he 
has recently discarded his mustache. 





friends among the merchants with whom 
he has done business. 

He has been a student of men, condi- 
tions, merchandising methods and shoes. 
No other one traveling man has probably 
done as much to make popular the phrase 
“Shoes for occasions,” as Mr. King. 

He is now out on his territory, meeting 
his old friends and introducing them to his 
new line. 


If for the customer’s purposes a fifty 
dollar suit will be just as satisfactory as a 
sixty dollar suit, an efficient salesman will 
sell him the cheaper one—Dr. W. W. 
Charters in Korrect Shape News. 
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Few Men Out 


EW salesmen have started among the 

wholesale shoe trade the past week 
and there is apparently a state of inactivity 
on the part of the wholesale shoe buyers. 
It is stated that the buyers want the radi- 
cal colors which they can buy in small lots 
and close to their needs. The regular 
staple lines ordinarily purchased by 
wholesalers are accordingly to some ex- 
tent neglected. This business, however, is 
expected to revive from the first of June on 
to the middle of July. Some of the factories 
making heavy shoes are operating at fair 
capacity and also numerous factories which 
make women’s, misses’ and children’s 
low-priced McKays. Orders for new busi- 
ness, however, are slow and salesmen are 
not inclined to make extended trips under 
such conditions. There are quite a number 
of buyers in the wholesale market from 
the big department stores and chain store 
systems. The mail order houses also buy 
with fair regularity. The manufacturers 
making for these houses are operating at 
good capacity. Such in-stock houses as 
have the colors now in demand are doing 
an active business although they expect a 
busy white season to materialize from now 
on. 


Jellerson Celebrates 53rd An- 
niversary 


Joseph L. Jellerson, of 139 Lincoln 
Street, Boston, Massachusetts, recently 
celebrated the fifty-third anniversary of 
his entry into the shoe business by taking 
on a new line of footwear to sell to the 
wholesale trade and large-volume buyers. 
The line is that of Wood & Smith, Inc., of 
Lewiston, Maine. 

Mr. Jellerson has had a long and inter- 
esting career in the shoe business. He has 
witnessed wonderful changes in methods 
of doing business as well as types of foot- 
wear. There are few men better known to 
the shoe buyers of this country and few 
who have built up a wider circle of friends. 
He has transacted business with two or 
three generations of shoe buyers and his 
prominence and extensive friendships have 
been well merited by his strict integrity 
and genial manner. Besides which, Mr. 
Jellerson knows the shoe business thor- 
oughly from close association with some of 
the leading factories of the eastern shoe 
centers. 

Mr. Jellerson’s robust constitution has 
helped him to keep young and few would 
guess that he had spent so long a time in 


the business. Before entering the shoe 
business he was a sailor-boy and went on 
voyages which took him all over the world. 
He tells of one trip when he was sixty- 
three days sailing from Liverpool to New 
Orkeans. His first connection in the shoe 
business was with Wm. A. Shaw of So. 
Weymouth, who manufactured calf boots. 
These were sold to wholesalers and retail- 
ers and in the days when the “leg boot” 
was worn for “best wear’’ so called, by the 
gentlemen of that period. Mr. Jellerson 
made his first trip through the south in 
1872. He afterwards went with Canter- 
bury & Haskell of E. Weymouth, makers 
of Congress gaiter shoes and bals and 
button boots hand-sewed and _ hand- 
welted. He recalls taking an order of fifty 
cases of these shoes, which at that time 
were considered the highest grade, at $54 
a case (12 pairs) from a Minneapolis buyer. 
The next firm he became connected with 
was E. & A. Mudge Shoe Company who 
had a factory at Danvers, Mass., making 
women’s shoes, and a factory at Spring- 
vale, Maine, making men’s shoes. He 
stayed with this firm until they went out of 
business. 

Afterwards Mr. Jellerson was hired by 
the State of Massachusetts to sell the out- 
put of the shoes made by the State Prison 
and the Concord Reformatory. He con- 
tinued selling for the State for nineteen 
years to wholesale trade until the State 
gave up making shoes at these institutions. 
From then until his recent connection with 
Wood & Smith, Inc., he was connected 
with the Norway Shoe Company. He is a 
prominent charter member of the Boston 
Shoe Associates. His many friends through- 
out the country will be glad to hear of his 
new connection with Wood & Smith who 
are one of the largest makers of infants’ 
McKay shoes in the country. 


Cuban Wholesaler on Way 


Mr. Vignau, representing Tapia & Co. of 
Havana, Cuba, is expected in the Boston 
market about May 20. Mr. W. A. Paulin 
of the same company will be in Boston 
about June 1. Tapia & Company handle 
leading lines of men’s and women’s shoes 
for Cuban trade, also including, San Do- 
mingo and Porto Rico. 


Lewis Back from Trip 


Bert Lewis, with office at 84 Beach Street, 
who sells the wholesale shoe trade for C. S. 
Emerson Shoe Company, has recently re- 
turned from a short trip. 
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E. A. & M. C. Witherell Ce. 


Manufacturers 
Women’s Turns, 
Bootsand Slippers 


F 
Haverhill, Mass. 
Boston Office 
Rice Bidg. Reem 406 








Black Satin One-Straps, ome or two 
buttons, made with 15-8 full Louis, 148 
Spanish full Louis or 9-6 Cuban heel. 
Samples charged at regular prices. Write 
for prices. 

ORIENTAL SLIPPER COMPANY, Inc. 
118 Phoenix Row HAVERHILL, MASS. 








J.W.BARNARD & SON 


Andover - - Mass. 
Makers of the 
CELEBRATED 
BARNARD 
COMFORT 
SHOE 

for Ladies 

IN STOCK 








FINE TURN NOVELTIES 


aor, bon i oan 
% ter wear 

deliveries and increased service. 
Latest Models, All Leathers and Sati 


FELSTINER-O’CONNELL SHOE CO., INC. 
162 Winter St., Haverhill, Mass. 











MAVERHILL, MASS. 
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BLEECKER STYLES 
4re the last word in footwear 
for stylish women 








Makers of 
Women’s Turn 
Slippers 


276 RIVER STREET 
Haverhill, Mass. 


Boston Office 
207 Essex St. 
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PHILADELPHIA 


Factories Send Out Fall Samples 


Mostly Oxfords and Variations of Strap Patterns; Manu- 
facturers Moving Cautiously with Colored Footwear 


EVERAL of the large factories here re- 

port they have sent their salesmen out 
with fall samples. These are mostly ox- 
fords and variations in one form or another 
of the straps. Some of the factories have 
finished their works on whites. It is said 
they are not moving as fast as manufactur- 
ers would like to see them go, largely be- 
cause of the cold weather. One factory has 
stocked up on plain whites but is making 
whites with colored trimming only on 
order. 

Reds, greens, and blues continue to oc- 
cupy a large shareof the attention of manu- 
facturers. They are very cautious, how- 
ever, when it comes to these brilliant 
colors to see that they are made only on 
order and that none of them goesinto stock. 
While it is uncertain whether or not this 
business will last until fall, manufacturers 
are working on the theory that it may stop 
at any minute and they are taking no 
chances on being caught with any stock on 
their hands. These shoes generally are said 
to have gotten into the lower grades and a 
number of the high-grade factories have 
stopped making them. 

There is some call for black and brown 
kid but there is no life to it. Staples are 
still way behind the novelties in demand 
for either present consumption or for fall. 

Prices are very firm. One manufacturer 
says he is unable to get more for his shoes 
and is unable to pay more for his raw 
material or his labor. 


Deliveries of Colored Shoes Delayed 


Wholesalers report that deliveries of 
reds, greens, and blues, are three and four 
weeks late. A large part of this delay is due 
to the extra work required on these fancy 
shoes in the fitting rooms. The big de- 
mand is for cut-outs, and the more cut- 
outs the more work and the greater the de- 
lay. In the opinion of one wholesaler here 
the colored shoes have cut seriously into the 
sale of the whites. Another wholesaler re- 
ports some demand for whites. Buck 
trimmed with black is leading in the men’s 
line. Whites with cordovan saddles, which 
were very popular last year, are not ex- 
pected to go as big this summer. Demand 
for white canvas is said to be very light. 
Whiolesalers generally believe prices will be 
considerably higher in fall due largely to 
fancy shoemaking which cuts production 
very seriously. 


Travelers Meet 
The Philadelphia Shoe Travelers’ As- 
sociation met last Saturday in the City 
Club. The building committee reported 


that two different parties were anxious to 
put up a building for the use of the allied 
shoe and leather industries. It is likely that 
the building which will be erected will be 
larger than necessary for the shoe and 
leather trades alone. They are, however, to 
have first choice of the offices in the build- 
ing. At the next meeting of the association, 
which will be held at 6:30 P. M., June 8, 
the question of changing from monthly to 
quarterly meetings will be voted upon. At 
that time the question of a joint picnic 
with the wholesalers and the retailers will 
also be discussed. 


Fewer Bargain Shoes 


Finders claim that fewer low-priced 
shoes are being offered now than has been 
thecasefor some months. By “low-priced” 
shoes they mean the large lots which were 
thrown upon the market at prices in the 
neighborhood of a dollar a pair. While 
some of such offerings continue to be made 
their number is said to have decreased very 
considerably and the business of the re- 
pairmen increased proportionately. 


Retail Offerings Are Varied 


The Sorosis Shoe Company is offering 
tongue pumps in gray suede, brown suede, 
patent leather, dull leather, black satin, 
and tan at prices ranging from $9.50 to $11. 

The Walk-Over stores are offering the 
“Jungle Strap” with punch-decorated 
double straps and snug-fitting instep rein, 
in beige, ooze and kid, black satin and 
suede, tan Russia, black Russia, white 
linen and buck at prices varying from $8.50 
to $10. 

Claflin’s are offering walking pumps at 
$16 in fawn buckskin with brown leather 
trimming, white buckskin with patent 
leather trimming, and all white buckskin. 

Strawbridge and Clothier are offering 
“Ladore,” a Laird, Schober and Company 
creation. It has a cross-strap which forms 
three almost perfect circles over the instep. 
It is made of fine glazed kidskin in red, 
green, or blue. It is hand-turned and hand- 
finished. The price is $22.50. 

John Wanamaker is offering women’s 
lightweight suede oxfords at $15. They 
are offered in black suede with lace stay, 
upper edging, diamond tip and curved ball 
strapping all of dull black leather, or in 
beige suede with trimming of brown 
morocco. They are poised on leather- 
covered low Spanish heels and light turned 
soles. This store is featuring three sandal 
and slipper models at $12, $12.50 and $13. 
The vamp of the first extends into a 
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slender tongue running up over a broad in- 
step strap. It has covered low Spanish heels 
and light turned soles. The second is a 
fringed-tongue slipper with a touch of 
leather trimming, low covered Cuban 
heel, and light welted sole. The third is an 
open strap sandal with low Spanish heel 
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and turned sole. All of these are of beige 
suede. 

Gimbel’s are offering women’s brogue 
oxfords at $3.95 in all tan calf or tan calf 
trimmed with suede. They are straight- 
lace and blucher cut brogues with full 
round toes and military heels. 





HAVERHILL 


White Shoe Season in Full Swing 


Sandal and Strap Patterns Dominate 
Haverhill Lines 


AVERHILL manufacturers of wo- 

men’s footwear are busily engaged 
in the production of white shoes for early 
summer delivery. While thus far the wea- 
ther has not been particularly favorable 
for the retailing of this class of footwear yet 
the demand for ‘‘whites” will increase as 
warmer weather advances in all parts of 
the United States. All classes of white 
shoes are produced in Haverhill factories, 
ranging from the popular priced fabrics to 
the best grades of kid. The latter represent 
the top notch of excellence in quality. As 
regards the designing of white shoes, Haver- 
hill manufacturers are keeping quite 
closely to the sandal and strap patterns. 
There is great variety in these patterns, 
offering remarkable sales opportunities 
to retail shoe merchants. The white shoes 
now produced in Haverhill are in a greater 
variety than ever. This is saying much 
when it is considered that Haverhill manu- 
facturers have for many years enjoyed a 
high reputation for the production of 
women’s white footwear. 


Manufacturer Commuted on 
Snow Shoes 


The past winter was a tough one in 
Haverhill, as in other parts of New Eng- 
land. Deep snows blocked roads and rails. 
Transportation of men and merchandise 
was frequently impossible. Charles P. 
Ellis, of Hopkins & Ellis, Haverhill shoe 
manufacturers, inaugurated a novel meth- 
od of going back and forth to daily busi- 
ness at the factory; namely, by the snow- 
shoe route. Mr. Ellis’s home is six miles 
from his factory, although within the city 
limits (Old Lady Haverhill spreads her 


skirts over considerable ground). Auto- 
mobiles were impossible. The street car 
track was kept open most of the time. Be- 
tween the terminus of the car line and Mr. 
Ellis’s home was a long mile of road, buried 
under five to ten feet of snow drifts. Yet, 
this resourceful manufacturer was not at 
all discouraged. He purchased a pair of 
snowshoes. Then for six weeks, he skimmed 
the surface of the snow like a veritable 
woodsman, as he went to and from the car- 
line. Unfortunately a movie of Mr. Ellis 
in this snowshoe stunt is not available. 
However, he claims the commuting snow 
shoe championship of Haverhill, and is 
ready to defend his title against all comers. 


Brown and Ivory Kid 


For the advance fall styles which are be- 
ing worked out in Haverhill plants, brown 
and ivory kid are featured. Ivory is a 
shade which lends itself well to slippers for 
evening wear. The brown shades are shown 
for street and evening wear as well. Judg- 
ing by the samples which Haverhill man- 
ufacturers are showing and the sales made 
thus far, it will be a distinctly brown year 
among the merchants in the United States, 
beginning in New York City and working 
all over the country as the season ad- 
vances. 


Shoe Manufacturer on West- 
ern Trip 


Wesley A. Ramsdell, of George C. How 
Co. has left on a trip through his old terri- 
tory from Detroit to Omaha, thence north 
to Duluth, with a line of new samples of 
women’s high grade turn footwear. 





LYNN 


Summer Novelties Continue to Sell 


White Scotch Grain, Alabaster and Ivory, and Fine Browns 
Are Among New Leathers; Velvet Reappears 


YNWN shoes, for summer wear, con- 
tinue to sell “‘as is,” meaning on 
patterns and colors already accepted. The 
reds, greens and blues, in strap patterns, 
including open shank, and cut-out pat- 


terns, are selling better than some of their 
promotors expected. Tanners in the North 
Shore district continue to make red, green 
and blue leathers. A few more novelty 
leathers have appeared. A white Scotch 
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Stock Dept. 5 
Is at Your Service 


' THE STETSON SHOE CO. (Inc.) 
South Weymouth, Mass. 














| HENRY LILLY Co. 
88-90 Reade St. New York 


AUCTION TRADE SALES 
SHOES AND RUBBERS 


Every Wednesday and Friday 








FREDERICK S, PECK 
Worcester, Mass. 
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Men's and Women’s 
Sport and College Shoes 


Boston Salesroom 


207 Essex Street 


HOWARD & FOSTER CO. 
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grain calf leather is a new one among them. 
White alligator, white golf, and white 
boarded grains have also appeared. 

Alabaster, ivory, champagne, camel, 
fawn, beige and like shades in kid, calf, and 
suede leather are used in new models of 
shoes for fall. Also, some very fine brown 
leathers are to be seen. A shoe manufac- 
turer had, last week, an inquiry from a 
buyer who asked for darker shades of red, 
and green, and, also, for some wine shade 
leathers, in kid and suede, for his fall shoes. 
Black satin continues in use. Black velvet 
is sampled again. Some satin shoes are 
trimmed with black suede. Velvet shoes 
have straps of gun metal calf. 


Squarish Tips on Walking Shoes 


College and walking style shoes, appear- 
ing in welt lines for fall, have squarish tips, 
recede toes, fancy tips and multiple stitch- 
ing on vamps and quarters. Heels are one 
inch high. Novelty McKays, and turns, 
continue to present strap styles. Heels on 
these lines are up to 14-8 and 16-8 high, as 
shown in the fall sample lines. The French 
toe shoe, with the short vamp, is selling in 
some lines. 

There is a tendency to use heavier soles 
of leather, and to trim them close, to make 
them look thin edged. 


Extra Pairs Swell Sales 


That sales of extra pairs of shoes are 
swelling the volume of summer business is 
a notion common among Lynn shoe manu- 
facturers. Women buy, besides familiar 
types of shoes, a pair of novelties, for pas- 
time wear, or to match a frock. One extra 
pair, sold here and there, sums to a big 
total business. 

Production of women’s shoes, for the 
country, has lately been running up 
toward halt a million pairs daily. The total 
production of shoes of all kinds, excepting 
rubber footwear, is figured around 1,200, 
000 daily. Women’s shoes are something 
like 40 per cent of the total production. 
Style has been increasing sales of women’s 
shoes in recent years. Total production of 
women’s shoes is 25,000,000 pairs a year 
more than before the war. 

Sales of “an extra pair’ will help to 
swell this increase. 


Some Watson’s Welts 


New samples of welt shoes for late sum- 
mer and early fall are being shown by sales- 
men for the Watson Shoe Company. One 
shoe among them, of striking interest be- 
cause of its method of making, as well as 
its style, is a pump of white Scotch grain 
leather, with a tongue of faience blue. The 
bottom, by the way, is of ivory white 
leather, with a white heel, 14-8 high. A 
collar of faience blue, with picot edging, 
which some called saw tooth style edging, 
is on the quarter. But the interesting point 
about the shoe is a gore under the tongue, 
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which holds the pump snugly to the foot. 
This gore is not stitched to the lining and 
cut off, but is carried down under the sock 
lining, so that it hugs the foot like an arch 
cuff. 

“Campus” shoes, as shown in the Wat- 
son line of samples, look the smartest styles 
ever for college girls, not manhish, but 
dainty. Edges are not only trimmed close, 
but on a bevel, in such a manner that they 
look like edges of turns. Bottoms are 
beautifully finished. Shanks are graceful. 
Heels are an inch high, and are artisti- 
cally nailed and fiinished. 

The appearance of the bottom of these 
shoes would be admired by any college 
girl. Uppers are chiefly of calf leathers, in 
the several shades of brown, some smooth 
finished, and some boarded or grained. A 
pleasing innovation is the use of a strap, 
deftly worked into the pattern of the shoe. 
It fastens with a harness buckle, at the top 
of the lace row, thereby giving a touch of 
the sporty appearance to the shoe. 

Browns for Fall 

“Parade” shoes, another spécialt y among 
the new Watson welts, might be called a 
walking style, or the latest from London. 
But the fact is they show new Watson de- 
signing. The last has a recede toe, squar- 
ish at the end, and the toe is surmounted 
by tips, lightly perforated, or perhaps 
corded and stitched, or even scalloped, the 
scallops being about the size of an eighth 
of the rim of a dime. A corded tip, by the 
way, is made by running a cord under the 
tip, between the- rows of stitches that 
fasten the tip to the vamp, in such a 
manner as to raise a slender ridge, or welt, 
on the tip. These shoes also show multiple 
stitched designs, four or six rows, or- 
namenting the quarter. The brown shades 
of calf leather are used chiefly for these 
shoes. One shoe shows a brown calf vamp 
and quarter, with a collar, about half an 
inch deep, of sunflower suede calf, or 
other contrasting colors may be used. 

Besides, there are some dainty dress 
welts in the Watson line, chiefly of the 
suede leathers, in alabaster, ivory, camel 
and beige. These styles are made chiefly 
in the strap patterns. Some of them are 
overlaid, on vamps or quarters, by baby 
ribbon of smooth calf leathers, in con- 
trasting colors, in both straight and curve 
designs. 


New Colors Seen 


Sunflower calf is a new leather in the A. 
C. Lawrence line. Faience blue is a new 
leather from the Lorraine tannery in Pea- 
body. 


M. G. & W. McKays 


More novelties, McKay made, are 
being added to the Murphy, Gorman & 
Waterhouse line, for late summer: and 
early fall. Velvet pumps are the most 
striking innovation among them. They are 
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of strap styles, the styles and the strap in- 
sets in to the quarter, which havecut-outs, 
being of gun metal calf. A companion style 
is a black satin shoe, with suede straps 
and insets. These shoes are made in blacks 
only. The straps are of the single pattern, 
cut out to make three lattices, and they 
fasten with two buttons. 

Besides, there are among the fallsamples 
suede pumps of ivory, camel, fawn and 
like shades. Heels on fall styles will be 
mostly up to 14-8 and 16-8 high, and will 
be of wood. Inch-high heels have sold best 
for summer. 

Colors, including the high colors, con- 
tinue to hold the interest of buyers of 
Murphy, Gorman & Waterhouse shoes. 
The reds, greens and blues continue to 
sell, and even are these inquiries about 
darker reds, darker greens and wine-colored 
shoes, of kid and of suede, for the fall. 

The best seller, in the summer line, is a 
sandal, with an open shank and straps. 
The shoemakers have succeeded in getting 
an unusually good looking shank on this 
line of shoes. The choice of leathers for 


BOOT AND SHOE RECORDER 


this best selling pattern is spread all over 
the lot, ranging from black to white, and 
including the reds, greens and blues, pearl 
and other like elks, and camels, too. 


New Pattern Devices 

The popularity of strap style shoes, with 
cut-outs and inlays, has spurred the Lynn 
makers of pattern devices to new en- 
deavors, New machines, or devices, have 
appeared, for binding patterns, for cutting 
corners of patterns, and for controlling 
pattern curves. A number of these new 
machines and devices, by the way, are 
going to shoe manufacturers who now are 
designing and making their own patterns. 


New Rapid Stitcher 


The Larson Machine Company, Lynn, 
has been incorporated with a capital of 
$75,000 to build a new rapid stitcher, for 
sewing out soles to welt shoes in factories 
and repair shops. This new Larson machine 
has less than 150 parts. It sews at the rate 
of 800 stitches a minute. 
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Importance of Foot Fitting 


Stressed by Manufacturer in Article—Salesmen Must 
Know Feet 


ANUFACTURERS as well as mer- 
chants appreciate the importance 
of proper shoe fitting in retail stores. The 
Recorder has many times stressed the im- 
portance of this work in connection with 
retailing shoes. The merchant and his 
clerks are today in an advanced position 
as regards proper foot fitting and conse- 
quent satisfaction to their customers. One 
of Brockton’s leading shoe manufacturers, 
Fred F. Field, president of Field & Flint 
Co., said recently in a signed editorial in 
the “Korrect Shape News”: 
Suggestions From Experienced Manufacturer 
“The selling of shoes is peculiarly dif- 
ferent from the selling of any other mer- 
chandise, for shoes have a direct and very 
important bearing on the health, comfort 
and welfare of the wearer. The majority 
of foot ills are the result of wearing incor- 
rectly designed shoes or incorrectly fitted 
shoes. While the victims are themselves 
guilty of contributory negligence, the bur- 
den of guilt rests with some shoe salesman 
or salesmen who were responsible for put- 
ting the wrong kind of shoes on the feet. 
It is not enough for the shoe salesman to 
know shoes—he must know feet. He should 
know the anatomy of the foot and the leg, 
and its relation to the rest of the body. He 
should know how the foot functions, how 
the weight of the body is distributed and 
nicely balanced on a normal foot, and how 
the tpsetting of that balance, by furnishing 
the foot with an incorrect foundation, not 


only spoils the foot but injures the whole 
body.” 


Pigskin Leather for Shoe 
Uppers 

Upper leather made from pigskin, which 
is produced now underimproved processes, 
is especially suitable for the better grades 
of men’s footwear. It is porous and at the 
same time measurably waterproof. It has 
a smooth finish, is susceptible to a high 
polish and is in many ways a particularly 
desirable stock for heavy weather and 
sport footwear. The best skins from which 
the leather is made come from New York 
State and Connecticut. Other skins are 
received from foreign countries including 
England, Scotland, France and Austria. 
Pigskin is also used for bags, pocketbooks, 
etc., but for these uses the treatment in 
tanning and finishing is entirely different 
from that employed in the production of 
pigskin shoe leather. Merchants who pur- 
chase shoes made from this stock are ob- 
taining from the tanners some valuable 
information in reference to its production. 
Several concerns in Brockton and the 
South Shore district are making shoes 
from pigskin leather. Brown in two shades 
also black, are principally used. Among 
the first to show it in their coming season’s 


samples is Whitman & Keith Co., manu- » 


facturers of women’s and men’s high 
grade welts. 
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Men’s and Women’s Slippers 
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Soft Soles and Moccasins 


Geode WeDO NOT ell 
the retail trade. 
Newcomb-Anderson Shoe Co. 
ROCHESTER, N. Y. 








“ELAM” 
Flexible Turn Shoes 


Fer the Jobbing Trade Exclusively 


F. S. ELAM SHOE CO. 


ROCHESTER, N. Y. 
Becton Office, 181 Essen Street 
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Where to Buy 


Shoe Store Supplies 




















IN-STOCK 
Green, Red and Blue Kid Stitchdewn 
Sandals 


Sizes 24-7. Per Pair, $2.75 


BLOG SHOE FINDING CO., INC. 
147 Duane Street, New York, N. Y. 
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ROCHESTER 


Big White Season Predicted 


Prominent Rochester Merchant Feels That Colored Leathers 
Will Not Hurt Demand for Whites 


E. SHIELDS, proprietor of the 

e Shield’s Boot Shop, looks for a big 

white season and feels that in spite of the 

talk that sandals will hurt the sale of white 

footwear, the volume of white shoes will be 

up to normal. Speaking of colored kid 
sandals, Mr. Shields said: 

“I look upon these shoes as an oppor- 
tunity to sell an extra pair of shoes and I 
feel confident that with the arrival of 
warm weather the women of Rochester 
will buy white footwear to go with their 
light summer dresses just as they always 


have.” 


Utz & Dunn Feature Stock 
Shoes 


Lester Rapp, advertising manager of 
the Utz & Dunn Company, reports a big 
demand for stock shoes from merchants all 
over the country. 

This house recently issued a folder fea- 
turing the new stock styles and Mr. Rapp 
states that the orders came in in bunches 
as a result of this mailing and advertising 
running in the trade papers. 


Weather Hurts Business 


With the return of winter weather bring- 
ing with it a real May snow storm, the re- 
tail shoe business of Rochester received a 


decided set back and as a result, local mer- 
chants are speculating on the business 
they might have done if the weather had 
only been more seasonable. 


Manufacturer Visits Europe 


Charles W. Smith, treasurer of the 
Sherwood ShoeCompany, sailed with Mrs. 
Smith for Europe on May 5 and will 
spend six weeks abroad visiting England 
and France. 


To Continue as Joseph A. 
Schreier Shoe Company 


George Schramm and George Green have 
taken over the business of Joseph A. 
Schreier, whose death occured recently, 
and will continue the business under the 
name of the Joseph A. Schreier Shoe Com- 
pany. 

George Schramm has been associated 
with Joseph A. Schreier for twenty-three 
years and George Green for nineteen years 
and the business will be continued along 
the lines laid down by Mr. Schreier. New 
lasts and patterns are now being added to 
the line and it is the aim of the new owners 
to make the line the snappiest line of in- 
fants’ and children’s footwear on the 
market. 





BUFFALO 


Brisk Demand for Novelties 


Buying at Retail Continues to Show Steady Advance; Sport 
Footwear Also Sought by Younger Set 


UST how important a factor weather 
conditions are in relation to the sale 
of shoes could be no better illustrated than 
during the first week of May, when a full 
six days of bright, sunshiny weather re- 
sulted in the best spring business the shoe 
merchants have experienced since the few 
balmy days which preceded Easter. 
Sustained brisk demand for seasonable 
novelties, following a long dull period, 
proved decidedly exhilarating to the 
spirits of the dealers who had become ap- 
prehensive lest the temperature would 
jump from winter to summer levels and 
leave their shelves loaded with spring 
merchandise. From the outlook now, two 
more weeks of settled weather will put 
the retail merchants on “Easy Street.” 
Here and there summer footwear is being 
displayed but the inquiry is light. The 
first activity in this footwear is anticipated 


just before Decoration Day, when the 
beaches will open up and a decidedly 
healthy business in white wear is. looked 
for by most merchants. 


Sport Footwear Picking Up 


While the volume of business continues 
in oxfords and satin and patent pumps in 
strap and tongue effects, there has been a 
noted pickup in the sale of sport foot- 
wear. The younger set, particularly, turn- 
ing to golf and tennis, are buying freely of 
the proper footwear. 

Male customers are evincing more 
interest than usual in the fancy designed 
oxfords this year, where formerly they 
showed preference for one color and plain 
finished types. The various red shades are 
in good demand, the mid-winter call for 
blacks having shrunk to small propor- 
tions. 





May 19, 1923 


Kirschmeyer in Business for 
Himself 


Edward H. Kirschmeyer, treasurer of 
the Buffalo Retail Shoe Dealers’ Associa- 
tion, and for several years buyer for the 
Danner Shoe Company, 1313 Jefferson 
Street, has embarked in business for him- 
self. He recently purchased L. Nelson 
Ellsworth’s store at 158 East Ferry 
Street, which has been established in that 
location for the past eleven years. Mr. 
Ellsworth will concentrate all his efforts 
in his second store at 1332 Jefferson Street. 


To Open Foot Comfort Store 


H. E. Sutcliffe, for a number of years a 
partner in the Lester Shoe Store in Sala- 
manca, N. Y., who remained with that 
store for a short time after it was bought 
by the Brown Boot Shops firm, announces 
that he is going into business for himself 
again and will shortly open a Foot Com- 
fort Shoe store in the Strand Building in 
Salamanca. His new establishment will be 
open for business before June 1. 


Three Deaths in One Week 


Three former western New York shoe 
merchants died within the last few days. 
James S. Lawrence, formerly manager of 
the S. B. Thing & Co. store in Buffalo, 
died in Milwaukee on May 4 in his 48th 
year, after a brief illness. He was born in 
Holley, N. Y., and lived in that locality 
until he grew to manhood. He was em- 
ployed in the’S. B. Thing store in Roches- 
ter, and after managing the Buffalo store 
for several years went to Milwaukee 
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where he became associated with the 
Walk-Over Shoe Company. 

Many old friends in Fredonia, N. Y., 
will remember John R. Mitchell, who 
conducted a shoe store in that town about 
20 years ago, who died in St. Louis on 
April 27, aged 62 years. He conducted a 
shoe store in St. Louis until about eight 
years ago when he retired on account of 
ill health. His brother, Walter Mitchell of 
Fredonia, attended the funeral. 

George Steele of Niagara Falls is the 
third retired shoe dealer to pass beyond. 
He succumbed on May 4 in the general 
hospital in that city in his 85th year. He 
retired from the shoe business about 15 
years ago. 


Bowling Contests Planned 


At a meeting of the Buffalo Retail Shoe 
Dealers’ Association held on May 2 in 
the Iroquois Hotel it was decided to hold 
a bowling night during the first week in 
June at Glaser Bros. alleys, 192 Broad- 
way. A standing lunch will be served dur- 
ing the evening. 

It was also determined to make early 
preparations for the association’s annual 
river party, the red letter event of the 
year, which will be held either late in 
July or early in August. The exact date 
will be decided on at the next meeting of 
the organization as it will be necessary to 
charter the boat far in advance to fore- 
stall other parties who take in the Grand 
Island cruise during the warm weather. 
Fred Kimball, is the chairman of the enter- 
tainment committee which will have 
charge of the arrangements for this affair. 





NEW ORLEANS 


New Wholesale Section Developing 


And Retail Trade Is on the Up Grade; 


Novelties in 


the Lead 


HE section off of Canal near the old 

French Quarter, is rapidly becoming 
the wholesale shoe section. There are 
seven wholesalers in the neighborhood 
now. George G. Daly and J. N. Bitting- 
ham who leased a building in this neigh- 
borhood, make the seventh. This building 
is to be used as salesroom and warehouse. 
This section contains one factory and it 
probably will always be given over to the 
shoe dealer. 

The spring season has at last opened. 
There has been a week of warm weather, 
and the merchants report the newest 
styles are taking well. The season has been 
late because the weather has remained cool 
and the men do not wear the spring styles 
here until they can put on summer 
clothes. The Easter season passed without 
the selling of many of the spring patterns. 
But now these are taking well. 


Charter Granted to Emerson Shoe Company 


A charter was granted the Emerson. 


Shoe Company covering operations in 
Louisiana. “The ‘amount’ invested''in the 
State is $5,331. This is the latest in the 
shoe business in the City. 

H. Covert, a Rampart ‘Street retail 
merchant. has signed a lease for his second 
store. This store will be at 352 South 
Rampart Street. The lease is for five 
years, and the money involved was $18,000. 


Store Establishes Bus Line 


The Charles A. Kaufman Company at 
1700 Dryades, has started a bus line to 
the store from Canal Street, which is the 
retail center. The five busses which cost 
$35,000, make a trip of about 39 blocks. 
The head of the shoe department says the 
bus service has increased shoe sales. He 
cannot compare sales for the year, as they 
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Standard Shoe Materials 




















COATED GEM DUCK 


ADHESIVE BACKING CLOTH 


Rubber and Leather 
Dry Foot Welting 
Sheet Rubber Soling 


B. ge CHAMBERLIN 


Summer St. 


Formerly Walpole Shoe Supply Co. 
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PAAKERS OF HIGH GRADE SHOE SPECIALTIES 
1064 MONTELLO STREET 
BROCK TON.MASS. 
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Waterproof 
Leather That 
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sell it—through the 
“Where to Buy” columns. 
pen feature in its quick 
service is a time saver in 
meeting immediate needs. 
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are carrying a better line of goods, and he 
states they are going after a better class 
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of trade. They have taken over the Stetson 
line of men’s and women’s shoes. 





LOUISVILLE 


Whites Now on Display 


Many Trimmed with Colors Appear in Windows; 


Season 


Just Opening 


INE weather the latter part of April 
and early May has resulted in a much 
steadier volume of business according to 
the Louisville shoe merchants, who have 
been handling a very good trade since 
Easter, as a whole. Demand shows no par- 
ticular change on women’s shoes, although 
white shoes are now being shown to a con- 
siderable extent in windows, and will start 
moving fairly well within the next two or 
three weeks. Gray suede and fawn suede 
have been good sellers, along with patent 
leather, and combinations. High colored 
sandals and slippers, in red, blue, green, 
etc., are not being seen on the streets to 
any extent, but are being worn at after- 
noon functions and at night affairs to some 
extent, sales having been better than had 
been anticipated. However, merchants 
who stocked such merchandise are now 
cutting down stocks in view of the new ap- 
proach of white goods, as it is a question 
as to whether the bright colors will take 
again in the fall. 
New lines of white shoes for women show 
a good deal of color trimming, in brown, 
red, blue, green, etc., both in canvass and 
kid. In men’s shoes more sport oxfords are 
being shown, principally in combinations 
of leathers, and a broader toe, for golf, 
country club and similar use. Tan and 
white and brown and black are showa in 


several windows. Black shoes are being - 


shown more and selling more freely. 


Perfect Foot Contest Over 


The contest conducted by the local shoe 
houses, and the Louisville Times, in con- 
nection with the National Health Expo- 
sition here, to determine the best or most 
perfect feet, was decided the past week. 
It is reported that nearly 4,000 pairs of 
feet were examined. There was a total of 
five prizes awarded in cash, while each of 
the five winners was presented with a pair 
of high grade shoes by the house which 
made the pedograph record. Miss Ade- 
laide P. Bostick, religious director of the 
Y. W. C. A., took first prize, which was 
$50 and a pair of shoes from Byck Broth- 
ers. Second prize for men and women, 
resulted in Miss Maya Sudo, a young Ja- 
panese woman, who is a public health 
nurse at the Pine Mountain Settlement, 
of Eastern Kentucky, receiving $15. W. L. 
Hardesty, 710 West L. Street, Louisville, 
won a $15 prize for the best men’s feet in 
the second class. The junior prizes went to 
Garland Graham, 713 East Maple Street, 


Jeffersonville; and Miss Dora Gellhaus, 
708 Bancroft Street, who won prizes of $10 
each. Sixteen persons entered the final 
contest at the Health Exposition Friday 
afternoon, May 4, and seven of these per- 
sons had previously received shoes from 
the various stores entering them. 

Miss Bostick wears a 4% sboe on a C 
width. She has never worn French heels, 
but has worn Military and Cuban heels, 
but at present is wearing flat heels. For ten 
years, while in China, where her father was 
a missionary, Miss Bostick wore the loose 
and almost shapeless Chinese shoes, and 
to this circumstance she attributes the 
strength and shapeliness of her own feet. 
Judges in the final contest were Dr. A. T. 
McCormick; De. W. W. Richmond, Dr. 
Ellis Owen and E. A. Fellers. 


Will Not Re-Order on Colors 


Noel Lyons, of Byck Brothers, reported 
excellent volume of retail business, and 
the crowd in the store bore out the state- 
ment that Louisville is buying shoes at 
this time. All departments are getting a 
nice volume, while the company’s new 
ready-to-wear departments for women are 
also going good. Mr. Lyons in comment- 
ing on bright colored shoes stated that the 
house has sold about 300 pairs of sandals 
and slippers in the live colors, but was 
about sold out, and would not re-order, as 
white goods were about ready to move, 
and the company has bought a lot of white 
stock that is trimmed in red, green, blue, 
etc. 


Sports Being Pushed 


Manager H. R. Childers, of the shoe 
department of the Rodes Rapier Co., is 
showing a good deal of sport merchandise. 
He is offering golf oxfords with crepe soles 
and heels, at $8.50 and $10 a pair; white 
canvas oxfords, $6; and sport oxfords at 
$10. White buck with black and tan trim- 
mings and Russia calf, with contrasting 
trimmings are expected to go especially 
well in men’s shoes this year. 


1,100 Pairs at $1.85 

An unusual shoe sale was offered by the 
Boston Shoe Co., Louisville, on May 4, 
when the company featured a basement 
sale of 1,100 pairs of $4.50 to $5.50 men’s 
shoes at a price of $1.85 a pair, this being 
a cash sale with no returns, exchanges, 
phone orders, approvals, etc. 
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Everwear Hosiery Opens 
Office in N. Y. 


On April 10, the Everwear Hosiery Com- 
pany of Milwaukee, Wis., opened their new 
quarters at 230 Fifth Avenue. A. L. Eller 
formerly with the Phoenix Hosiery Com- 
pany is in charge. Salesmen traveling in 
eastern territories will make the new 
offices their headquarters and all business 
in the East will be transacted direct with 
the new office. 

The Boston branch—which up to this 
time has been the only eastern office 
maintained by the firm—will be used as 
New England headquarters by tbe firm. 

A more aggressive campaign will be 
waged in the East by the Everwear organi- 
zation and already five additional men 
have been employed to carry the Ever- 
wear name into the East where a big in- 
crease in business volume is looked for. 
This is in line with the reorganized policy 
of the Everwear firm under the direction of 
Norman McLean who reports a very in- 
teresting success following the opening of 
a Chicago branch where a complete sample 
line of their hose has been carried. The 
new branch will carry a complete sampling 
of the entire line and buyers in New York 
will be able to see the whole offering at all 
times as they are now able to do in Chi- 


cago. 


H. K. Gardiner Factory 
Busy 


Pittsfield, N. H., May 15—A daily pro- 
diction of 1000 pairs of hand-turned com- 
fort shoes has been reached in the new fac- 
tery of the H. K. Gardiner Company 
which moved here comparatively recently 
from Lynn, Mass. The new factory, a 
three-story structure 200 feet long and 
30 feet wide, has been equipped with the 
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most modern devices and is set in ideal 
surroundings. 

There is an adequate supply of good 
intelligent Yankee help. Those who do 
not know are easily taught, and prove 
quick to learn the operations they are to 
perform. Prices are stable in the town, 
and labor troubles have never been known 
nor are they at all probable. 

Mr. Gardiner has been particularly for- 
tunate in surrounding himself with able 
executives. E. W. Wilkinson is superin- 
tendent, and though a young man, has had 
ample experience in establishing and 
managing country shoe factories. Asso- 
ciated with him is W. L. Brown, whose 
various duties include supervision of the 
making room, and close watch of the qual- 
ity of the line in general. Since starting 
operations in Pittsfield, the firm has 
shipped 40,000 pairs of shoes. 

Fifteen salesmen sell these to retail 
merchants all over the country. Their 
Boston office, at 134 Lincoln Street, is 
now in charge of W. W. Hyde, who for 
years has sold the larger retail and whole- 
sale trade of the country. He has repre- 
sented reliable firms throughout his con- 
nection with the industry, and brings to 
Mr. Gardiner a wealth of experience and 
knowledge. 





Brookville, Indiana, Merchant 
Dies 

William Buck, age seventy-five, a 
vetern shoe merchant at Brookville, died 
recently at his home there after a sudden 
attack of heart disease. Mr. Buck was 
engaged in the retail shoe business in 
Brookville for about thirty-five years and 
was widely known in that section of the 
state. He retired from active business 
about ten years ago. 
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Bh MECHANICAL ACCURA- 
by cy which assures you of 
3 efficient factory operation 


ARTISTIC PRESENTATION OF THE RUBBER HEEL 
As an advance card H. L. Post of the Seiberling Rubber Company has pre- 


pared a remarkable book so that H. 


J. Thompson, salesmanager on heels, 


might be introduced—man and line—to the factories. 
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Where to Buy 


Shoe Ornaments 




























FRESH FROM KING TUT’S TOMB 
In line woh gees style tend- 
encies toward designs Egyptian- 
we are showing a remarkable 
array of Egyptian ornaments. 
Deliveries can immedi- 
ately. 
EDW. E. KAHN CO. 

29) Adams St.. Broekiyn N.Y 








N&BUIC 
BROOKLYA, A.Y. 


We specialize in Artistic 
Rhinestone Ornaments for 
Women's Shoes. Samples 
sent on uest. 

Inquire ent A 











“Just Enough Better Te Be Thoroughly Worth While” 


BONGIOVANNI BROS. 
Largest Rhinestone Buckle 


Manufacturers in America 
High Class Buckles at Popular Prices 
2927 3RD AVENUE NEW YORK CITY 
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(lhe mark of 
600d shoe buckles 
ever since 1905 
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L.ALTERSON & CO. 
PHONE FITZROY O60¢ 


New Yor h 
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D. W. COULTAS CO. 


Manufacturers 


Rhinestone Buckles 
BIG DEMAND 
Write for Samples 
PROVIDENCE - - - RI. 














For Good Silk or Cotton Tassels, 
Bows or Ornaments 
WRITE TO 


The Van ity 
Novelty Works 


1261 Atlantic Avenue 
Brooklyn, N. Y. 
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SHOES & STOCKINGS 
FOR INFANTS ,CHILDREN 
AND YOUNG LADIES 


okscrogy,, DRA POSNER SHOES. INC. 
Losi 120 w.sRoaoway new york | 
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New Union Store Opened 


With the formal opening of the new 
Union Company, Columbus, has added 
another ultra modern department store to 
the list of the many fine stores of this 
locality. With the completion of this store 
the shoe departments have gained the 
proper places that was due them in this 
organization. The women’s department 
on the first floor has been greatly enlarged 
and has been given one of the choice lo- 
cations in the ‘building. The boy’s and 
girls’ shoe department is on the third floor 
and is one of the most complete and ex- 
tensive departments in this city. Features 
in the arrangement of this department in- 
clude an attractive fitting table in the 
center of the section, a fitting stand for 
infants, floor mirrors, display cases at the 
end of each section where one may find 
polishes of all kinds, cleaners, laces, but- 
tons, inner-soles, tongue pads and non- 
slip pads. The entire section is finished in 
gray. Attractive and comfortable service 
chairs finish the equipment. 

The hosiery department is near the shoe 
section. With the opening of the new store. 
The Union Company is featuringits twenty 
ninth anniversary by offering many of the 
newer styles at greatly reduced prices. 


Portsmouth, N. H. After 
More Factories 


The Portsmouth, N. H., Chamber of 
Commerce observed “Industrial Night” 
on Thursday evening, May 10, with a ban- 
quet attended by 150 representative citi- 
zens of that famous city of the Russian- 
Japanese Peace Conference. 

Thomas F. Anderson, Secretary of the 
New England Shoe and Leather Associa- 
tion spoke on “New England’s Shoemak- 
ing Supremacy” and gave his audience at: 
interesting outline of the origin and growth 
of shoe manufacturing in this part of the 
United States. 

Portsmouth, which has a population of 
about 15,000, has recently launched a 
newspaper advertising campaign with a 
view to increasing the city’s industries, 
and the meeting was in connection with 


APPROVED BY 
MEDICAL MEN 


As a sturdy support for the ankles of 
children and as @ fully veati- 
Ventilated Foot 


Make your 
a children's 


PATENTE 


1186 Ne. Main St. 
Brockton, Mass. 
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this movement. There are at present two 
shoe factories in Portsmouth and several 
other manufacturing industries, and the 
business men there believe that with its 
excellent railroad and water transporta- 
tion, Portsmouth can easily be made an 
important manufacturing community. 

Robert Eustace, Secretary of the local 
Chamber of Commerce, who recently went 
there from Waterbury, Conn., is in charge 
of the industrial development campaign 
and will be glad to hear from any one in- 
terested in securing a desirable manu- 
facturing location. 





Columbus, Indiana, Store 
Opens Hosiery Dept. 

A hosiery department has been added 
to the Schwartzkopf Brothers shoe store at 
Columbus. An attractive line of women’s 
high-grade hosiery has been installed and 
part of the storeroom has been set apart 
for the new department. Officials of the 
store said the increased number of calls 
for hosiery in connection with shoe sales 
had prompted them to install the depart- 
ment. 
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Fifth Avenue Window Cards 


THIS 
HAND COLORED 
DISPLAY CARD 


$1.00 


Buff Stock 9x12 
Mounted on Choice 
of Brown, Grey or 
Maroon 
Write us regarding our 
Display Card and Pos- 

ter Service. 
MERCHANTS ART SERVICE 
44 East 34th St. - New York City 





A277 


f i 


ODES 
ow L 


TEAAN'S 
met 




















MISCELLANEOUS 








Metal Shoe Fitting Stools 


and Floor 
Mirrors 
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THE CHICAGO 
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Chicago, Ill. 
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If Your Jobber Cannot Supply You, Write Us. 
A. W. GREELEY .°. Haverhill, Mass. 


GREELEY 
BOUDOIRS 


The Sole is the “‘Soul’’ 
of the shoe. The soles 
of Greely Boudoirs 
are absolutely depend- 
able—always. 
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DO YOU CONTEMPLATE 


Retiring or going out of business? We pK 
pay value for eo entire or surplus stock of 
shoes. ving a short term torun taken 
over. Eecabliabed 25 years. 


FECHTER-OLENICK MERCANTILE 
CORPORATION 


650 Broadway, New York Tel. 0095 Spring 








CASH PAID 


for entire shoe stocks or surplus stocks of 
shoes or other merchandise. Any quan- 
tity. Prompt attention given. 


KIRSCH-BLACHER CO., Inc. 


293 Church St., New York, N.Y. 
Phone Canal 0679 








HIGHEST CASH rgeces PAID 
for entire shoe stocks. We also buy your 
us or slow sellers. Quantities no object. 
Retail or wholesale. Short term leases taken 
off your hands. Wire or poems = 
spondence confidential. Establ ished 1890. 
MAX GLAUBERG 


52 Lispenard Street, New York Ci 
We also purchase ing, hats, furniahing 
goods, etc. Phone Canal 








We bu 
as Sea sy tte me 
ome ~ _ ise. \ samen no object. 
Bank and mercantile reference. 
BROOKLYN PURCHASING SYNDICATE 
FRANK WALKER, Proprietor 
610 way, Brook. 


yo 
Stagg 1757 








THE NEW YORK EXPORT 
PURCHASING CORPORATION 


596 BROADWAY, NEW YORK, N. Y. 
HONE—SPRING 9965 


P 
WILL § 3LOW SELLERS FOR 
BUY (ENTIRE stocks | CASH 
Bargains in shees always on hand fer special sales 
and bargain basements 








CASH PAID 


other 
We will send a representative to investigate 
and make offer upon request 
Kalter Cerf. Mereantile Co., Inc. 
591 Broadway, New York City 
Phone Spring 5160-5161-5162 








Window Valances 





Write for Samples 


The Hecht Fixture Co. 


Medinah Bldg., Wells and Jackson, 





NEW YORK SHOW ROOM 
70 West 36th Street 
Just East of Broadway 





FAMOUS GLASS 
FIXTURES 
Shown in Catalog 18 
Wood Fixtures 
Catalog No. 14 
Metal Fixtures 
Catalog No. 20 


In Stock—Ask for Samples 
Window Rugs and Plush 


Chicago 








Neatest, strongest, lightest and most 
convenient fitting stool on the market. 





Finished Golden Oak or 
Mahogany 
Carried in stock by all wholesale shoe and 
findings houses. If your jobber cannot 
supply you, order direct from us. 
MILBRADT MFG. COMPANY 
2416 N. 10th St., St. Louis, Mo. 


For thirty-five years manufacturers of 
Milbradt Rolling Step Ladders 

















MISCELLANEOUS 








Milbradt Rolling 
Step Ladders 


Write for our latest cata- 
| showing 18 styles Gy 


as well as o' 
Milbradt 
Manufacturing Co. 


2416 No. 10th Street 
ST. LOUIS, MO. 





Do You Know? 


That you can buy it—or 
~~wellit—t hrou gh the 


“Where to Buy’’ 
Columns 


This feature in its quick 
service is a time saver in 
meeting immediate 


needs. 








INFORMATION 
for Shoe Merchants 


“WHERE TO BUY” constitutes a 
source of knowledge so that he who 
runs through these pages may read 
—and learn. 
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CHARLES G. PHILLIPS, President 
EVERIT B. TERHUNE, Treas. and Gen'l Mgr. 
GEORGE W. R. HILL, Ist Vice-President 
H. WALTER SCOTT, 2d Vice-President 
ARTHUR D. ANDERSON, Secretary 





SWAIN, CARPENTER & NAY, Counsel, 
73 Cornhill 





ARTHUR D. ANDERSON, Editor 
E. C. LOGAN 
OWEN A. THOMAS 
HELEN M. HANEY 
Associate Editors 





PUBLISHER'S NOTICE 


ST gee subscription price of the 
and Shoe Recorder is $5.00 a year in ad- 
pn “eo includes postage in the United 
States, Cuba, Hawaiian Islands, ~~ = 
Islands, Virgin Islands, Alaska, Canada, Mex- 
ico, Costa Rica, Dominican Republic, Hon- 
duras, Ni , El Salvador, Argentina, 
Bolivia, Brazil, Colombia, Ecuador, Peru, 
Uruguay, Spain, The Balearic Islands and the 
Canary Islands. 


FOREIGN SUBSCRIPTION—The price to al} 
foreign countries except the above is $10.00 
per year, including postage. 

ll subscriptions are payable in advance. 


ADVERTISING RATES—Card of Advertising 
Rates furnished on application. For rates 
for Wants, For Sales, etc., see Want Page. 


Every precaution is taken by the BOOT AND 
SHOE. ECORDER to avoid printing any 
statement likely to mislead its readers. The 
publishers reserve the right to reject any 
advertising or reading matter which is not in 
line with this policy. 





OFFICES IN 


BOSTON OFFICE, 207 South S 
sa — 224 Moraine: St. Geo. 


W. R. Hill oa ae 

CHICAGO BEFICE, 189 est Madison St. 
rut Main 1089. B. C. Bowen, Manager. 

oF, UIS OFFICE: 1627 Locust St. B.C c. 


NEW YORK K OFficE: Room 101, 1, Graham Bidg.. 
a7 Duane St. H. Walter t, Manager. 


LADEL PHL: 2425 Canal Y 
= —y _ > OFFICE: Suite — Widener 


ter Scott, Mana 
HAVERHILL O1 OFFICE. Chamber of F Commerce 
a ye ~=— National. Bank Bidg. Geo. 


Man 
CINCINNATY “OFFICE: 810 Second qiationa! 
Bank Bidg. H. M. Bowen, h 


Canal 4426. 
ROCHESTER OFFICE: 623 Powers Bide. 
ponene L. Seward, Western New York Rep- 
e. Tel one Main 969. 
LYNN OFFICE: Pred A. Gannon. 
or eh ae or Leonard E. Meyer 
= Cc. aaven Manager) 405 Seendeny. 
WASHING GTON ON OFFICE: William L. Daley, 
pans SOFFICES 2 Tne des Italiens. L. Hubbard, 
LOND ON t Oerace: Joke Cc. Shy Manager, 
et, London, 1, Begined. 
AUSTRALE LIAN OFFICE: 480" "Lit. St., 
G. Jervis M 
CONTINENTAL OFFICE: William, Seis Salzman, 


anager, I. A: 12, Vienna, A 
ARGENTINA: Buenos Rue 





ustria. 
a Rivadavia, 2721, 
BRAZIL: Gerente. John 3. Fitch, 88 Rue Generad 
Camara, 88 \ 
CHILE: Santiago, Las Rosas 1123-1127. Otto 


Fubrimann. ite. 
CUBA: Mr. H. Gomez, Corrales, 2A Havana, 
JAPANESE OFFICE: Yokohama. J. F. Wager, 


SPAIN: IN: Gerente, 
tor, 20 Fuencarral, 


Lesnaie do Migedl, Librere Edi- 
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issue: 


lin........$5.00 $4.00 $3.50 
2 in........10.00 8.00 7.00 
3 in... .....15.00 12.00 10.50 
4in........20.00 16.00 14.00 





CLASSIFIED AND OPPORTUNITIES DEPARTMENT 


Recorder rates for space less than one-eighth page per eeepeee Waress WANTED—Four cents per word for cosh insertion. 


Space ltime 7 times 13 times 26 times 52 times sapebved up to mean en Tusndey ef week of publication dete. When 


Payment in advance is required, except when regular advertisers, as amounts are too small to open accounts 


seventy-five cents. 
“Want” a lng seven cents per word for each insertion. 
Minimum amount accepted, $1.25. Ads ‘unde this heading. will be 


= $2.50 ney vy CH aw pF a" Leen 
9.00 oa desire replies forwarded direct to their address, each word of the 


address must be counted in oF ertisement and paid for y- 
12.00 10.00 Answers to ads must be sent ender letter postage. — 











SALESMEN WANTED 


SALESMEN WANTED SALESMEN WANTED 





ANTED—High grade salesman for several well 
established _ territories. Complete line 
men’s and boys’ work and semi-dress shoes carried 
in stock at factory and branches. Give full par- 
Goulere when applying. Albert H. Weinbrenner 

Co., Milwaukee, Wis. 


ANTED—Salesman to carry our line of Turk- 

ish Harem slippers on commission basis 
through the West, North, South, including Chicago 
and East thereof; also middle Western States. For 
further particulars apply to John H. Kazanjian & 
Co., 170 Bellevue Ave., Newport, R. I. 


SALESMAN with established jobbing and 
department store trade—in territory that per- 
mits frequent calls—to handle medium grade of 
women's, misses’ and children’s McKays—and 
cheaper comfort line for firm whose goods and 
prices have kept it running continually since 
starting business. As small territory is preferable 
do not object to other line that does not conflict. 
In answering state territory, experience, kind of 
shoes sold and references—reply will be kept con- 
fidential. Address, — 88, care Boot and Shoe 
Recorder, Boston, M 


TS SAMPLES BIG SLL CANVAS SHOE 
to be carried only by men who have establi: 
trade in West, Middlewest, South, D. C., ete. This 
is a new boys’, L. G. and men's canvas rub 
soled shoe, with leather innersole. Flexible and 
strong. Priced right. To men making a success with 
this we will have a few fall specials to offer later. 
In stock. Address, D-989, care Boot and Shoe 
Recorder, 207 South St., Boston, Mass. 














SEVE SRAL territories open for side line salesmen 

to carry a high quality line of men’s and boys’ 

work and semi-dress shoes, 6 per cent commission. 

Apply i in + ting, give reference. Center State Shoe 
Company, du Lac, Wisconsin. 





Salesman Wanted 


Massachusetts and Rhode Island 


We are looking for a young salesman 
now working out of Boston for a job- 
bing house, who solicits the trade by 
car from week to week. We have a very 
fine opening on an established business 
im Massachusetts and Rhode Island. 
The salesman weare looking for should 
be around twenty-five years of age with 
a lot of real sales spirit. Satisfactory 
arrangements will be made with satis- 
factory party. For further information 
address x 982, Boot an 
speeeeen, 207 South Street, Boston, 

ass 











ere 


2 Shoe Side Lines 


Salesmen selling men’s shoes who have established 
trade and consent of employers will be interested in 
this proposition. 

Line consists of two welt work shoes that are de- 
cidedly different from anything else on the market. 
See Advertisement on Page 45. 


Write now, naming line you are now selling, 
boundary of territory and length of service with 
present employer. 


Following territories are open: 
Missouri, Kentucky, Tennessee, Pennsylvania, 


Mississippi, New Jersey, South Carolina, Eastern 

New York, Southern Texas, New England States. 
Great Lakes Shoe Company 

290 East Water Street Milwaukee, Wis. 








ALESMEN for a real sna specialty 
S line branded » x sll hosiery. Sal Sold with a 
ay 
throughout the Pom — 4 Easily carried. State terry 
territory covering and line now Eeodiies. Address ) te 
oe pest and Shoe Recorder, 127 Duane 
t.. New York. 


ALESMEN WANTED—Shce salesmen Salesman Wanted 


to carry 
as side line on commission basis best medium- 
fae = line of spats, gym shoes, woolskin slippers, voseli high-grade New cand hhildren"s 
74 shoes 

seme GS pants & Ge aes See. ~ wet ok Soap ont eoapeieiene A. 
territory you cover and send —e in first anon Shoce Ene. 140 West Bek. 
letter. We pay liberal commissions and our goods way, New York Ci ty. 

are priced to sell. Apply The Brown Warner Mfg. . 
Co., Franklin, Ohio. 


South St., Boston, M ass. 























Opportunity 


Excellent dpportunity is of- 
fered to salesmen in various 
parts of the country to carry 
specialty side line of three or 
four Goodyear welt work shoes. 
Splendid value. Easy to handle. 
Write giving full particulars as 
to territory. Indiana Shoe Cor- 
poration, Marion, Ind. 








XPERIENCED | Shoe | Salesman BIG BUSINESS PRODUCERS 

ant y Cincinnat jactory ma’ - ° 

ing medium-priced ladies’ Fine To Sell Quality Shoes 

~ — pe Ff 5 

‘ollowing territories an est 

Virginia. Present sapeeseneative earn- Some Wonderf ul 

ing from Soi Sram omen sana a 

sions . miy cons’ man 

whe has been qususinn similar line in erritories pen 

this same territory. State age, experi- representing 

ence, lines carried, of b 

pF wouben Fine lime nonsiots of 18 styles 
e t t waukee 8 

until July let. = — of men’s dress Welts with all the style 





13 sty 
The Roth Shoe Mfg. Co. peo Re ib enaiiey. 
Cincinnati, Ohio pom to onl a'tine thes aiitiasee 
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SALESMEN WANTED 





LINE WANTED 


FOR SALE 














A real opportunity is offered to sales- 
men in all parts of the country to carry 
as a main line, or a side line, a popular 
priced line of Juvenile Turns and Soft 
Soles. This is an old and established 
line and for years has had the reputa- 
tion of being one of the best selling 
lines of its kind in the country. We 
have increased our factory output and 
find it y to our sales 
force, and can use “high powered”’ 
salesmen. We pay highest commissions 
and our shoes are priced to sell. New 
samples are ready to be sent out. 
Address replies D-967, care Boot and 
Shoe Recorder, 207 South St., Boston, 
Mass. 

















POSITION WANTED 


GHOE BUYER AND MANAGER—Young man 
32, married, at present employed, seeks con- 
— with live house. tt trade reference fur- 

ished. Can run regular or bargain basement busi- 
—y Address, D-993, ome Boot and Shoe Recorder, 
207 South St., Boston, Mass. 


Ra —— ae —~ POSI- 
apable uyin nd managing. 

Address, D-994, care Boot and d Shoe R 

W. Madison St., Chicago, Ill. 


FIRST. class shoe man now empioyed, desires 

position as ager with retail shoe 

concern; 14 years e ience, ive and ean 

furnish Excellent references. Address an care 

e tt and Shoe Recorder, 207 South S , Boston, 
ass. 


JOBBERS— Manufacturers. Young man, 35, 
offers expert knowledge, “=r y buying, 
mani Z, creating volume, 
tion, mstalling complete system for p A a store. 
Will function 100 per cent, create a real outlet for 
your merchandise, 15 Lan in this line of work, 
aul at it. Full of Pep and a hard worker. Address 
D-941, care Boot and Shoe Recorder, 207 South 
&., Boston, Mass. 








Recorder, 189 




















New England Salesman 
Salesman now in Penn wants to change 
to New England district. Was in New 
ht years previously. 

both men’s and 
women’s shoes. Only big proposition 
entertained. Address D care Boot 
and Shoe Recorder, 207 South $ Street, 
Boston, Mass. 














LINE WANTED 


ae ia, S 
priced to land 





Whe oy ? Address, D-990 
t e 
Shoe Recorder, 207 South St., Boston, Mass. 
Women’s LINE WANTED von CENTRAL 
iT TERRITORY—I have been a Xs 
for twenty-seven 





WANTED —Low priced line of low cut turns, to 
sell to the a trade. } A well-known repre- 
sentative, with D-992, care 
a and Shoe Recorder, 207 South St., Boston, 
ass. 


IDOW desires to dispose of a well-established 
exclusive men’s retail shoe business in a pros- 
perous city of 200,000 in the Middlewest. Stock to 
invoice about $25,000. Address, D-997 care Boot 
and Shoe Recorder, 207 South St., Boston, Mass. 





ee ee 
Indiana by a resident salesman, now carryin; 
— who wishes to change. Will consider 
line of real merit and one that is already more 
or less established and some following. Can 
finance myself and furnish an assistant. All corres- 
pondence to be ir strict confidence. Address D-976, 
care Boot and Shoe Recorder, 207 South St., Bos- 
ton, Mass. 





Meritorious Lines wanted for Porto 
Rico, Venezuela and San Domingo, by 
man 33 years old. Al character with a 
pleasing personality. At present em- 
ployed. Fifteen years retail with some 
road experience in Porto Rico and San 
Domingo. Will travel north if necessary 
to arrange details of a desirable con- 
nection; and is ready to stand the acid 
test in every particular. Address D 986, 
care Boot and Shoe Recorder, 207 South 
Street, Boston, Mass. 








FoR SALE—Electric Sign, “SHOES,” 12 ft. 

, 18 inches wide, complete with iron ladder 
anit er $75.00 F. O. B. Trenton, N. J., 
i J. Schafer, 148 N. Broad St., Trenton. 





{OR SALE—The most modern Retail Shoe Store 
in Luzerne County Penna., City of 100,000, 

and a drawing lation of 200,000 situated in the 
best business block, catering to medium —_ better 
trade, consist of family shoe s to-date 
fixtures, and 6-year lease on entire 3-sto ilding, 
and good basement. Second floor could used or 
rented out, third floor has an ——, A splendid 
sppertuntt for a live wire. Address, D-995, care 
aot and Shoe Recorder, 207 South St., Boston, 

ase. 


FoR SALE—Complete ye for shoe store, 
including shelves, baskets, cash register, seats, 
ete. Care of Miller-Helhake Shoe Company, 
Quincy, Illinois. 











TO LEASE 


© LEASE—Ladies’ shoe ~oo— store lo- 

cated on Lexin Street, timore, Md. 100 
cent location, fully , main floor, cater- 

ng to popular price > Son ag deal location and op- 
portunity for eon ge is perty. None but sagnelety re- 
sponsibl be considered. For further 
rw ane Boge a Proien D-979, — ‘Boot and Shoe 
Recorder, 207 South St., Boston, Mass. 





FOR SALE Shoe Manufacturing Plant 


Owing to illness of active member of 
company an ideal plant is offered for 
sale at a low price. 

Fully equipped to make 400 pairs 
daily, with a capacity of 900 

Located in South ton near South 
Station with best of manufacturing 
conditions, favorable lease at low ren- 
tal. Now in operation, owned by cor- 
es no indebtedness, which can 


purchased, or will sell equipment 
all in condition. Address D 983 
care t and Shoe Recorder, 207 


South Street, Boston, Mass. 





FOR LEASE 

First class department store in 
central Southern city desires to lease 
its shoe department to capable man- 

ement; now doi business of 

000; could easily increased to 
double that first year with 
proper merchandising. Address D 984, 
care Boot and Shoe Recorder, 207 
South Street, Boston, Mass. 

















TO LET 


GUBLET—Part of office with large show window 
first floor. The Buildings Care Co., 128 Bedford 
St., Boston, Mass. 








FOR RENT 


FINE sey store ae I located om main business 
of South Milwaukee, Wisconsin, a 








FOR SALE 

Exclusive shoe store, aty of 15,000 
Monongahela Valle ~ § Best location 
in city. Establish 15 years. 
— po nice clean stock, cheap rent 
and good money-maker to anyone un- 
derstanding shoe business. If inter- 
ested, can make an attractive proposi- 
tion. Want to sell quick. Address 
D 985, care Boot and Shoe Recorder, 
207 South Si St., Boston, Mass. 














OPPORTUNITY 








—_ UP TO =e hy my Steady 
well-pa ing os tions for mmerc 
eng Card riters trained the Wolver- 
e Way. 
EXCEPTIONAL OPPORTUNITY for 
men and women. ious experience 
mot necessary. we wil wate yon ip 


time and show you how to EARN 
Wait ~*—_ NG. 


WOLVERINE NSTTUTE. S $957 398i 


Woodward Avenue, Detroit, Mich. 











FOR SALE 








three houses that length of of 
mya B, EA FAA Famiy SHOE STORE FOR SALE—Medium 
ve an i trade in Ohio, and grade merchandise. Established years. 
the Cen’ West. Best of ref hed y about $8,000. Wish to leave city! very 
Wik conskie cuty Gat cige location and up-to-date front in New Y 
Box D-991, Boot and Shoe ney cath Be y Aadeoge, Eee care Boot and Shoe Recorder, 
Boston, Mass. 207 Bos ith St., Boston, Mass. 











WANTED TO PURCHASE 


WANTED to buy used set of } per J oe Gui 
ye! finish, 
Spruichings. Fair Store, 144 North Maine Wichita, 











of the Boot and Shoo Recorder te 05-90 0 reer 0 oe re Coetn tin 


The Price which includes 
ey me Mexico, Costa Rica, Dominican Republic, 
Et Salvador, ply I Sg - Ly — - — yt ——I Spain, The Balearic Islands and the Canary Islands. 
ptedicaidiiietiematelds tatiana tes 


Member of the Associated Business Papers, Inc. Member of the United Publishers Corporation. Member {att Bone Goorin. 
rn teed mepvighted ty the Bool and Shoe Recorder Publishing Co. oo ed dow 


Cable Address BOOTRECO 


Entered at the Post Office, Boston, 
ISSUED EVERY SATURDAY AT 207 SOUTH STREET, BOSTON, MASS., U.S. A. 


in the United States, Cuba, 
postage Hond Ni c 


Printed in U.S. A. 















2 epee ney > 
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Kirsch-Blacher Co., Inc., New York City. .125 


New York Ex 
New York 


Root, F. S., Company, Boston 
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nlaaee 
EDGE 


ENAMEL 


Pal. no) 
ear Ot Ol ~ 


makes shoes look new 





EPCO is a liquid enamel which 
restores that much desired new- 
ness to sole edges and to heels. 











Your customers prefer Repco to any 
other brand of enamel because Repco 
is easily applied without danger of soiling 
hands or clothes. 

















For sale by Shoe Findings Jobbers 
Repco contains no varnish, shellac or Better order some Repco today 
other gummy substance — but materials 
that protect the leather and prolong its UNITED SHOE MACHINERY CORPORATION 
life. And, best of all, Repco clings Boston, Mass. 
firmly and evenly to the surface. It does San Francisco Branch, 859 Mission St. 


not rub off. 
J. K. KRIEG COMPANY, New York, N. Y. 


Repco is made in every stylish color 
~-white, ivory, light gray, dark gray, UNITED SHOE REPAIRING MACHINERY CO 
champagne and Havana brown. Boston, Mass. 


Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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No. 3833—Black Satin, Black Ooze Calf 
trim Turn. 10-8 Heel. Widths A-C. .$5.25 


No. 3834—Same style as above. 14-8 Junior 
Spanish Heel. Widths A-C .......... .$5.50 





No. 3125—Black Satin Turn, 15-8 Full 
Covered Spanish Heel. Widths AA-A-B-C. 
Not less than 12 pairs................ $5.25 


No. 3126—As above, 8-8 Covered Heel. 


Not less than 12 pairs......... $5.00 





No. 3131—All Beige Buck. 15-8 Spanish Heel, 
TU, Wee BAL, oc cc ccc ccescecs Que 


No. 3132—Same style as above, Patent 
Leather. Widths A-C 50 
25c extra for White Kid, Mouse Kid and 


No. 3753—White Canvas, Red Kid trim. 
14-8 Full Covered Spanish Heel. Widths a 


White Shoes 
for 
Sport Wear 
Graduations 
Weddings 


READY TO SHIP 
AT ONCE 


SEND FOR CATALOG 
WITH LARGE LIST OF 


IN STOCK 


NUMBERS 


A newspaper cut furnished 
free if desired, with 36-pair 
purchase of a Stock 
number. 


Wire your order to insure 
quick delivery 


andes 
ROGERS BROS. 
SHOE CO. 


59 Lincoln Street 
Boston - - Mass. 


Phone Liberty 0976 


ago Women's Specialty 
hoe Wholesalers in 
New England 


Pacific Coast Branch: 135 Bush Street © 
San Francisco, Cal. 


May 19, 1923 


No. 3128—White Kid, Turn. 8-8 Covered 
Heel. Widths A-C. Price $5.25 
No. 3127—Same style as above. 15-8 Junior 

pe AS eee $5.50 


Spanish Heel. 


No. 3153—Black Satin, Red Paisley cloth 
quarter, with Red French cordmg, 14-8 
gy heel, turn sole. Widths A-C. .. .$4.35 

o. 3902—Same style as above, all black 
ke 


No. 3908—White Levor’s Kid, Turn. 16-8 
Full Covered Heel. Widths AA-C. Price. $4.75 
No. 3907 —Same style as above. 8-8 Covered 
YS ™ oS * ek ee $4.50 


No. 3923—White Levor’s Kid, Hand Turned 
Sole, 8-8 Heel. Widths A-B-C. Not less 
than 12 pai $4.75 
No. 3919—As above, Black Satin. Widths 
A-B-C. Not less than 12 pairs $4.50 


Dealer Influence is securédl thru advertising in the Boot and Shoe Recorder. 














Kid Two-Strap Slipper—on No. 316 
last Medium toe. Plain box toe. Turn sole. 
1 &-inch heel with rubber top. IN STOCK: 
AAA, 4to 9: AA, 34109; A, 3 to 9; B-C-D- 
E, 2 1% to 9. Price $3.65 
No. 3297 B—Kid One-Strap Slipper— 
on the same last. In the same sizes. Price 
$3.50 
Fine White Fabric Oxford—on No. 168 
last. Narrow toe. Imitation corded tip. 
Flexible welt. White welting with natural 
leather sole. White heel, enameled, 1 54- 
inch high, with rubber top. IN STOCK: 
AAA, 4 to 9; AA, « Bgghad A, 3 to 9; 
B-C-D D-E, 2% to 9. Price ones $4.60 No. 3408 B 


Kid Oxford—on No. 169 last. 
round toe. Kid tip. Turn sole. 1 4 wy heel 
with rubber top. IN STOCK: 
C, 3% to 9; D- E 2% to9. Price 


No. 9496 X 


Paris Kid Oxford—on No. 179 last. 
Medium toe. Kid tip. Flexible welt. 1%4- 
inch heel. IN STOCK: AA-A, 3 to 9: 
B-C-D-E, 2% to 9. Price $5.35 
No. 9790 X—Same' style in Brown a 
Same sizes. Price $5.85 


No. 7035 B 


Kid One-Strap Slipper—on No. 178 
last. Medium toe. Imitation tip. Turn sole. 
1 %-inch heel with rubber top. tN STOCK: 
AA, 3% to 9; A, 3 to 9; B-C-D, 5% som 
Price. ; $4.35 


No. 3386 B— Kid One-Strap Welt Sli 
+r—similar to No. 7035 but with slight dy 
bros der toe. Imitation tip. Flexible cell. 
54-inch heel with rubber top. IN STOCK: 
Aa 444 to 9; AA, 4to 9: A. 3% to 9; B, 
3 to 9; C-D-E, 2% to 9; EE, 3 to 9. Price No. 4498 B 
$4.60 ve 


“Combination Shoe’’—on No. 668 last. 

, Medium narrow toe. Kid tip. Flexible welt. 

No. 644 B -inch heel with rubber top. Ball two 

wid fuller than instep. Instep normal. 

R ‘OCK: Ball widths. AAA-AA, 4 to 9; 

Kid Blucher Oxford—on No. 257 last. nN ii to 9; B, 3 to 9; C-D-E, 2ig to 9; 

Medium toe. Plain box toe. Turn sole. EE, 3 to 9. Shoes are stam 

1\%-inch heel with rubber top. Lady instep and ball measures. Price $5. 

Constance grade. IN STOCK: B, 3 to 9; 1 No. 45f0 B—Same A aps in Brown Kid. 

C-D-E, 2% to 9. Price - $4.35 Same sizes. Price. $5.85 


J. J. GROVER’S SONS CO., Lynn, Mass. 


_ Established 1865 CHICAGO OFFICE 
Littl penetra NEW YORE OFFICE 5 North "Wab oy, 
os —eeotreeme one Marbridge Building. 47 W. 34th Street Corner Madison 





Yol. 83, Né. 10. Published every week by the Boot and Shoe Recorder Publishing Company, 207 South St., Boston, Mass. 
Entered as second class matter April 15, 1922, at the Post Office at Boston, Mass., under the act of Congress of March 3, 
1879. Subscription price, $5.00 a year. Printed in U. S. A. 
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A NEW ERA OF PROSPERITY 


FOR DEALERS WHO CARRY 
TO COMFORT 





A Really 
Practical 
Toe- 
Straightening 


Device— 
AT LAST! 


Seeing is believing! 
PICTORIAL REVIEW Wearing is relieving! 








People will go out of their way to correct foot 
TO COMFORT trouble comfortably, positively and economi- 
cally; and the dealer who supplies them with 
STRAITOE is the dealer who is likely to supply 
them with shoes. BE PREPARED TO MEET 
THE DEMAND which big advertising is going 
to create. APPLY FOR FRANCHISE. 


CUT OUT FILL IN _AND MAIL 








: THE STRAITOE COMPANY, INC. 
SEEING IS BELIEVING! lew York City, 
WEARING IS RELIEVING! 
No }— length of time—no inconvenience — 
no discomfort—no pain—no irritation—no spe- 
cial shoes—worn in the shoe—nothing like it on 
the market—no great outlay. 
$2.00 Per Pair (Single Foot $1.25) 
All Men’s and Women’s Sizes 
Your dealer can supply you with STRAITOE, GOR Feieesd0se sed tedds vous BODRMRM: « cc cccccvcctgeessees sseeeeees , 
or we will, Accept no substitutes. Total Price 
Doz. Per Total 
Write us for Free Booklet on Foot Troubles P : ee Dor Amount 


THE STRAITOE CO., Inc., 341-347 Fifth Ave., N.Y.C. — 











15 
This is how we are reaching , 3 I 
the millions all over the 

. ountry through the leading 


publications. (Plates for local ‘ 
newspaper advertising furnished Display Cards and Consumer Circulars 


on request.) . furnished with order 


12 
One pair Slip-overs included free with every pair STRAITOE 











SALESMAN Desiring to make some easy side money should now apply for territory 


THE STRAITOE CO, Inc. “*tiviondtr’” 


Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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CPV M100 
Janners 


Levor Grain Kid 
Lev ey ns dat cated 
Chevrette i 


bb Ff nt 


' ‘NewYork, Cloversville, Boston. 


i 
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No. 263—Genuine White Kid Isis one strap, Welt. Ivory sole. 14 No. 262—White Nil 
elt. » BF e E tian Sandal, G - 
inch military heel. AA, 44 to 8; A, 4to 8; B.C, 3 to 8; D. 3% to ming. Welt. Ivory Sole. finch Ivory Heel Tuber top life AA. 43 
net 30 days to 8; A. 4to 8;B,C.D.3 tw 8... $5.50 net 30 days 


No. 260—Black Glazed Kid Puritan one strap. Welt. 1% inch 
qetnery heel, rubber top lift. AA, 4% to 8; A, 4 to 8; B, 3% to 8; 
TA we OP Gewese _ $5.00 net 30 days 
Ne. 261—Black Regent Kid mote one sr, — i. 
l _ nary heel, rubber top lift. A, 44% to 8; 4to8 
rt wee $4.35 net 30 days No. 264—Black Satin Corene strap with Black Suede trimming. 
fancy cut outs, imitation on. 2 inch wocd covered Spanish Louis 
heel, AA, 5 to 8; A. 4% t0 8; B.3%t0 8: C.D. 3 to8 
$5.35 net 30 days 


No. 108—The Cleo. one buckle strap, fashioned of whee C —_ — 

with instep strap, and collar of White Calfskin, Welt e, 10. No.255—Brown Kid Oxford, Welt. 1% 

White Ivory heel. AAA, 5 to 8; AA, 436 to 8; A. 4to 8; B, 3 to 8 - Ve ee v w frie . 
c> i —~ Af $5.25 net 30 days Top _ AAA, 5 to 8; AA, 4% to 8; A, 


Reflects newest tendency for summer No. 256—Same in Black Glazed Kid. 


THE HOLTERS COMPANY 


Member of the United States Shoe Co. 
CINCINNATI, OHIO 


New York Office Minneapolis Office i 
635 Mavbridee Bidg 723 Boston Block 10 Secunte Bldg 





Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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a = Cut Away in the 
Shank— 


it hugs the arch, sup- 
porting the whole foot. 


The best of Brockton 
workmanship, the 
finest materials, 
combined with O-SO- 
SNUG orthopedic 
features, induces the 
customer's return for 
the second pair. 














Communicate with 
your Jobber 


Loooton, Wass. 
G Factores Brockton Nie Reiiferd, NashaaAOl 


In Stock. with a 


wi \despread.. number 
of leadin 


WHOLESALERS 


, 
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: As Others See Us 


No. 1 of a Series 


bdo. 





“The leather is one of the 
World’s best—the genuine 
Creese & Cook’s TONY BROWN 
SPARTAN CALF.” 


From adot. of Churchill & Alden Co. 
in May 5th Boot & Shoe Recorder, 











The above statement is based on fifteen consecutive years of use. 


Churchill & Alden Co. knows the respect and confidence which 
years of consistent value rendering have established for 


TON ¥ 


Reg. U. S. Pat. Off. 


RED TAN 
BROWN ~~ BLACK 


CREESE & COOK COMPANY 


SALESROOMS 
95 SOUTH ST., BOSTON 


P. A HENRY & CO. 
706 Broadway, Cincinnati, O. 
LeatherT rades Bidg., St. Louis, Mo. 


SS TT TN SM re I eM SM Ts Me MMM MM see MMe 


Se ee ee TUMMeMUUelMMUieniiiiluinenuiiilnengiiiieniiiuuineniiiinineniiniiiniel iii en i iiieniii 


re 








FA OWWQWITE OOO TIONTOMTOMMMOMMHOMMOMAMNNOE 
Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. vag 
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ON SHOE CO. 
ON, INDIANA 


STERN QUALITY [I 
eo” 
ASTERN STYLE 
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A NETTLETON SHOE 


Rueping’s Mohawk . Vamp; 
Rueping’s Mat Caif Top; 
Langdon Last, plumo single sole. 
Made by A. E. Nettleton Co., 
Syracuse, N. Y. 


demand. The leading factories are receiving considerably 
more than the usual number of orders, on shoes of this 
leather. And it is noticeable that more and more of the 
better stores are specifying Rueping’s Mohawk Calf---the 
smoothest and blackest that is made. 


S™ OOTH black calf is in increasingly strong 


See it. Feel it. Knowit. Specify it. 
Write today for a sample. 


FRED RUEPING LEATHER Co. 


FOND DU LAC, WISCONSIN 


Branches: Boston Cincinnati Milwaukee St. Louis New York 
Chicago San Francisco Montreal Northampton, England 


May 26, 1923 
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“BEsT at the PRICE” 


IN STOCK 
40 $3.75 $3.85 


——— = a es 
OOOO eee ee 
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No. 349—Patent Leather Lace Oxford, Space Stitching on 
Tip, Vamp and Quarter, 4% Wingfoot Heel, A-Grade Full 
Grain Counter, Radio Last, B.C and D,5 toll... .$4.50 


No. 260—Patent Lace Oxford, Two and One Rows Space 
Stitching on Tip, Vamp and Quarter, 4% Goodrich Heel, 
Radio Last B, C and D, 514 to 11 Style as No. 349. .$3.75 
No. 251—Mahogany Side Lace Oxford, Two and One Row 


Stitching on Tip, Vamp and Quarter, 4% Goodrich Heel, 
Radio Last, C and D, 5% to 11, Style as No. 349... .$3.40 


No. 252—Black Side Lace Oxford, same style as No. 349 No. 436 Black Boarded Calf Saddle Oxford, One-piece 

$3.40 Kame end Tongue, Trewsce Cosmse 74 wen eel 
No. 348—Ruby Red Boarded Calf Lace Oxford, A-Grade “urece Ve utsole, A-Grade Fu rain Count-r. 
Full Grain Counter, same style as No. 349 $3.85 Radio Last, B, C and D, Sizes 534 to 11... +. $4.75 


THE POLICY IN BACK OF OUR SLOGAN 


Behind that slogan ‘Best at the Price,” is a manufacturing policy which has 
backed up that statement for over fifty years, and consistently so. Merchants 
who concentrate on this line do so because they know that Beals-Pratt shoes 
will come up to their high standard—always. A complete line of shoes to retail 
at $5.00, $6.00, $7.00 and $8.00 with best of materials and workmanship built 
into every pair. The Beals-Pratt line, without question, is “Best at the Price.” 
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Beals-Pratt Shoe Manufacturing Co. 


Milwaukee, Wisconsin 
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sss VULCO-UNIT zzz 2 
BOX-TOES 












































IT’S THE BEAUTY OF THE TOE THAT SELLS THE SHOE 


Vulco-Unit Box Toes reproduce and retain the beauty of the most stylish 
last. This is one reason why over 125,000,000 pairs are used annually 


HC THE GENUINE VULCO-UNIT BOX TOE IS MADE AND SOLD ONLY BY 


Largest Manufacturers of Box Toes tn the World 
. lli SUMMER STREET. BOSTON. 


(hicago G.W. KIBBY & CO. ) GEO.A.SPRINGMEIER CO. Cincinnati 
i 5 St Louis 
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EETURE ARCH 














FLEXIBLE 





‘THE new scientifically correct arch support recom- 
mended by the Florsheim Shoe Company and to 
be had only in Florsheim Shoes for men. 


‘An exclusive feature built into any style, giving the 
wearer the refined appearance always found in The 


Florsheim Shoe, with the added comfort of a flexible- 
rigid arch. 

Gives rigid support to the arch under the weight 
of the body and still leaves the shoe flexible to ex- 
ercise the muscles when walking. Combines all arch 
support features. 


cAddress our Feeture cArch Department for further information 


The FLORSHEIM SHOE COMPANY 
Manufaéurers . CHICAGO 


Look for Name in Shoe . : N 
[i oomam>\\ a ae Pe 
— 


6: rsheim | 4 Asa $ 
Sie ture Arct 
>) 
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HE customer who has worn a pair of Good- 

year Wingfoot Heels always wants another. 
The customer who does not know them from per- 
sonal experience is ready to accept them, because 
of what he has heard and read about them. Both 
kinds of customers know the story of Goodyear 
W ingfoot quality, and both recognize that there is 
no substitute for Goodyear Wingfoot Heels. So 
shoes that are made with Goodyear Wingfoots sell 
more readily and more steadily. More people walk 
on Goodyear Rubber Heels than on any other kind. 


Goodyear Means Good Wear 


‘OOF 


Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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Positively! Immediate Shipment on 
Any of These Styles 


No. 196—Price $4.15 
Levor White Kid Cut Out Glory One 
Strap, Single Sole, Full Louis Covered 
Wood Heel, Euclid Last, AA to C 








No. 195—Price $4.15 
Patent Cut Out Glory, Single Sole, 
Full Louis Covered Heel, Euclid Last, 
AA to C 


No. 515—Price $3.60 
Peters White Reignskin One Strap, 
Two Buttons, Imitation Tip year 
Welt, 8-8 Ivory Rubber Heel, Belmont 
Last AA to D 


No. 522—Price $4.15 
Pearl Elk Glory Cut Out Sandal, 
Leather Sole % Ivory White Rubber 
Heel, Welt, Belmont Last, A to D 


No. 207—Price $4.25 
Black Suede Clarice One Heel 
Sole, Covered Full Louis Hee 
Last, AA to 


Single 
Euclid 


NOTICE 


Our line will be shown by Mr. 
Schlesinger at the Tutwiler Hotel 
Birmingham, Ala., June 4-5-6. 


By Mr. Goldman at St. Francis 
Hotel, San Francisco, Calif., 
June 11-12-13. 


THOMSON-CROOKER 


18-26 


BOSTON 20, MASS. 


26 STATION STREET 


No. 250—Price $4.00 
Levor White Kid Cut Out Bonnie One 
Strap, Single Sole, Military Wood 
Heel, Newport Last, B to D 


No. 249—Price $4.00 


Patent Cut Out Bonnie One Strap, 
Single Sole, Military Wood Heel, 
Newport Last, B to D 


No. 263—Price $3.25 


Patent One ae Two Buttons, 
Imitation Tip, Single Sole, 10-8 Rubber 
Heel, Princess Last, A to D 

No. 264. Same in Black Kid. 


Price $3.25 


SHOE CO. 


| 
ia | 
pA 
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THE SATURDAY EVENING POST 
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Foot troubles need no longer 


Sap your nervous energy 


This week you can find relief easily, quickly 
at your nearest Dr. Scholl dealer 


* The pain of those poor, aching feet—how you long 
to get rid of it! For not only 1s the cunstant irrita- 
tion distressing, but, as physicians well know, it 
saps your nervous energy too. 

Likely enough, an actual measurement of your 
energy after a day of foot pain would show as grave 
a loss as that indicated by the charts above. But 
now, thanks to a scientific study of foot ailments, b 
the eminent foot authority, Dr. Wm. M. Schol 
this loss can be checked, and your pain relieved. 


Weak arches corrected—safely, permanently 

It may be that your arches are overstrained and 
breaking down. The danger signals are all too 
familiar—intense weariness of the feet, upon the 
slightest exertion, shooting pains like rheumatism 
in the feet or legs, weak, turning ankles, cramped 
toes, callouses on the soles, and painful heels. 

Scholl's Feot-Eazers and Arch Supports as applied 
to each individual case, correct these symptoms by 
gently supporting the bones and ligaments, increas- 
ing the circulation, and stimulating muscular action 
until the strength of the arch is entirely restored. 


Since no two feet, no two conditions are the 
same, only an adjustable arch support can apply to 
every case. This support must be easily remov- 
able, and capable of adjustment to each individual 
foot and each changing condition. 

Each Dr. Scholl dealer, therefore, has Dr. 
Scholl’s Arch Fitter —a specially designed 
machige which enables him to mold appliances 


to the exact elevation and shape required: 


The real test of Dr. Scholl’s foot appliances 
comes from their use. There are more De Scholl 
Foot-Eazers and Arch Supports used than all other 
arch supports combined. 


Quick relief for minor foot troubles 
Are you one of the millions of people who cannot 
really enjoy life because of constant foot irritation 
—tender, aching corns, painful bunions, callouses 
on the ball of the foot or heel, overlapping or 
contracted toes, hot, burning, tender feet, cramps 
in the toes? 

You can now end this needless suffering. Go 
to the nearest Dr. Scholl dealer in your own town. 
He is in one of 20,000 shoe and artment stores 
where men faithfully trained in Dr. Scholl's 
methods are concentrating their effort this week 
to eliminate foot troubles in any form. Enter 
where you see the special Dr. Scholl window dis- 
play; obtain there the solid comfort of healthy, 
active feet. 

One word of caution. Pay no heed to claims 
made about devices in which you cannot have 
implicit confidence. Dr. Scholl’s Foot Comfort 
Appliances and Remedies are nationally known 
po recommended. Insist on having them only. 

If you cannot locate the Dr. Scholl store in your commu- 
nity, write our nearest . Address the Scholl Mfg. Co., 
213 W. Schiller St., Chicago, IL, or 62 W. 14th St., New 
York City. For Canada, address the Scholl Mfg. Co., Led., 
112 Adelaide St., E., Toronto. 


Dr Scholls 


Foot Co 


mfort Week 


JUNE 16th-23rd 


Ti Se TELE cA eR TR tit 








Typical tracings by the same instrument, 


shows 
longed 


mf activity after pro- 


ing 
nervous strain 














When filled 


out, signed, and mailed to The Scholl Mig. Co., 


. Schiller St., Chicago, Lil, this coupon the 


holder to: 


“The Feet and Their Care.” 
ot be Sckolts Zinc-pode tor sorme 
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Placin3, the Foot Comfort Week 
Message Before 20,000,000 People 


e ®@ 


THAT is one-fifth of all the people in the United States. But when you deduct 
from our population the illiterates and children, you will find that this advertis- 
ing, is reaching, about one-third of the best people in the country — the very 
people you would like to have as customers. 


@ Those figures indicate the bigness and the scope of Dr. Scholl's Foot Comfort 
Week advertising. There will be a full page (see illustration on opposite page) 
in The Saturday Evening Post on June 16th and another page in The American 
Weekly on June 17th. The combined circulation of these two well-known, nation- 
ally circulated publications is over 6,000,000 with approximately 20,000,000 
readers. Just think what a power this advertising will be in attracting, people 
to your store. 


@ In addition to this full page Foot Comfort Week advertising you will also reap 
the cumulative effects of the $500,000.00 campaign which has been and will con- 
tinue to run in all the leading, Daily, Sunday, Weekly and Foreign Language 
newspapers in the United States. 


@ You, as a good merchant, cannot afford to let Foot Comfort Week slip by 
without setting, your share of the business which one of these campaigns always 
produces. You can profit from the experience of the 20,000 dealers who cash in, 
year after year, on this biz, event. 





@ Your hook-up is very simple and inexpensive. Put in a corkin® g00d Foot 
Comfort Week window display and watch how it pulls customers into your store. 
Photograph it (kodak will do), send in a photo and set one of those wonderful 
$7.50 Gold Wahl Eversharp Pencils. Several small Foot Comfort Week news- 
paper ads will tie up your store with the full paje magazine and newspaper ads. 
A supply of inserts and booklets with your name imprinted, carefully distributed, 
will help admirably. All this material is sent Free, charges prepaid. 


@ Mail the coupon today. Don’t delay, for deliveries are sometimes slow. Get ¢ 
your material early and avoid those eleventh hour rushes. ¢ 


¢ 
¢ 


THE SCHOLL MEG. CO. i ihe 
Largest Manufacturers of Foot Specialties in the World , Mfg. Co. 
213 W. Schiller St. 62 W. 14th St. 112 Adelaide St. E. é 


Chicago New York City Toronto > = 
# Please send -me 


¢ for Foot Comfort 
7 Week, all charges 


Dr Scholls as 


fa Newspaper Electros 


f 4 O Beckion, mane i 
or rt eC if 0 Inserts, okey 
/ 
Jane 16-23 Nee 


y Address } 
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The Certified Shoe is 
one shoe of which 
you can’t judge the 
value by the price. 





No. 799 


Calf, dark d 
shail light leather beatin toe, Calf Not alone on the sur- 


CS face but all the way 
through, the Certi- 
fied Shoe is the em- 
bodyment of quality. 








Twenty-two 
Styles 
IN STOCK 
Write for Catalog. 


IN STOCK 








No. 741 


Pav. Black Velour Calf, plain toe, 14 leather box, per- 
ee $5.50 
































STONEFIELD- EVANS 
SHOE CO. 


ROCKFORD _ ILLINOIS 
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Brownit Shoes 
ldentitied by the Celluloid /nsert 


SMART BUSTER BROWN STYLES for SPRING AND SUMMER 


| In Stock Now for Immediate Shipment! 
EASY TO SELL—EVERYBODY KNOWS HOW GOOD THEY ARE 




















Gray Elk Patent 
Instep Strap Princess 
Patent Tie 


Trim 










B, C, D, >) 
B, C, D, 11%-2 = 
C, D, 84-11 — 

F401—Girls’ “Buster Brown” Gray Elk Instep 


Strap, patent trimmed, stay tip, single sole, 1- 
inch rubber heel, welt, Footshaping 15 Last, B 

















F405—Girls’ “Buster Brown” Patent Princess Tie, 













width, 3-7; C d D widths, si 2u%-7 gray suede strap, imitation tip, 1-inch rubber 
arsi sa hepatic tinal cag htc aaeicoheketae 3425 heel, welt, Footshaping 15 Last, B width, sizes 
Misses’—Same, 34-inch rubber heel, Footshaping 17 aid: C and D widths, sizes 214-7......--. $4.00 
Last, B, C and D widths, sizes 11-2....... $3.50 ee Lo + ng peat, Footshaping 17 
ild’s— : : , ast, B, an widths, 1114-2........... 3.35 
Child’s—Same, spring heel, C and D widths, ET Child’s—-Same, spring heel, C and D widths, Sell 
So eee oe ae eater eS Pe ee TT $6 hS6ESHOS CTS ARE CC COeER ROUEN ESC Re EESESOS 3.00 




















Patent 


Blucher Russia Calf 


Blucher 





D, 4-8 











F295—Little Men’s “Buster Brown” Pliable Tred D, E, 8%-12 
Patent 4-Eyelet Blucher Oxford, plain toe, mocca- D, E, 4-8 
sin sole, spring heel, welt, Footshaping .16 Last, 
DBD wiitnn, See SB nnn ccccccccccsccccccece $2.25 F286—Little Men’s “Buster Brown” Pliable Tred 


Russia Calf Blucher Oxford, plain toe, spring 
heel, moccasin sole, welt, Footshaping 16 Last, 
D and E widths, sizes 8%4-12..... Wesecsed $2.60 


Child’s—Same, D and E widths, sizes 4-8...... 





















Mahogany 







Elk Lace Mahogany 
Oxford Lotus 
Blucher 









F287—Child’s “Buster 
Brown” Pliable Tred Ma- 
hogany Elk Blucher Ox- 
ford, unlined, plain toe, 
spring heel, moccasin 
sole, welt, Footshaping 
16 last, D and E widths, 
sizes 814-12. ....... $2.50 

Child’s—Same, D and E 
widths, sizes 4-8... .$2.15 
















C, D, 12%-2 
C, D, 8%-12 














Pearl Elk F304— Little Men’s “Buster Brown” = 
Blucher Pliable Tred Mahogany Lotus Blucher — 
Oxford Oxford, imitation tip, single sole, %- 





inch rubber heel, welt, Footshaping 




















Little Men’s—Same, spring heel, 
D widths, sizes 8'4-12.......... 







D, 4-8 





F294—Little Men’s “Buster Brown” Pliable Tred 
Pearl Elk 4-Eyelet Blucher Oxford, plain toe, 
moccasin sole, spring heel, welt, Footshaping 16 
EMGR, BD WEG, GOS OB... ccccccccccccess $2.25 





























B Svawa, Duos Ge SwDQainea, 


First Successful Shoe Manufacturer in St. Louis 
Founded 1878 


Cenows™s 
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For years, children’s shoes were sold in practically nothing but staple styles. 
Now with the great style vogue in women’s shoes, the children are asking for 
pretty shoes also, and in order to meet this demand you will find in 


BUSTER BROWN SHOES 


styles which reflect the general trend of women’s novelty footwear, but, of course, 
along somewhat simpler lines. 


A, B, C, D, 2%-7 
B, C, D, 11%4-2 
B, C, D, 8%4-11 


F335—Girls’ “Buster Brown” Patent 
Dulce Strap, imitation tip, single sole, 
l-inch rubber heel, welt, Footshaping 
15 Last, A, B, C and D widths, sizes 
2: , eeeeens $3.85 

Misses’—Same, %-inch rubber heel, 
and D widths, sizes 11%-2 

Child’s—Same, spring heel, 

17 Last, B, C and D widths, 
11 . ee os eeosese 


- 


sizes 84%4- 
.... $2.60 


B, C, D, 2%-7 
B,C, D, 11%-2 


F402—Girls’ 
Two-Strap, pearl 


Brown” Gray Elk 
elk trimmed, stay 
tip, single sole, l-inch rubber heel, 
welt, Footshaping 15 Last, B width, 
sizes 3-7, C and D widths, sone ods 
oees 4. 


“Buster 


shaping 17 Last, B, 
sizes 1114-2 eee 


C and D widths, 
és socee ane 


Patent 
Blucher 
Gray Elk 
Quarter 


A, 344-7 
B, 3-7 
Cc, D, 2%-7 


F371—Girls’ “Buster Brown” Patent 5- 
Eyelet Blucher Oxford, gray elk quar- 
ter, imitation tip, single sole, 1-inch 
rubber heel, welt, Stub Last, A, 314-7: 
B, 3-7; C and D widths, 2%4-7...$4.25 


BROWN SHOE COMPANY 


F298—Girls’ 


Misses’—Same, 


Child’s—Same, 


Child’s 
F325—Same in 


Pearl Elk 
Strap 
Sandal 


B, C, D, 2%-7 
Cc, D, 11%-2 


D, 5-8 


“Buster 
Strap Sandal, plain tee, 
heel, moccasin sole, welt, 


, 814-11 
Brown” Pearl Elk 
l-inch rubber 
Footshaping 


85 
%-in. rubber 
D widths, sizes 11%4-2.... 
spring heel, 


Brown and 
Black Calf 
Lace 

Oxfords 


“Buster Brown” Mahogany 
Lace Oxford, imitation 
tip, single sole, 1l-inch rubber heel, 
welt, Footshaping 18 Last, B, C and 
D widths, sizes 214-7 


4—Girls’ 
Calf 5-Eyelet 


Misses’—Same, %-inch rubber he 


and D widths, sizes 1144-2 
Same, spring heel, 
widths, sizes 8%%-11 

gun 

widths and sizes—2%%4-7 
11%-2 $3.00 


Pearl Elk 


Instep Strap 


B, C, D, 2%- 


B, 
c, 


Child’s—Same, 


Cc, D, 11% 
D, 8%-11 


F400—Girls’ 


Elk 


sin- 


“Buster Brown” Pearl 
Instep Strap, green elk trimmed, 
gle sole, l-inch rubber heel, welt, 
Footshaping 15 Last, B width, sizes 
3-7, C and D widths, sizes 214-7. .$4.25 


Misses’—Same, %-inch rubber heel, Foot- 


shaping 17 Last, B, C and D widths, 
sizes 11%4-2 ... .50 
spring heel, 


widths, sizes 81%%-11 


ST. LOUIS, U. 


Patent Instep 
Strap 


B, C, D, 2%-7 
B, C, D, 11%-2 
Cc, D, 8%-11 


F373—Girls’ “Buster Brown” Patent In- 
step Strap, imitation tip, l-inch rub- 
ber heel, welt, Footshaping 15 Last, 
B, C and D widths, sizes 214-7. . .$3.85 


%-inch rubber heel, Foot- 
B, C and D widths, 


Misses’—Same, 
shaping 17 Last, 
sizes 11%4-2 

Child’s—Same, spring heel, C and D 
widths, sizes 814-11.............$2.60 


Smoked Elk 
Tan Trim 
Sport 
Oxford 


B, C, D, 2%-7 
B, C, D, 11%4-2 


F403—Girls’ ‘“‘Buster Brown” Smoked Elk 
Sport Blucher Oxford, tan elk trimmed, 
plain toe, single sole, l-inch rubber 
heel, welt, Footshaping 15 Last, B 
width, sizes 3-7; and D widths, 

sizes 244-7 . $3.85 


Misses’—Same, %-inch rubber heel, B, C 
and D widths, sizes 1144-2 $3.15 


Patent Lace 
Oxford 


F338—Girls’ “Buster Brown” Patent Lace 
xford, imitation tip, single sole, 1- 
inch rubber heel, welt, Footshaping 
15 Last, A, B, C and D widths, Fy 
3.85 


Misses’—Same, %-inch rubber heel, B, 
C and D widths, sizes 1114-2... .$3.15 


S. A. 
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QUICK DELIVERY 
SCHEDULE 


Factory conditions have im- 
proved to such an extent that 
we are now able to re-instate our 
quick delivery schedule. 


This means that once more 
we are in a position to make and 
deliver shoes within three weeks 
from receipt of order. 


Dealers will find this quick 
delivery service of special bene- 
fit when sending sizing up orders, 
or when in need of new styles 


for at once delivery. 








ANOTHER 
HEEL HUGGER 


B 0689 Y 


Women’s Maduro brown kid quarter, 
brown Buck vamp and underlay, one-strap 
—— agen sandal, a _ —— 
and strap, tip and heel stay, Heel Hugger 
640 last, welt sole, 14% inch military heel. 


Not in Stock. Can make in three weeks 


It is not the last alone, but a 
combination of special fea- 
tures that is responsible for 
the manner in which they 
hug the heel. 





Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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WHITE LINEN STRAPS AND OXFORDS 


In Stock 





No. B 426—W ate Linen Strap Pump, White 
Calf Tri 44 Last, 12-8 Wood Cuban 
Heel, Welt. $4. 











Terms: Net 30 Days 


No. B 438—Whi ite tdnee, Oxford 223 Last, 
Ivory Sole, 12-8 White Heel, Welt. Price, 


$s. 
Not Stocked in D Widths. 


Write for In Stock Catalog 


C. P. FORD & CO., Inc. - Rochester, N. Y. 


NEW YORK CITY: 127 DUANE STREET 




















HE trend of shoe merchandising is 
toward goods that show a quick 
turn-over. 
Weber Union-Made Shoes have that 
apparent value which makes for quick 
and easy sale 


at $5 to $8 Retail 
Weber Bros. Shoe Co. 


North Adams, Mass. 


No. 995. Boarded Brown Calf, 
No. 93. Lace Oxford, Drake Last, Single 
Sole full Scotch edge with two rows stitch- 
ing to heel, natural ribbon inside and grey 
ribbon outside. Half Wingfoot heel. 











New York Office: 1328 Broadway, Marbridge Building, H. Harris, Rep. 














Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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The 
PRINCESS PAT 


“hey fit avaliere others fail 


T is with a feeling of pride WALK-OVER dealers slip the feet of their women 

customers into the “Princess Pat,” for here is all the smartness of Fashion, with the 
straight inside natural line. The roomy forepart is skillfully offset by a graceful outside 
curve. The narrow heel and instep add a deft touch to quarter. Constructed throughout 
with every thought of footform and fashion, the WALK-OVER “Princess Pat” has been 
proclaimed the premier perfect fitting shoe—the world’s biggest-selling women’s 
last. 


Carried in Stock - Dept. 6 - Campello and St. Louis 


It is but one of the many FAMOUS Walk-Overs that will help you make every 
week a good week. Our In-Stock Catalog shows the way to bigger profits—Send for it. 


Gero. E. KEITH COMPANY ‘4 
js Makers of Wax-Over Shoes for Men and Women Ses 
ae AGENCIES IN ALL IMPORTANT CITIES OF U.S. AND THE WORLD ‘OVER. i 
CAMPELLO-BROCKTON. Massachusetts 
St. Louts, Missouri 


<4) 
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Style ‘“‘Prince’’ in the Arrowhead Line 


Fine gauge, medium weight 12 strand pure Japan silk, mercerized top, heel and toe, high spliced heel and 
double sole. Black, White, Cordovan, Navy, Gray, Tan, Pongee. Sizes 9 1-2 to 12. Price per dozen. $6.25 


Style “960”—Same as “Prince” except finished with beautiful embroidered clox. Price per dozen.... $8.00 


This Handsome Sock Can Be Sold So 
Reasonably It Will Swell Sales Volume 


It is only because of the unique manufacturing policies of Richmond Hosiery Mills that such high 
quality and long wear can be sold at such a price. 


Men want hosiery of good appearance—and they want them to wear. “Prince” was made accord- 
ing to these exact specifications. 


The price at which you can sell this fine silk number is positive assurance of quick turnover. 


The Arrowhead Line—and this particular style—are being advertised in the national magazines. 
Another assurance of quick sales. 


Send in your order for Style “‘ Prince”—and help swell your sales volume. * 


RICHMOND HOSIERY MILLS, Inc. 
Established 1896 
CHATTANOOGA - - TENNESSEE 
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ULTRA 
WHOFS 






































dre Coxel 


A cut-out style Oxford that 


is findin a rea » le at 
is season. Va 

Qusstote ma. Bgck 

223. (a i daa i Bg 

with cut-out Facin cone 

Collar in Russia Calf 45 

Drawn Ppigh 55 last 

canr ying, ite sti ch 

aot ae an &% leather 

hee 


Not in St head, ‘ 
Not ip Stock, bot masle 


Price 5.50, 3% s0days. 


MOORE-“HAFED 
‘\WHIOE ‘MFG *CO° 


BROCKPORT. Ae penn 


NEW YORK OFFICE 545-547- lace Goeeten ran BLOG. B WAY AT 3428 ST. 
































BOOT AND SHOE RECORDER May 26, 1923 


| ..WHITE SHOES... 


In Stock—Now In Stock—June Ist 

















No. B 720— White cloth one-strap, Edna Pump, 

White Kid cut out Saddle Strap. Nickel Buckle, 

= my ivory sole, welt and heel, 37 last, ay 
ice 


No. B 713—All white cloth five eyelet oxford, 
outside tip, narrow space vamp and lace stay, 


Terms: Net 
white ivory sole, welt and heel, 27 last, 13-8 heel. 
Pi $4.00 


30 Days 


BURROWS SHOE CO., Inc., Rochester, N. Y. 


N. Y. City Sales Room: 602-604 Marbridge Building 








Rubber Heels 
‘Tailored to Your Shoes 


You want your shoes to 
express your own care- 
fully thought out ideas 





cording to your own 
specifications. We can 
put your name and trade 








for correct design‘ and 
craftsmanship. Now you 


can follow this idea 
through even to the rub- 
ber heels you put on 
them. 

We are prepared to make 
tubber heels for you ac- 


mark on every pair. 


Prompt shipments as- 
sured. 


Write us your require- 
ments and we will ex- 
plain our proposition in 
detail. 


THE REPUBLIC RUBBER CO. 


YOUNGSTOWN, OHIO 





REPUBLIC RUBBER HEELS 


Heels Tailored to Your Shoes 





Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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Skinner's 
Shoe Satin 


We have letters from shoe dealers 
throughout the United States and Can- 
ada asking the names of shoe manufac- 
turers who use Skinner’s Shoe Satin. 


Manufacturers and merchants who want 
their slippers and shoes to have greatest 
possible sales value as well as wearing 
quality, specify Skinner’s Shoe Satin and 
tell their customers about it. 


Skinner’s Shoe Satins are 36 inches wide and made in four 
different qualities to meet all the requirements of the trade. 


WILLIAM SKINNER & SONS 


New York Chicago Boston Philadelphia 


Mills: Holyoke 
Mass. 


Established 1848 


—_ —_ 


«(ae 
_—_ = 


“Look for the Name in the Selvage” 


* 
Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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. S58 = UA the bulk of your business will center around such cnates as these: 


iilig “ATTA” Brown 61 “ATTA” Red 71 
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IN STOCK 


Fill in your Stock and Build up Your 
Sales with these strong pullers. Make 
them your nec dig or fast turnover and 
sure repeat busine 


No. 600 


Genuine Black Glazed :~ Comfort Strap Slippers w 
Leat — Insoles and 9-8 + WEE Heels. One width Saas = 
fits anybody. Sizes, 24 to 8............cceeeeceess $l. -65 


above. Sizes, 
No. 601 [3oRupbis Hece'D and E cath 98s 


No. 602 Genuine, Black Glazed Kid Comfort Ox- 
Oo. ford with Leather Insoles and 9-8 Rubber 


Heels. One width. Size, 214 to 8 . 


Same as abo is-8R Rubber Heels, D and E 


YEA (0) ti~9 Wwe) 3 (0) 5 _ EIT: 


MILWAUKEE WISCONSIN 
i 


li 


i} 
Hi 
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What Colors for Fall? 


wae, While novelty footwear will be offered in a variety of colors, 
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“ATTA” Tan 91 


No. 14 (Medium Brown) No. 21 (Dark Brown) No. 31 (Light = 
Black and Brown Suede Seneca Dull 


They’re all “Sunpru Shades” and obtainable only in 


BROWN’S QUALITY CALFSKINS 


Write for Sample Cuttings 


. D. BROWN & Co. INC. 


EXECUTIVE OFFICE AND FACTORY 


eociinetsi Syl 
Fil 


BOSTON STORE. 50 SOUTH ST. 
CHICAGO OFFICE. 130 NORTH WELLS ST. f Hi 


= Min nul ei | 
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Anita 


A black suede turn trim- 
med with black kid—will 
make a hit with fastidious 
dressers! 


Handle the Line Which Builds 


THE VAL DUTTENHOFER SONS CO. 


THE ORIGINAL 


ESTABLISHED 1888 


Cincinnati 


BRANCH OF THE UNITED STATES SHOE CO. 


Arch Protector 


One of the leading com- 
bination Oxfords. Rein- 
forces the arch. Makes 
walking a pleasure. 
Salesmen on the road now! 
Wire or write to have one 


call at once! 








See 
Tt 
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SPEEDSTER 


A Doggy Sport Shoe 
for Lively Boys 


When it Comes to Shoe Style, 


Big Brother has nothing on the lively 
youngster who sports a’ pair of Teeple’s 
Speedster Oxfords. This shoe is of the 
finest, softest Khaki elk leather.! Any 
boy may well be proud of its he-man- 
nish lines. You’ve a sizable market for 


STYLE 54—IN STOCK 


(Illustrated) 
Khaki Brown Elk; brown kip tip, saddle 
and backstay. Dryden studded sole, 1 to 6. 
Leather sole, 10 to 13%. 
Boys’, 24 to 6 Seatiaidlas 
Youths’, 1 to 2 : 
Little Men's, 10 to 134 








Ready Now 





Will 
[ein Mel 


+t ‘ith 


S aad || | 7//) 





IN STOCK 
STYLE 62 


Patent chrome, corded four-row tip. 

Boys’, 2% to 6 . $3.50 

Youths’, 1 to 2 3.25 

Little Men's, 10 to 134 occa 
Prices Based on Even Dozens Entire Order 5%— 

10 Days 
FIVE STYLES 
Five Teeple Styl's on one Teeple last are all 
the boys’ welts that mest stores need. Con- 
centrating production on th se makes possible 
a quality far above the price. 
THREE SPECIFICATIONS 
All Teeple Shoes are made with 

Prime Fine Soles cut by J. D. Neilson Co. 
Dryden Double-Weer Rubber Heels. 
Fred. Rueping Leather Co.'s Upper Stock. 


Write for Catalog 


TEFPLE SHOE CO. 
WAUPUN WISCONSIN 











Built and put in stock to meet the 
big demand for lighter tan leather in 
men’s shoes. This oxford is distinc- 
tively Stetson,—is made from Tan 
Casca Calf over the Frat last, a new 
and dignified shape,—and, with its 
companion, Style 24R, made from 
Black Casca, are Ready Now. 


Dept. 5’s desire to render efficient 
In-Stock service at all times is ex- 
emplified by the addition, in mid- 
season, of these two new models. 
During the rush of spring and sum- 
mer business, Dept. 5 will be kept 
ready to fill all orders with the least 
possible delay. Get into the habit of 
calling on Dept. 5 for your sizing-in 
orders. 


Send for Stock Book 32R 


Che 
Stetson Shoe Co. 


Incorporated 


South Weymouth, Mass. 
Boston New York Chicago 
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Johnson’s Orthopedics for 1923 


A GOOD TIP TO PROGRESSIVE DEALERS 
FOUR OXFORDS READY TO SHIP 


“ARCH SOLACE” Oxfords have proven extremely popular with the trade that appreciates 
staple selling merchandise of honest value. 


is is 


300 — Brown Kid Lace Oxford, 13-8 G »odyear te 301 — Brown Kid Lace Oxford, 11-8 Goodyea 
Wingloot Rubber Heel Metal Arch Su weet No. = a ingfoot Rubber Heel, Ar a 123 Last $4.35 


No. 303 — Same style : . $4.10 


No. 302 — Sunes in Black Kid . 


Sizes: AA, 4 1-2 to9; A,4to9; B,31-2to9; C,31-2to9; D,3to9 | 
Sizes 8 1-2 and 9, 25c extra 


yl 3), SHOE inenae) 
Y MAINE 


Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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Graceful Lines in the Counter 


Produce 


Graceful Lines in the Shoe 


HUB PIGSKIN COUNTERS have an inherent 
elasticity and flexibility that makes them con- 
form readily and hold their shape permanently. 


The picture opposite shows you the very limi- 
ted area, which we term Hub Reservation, from 
which comes the prime, flexible leather which is 
the only counter leather used in HUB PIGSKIN 
COU NTE RS—just a small strip from the back. 


Get these facts—HUB PIGSKIN is leather—-gqcod 
leather—selected leather. 


No better leather counters can be put into quality 
shoes. The price favors both the manufacturer 
who uses them and the merchant who specifies 
them. 


A. C. LAWRENCE LEATHER CO. 


210 South Street, Boston, Mass. 


NEW YORK PHILADELPHIA CHICAGO ST. LOUIS 
ROCHESTER CINCINNATI MILWAUKEE 
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What Makes Steinway the 
Standard Piano of the World? 


Piano makers have dissected a Steinway in 
their endeavors to discover the secret--but 


without success. 
The making of RAJAH Soles is in a sense, 
comparable. 


Our exclusive process gives RAJAH those 
properties which make a friend of every wearer. 


Remember — 


Genuine Rajah Soles are 
branded with this mark 








Do Not Juclpe Rajah Soles 
rg do rol bearil 


ALFRED HALE RUBBER CO. 
ATLANTIC, MASS. 
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FLOWER, EGITY KID 


SH) 


Wastes 
"Wewill be glad 
- tosubmit samples § 


| WS Hiss 

/ ] } » AS 
ji i "Wis 
YY \ 


i? 


Oscar §cherer & Bro.,Inc. 


ORIGINATORS OF AND LEADERS 
IN FANCY COLORED KID 


29 Spruce St., New York 


FACTORY AT NEWARK Nv. 
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Why is our tannery run- 
ning at 100 per cent ca- 
pacity, and we shipping 
‘all it can make every day? 





ECAUSE retailers and wearers have discovered 
that WILO LEATHERS render noticeably 
better value in medium priced shoes. 





Have You Sampled ACORN WILO 
COLOR 22 — SMOOTH 





C. D. Kepner Leather Co. 


139 South Street, Boston, Mass. 
10 Spruce Street, New York 
308 Leather Trades Bldg., St. Louis, Mo. 























SHOE BUCKLES OF QUALITY 
TIMELINESS AND STABILITY 


‘‘NILE-ART” SHOE BUCKLES a —— BUCKLES FOR FOOTWEAR 
are especially designed to meet the popular demand for | elow are shown a few leaders in eur “Elite” line of 
the Egyptian influence so evident in both apparel and Footwear Buckles. Time tried—popular—they will add 
accessories. They are timely in treatment and up fo the | the delicate “finishing touch” that makes for Sales. 
minute in style. ‘ 


No. 1325 
Size —1 inch 
Finishes —Nickel Plate 
French Grey Silver 


| 

} 

| No. 2416 No. 1375% 

| Sizes— %; re: 4: %& inch Sizes—%;4: %: %; % inch 
| 


(H © 





No. 1326 
Size—% inch 
Finishes—Nickel Plate 
French Grey Silver 





Othe? Regular Finishes 
if Des red. 


. No. No. 1368 
PROMPT DELIVERIES CAN BE MADE | Siace—$6: 54; 96:1 inch Sineo—%4; 4; 14: 1 inch 











WE ARE HEADQUARTERS FOR BUCKLES OF ALL TYPES FOR ANY PURPOSE 


Samples Free NORTH & JUDD MFG. CO. 


on Request New Britain, Conn. 
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No. 1907 


“The Branigan” 











ANKLE fashioned — the 
distinctive outstanding 
feature of Nunn-Bush 

oxfords—that character of finest 
craftsmanship in shoe manufac- 
ture, which insures the proper 
permanent snug fit at the ankle, 
has aroused unusual favorable 
comment among high grade shoe 
retailers throughout the country. 
The noticeable increase of our 
sales attest this popularity. 


The illustrations reproduced on these 
four pages are some of our attractive 
new styles and designs which our 
salesmen are showing for fall and win- 
ter—all Nunn-Bush ankle fashioned 

Order by mail or send request for 
salesmen to call now to insure early 
delivery. 

The oxford shown on this page is 
No. 1907 Black Viking Calf, Tan 
Scotch Grain Collar, Trouser 
Creased Brogue Last. 


Price, $6.15 
Nunri-Bish & Weldon Shoe Company 


Mil WAUKEE, WISCONSIN 


nae gree 

















NUNN 
SUSE wes 
Oxfords 








“Faithful to the Last” 


No. 2973 
“The Knicker” 


No. 2941 
“The Branigan” 


No. 2910 
“The Brogue”’ 


No. 1974 
“The Brogue” 








CREATIONS 





or Fall and 
Winter 


TYLE, Comfort. Character. 
design—plus ankle fashion 


—makes the wearing of a Nunn- 
Bush oxford a perfect delight. 


Read carefully the descriptions of the 
oxfords illustrated on these two pages: 
No. 1910 
Bik. Smo. Calf, Roll Tip, Marne Last 
Price $5.65 
No. 1974 


Bik.-Scotch Grain, Blk. Cordovan Apron, Bro- 

gue Last Price $6.15 
No. 2911 

Color 3 Viking Calf, Brn. Shark Collar, Radio 

Lan. Price $6.05 
No. 2910 

Color 4 Brn. Viking Calf, Brn. Shark Instep 

piece, Brogue Last. Price $5.95 No 1910 
No. 2938 ze m 

Color 3 Norwegian Calf, Color 4 Aztec Tip ; The Marne 


and Collar, Brogue Last 
Price $6.40 
No. 2973 


Tan Scotch, Grain, No. 4 Brn. Viking Tip & 
Apron, Knicker Last Price $6.50 


No. 2941 
Color 4 Brn. Aztec Calf, Color 3 Norwegian 
Foxing & Gusset, Patent Lea. Piped quarted, 
Branigan Last Price $6.80 
No. 1908 
Bik. Viking, Trouser creased, Vamp, Branigan 


Last Price $5.80 








No. 2938 
“The Brogue” 


No. 1908 
“The Branigan” 











No, 182 


“The Country Club” 


No. 180 
“The English” 


f- NS 
‘OLF is a hobby with men 
who love a fine, clean, out- 

door sport of moderate exercise. 

Nunn-Bush Oxfords increase the 

satisfaction of this pleasant out- 
pastime. 

No. 180 

Bren = 

Plug English 

No. 181 
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VAUGHAN’S IVORY SOLE LEATHER — 
ies a Re 


A Marked Preference 
for White Shoes 


eye ROBABLY no factor in the 
4h re F designing and merchandis- 
ee ing of white footwear has 
—_ done so much to render that 
kind of shoe staple, as VAUGHAN'S 
IVORY SOLE LEATHER. For 
years, we have made this claim, and 
now we make it again with redoubled 
emphasis. Makers of 

IVORY HEELS 
Neatly trimmed edges, finely bot- IVORY WELTING 
tomed shoes, permanence of tone both IVORY TOP LIFTING 
in color and solidity, total absence of IVORY MID-SOLES 
cracking and peeling-——these are but IVORY FIBRE HEEL 
a few of the good results obtained by BOARD 

using VAUGHAN'S IVORY SOLE 

LEATHER. It is a matter of 

sound business policy to specify 

“VAUGHAN’'S IVORY.” 


Do it today. 


George C. Vaughan Co. 


Tanneries at 


PEABODY - - MASS. 


“The Sole That Has Made 
White Shoes Staple” 
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Quick T 
Svigiereict No. 80—Martha Washington Glazed Kid One- 
: Strap Sandal. Plain Toe. Turn Sole, 12-8 Mili- 

A tary Heel. Rubber Top-lift. Widths A-B, Sizes 

: 38 34-9; widths C, D, E, Sizes 24-9. Price $3.25 O p e QO 

e 





In stock 
No. 81—Two-Strap, same as" No. 80. Price 








Now made possible by 
aggressive Martha Washington 
Merchandising Methods 





No = —Martha Washingron Glazed Kid Lace Retailers every where oe giving 
Oxford, Circle Vamp, Plain Toe, Last 131, Turn : ‘ i 

Sic "i-8 Cuban Hee, ‘Rateer Tope | More consideration to sensible, 
Widths A-B, Sizes 34-9: Widths C. D, E. 


— er staple shoes that are always sal- 
= able and always sold at a profit. 








And thousands of leading, pro- 
gressive merchants are finding 


that the staple shoes in the 
Martha Washington line will 

4 10-8 Heel. Rubber Top-lift. Width B, Sizes e ° 

J 344-9: Widths C.D. E, Sizes 234-9. Price bring quick turnover on shoes of 

permanent value. 











The enthusiasm of every aggres- 
sive Martha Washington dealer 
for the line is positive evidence of 
the huge possibilities for profit 
H Onford. Tip. Lave 134. Tum Sole 108 Mod, for the merchant who features 
Rubber Top-lift. Width B. Sizes 3 4-9; Widths , 
Martha Washington shoes. 


artha 


Comfort and 
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The 
Martha Washington 
Merchandising Plan 










—a proved success: 
—now earning extra profits 
for thousands of retailers. 












f: Sho. th. 

Gnd 2, 0°8 un 7? W122 
chart’ We ay tte ¢ AP wing et the oy 
roPlete aa tee, rv Re = = vere - sal our fee are” 
ride 1 rey aes Along age fre, ke Agene ‘ 

* ang Pra tng cag tter >, * t oup ine @ any, of these 
18 a or 
re 







Read this letter from one of the 
nation’s largest retailers of shoes. 
It is typical of hundreds of let- 
ters that come to us from re- 
tailers throughout the country— 
from merchants who have given 
the Martha Washington plan an 
opportunity to make money for 
them. 

























Martha Washington Dress and 
Comfort shoes are staple, com- 
fortable, durable shoes that sell regularly—monthj after 
month—at a reasonable profit. 









An exclusive, patented process makes Martha Washington 
turns fit better and wear longer. They have no ridges or 
exposed seams on the inside, to hurt the foot. They do not 


rip. 
Fine selected uppers, plump oak tanned soles, extra long 


sole leather counters and careful workmanship combine to 
add durability and pleasing appearance to these fine shoes. 











And affthorough system of dealer co-operation helps to 
make the Martha Washington line supremely desirable to 
merchants. 












Write now for the Martha Washington repre- 
sentative or for the details of the Martha 
Washington plan to help you sell. 


F. Mayer Boot & Shoe Co. 


MILWAUKEE 


Washing} 


Dress Shoes 
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IN STOCK 


Newest Sandals 
and Patent Strap 
Patterns 


B 314—Patent Colt Sphinx = a 8-8 
Heel with Rubber Top Lift, Welt . $4.50 


No. B 308—Two-Buttoned Strap Pump. 
All sean Colt with Gray Kid ane and 
Apron Underlaid with Patent Colt, 

Heel with Rubber Top Lift......... 95.90 





Terms: Net 30 Days 





No. B 307—All Patent Colt Two-Buttoned 
Strap Pump with Imitation Tip, 10-8 Heel 
with Rubber Top Lift, Welt........ $4.50 


JOY, CLARK & NIER, Inc., Rochester, N. Y. 


New York Office, 127 Duane Street, Murray Klein, Representative 


=j 


B315—Sand Buck Theban Sandal, 
Heel with Rubber Top Lift, Welt. . 


B 316—White Buck Theban Sandal, 8-8 
wae Ivory Heel with Rubber to 


8-8 
$4.85 


| Lary whee , Sunset Russia Trim, 
Tip and Backstay, 10-8 Heel with Rubber 
Top  Uudebsederdctecsoces $5.65 





=) 











No. 6571 


Patent Vamp and Foxing AGray Suede, 
Strap and Collar, Rubber H 
D and E, 11%-2 


No, 7029 


Gray Saddle, D and E, Patent Vamp” and 
Quarter, 44 41,60 





Our In Stock 


Department 
Is Your Own 
Warehouse 


Because years of experience in mak- 
ing 3 W’s Lenox Shoes has taught us 
the secret of preparedness, hundreds 
of far-sighted merchants use our In- 
Stock Department as a dependable 


store house. Orders are shipped the 
day they are received. 


The steady growth of our output 
proves the genuine satisfaction we 
have given and are giving our cus- 
tomers. 


Shoes illustrated at the left are typi- 
cal of the large line available to the 
wise buyer and the careful parent. 


Weimer, Wright & Watkin Co. 
~ 35 South Second Street 
PHILADELPHIA, PA. 
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THE “LAFAYETTE” 


| Saeaed a to its ideals of Style and Service, 
the Edwin Clapp Shoe maintains its high 
standard. The best materials and workman- 
ship combine to produce shoes worthy of the 
honored name they bear. 


EDWIN CLAPP & SON, Inc. 
EAST WEYMOUTH, MASS. 














Pp 
Ae) 
SOOO 93090 


ESTABLISHED 185° 
Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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Reg. U.S. Pat. Off. 


Heel of Greater Vitality 




















Will surely appeal to your sense of 
practical manufacturing economy 
and good business. 


Absolutely A-1 stock. 
ee eT A low scale of prices. 
us y, Standard size, shape ) 
LA _ and nailing. AT 
(ee VAS Ds } \ al : 
w= ~ Meimrt aaa ape tt ssadSae 


STILL ULLAL EO CAL OW CO A LEDC CO COCR COI 


« WEST HANOVER, MASS. € 
Boston Office “%& 10 High Street 


i leit —— 7 
Gen] ev ev LERIGRL ORI GRIODLEDIEE IERIGRIERIERIERIERIERISUIERION LERTERTER TERI TERIFUL EE LERCH LER TEN SRLS Lee 16k 14 Leu Lee Ley ey Lee 1h LEVIES 
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LUCERNE 


900—All Ivory Kid, Cut-outs as_illus- 
trated. Nu Flex Process, Cuban Wee 


June 10 Delivery 


901—All Patent, Cut-out Vamp and Top 

of Quarter. Perforated on Side of Quarter 

instead of Cut-out. Red yams and 

Stitching, Cuban Wood Heel . . $4.50 
June 20 Delivery 

Can also be made up in all "Leathers and 
Combinations 


RELIANCE 


500—White Levor One Strap Two Button, 
Nu Flex Process, 1344-8 Covered Heel. 


501—White Levor, as above, Light Welt 
8-8 Heel, Rubber Top Lift, Imitation Shield 


502—All Patent Light Welt, 8-8 Rubber 
Top Lift, Three Neat Cut-outs and Pi 


Underla 
Conies through the Works 
Can also be made up in all Leathers and 
Combinations 
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Reg. U.S. Pat. Off. 


The Last Word in Smart Footwear 


At Popular Prices 


WOOD SHADES 
RED KID 
PATENT LEATHER 
WHITE KID 
IVORY KID 
and COMBINATIONS 


Wire Your Orders for 
these Volume Sellers 


LUXURIA 
800—Bamboo Ooze Calf, Nu Flex Process, 
Spanish Junior | $4.50 
June 20 Delivery 


802—Red Kid as above, Cuban Heel $5.00 
June 10 Delivery 


803—Alil Patent as above, Light Welt, 
1344-8 Cuban Leather H $4.50 
June 25 Delivery 
Can also be made up in all Leathers and 
‘ombinations 


Minimum Order 12 pair to a width. 


600—All White Levor Sandal, Nu Flex 
Sem 9-8 Covered Heel, Rubber To 


Coming through for May 30 Delivery 
= aa Kid, Red Center Strap, Light 


Coming through for June 20 Delivery 


Can also be made up in all Leathers and 
Combinations 


MAJESTIC 


700—All Patent, Light Welt, 8-8 Heel, 
Rubber Top Lift $4.56 


701—All White Levor, Light Welt, 8- 
Rubber Top Lift $4.50 


702—All White Levor, 1344-8 Cuban Heel, 
Nu Flex Process 06 
Coming through the Works 
Can also be made up in all Leathers and 
Combinations 


RIALTO SHOE COMPANY 


MANUFACTURERS OF WGMEN’S FINE WELTS AND McKAYS 


110 K STREET 


The Women’s Gilt Edge Line 


BOSTON 27, MASS. 
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tandardize on 


Evans Brands 








Shoes made from EVANS’ 
Leathers this year will give the 
same service as those made from 
them last year. 


Shoes made from them next year 
will give the same service as 
those made from them this year. 
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Evans Ruby Kid combines soft, 


pliable ‘texture and fine grain 


It is significant of RUBY KID’S constant excellence that in many 
famous factories, where quality is rigidly kept the same in shoe after 
shoe—RUBY KID is the standard black kid. 


The raw stock we always use, produces at once the softest texture and 
the finest grain that can be secured. 


And the color is a deep bronze black that cannot “rust,” but remains 
mellow and brilliant in service. 


JOHN R. EVANS & COMPANY 


Camden, New Jersey 
BRANCHES IN ALL LEADING SHOE CENTERS 
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Trade Mark Reg. 


Just Enough Support 


Here’s a real shoe for babies—just out of the soft shoe 
class—with beauty, style, fine workmanship and a good 
stout sole. Every mother you show it to is a sale. 


CAHILL’S 


ANATOMICALLY CORRECT 
ARCH BRACE SHOE— 


is meeting the universal approval of the trade. The 
lasts are scientifically constructed to relieve certain 
nerves in the foot. The Flexible arch brace permits 
the normal foot to retain its natural position. Absolute 
comfort is assured. 


Two-Strap 
of First 
Quality Elk, 
in All Popular P 
Shades. 
Pear! Chrome 
Sole. 
Guaranteed 
not to rip. 


<<< So ee 
a a a a a at ae ate aes 


————-— = - 
ee ae 


Write for the agency in your city. They 
are carried in stock, Heels 1”, 144”, 
16/8”. Sizes 3 to 10, Widths A to D. 
Made in four weeks, 24% to 10, AAA to 
EE. Black Kid $5.00. Brown Kid $5.50. 


Four weeks delivery on other leathers, 


The CAHILL SHOE CO. 
Cincinnati, Ohio 


HUB GORE 


a a a ae ae ae ate a es 


Send for catalog of In-Stock—Soft Soles, “‘Tri-To-Walk” 
and Nard Soles r 


LITTLE WITCH SHOE CO. 


(With which is consolidated Stevens Soft Sole Shoe Co.) 
144 WASHINGTON ST., SALEM, MASS. 


_——<—<—— = - =: 
_—— ee a es 
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ON OCEAN FRONT FIREPROOF 


Various Widths and Colors 


Cotton-Mercerized and Silk | The Breakers 


» | Atlantic City, N. J. 


SEND FOR SAMPLES | SPECIAL SPRING RATES 
i) American Plan $7 up European Plan $2.50 up 


The famous season for famous 
when service, food 


EVERLASTIK, Inc. | | snd comfort are at their bert. 


’ 
Webster and Spencer Aves., Chelsea, Mass. PLAN YOUR TRIP NOW! 
Garage Concerts Dancing 


1107 Broadway, New York City | JOEL HILLMAN, Proprietor 
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No. 447 
Newcastle Brown Kid Bal, 
Newport-Arch Last 
(straight), narrow shank, 
close fitting arch. Wingfoot 
heel. (Top Grade) 
$6.75 
30 Day Delivery 
Showing the arch supporting No. 445 
corrugated steel shank riveted 00 Newcastle Brown Kid blu- 
in position through the ; ’ cher, O'Brien-Arch Last 
et (an adaption of the famous 
: O’Brien last to the arch 
supporti type of shoe.) 
Wingfoot heel. (Top Grade) 
$6.75 


30 Day Delivery 


NORMALCY ARCH SHOE 


puts pep in the step of men who suffer from weak and falling arches. The corrugated 
steel support, firmly riveted through the outsole into the shank of the shoe, holds the 
long arch of the foot in place, relieves strain and discomfort — makes the wearer feel 


like a new man! 


Made on two good lasts, providing an accurate fit 
for most feet. You can bank on this scientifically 
correct shoe to draw and hold trade in volume. 


THE GODING 
SHOE COMPANY 


tee Ts 
( 833-855 W. Chicago Avenue CHICAGO 
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Speed Summer Sales 


With These Dependable Welts 








a , White Levor Kid, attractively trimmed with 
All Solid Goodyear Welt of white Polar . ° 
Kloth. tri i with white leather. Milo button, era! ot -. cut-out tip, rubber 
cut-out tip, rubber heels. Widths B, C, D. heels. ths B, C, D. 

5R 4778—Sizes 3 to7................. $4.35 


SR 4784--Sizes 3 to 7... ..........0065 $3.75 




















You must suit a wide variety of desires during the white 
season. Here are two individual styles that will please 
many. They permit your customers a selection of some- 
thing different from plain white or white with the conven- 
tional trim, and still are not so unusual as to be extreme. 
Progressive, yet safe styles to stock. They are worthy of 
your store—dependable and satisfactory. On the floor 
for immediate delivery. 


sINBAc. 


SINSHEIMER BRO. 6 CQ 
2111-13-15 W. MONROE $t. 


CHICAGO 
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They enjoy walking— 
and therefore they 
enjoy buying 


the shoe with a 
real “Chassis” 


again—simply because it gives a new measure of 
foot comfort, a new idea of foot usefulness. Men 
are learning to walk again—they’re more active, more 
successful, more healthful—wearing the “Arch Preserver 


Shoe.” 


They are getting acquainted with this superior shoe 
through an extensive national advertising campaign ap- 
pearing in the Saturday Evening Post, Harper’s, Scribner’s, 
Century, Atlantic Monthly, World’s Work and the Review 
of Reviews. 


\ SHOE that brings your customers back time and 


The real men of your community want the advantages 
they can get only in the Arch Preserver Shoe. And they 
are going to buy this shoe. No other shoe can give such 
satisfaction; no other shoe can offer such an opportunity 
to the dealer. . 


Sixteen styles carried in stock for immediate delivery, 
thus making unnecessary a large investment of capital. 


“aa Ss» 


ess 





Makers of the “Just Wright" 
Men's Fine Shoes since 1876 


ARCH PRESERVER 


The Talbot Shoe Co., St. Thomas, Ont., are licensed 
by us to make Men’s Arch Preserver Shoes for Canada. 





“KEEPS THE FOOT WELL” 


This Trade-Mark is found on 
the sole and lining of every 
genuine Arch Preserver Shoe. 
There are seven patents em- 
bodied in Arch Preserver Shoe 
construction. These are vested 
solely with E. T. Wright & 

mpany, Inc., Rockland, 
Massachusetts, for the makin 
of men’s and boys’ shoes, an 
with The Selby Shoe Company, 
Portsmouth, Ohio, for the mak- 
ing of women’s and misses’ shoes. 
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Longer Wear 
with Every 
Pair 


Out in the Open 


where you move quickly—play hard 

and long—and use your feet every Matchless 
blessed minute—Firestone-Apsley 
Canvas Footwear will add much to 
your success at sports, your comfort 
and your peace of mind. 

Made of highest grade canvas— 
quality rubber, scientifically blend- 
ed and compounded — fashioned 
throughout by shoe experts—there’s 
nothing better put together in can- 
vas footwear. 

And yet—because of immense fa- 
cilities and quantity production— 
you are able to secure Firestone- 
Apsley Quality at moderate prices. 

You'll favor both your comfort 
and purse by insisting upon the 
Firestone-Apsley Mark of Quality 
in all your canvas footwear. 

All styles and sizes—for Men, 
Boys, Youths, Women, Misses and 
Children. 





FIRESTONE-APSLEY Becth ite. £98 
RUBBER CO. NATIONAL SHOE STYLE SHOW 
Manufacturers of BOSTON 


Rubber and Canvas Footwear, July 9-12 
Rubber Clothing and Rubber Heels 


Hudson, Mass. 


——————— << 
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“COLLEGE” LAST IN STOCK 


MADE everybart 
SOLID LEATHER 


We Ship by “Carter Express” at Freight Rate 
Carter Pays the Difference 














$3.50 


YOU WILL LIKE THE “COLLEGE” LAST 


Stock No. 51, Goings Lost, Spent Bed Cot, fitted 2 plus 2 plus 2, with or: a 
white combination, eather lined quarters, leather heel pads, rubber heels, 

D, choice of ‘three regular runs, 6-10, 7-9 or 6-11. (See table below showing exact ph 
in each run), price $3.50 less 4% 20 days. 


Stock No. 61, Gun Metal Calf, same last and pattern as above, but fitted with black 
stitching to match the leather, ‘widths C, D, choice of three r ae Sits 6-10, 7-9, or 
6-11. (See table below showing exact sizes in each run), price $3.50, less 4% 20 days. 


Specialty Manufacturers of 


MEN’S AND BOYS’ 
GOODYEAR WELT DRESS SHOES POPULARLY PRICED 


NASHVILLE, TENNESSEE 


Our salesman will call without obligation on your part. Write or wire. 











{6 {>| 714 | 8] %419]%4|1] | 7] 96] 8|r6/9] [6 [25] 7 [26] 825] 9 [26] 0] 0 
| Tr [aj t|2]1|a|¥{1 3,2 [3|2)2 b}af2jaf2fafefrfa|e 
12 Pairs 6—10 12 Pairs 7—9 12 Pairs 6—I1 
(The same assortment of sizes are also packed 24 pairs sealed cases) 




















I UC LLIB / BANNAN NAY AYE EY NERY AY AYES TOO De ayer, ron wt 
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and 
not what ™ 


want. 





the Better Rubber Heel made by 
Quabaug Rubber Company, North Brookfield, Mass. 














THE CROSSETT IDEA! 


OU have always thought well of Crossett Shoes— probably you 
have intended to handle them when the condition of your stock 
and the time was right. May we suggest that now is that time. 
Never was there a better time to put in a quality line, never has 
there been a combination of circumstances that called for a 

greater and keener attention on the part of the retail merchant to the quality 
and reputation of the shoes on which to build or rebuild his business. Look 
over the styles shown herein and the prices quoted. With the complete line at your command 
with the same lasts and many of the same patterns made in the Augustan and Long-life 
brands, you will have a complete line of shoes with which to meet fully your requirements 
and enable you to build a quality business —~in volume — with a growing bank balance. 
Successful shoe merchants are doing this all over 
the country. If you are in a town which has 
not now an established Crossett agency, let us 
explain to you our full proposition including the in- 


No. S 3013 tensive advertising to fit any locality. A card will bring 


you a prompt response. 














HAIG LAST 


Smooth Ruby Calf, LEWIS A. CROSSETT CO. 
one-inch Rubber Heel. NORTH ABINGTON, MASS. 
A, 7-11; B, C and D, 6-11. 





I N Ss TOC K 


$6.00 No. S 3012 


HAIG LAST 


Medium Brown Calf, 
No Box, Rubber Heel. 


A, 7-11; B, C and D, 6-11. 

















IN STOCK 


$6.00 








TT 
| Gossett No. S 3014 


“MAKES LIFE'S WALK EASY™ HAIG LAS Ee 


Black Calf, one-inch 
Rubber Heel. 


A, 7-11; B, C and D, 6-11. 








IN St @€ G&G 


$6.00 





Nationally 
Advertised ! 





No. S 3015 


LATONIA LAST 


Black Calf Oxford, 
College Edge, one-inch 
Rubber Heel. 


A, 7-11; B, C and D, 6-11. 








IN STOCK 


No. S400 


ULTRA LAST 


Van Dyke Brown Calf, 
one-inch Rubber Heel. 


A, 8-10; B, C and D, 6-10. 





IN STOCK 
$5.65 


No. S 3011 





THOROBRED LAST 


Medium Brown Calf, 
College Edge, one-inch 
Rubber Heel. 


A, 7-11; B, C and D. 6-11. 





IN STOCK 
$6.00 








OSSETT IDEA! 


The shoes shown on these four 
S % pages are all carried in stock. 
ssssesssssesssses? = They are the selling models. Let 
us ship you your immediate re- 
quirements. You will be pleased 
with both the merchandise and 
service. Send for our complete 
advertising prospectus and store 
service. 


LEWIS A. CROSSETT CO. 


NORTH ABINGTON, MASS. 

















No. S 3008 


MADISON “COM- 
BINATION”s LAST! 
Dark Brown Kid, one- 
inch Rubber Heel. 
A, 7-11; B, 6-11; 
C, Dand E, 5-11. 








I N STOCK 


$7.00 


Attention 











Made Exclusively and Sold by LEWIS A. CROSSETT CO., North Abington, Mass. 


No. S 3016 


Supple Tread Last 62 


Nut Brown Calf, one- 
inch Rubber Heel. 


A, 7-11; B,C,D and E, 6-11. 











I N STOCK 


$6.35 


for 


Men 


No. S 3502 





Supple Tread Last 62 
Black Kid, 9-iron Sole 
10/8 Rubber Heel. 


AA, 4-9; A, 3%-9; 


B, 3-9; C and D, 2-9. 


IN STOCK 


$6.00 


Also in Dark 
Brown Kid, No. 
3501. In Stock. 
$6.50. 


The CROSSETT SUPPLE TREAD Shoe 








No. S 3017 


Supple Tread Last 62 


Black Kid, one-inch 
Rubber Heel. 


A, 7-11; B,C,D and E, 6-11. 








I N 7 sae € &@ 


$6.85 


No. S 3500 


Supple Tread Last 62 
Brown Calf, 9-iron 
Sole, 10/8 Rubber Heel. 


AA, 4-8; A, 34-8; 
B, 3-8; C and D, 2-8. 








I N S TOC K 


$5.75 


The* 
wae oe : at Crossett Supple Tread, Last 62 


permits of un- 
trammelled 
free play of all 
foot muscles, 
affording per- 
fect comfort. 


For MEN 
and WOMEN 


Easily Sold 





THE CROSSETT IDEA! 


The CROSSETT Idea provides for a strong line of shoes at lower prices under the 
AUGUSTAN and LONG-LIFE brands, built on same lasts and on many of the same pat- 
terns as the CROSSETT brand. A few of these popular shoes are shown on this page. 
Send for complete catalogs of shoes and advertising material. 


No. S$ 5002 


THOROBRED LAST 


Dark Ruby Red Calf, 
one-inch Rubber Heel. 


B, 644-10; C and D, 6-11 





IN STOCK 
$4.60 


No. S 5014 


THOROBRED LAST 


Medium Brown Calf, 
White Centre Stitch, 
one-inch Rubber Heel. 


A, 7-11; B, C and D, 6-11. 





IN STOCK 


$4.75 


No. $5013 


LATONIA LAST 


Smooth Ruby Calf, 
Black College Edge, 
one-inch Rubber Heel. 


B, C and D, 6-11. 





IN STOCK 


$4.60 


LEWIS A. CROSSETT CO., North Abington, Mass. 


No. S 5003 


PRADO LAST 
Van Dyke Brown Calf, 
Harness Stitched, one- 


inch Rubber Heel. 
B, C and D, 6-10 








IN STOCK 


$4.60 


No. S 7008 


PARISIAN LAST 
Smooth Ruby Kip, 
College Edge, one-inch 
Rubber Heel. 

A, 7-11; B, 6-11; 

C, D, E, 5-11. 





IN STOCK 


$3.75 
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“MAKES LIFE'S WALK EASY” 


They are Profitable! 
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NOW IN STOCK 


8008—Women’s White Nubuck Blucher Oxford  9002—Women’s High Grade White Kid Victory 
with Circular Vamp and Foxing and High-Grade Pump. 9-8 Covered Heel. Finest Welt. Sizes 24 
Wingfoot Rubber Sole and Heel. Widths AA to to 8. Widths AA to D. $5.00 


Cc. & 21 4 . ° 
izes 234 to 8 $5.00 4007—As above with 13-8 Baby Spanish $5.00 


8009—As above in White Nubuck with Plain 
Vamp and “Quarter. Saddle of Gun Metal Calf. 
Widths AA to C. Sizes 2% to 8 $5.00 
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MANY OTHER SNAPPY STYLES IN WHITE 


Always Ready fo Serve 


SS SELRERRERRERRRREREN MME PPT NIIS AS 2224 


== =e KER SHOE CO.Inc. 
|. — SHE. LIVE WIRE HOUSE = 
PUVEVTL ET ELEVUL ELL INVANN NNN NN NS NLLN ra 


a, Siv//s/s Treafors ¢ 
id 138-140 DUANE ST.” NEW YORK CITY 
BOSTON OFFICE: 214 ESSEX STREET 


Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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CRASH! 


The shoe industry suffered greatly in the panic of 1831. Wildcat speculation, 
unscrupulus buying and careless methods caused lack of confidence among 
manufacturers, retailers and consumers. Shop after shop closed doors to 
all activity, or went under the hammer. 


In those days there were practically no trademarked goods and retailers 
had no opportunity to hold the confidence of consumers on merchandise 
whose reputation was nationally known. Shoes were sold on the “say so” 
of the dealer. 


For the past twenty years, it has been the pleasure of Rice & Hutchins, Inc. 
to witness the ever-increasing confidence of millions of people who wear 
Educator shoes. This confidence, won by consistent performance of the 
product, and equally consistent advertising, is nation-wide. 

The sales record of Educator Shoes is profitable to all dealers whether times 
be good or bad. Retailers tell us so. 


RICE & HUTCHINS 


BOSTON INCORPORATED U.S.A. 


No. 10 of a Series. 




















DUCATOR 
EDUCATOR 


























Dealer Influence is secured thru advertising in the Boot and Shoe Recorder, 
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Style Outlook Promises Busy Summer and Fall 


Both Showings and Buyings in New York Indicate a Better 
Understanding of Style, Prices and Trend 


T is the most natural thing in the world that there 

l should be a national interest this week in styles. 

In the greatest style center of the country and in 

one of the best hotels, with some of the finest shoe- 

making of the world, it is natural to expect a real ef- 

fort style-ward. Then, too, with buyers from a large 

percentage of the finest stores in the country, it is natu- 

ral to expect a showing of shoes of a very high-style 

character. Both of these conclusions are well justified 
by the events of the past week. 

Style has been given a very beneficial impulse in the 
right direction, for there was some measure of agree- 
ment as to fundamental types of shoes, keeping the 
fashions within reasonable limitations, and yet giving 
to each designer a wide latitude for individuality. We 
have analyzed in this number, in a very critical man- 
ner, highlights of the Brooklyn Style Show, which will 
be supplemented in our next issue with more analytical 
studies. 

When the best buyers of footwear keep their advance 
purchases within the limitations of straps and for 
greater novelty select goring as a method of adjust- 
ment, it indicates that style is beginning to be under- 
stood. No longer is there to be confusion that would 
bring into salability everything from short boots to 
strip pumps, and including colonials, oxfords and all 
varieties of straps. 

With brown as the leading color note in stylish foot- 
wear, any shoe merchant is safeguarded in his pur- 
chases, for he can get more harmonies through suggest- 
ing to the customer monotones in shoes, hose and dress. 
With so large a movement toward blacks in satins and 
patent leather, the merchant can feel safer in his ad- 
vance purchases. This applies to street, home and after- 
noon footwear, but when we come to evening effects— 
there is the rub. Women must be taught that, with 


high-priced and pastel colored dresses in silks, velvets 
and metal cloths running up into extremely high costs 
per garment, to get a shoe to harmonize is not to be a 
matter of a ten-dollar bill but of twice that price and 
more if ornaments are worn. The gore effects can be 
best classified by selecting for afternoon wear fancy 
fronts with the gore adjustment on one or both sides of 
the slipper, leaving for evening wear the front gore 
with sttaps leading up to the medallion, or buckle, or 
beaded front design. This little pointer may be of great 
value to you in the selection of your new numbers for 
evening wear in August, September and October. 

Particularly in evening footwear comes the use of 
the finer shades of color blended with black, or gold 
and silver leather trimmings. Just the solid colors 
themselves are not so prominent in the advanced 
showings. 

Looking at the picture of the style show with a view 
to its volume of buying, be it known that a really gen- 
erous amount of business was done in New York at the 
big show and at the adjacent hotels and in sample 
rooms and factories. It in itself indicates that American 
women have not had enough of pretty shoes—that it 
is up to the shoe men of America to be prepared for a 
national demand for better and prettier shoes, and this 
certainly does not mean freakish footwear. Some of the 
finest patterns shown on the runway and bought in 
sample rooms are adaptations from former successful 
models with proven fitting values and beautiful lines. 

Truly, Brooklyn has given a lesson to the shoe in- 
dustry that it knows how to make beautiful things use- 
ful and useful things beautiful. This is the keynote that 
we gather from careful observation of everything in 
New York, and we balance it by contact with buyers 
from all parts of the country who are looking forward 
to a real healthy and happy merchandising of shoes 





60 


during July, August and September, instead of experi- 
encing the sluggish business that always links itself up 
with clearances. 


One Million Merchants Strong 


HERE are so many items of national importance 

bearing on retailing that the Rotary idea might well 
be applied to associations. There is greater strength in 
the presentation of a cause before Congress by a feder- 
ation representing one million retail merchants than 
would be possible by individual activity of craft asso- 
ciations having more or less strength and national im- 
portance. 

Counting the various trades which naturally come 
into one’s mind when speaking of retail merchants— 
some twenty trades in all—and omitting several others, 
we find there are over one million retail dealers in the 
United States. If these retail dealers were so organized 
that they could speak with a united voice, what an 
influence they could wield! 

The Boot and Shoe Recorder has more than once ex- 
pressed its opposition to “blocs,” sections, or organiza- 
tions which strive to impose their will upon govern- 
ment for selfish purposes and without regard to the 
interests of the nation as a whole. Nevertheless, asso- 
ciation for mutual protection from attack can readily 
be justified. And in the case of the retail merchants of 
the country, such association has been shown to be 
especially desirable because of the efforts put forth by 
so many bodies, publications and individuals to make 
the retail merchant “the goat” for the rise in prices and 
the increased cost of living resulting therefrom. 

One of the great publications in the business world— 
The Dry Goods Economist—has been consistently ad- 
vocating for nearly three years the formation of a fed- 
eration, national council, or national chamber—which- 
ever one prefers to call it—made up of retail merchants 
and so managed as to be able to put up a just and log- 
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ical defense whenever the interests of retail merchants 
are subjected to attack. 

This federation would be representative of the asso- 
ciation of retail merchants now functioning in various 
states, cities and towns. Each state association would 
be affiliated with the federation through a delegate 
from that body to the federation. City and town asso- 
ciations could be represented through their state or- 
ganizations, where such exist, or by a delegate of their 
own, whichever might prove most practical and con- 
venient, while at the same time avoiding duplication of 
representation. 

There is something bigger than just the formation of 
another gigantic association—it is the fact that there 
is a widespread feeling that state legislatures have out- 
grown their usefulness, and as a natural corollary there 
is an alarming tendency to insist that the Constitution 
be interpreted in such a way as to put no limit on fed- 
eral duties whatsoever. In time there must be a unity 
operation between great retail associations for the bene- 
fit of the whole. 

It is only through unified action of a large body of 
merchants that such things as a coal tax in Pennsyl- 
vania might be stopped from being assessed on each 
ton mined, for every state in the Union then pays trib- 
ute to the state fortunate enough to have coal re- 
sources. The same is true of the suggestion of an iron 
tax in the Minnesota fields from which two-thirds of 
the ore used in the steel industry comes. Mining is not 
an interstate commerce, but, like manufacturing, is a 
local business; but if it is subject to taxation interfering 
with interstate commerce, it is a subject of importance 
to business men in every state in the Union. 

We have from time to time emphasized the possibil- 
ity of a very strenuous year ahead of legislative dis- 
orders in Washington and in forty-eight state legisla- 
tures. Anything that you can do to bring about a better 
understanding among brother merchants on how to 
oppose inimicable legislation will be extremely timely. 





shoes. What will you give him? 


A Fitting Contest for Shoe Store Salesmen 


|S bid is a thick foot with high instep. It measures 97% inches in 

length and has a tread of 37% inches. The owner is an active busi- 
ness man, about forty years of age—on his feet a great deal. He is 
about 5 feet 9 inches in height and weighs around 190 pounds. He 
wants a comfortable, yet good-looking pair of every-day 





A prize of a copy of Dr. Marshall's book 
“Fool Knowledge,” goes to the man or woman 
turning in the best solution of this problem, 
which is No. 2 of @ series. 
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Boot and Shoe Recorder CREED 


Getting More Shoes Sold Right : not only “more” but “right; sold for the right purpose, to 
the right wearer, in the right fitting, for the right price, at the right profit. This is the great 
problem of the retail shoe merchants. The chief purpose of the Boot and Shoe Recorder is 
to help solve it; for this is the basic problem upon which depends the progress of the 
entire allied industries relating to shoes and leather; their production and distribution. 
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Page 
Brooklyn Does Its Bit 
On this page and the five following is a critical 
analysis of the styles displayed at the Brook- 
lyn Style Show, held this week in New York, 
by studying which you will find the guide to 
much of your buying for nezt fail. 


Is Simplicity the Coming Keynote in Win- 
dow Trimming? 68 
Some thoughts on this important feature of 
store advertising gleaned from a man wi 
won the first prize in a recent up-state New ®@ 
York contest. 


The Salesman Finishes What the Advertis- 
ing Begins 70 
Four pages of practical ideas for the benefit of 
the retail shoe salesman. 


Where the Doorman’s Job is to Kee 
er 
The true story of a remarkable merchant who 
sells shoes to the multitude at $5 per pair— 
Read how he does it and makes money. 


The Recorder’s Shoe Store Equipment 
97 


In which we deal this month with your mer- 
chandising calendar, and special trims for 
the month of June, tell how one merchant 
was enabled to get a trim peculiarly effective 
in the selling of children’s shoes, and give you 
the second of a series of talks on show-card 
writing. 





place is wholesome,” says a statement issued 
by the National Bank of Commerce of New York 
City. “In part it is seasonal. To a greater extent it 
is the result of widespread realization that a con- 
siderable part of the output of recent months has 
been absorbed in building up depleted stocks to a 
point where they bear a fair relation to the present 
rate of consumption in the United States. From this 
time output must be absorbed primarily by current 
requirements. 

**Confidence in the outlook is justified, but 
business men generally recognize that their 
hopes can be realized not by propagation of a 
boom psychology, but by careful testing of 
the consuming markets and by skilful adjust- 
ment of output and of prices to demand. 

“The only ultimate safeguard to the business of 
the country is the consensus of judgment of pro- 
ducers, merchants and financiers. They have al- 
ready proved that they are competent to remem- 
ber the lessons of 1920, and they are prepared to 


Dox check to production which has taken 


guard t the excesses of risi rices and 
other infl tionary tendencies. ite and ut- 
terances calculated to further warn against such 
tendencies are no longer needed, and they might 
even so undermine confidence as to hamper sound 
business. Underlying conditions are ened eal the 
outlook is promising.” 


gh 
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Brooklyn Does Its Bit 


(Highlights of the Show) 


ROOKLYN, at its annual style show in 
New York this week, did its bit in es- 
tablishing beauty of footwear for the 

next four months at least, if not for a longer 
period. Without a doubt, the trend in pat- 
terns has been set that will carry, with possi- 
ble minor modifications, through the balance 
of the year—straps to predominate, with gore 
patterns to substitute in the fall for deep cut- 
outs and open shanks. It is the most natural 
thing to expect, after a summer of sandals, 
that a more filled-in line of slippers would 
appear. 

When straps lead, it means all types with 
cross straps prominent for street and home 
wear; multiple straps for afternoon and com- 
plex strap designs for evening. 


Never was the trade more confident on 
colors, for the entire brown family, with 
monotones and combinations, can run 
through welts, McKays and turns with safety 
because the pronounced “woodsy” fabric 
colors in all dress goods, even the yellows, for 
evening wear, increase the importance of the 
smartest brown of them all—bronze. 


Black is safest, and satin and patent with 
dull kids and calfs are fast appearing. Black 
satin and silver leathers are a big hit for eve- 
ning wear. Nifty collars and trims and stra ps 
in patent bring out the unusual colors. Even 
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the pastel shades in fine kid are benefited by such combinations. Heels bring in the Spanish type with almost every pretty 
Suedes coming strong for combinations in the self-tone or pattern and on lasts; the half dollar toe is swinging into the 
in contrast make pretty shoes possible in the most number _ stage last, popular a number of years ago. The type of last you 
of patterns. Especially true is the fact that a wide diversity buy is extremely important, for with shorter lasts come wider 
of leathers this season permits you to buy a good pattern right _ patterns in extreme novelty shoes, and in satins and all-over 
across the board, so that you are assured of fitting sizes. suedes just the simple one strap gets the call. 


Evening footwear is more elaborate than 
ever, with all the world contributing fine 
brocades, gold and silver leathers, reptile 
skins, metallic cloth, and all the arts of 
buckle making, for there is no limit to the 
price asked and actually received for distinc- 
tive evening footwear. 

These highlights would not be complete 
without saying that velvet is smart as can be 
in colors and in combinations with gold or 
silver leathers, especially in the short vamp 
with very slim straps. Of goring, the use of it 
runs complete from side, back to front, under 
leather, stitched with beads and concealed 
beneath straps. The goring feature of the 
shoe was the biggest original note of a high- 
style character. 

Colonials were conspicuous by their ab- 
sence—but be it known that a smart ortho- 
pedic evening slipper actually hugged the 
foot, and had all the comfort features in a 
smart colonial pattern. 


Merchants bought freely but on small- 
sized orders, for so many good things were 
shown that shopping was a vigorous feature 
of the show, and houses which showed the 
prettier patterns were given business, even 
though buyers had strong affiliations with 
old-line houses 

With orthopedic welt shoes to start off the 
program, and then every sort of a strap and 
gore in turns, there was variety enough to 
tive every buyer a thrill which he can trans- 
mit to his customers from June on, profitably 
and pleasurably. 

A new order of things has been clearly 
marked in juvenile foot coverings. Childlike 
simplicity of patterns, amplified with colors 
so dear to the childish heart, sets a new op- 
portunity before the merchant who has been 
making, a loss selling foot coverings, and is 
due for a gain with style footwear. The adop- 
tion of women’s footwear in straps has 
opened up the children’s game to these newer 
types based on regular health lasts . For chil- 
dren's dress footwear, the satin and even 
gold and silver brocades come in. 

Read these items carefully, for they tell the 
story of the Brooklyn Style Show; for, inas- 
much as the showings were confidentially 
placed before the shoe buyers, there could be 
no photographs taken. 
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An Actual Style Show 


S we live we learn. The third annual style show 
of the Shoe Manufacturers Board of Trade of 
Greater New York, more familiarly known as 

the Brooklyn Style Show, this year reached a point of 
efficiency, from the standpoint of the retail merchant 
spectator, that has been attained in few commercial 
expositions. 

Staged primarily for the retail shoe dealers of the 
country, the management of the show took precautions 
to see that the retail trade was given unhampered 
opportunity to view the style displayed on the runway 
erected in the grand ball room of the Hotel Commodore. 
By a system of strict registration, all except bona-fide 
retailers were barred from the shows during the first 
three days of the exposition. On the fourth and last 
day the exhibit was thrown open to the general public. 


Everything for the Buyer 

The system of registration and the close check kept 
upon those entering the ball room served a double pur- 
pose. First and foremost it prevented the taking of 
choice vantage points by other than those who had a 
logical right to them—the retail merchants, and second- 
ly, it prevented the stealing of styles by manufacturers 
not in the style show—an occurence that unfortunately 
had been all too frequent in previous shows. 


A Reali Showing of Stytes 


Because of the restrictions placed upon the at- 
tendance, the manufacturers in the Brooklyn 
show appeared to feel more free in actually dis- 


playing their new models without reservations. 
There were fewer shoes of the strictly “show” 
type to be seen on the runway. Almost every shoe 
was of a decidedly practical and wearable nature. 
Unlike most other style shows there were no 
models held back from general exhibition. There 
was none of the “‘under the table’’ or “‘in the 
bureau drawer” showings. 

Aside from this feature of the show which met with 
the hearty approval of the visitors, decided improve- 
ments had been made on other directions. Sloping 
platforms were erected around the long runway which 
extended almost the entire length of the ball room and 
the chairs for the spectators placed upon these plat- 
forms, thus giving the effect of an amphitheatre and 
placing those in the back rows in a position to see over 
the heads of those in the more forward seats. The run- 
way also was sufficiently long to give a larger number of 
front seats than usual. 


Draperies and Colored Lights 


The stage setting, lighting and decorations are 
difficult to describe accurately. The picture was one that 
had to be seen to be properly appreciated. Instead of 
the usual scenic effect, Ned Weyburn, the man who 
originally staged the Ziegfeld Follies and who staged 
the style show, borrowed some ideas from the latest 
development in stage dressing art and relied upon 
draperies and colored lights for his principal effects. 
The draperies, mainly of a soft greenish-blue hue, 
formed a perfect setting for the 36 living models, chosen 


There were few shoes of the strictly “Show” type 
seen on the runway 








May 26, 1923 


BOOT AND SHOE 


RECORDER 














Mostly Concealed 


as much for their feminine grace and charm as for their 
perfect feet. The whole background, in fact, was a 
setting designed primarily to focus attention upon the 
shoes. 





Business Conditions Stable 


LOSE study: of the merchandising situation by of- 

ficials of the Federal Reserve Board indicates that 
the goods now being produced are moving satisfactor- 
ily into the channels of distribution. Retail business 
showed even more pronounced gains in March than the 
wholesale business. Chain stores more than doubled 
their February sales, while sales of five-and-ten-cent 
stores, department stores, and mail-order houses 
showed gains of from 30 to 40 per cent. 

Sales of shoe stores, mail-order houses, and five-and- 
ten-cent stores were all over one-third larger than a 
year ago. The Federal Reserve Board declares that the 
large volume of sales this March may be ascribed to 
the early date of Easter, but this influence must have 
been partly counterbalanced by the severe storms and 
prolonged cold weather. 

Department store stocks were increased about 8 per 
cent during March, but expansion is customary in the 
early spring, and stocks at the end of the month were 
only 6 per cent higher than a year ago. In its analysis 
of the retail situation, the Federal Reserve Board says 
that in retail trade the sales of 306 department stores 
located in 100 cities throughout the country have also 


exceeded the sales of last year by 15 per cent. In March, 
1923, sales of these stores were above the level of ~ 
March, 1920, in spite of the lower retail prices now 
prevailing. Department-store sales are at present rela- 
tively higher in the industrial districts of the East than 
in the agricultural sections of the South and West. 
The volume of merchandise buying in rural districts is 
further indicated by the sales of mail-order houses, 
which during recent months have been approximately 
37 per cent above the sales of a year ago, though the 
present dollar volume of their buying is still much be- 
low the level of 1920. 

It is significant to note that the Board believes that 
“the growth in the physical volume of production since 
the middle of 1921 indicates a rate of industrial recov- 
ery almost without parallel in American business.” 

A comparative study of wholesale and retail trade 
by the Federal Reserve Board showed that sales of 
both wholesale and retail dealers were substantially 
larger in March than in the preceding months of 1923, 
and were also much larger than the sales in March, 
1922. Indications are that department-store business 
has much larger seasonal fluctuations than the avarage 
wholesale business, and that there has been a distinct 
divergence in the trend of wholesale trade and retail 
trade during the past three years. The higher level of 
retail trade is due primarily to the relatively small de- 
crease in retail prices since 1920 as compared with the 
large decline in wholesale prices. In the past year this 
price factor_has'’become slightly less important, as 

(Continued on page 76) 


Almost every shoe was decidedly practical and 
wearable in nature 
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More Reason Than Riot 


\ N THAT are styles anyway? Riot or reason? To 
look over the shoes displayed by fifty or more 
manufacturers making women’s shoes, each 
vieing with the other in the production of something 
attractive and something different in patterns, com- 
binations of colors and decorations, one might well 
imagine a riot unless he stopped to analyze and 
classify. 

If, however a buyer will stop and classify shoes into 
groups according to their intended use and then sub- 
divide the groups into families he will soon discover a 
more or less well defined trend that can be safely 
followed. 

A Foundation With Varity in Detaiis 


In each group and in each subdivision the character, 
personality and artistic temperament of the designer is 
clearly apparent, but there will be discovered a few 
fundamental ideas upon which the style ideas are built. 

Every buyer in the country has in mind footwear for 
late summer and early fall. In order to buy intelligently 
he must first have in mind the general groups. Welt 
soles for street wear and for sport wear. Turns for semi- 
dress and afternoon occasions, and footwear for formal 
occasions. 

Street Footwear—Tailor-made 


In the welt sole group, both straps and oxfords will be 
good. In lace oxfords, medium shades of calf, both 
plain and*‘boarded, will be popular for early fall. A 
sprinkling of ooze in the medium and darker brown 
shades both in all—over effects and with trimmings of 
calf will be called for. Black calf Patterns for oxfords 
are neither loud nor elaborate but are neat and con- 
servative. 

Lasts in the welt group show little change but, with 
lasts in the dressier groups, show a tendency toward a 


in Styles 


The Steadying Influence of the 

Brooklyn Show Gives Confi- 

dence to Trade That Style Can 
Be Made Profitable 


little shorter foreparts. Heels range from 8-8 to 12-8, 
and vary from the broad block type in the 8-8 to a 
military in the 12-8. : 


Aflernoon and Evening Group 


In the afternoon and evening group patterns become 
of prime importance and patterns can be classified under 
two general heads, straps and gorings, and the combina- 
tion of the two. 

Patterns that depend upon goring for a fastening will 
play a very important part in footwear patterns for fall 
wear. Because of the ease of adjustment and because 
gore patterns hug the foot snugly, they are pleasing to 
women, and now that shoe designers have learned to 
add buckles or ornaments or other touches of decora- 
tions that conceal the gorings, their popularity isassured. 


The Gusset Appears 


Gore patterns divide themselves into two groups— 
front gore and side gore. 

In the front gore family is the type with a front 
about as high as a four-eyelet oxford with the goring 
hidden by a placque, buckle or some sort of an ornament 
or decorated with strips of leather. In the side gore are 
various sorts of ornamentation that make the goring 
inconspicuous. 

Then there is the combination of straps and goring, 
with delicate ornaments that conceal the goring on top 
of the instep. 

Straps Getting Narrower 


There is a strong tendency toward narrow delicate 
straps. Naturally, it takes more straps and this leaves 
awide play for the imaginationof the pattern designer in 
their placement. He can run them straight across the 
instep; he can design cross straps or he can have them 
fasten well back on either side; he can fasten them with 
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buttons or with dainty harness buckles but he must 
have them narrow and delicate if they are to be in the 
new trend of fashion. 

There are some merchants who have thought gore 
patterns were all out of the running, and that straps 
would hold full sway. There are others who have held 
tenaciously to gore patterns. For the coming fall the 
man who buys only straps and ignores the goring 
patterns is likely to find himself missing sales and 
wondering why. 

On the other hand, the man who thinks he can do 
business on gore patterns alone will undoubtedly find 
himself in the same boat. 

Careful selection, however will enable him to have 
both and yet not be over-bought. 


The Brown Family Leads Off 


A unanimous showing of browns with every fine shoe 
maker believing we are in for a decided brown move- 
ment in costumes and footwear brought forward a dis- 
play of the whole brown family of colors, because 
monotone effects are possible in the feminine attire 
from head to foot. All the woodsy shades from red 
cedar bark to light sand can be carried by any merchant 
with safety for the next four months. 











The “‘gore’’ tendency as exem- 
plified by the high side oxford type 
shown above was the newest style 
note of the Brooklyn Style Show. 
You will also remember in our 
April 21 issue on page 79 a gore 
effect with beading over the front 
to conceal the gusset. This, too, 
was a high style note. If any one 
type loomed up big, it was un- 
questionably on a goring, front, 
side or panel, with leather overlay 
and a contrast in colors thereof. 
The introduction of this new note 
at this time was based on the the- 
ory that for fall a distinctive shoe 
would quickly command a place 
for itself in the scheme of things— 
so here it is! 














BOOT AND SHOE RECORDER 


67 


All-over ooze or ooze leathers trimmed with kid or 
calf of the same tone or in contrast, followed by the 
wide variety shades possible in both kid and calf, gives 
sufficient lattitude to serve any woman with harmon- 
izing or blending browns. 

You can always depend on black in patent leather 
and in satin and in the new mat kids and gun metal calfs 
in the order as here given. 


Biacks to Lead in Volume 


A critical study of the show and of merchant opinion 
from coast to coast here represented indicates that in 
point of volume of all prices and all grades blacks will 
lead. 

When you go into colors, particularly blue, then 
green, then red, remember that these can be blended 
with black to make high style novelties that will be 
salable.for several months yet to come. 

A note of caution on high color shoes in the fall 
months is hardly necessary because they are having 
their run in sports this year, possibly to return in the 
spring of 1924. 

Out of doors is ablaze with the colors of nature in 
foliage and in flower—reds, greens, yellows, purples 

(Continued on page 76) 
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Awarded first prize in a recent window trimming contest in Syracuse, N. Y. The honor went 
to the Poehlman Shoe Store 


Simplicity the Newest Keynote in 
Window ‘Trimming 


fits and publicity to the Poehlman shoe store in 
this city, which was awarded the first prize in the 
recent Spring Opening week contest for the best dressed 
shoe window display in the city. This is not the first 
award on the Poehlman windows, nor will it be the last. 
James F. Cavanaugh, of the Poehlman sales force who 
dresses the windows, in carrying out a definite policy 
of simplicity in window display, is responsible for much 
of the success of the window exhibits. Blue ribbon 
awards for the last five years are hung in a prominent 
place in the store, for it is recognized that Poehlman’s 
leads in window dressing. 


Sit PLICITY in window display has brought pro- 


The Theory Behind the Windows 


In the first place, the arrangement of the windows 
necessitates particular attention if they are to be effec- 
tive mediums to induce passersby to stop and look. The 
store has a frontage of about 40 feet on Warren Street, 
one of the principal streets in the downtown section. 

Two of the windows, both “E” shaped run length- 
wise with the store, having less than seven feet side- 
walk frontage. Both windows are about 12 feet long. In 
addition there is a rectangular window running cross- 
wise of the store front in the rear of the entrance. The 
arrangement of the windows, Mr. Cavanaugh explains, 
makes simplicity imperative, for the window space is 
so large and so arranged, that spectators must enter 
the lobby if they are to see the complete exhibition. 


How to Plan Your Display 


“This means that the two windows along the side- 
walk must have something to attract attention, but at 
the same time must not detract from the remainder of 
the window which cannot be seen from the sidewalk,” 
explains Mr. Cavanaugh. “We try to arrange our ex- 
hibits so that those who stop to look in the sidewalk 
windows will be interested enough to follow the dis- 
play to the rear of the lobby. 

“Before we dress a window, we plan it and make a 
general outline of what we want to show. We figure out 
what would attract attention and appeal to passersby. 
We try to find out what is uppermost in the minds of the 
public, and then build our window.” 


Windows Departmentized 


Of the two front windows one is for men’s shoes and 
the other for women’s, while the window in the rear is 
devoted to children’s shoes. The prize-winning display 
in the women’s window featured a display of two pairs 
of gray pumps on fixtures with gray hosiery laid at an 
angle. This window contained less than 20 pairs of shoes, 
these all taken from stock, and displayed for contrast in 
color. The trimmings consisted only of a dark blue 
velour runner and a single basket of spring flowers. The 
panelling in the background was a French gray, and 
had not been changed or rearranged for the display con- 
test. 

The men’s window, which also showed less than 20 
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pairs of shoes, consisted of Rajah oxfords as the leader 
in the sidewalk side, with heavy brown oxfords forming 
a center piece toward the rear of the window. The dark 
blue color scheme with gray panels was also rigidly fol- 
lowed in this window. The children’s display in the third 
window had less than 15 pairs of shoes, with the same 
color scheme. 
Simplicity the Keynote 

“T believe there is a decided tendéncy to simplicity in 
window trimming,” declared Mr. Cavanaugh. ““We have 
found by experience that a neat, simple display which 
gets over its message, style, price or whatever motive 
the display is based on, is more effective than great 
variety. 

“Cleanliness is the main essential in window trim- 
ming. A clean, neat appearing window draws attention. 
We never try to show everything we have in stock, nor 
do we show any sample shoes. Everything is taken from 
stock. 

“We try to arrange these displays with fixtures so 
placed that they afford the best possible view from every 
angle. A single pair of shoes is so arranged that every 
detail of shape, finish and color can be examined. A few 
well arranged fixtures are important, as well as heel 
rests and tableaux. Fancy fixtures often detract from 
the beauty of the articles on display. For that reason all 
our fixtures are standardized, plain and modern. Fix- 
tures should be so arranged that they do not obtrude. 


The Danger of Over-Crowding 


“An overcrowded window does not tell the message 
the merchant wants to get across. For that reason every 
display must be as simple as it is possible to make it. 
Very often a pretty window is not effective, because its 
beauty may detract from the shoes on display.” 

Mr. Cavanaugh explains that windows should be 











“‘Tbelieve there is a decided tendency 

toward simplicity in window trim- 

ming,” says Mr. Cavanaugh. “‘We 

have found by experience that a 

neat, simple display is more effec- 

tive than those which are more 
ornate.” 
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trimmed often, so that they are up to date and always 
attractive, appealing to some feature about which the 
public is interested. 

The proof of the policy of simplicity in trimming has 
been borne out by the success of the store, which is con- 
stantly filled. Mr. Cavanaugh has no figures on what 
window display sales have amounted to, but a large 
part of the Poehlman business is transient. 

In making the awards for the best dressed windows, 
the judges in the spring display contest based their de- 
cision on attractiveness, pulling power, and sales value, 
The decision of the judges in awarding Mr. Cavanaugh’s 
windows the first prize was unanimous, though the 
judges had visited many other stores which had en- 
tered the competition. 





Shoe Company Wants to Get Duplicate 
Invoices 


Hot Springs, Arkansas, May 18—The Rosenthal 
Shoe Company of this resort has issued a request to all 
manufacturers and shoe wholesalers with whom it has 
done business, to send in statements and invoices of all 
merchandise purchased from December 1, 1922, up to 
the present time. 

This move is made necessary by the fact that the 
books of the Rosenthal Shoe Company were destroyed 
or so badly damaged as to be illegible in a recent flood, 





E. O. Burdg Resigns 


New York—lll health has compelled the resignation 
of E. O. Burdg as advertising manager of the George 
W. Baker Shoe Company of Brooklyn. Mr. Burdg 
plans to spend three or four months on his farm in 
Indiana before again actively entering the advertising 
field. 
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WHAT the ADVERTISING STARIS 





Analysis of Ad at 





the Right 


Kangaroo leather is ap- 
precialed by few, compar- 
alively speaking. Its cost 
precludes a consideration of 
it as footwear for many, and 
therefore necessitates what 
is lermed by some long- 
circuil selling. The ad is 
given to a portrayal of its 
beauty, its dignity and de- 


Copy for Ad on Left 


Kangaroo, the aristocrat 
of leather. A finish unez- 
celled by any leather and a 
finish that won’t wear off. 
Soft and pliable, yet the 
strongest leather procura- 


ble. 


It is a fact that once a 
man experiences the unu- 











sirability. 


sual comfort, the dignified 








These very qualities will 





style, and the unusually 








influence many men to 


long wear (our customers 








visit a store where such 








are still wearing kangaroo 





meritorious shoes are sold. 





shoes purchased two and 








A careful consideration of 


three years ago), he isn’t 








the selling points will bring 


satisfied with any other. 








many who are in the habit 


On the street you can pick 











of paying less than these 
shoes are worth to feel that 
kangaroo leather shoes are 
worth every cent asked. An 
ad like this is an important 
one lo run, inasmuch as it 
gives the impression of the 
value of the lines carried by 
a store. With the facts below 
a salesman is bound to in- 


Street - 














Ss 


our Name Here 


itt. le 


out a kangaroo shoe easily 
in the crowd, not because u 
is loud, but because of its 
unobtrusive air of ezxcel- 
lence. It is a shoe for a 
gentleman who instinctively 
measures worth by the 
equality of value which 
changes hands in any trans- 


- - Town 











spire confidence in the pro- 
spective customer. 


Know Your Goods 

‘These facts will help particularly the new shoe 
salesmen, of which there are many each year. Kan- 
garoo leather is an Australian product. 

Gray, blue and red are the best-known species, 
and the gray is the best quality of the three. 

Kangaroo is glazed, which gives it a gloss, soft- 
ness and extreme flexibility. It is made also in mat 
finish, which is dull and extremely smooth. 

The chrome process (a mineral tannage instead of 


vegetable) is used for tanning, which renders the ° 


skins light and soft and, to_a great extent, impervi- 
ous to water. 

The fibers in the leather are interwoven, and it is 
impossible to separate them, which is the reason for 
its not chipping or scuffing. The surface is hardy. 


action. 


It is 17 per cent stronger than kidskin’and more 
than 30 per cent stronger than calf. Its comparative 
scarcity today as against the time when Australia 
offered a bounty for the then enormous numbers 
and which fact reduced them considerably is re- 
sponsible for the high price. 

The salesman who speaks with the voice of au- 
thority has little to fear from competition. The 
great reason for shifting buying habits is due mainly 
to the fact that few salesmen take enough trouble to 
properly inform a customer as to their shoe’s worth. 
All advertising, all window trims, however splendid 
from every salesmaking principle, are rendered im- 
potent through a salesman’s neglect to capitalize on 
their effect through a dignified knowledge of a busi- 
ness that renders a great human service, 
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“Che SALESMAN FINISHES 








WHAT the ADVERTISI 


Copy for Ad at Left 





Analysis of Ad at Right 

A straight appeal to the 
pride and’ pocketbook of 
Mother. And the boy him- 
self isn’t forgotten. It is 





natural for him to want to 
be liked, and if he reads the 
ad (and the shoes are for 
boys of newspaper-reading 


Folks like a bright-eyed 
youngster for many reasons, 
one of the first being a natty 
appearance, and behind 
this lies the appreciation 
on the child’s part of the 
value of his clothing. 

You'll never find a 
youngster looking unkempt 
whose clothes appeal to 
himself. Instinctively he 
looks out for them, and he’s 
well liked. 

That’s the great reason for 
buying our shoes, Mother. 








age) he'll feel a twinge of 








They are good shoes from 





pride in just being noticed. 





your way of looking at ez- 








He'll sort of feel that you 


pense and because _ the 








youngster likes them and 





understand him and will be 





takes care of them they give 











drawn to the store for that 


you both greater satisfac- 





reason. What he says and 


YY 


o 


tion. 
That model above is a 





thinks amounts to a great 
deal with Mother, too. 


Don’t forget that. Street - 





13% “ 
Your Name Here 


rugged tan calf built on 
mannish lines. Don’t you 
feel your boy would look 
well in il? 

Bring the “son and heir”’ 


- Town 








A Little Ammun ition to Carry Out the Idea of the Ad 


It’s a job to say “howdydo” to both mother and son at one 
and the same time, but that expresses just about the amount 
of caution necessary in a case of this kind. He’s fifteen years 
old, you know, and is forming likes and dislikes faster than a 
horse can trot. : 

“Are you looking for shoes for your son, madam?” might 
be a good question to start with, and follow up immediately 
with, “I’ve got something new I wish you'd look at. A shoe 
from our men’s factory, built like a battleship by men who 
have spent their lives making men’s shoes. 

“The leather in the sole is what is called Union Bend, off 
the back of the animal where the hide is toughest and tanned 
with Rock Oak and Hemlock. The oak makes the leather 
mellow and flexible, and the hemlock hardens it.” h 

That starter is a good one, for it gave the shoe a standing 
in the eyes of the youngster, and he likes anyone who seems 
to understand what a fellow needs. 


in for a try-on. 


“Oh, yes, the toe is a little broad. That always ‘gets’ them, 
but here’s a man with even a broader one.”” Another journey 
into his little make-believe world, in which he imagines him- 
self grown up. 


“‘Mrs. So-and-So (who is somebody in the town) buys that 
very style for her boy, and he’s, oh, yes, a grade beyond you 
in school?”’—another little circumstance with a founda- 
tion in psychology. 


Add a little more psychology by a continual polishing of the 
shoe, and its value increases in the eyes of both mother and 
boy. Of course, this is a hypothetical case. They never happen 
like this in real selling, but with the proper enthusiasm a man 
could work the circumstances up for just this kind of a dia- 
logue. Friendliness, not the presumptuous kind, is the greater 
part of what is needed to complete the idea born in the adver- 
tising. And start the youngster off with a new resolve to take 
better care of his shoes with his new polishing set. 


a 
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Order of Strength of Leathers 
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Leather finished on the grain side has a tendency to peel. 


Kid varies greatly in quality. A well-fed goat will yield a 
plump, firm skin, and a poorly-fed goat will yield a poor skin. 
The climate affects the skin. In the cold climates the hair is 
thick and the skin is of uneven surface, with prominent pores. 
In warm climates the skin is thicker and the hair finer, which 
leaves the pores finer and more numerous, with the result 
that the skin can be dyed finer. That is why India, China and 
South America are the greatest producers of kidskin. They 
are warm countries. 

Skins which are partly tanned in India with bark extracts 
because of the scarcity of salt, and then fully tanned upon 
their entry in the United States, are inferior to hides that are 
salted in India and straight chrome tanned here in America. 
The former have not the same softness, strength or flexibility. 


Salesman’s Letterjto a General List of Men 
With Card Enclosed 


Where have you bought your last few pairs of shoes? Can 
you remember? 

That’s the way to test the amount of satisfaction your shoe 
store gives you. 

Most of our customers are steady ones because they like 
our way of doing business and because they like our shoes, 
because they live up to our claims for them. 

Just now we've got some calf oxfords that I'd like to show 
you. THey’re made by a well-known manufacturer, who deals 
in nothing but selected skins, and for years his shoes have 
given satisfaction. 

Why don’t you drop in to see them? We've a very good 
price range, and we know that if you once test our shoes you'll 
stick to them. 


Odd Items for One’s Note Book 


We're centrally located at..................004. 
Sincerely yours, 


P.S.—The shoe is as good as it looks in the enclosed cut. I 
can prove that easily. ° 


The fibers of the goatskin are interlaced so it will stand 
strain in any direction. 


Linseed oil is basis of patent coating and gives the leather 
flexibility, but quick changes from heat to cold and vice versa 
are likely to cause patent to crack. 

Patent, with lighter coating showing grain through the 
enamel will wear better. If finish is too thick, it is more easily 
cracked and the heavy finish may cover imperfections. . 


There are eight grades of cotton used for linings and 
thread. Cotton, through modern methods of preparing, is 
just as good as silk, and it is hard to tell the difference. Silk is 
used in high-grade shoes more from the point of view of superior 
finish than greater durability. 


Sheepskin has parallel fibers which accounts for its weak- 
ness and tendency to stretch, so it is used for top-facings, 
tongues, etc., where there is no great strain. 


Cabretta is poorer than goat, better than sheep. 
Wax calf is finished on the flesh side, so there is no grain. 


Genuine deerskin is difficult to obtain. Buckskin is usually 
cattle or calfskin, with sueded finish. It is finished on the flesh 
side and treated to produce a nap surface. Has excellent wear- 


ing qualities. 


The Undecided Customer 

The customer’s judgment always settles whether a pur- 
chase is to be made or not. A salesman can influence this to a 
great degree, but in view of the foregoing it must be remem- 
bered that no customer should be befuddled by an incessant 
line of talk. 

Give a customer time to make up his or her mind. If the 
customer is undecided, there is always a tendency for an over- 
enthusiastic salesman to force the sale and make it unpleasant 
for the customer. 
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A good way is to show everything possible and then 
to eliminate styles as quickly as possible. Upon showing 
each style, the interest the customer evinces will show 
which are the ones in which he or she is greatly interested, 
and the selling may be narrowed down to these. 


Always Show Advertised Shoes 
Whatever a customer wants, it is always well to show the 
goods advertised for the day, for these are the ones on which 
the selling energy of the day in newspaper, window and in- 
terior setting is concentrated. This will also bring the adver- 
tising to the attention of the customer and be the means of 
getting him to read the store’s ads. 


Dressings 


It is important that every customer be sold a dressing for 
the shoes bought at the time of purchase. This can be ex- 
plained to the customer by saying that every shoe should be 
polished with a dressing containing the same elements used 
in tanning. This will feed the leather as well as keep it looking 
well, and is something the customer will be glad to know, in- 
asmuch as most everyone has had trouble with dressings that 
ruin leather. 

Explaining Price 

A shoe goes through about 200 operations in its manufac- 
ture, and approximately 175 workmen, skilled in their par- 
ticular branch of the making, contribute to the making. 

Don’t Judge a Man by the Clothes He Wears 


It is said that the millionaire is the only one who can af- 
ford to go about looking shabby, but whether or not this is 
true, we know that some folks are always trying to make a 
showing, others don’t care, and the woman who comes into 
the store with a shawl over her head may be the purchasing 
agent of a household of a husband and several sons and 


daughters, all of working age and making fine money in the . 


mill, who have just reached the age or financial condition of 
life where they are ready to enjoy more than one pair of shoes. 
A sincere interest in everyone who comes in, and a spirit of 
helpfulness in advising and selecting will make friends and 
customers. 

Of course, clothes make more difference in a shoe store than 
in other lines of business. It gives one a hint of the customer’s 
taste, but brings out the best in all cases. It can’t do any 
harm and it may make the low-priced fellow feel good. It is 
usually taken by the customer as an indication of your esti- 
mate of him or her. 


Selling the Bargain 
While the customer is waiting for change or after the sale is 


' ra 


made, concluding the transaction is a delicate proposition. 
Very often it seems as though interest dies the moment the 
money tinkles in the cash drawer. 

There is always a space here in which, upon the relations 
just established, the customer’s interest in the store is at its 
height. Then is the time to have them do a little visiting to 
the hosiery department, to the buckle showcase. Shoe trees 
should be shown—the latest bargain. If the man or woman is 
married (look for the wedding-ring guide), take them to the 
children’s shoes. More often than not, an extra sale will be 
made, for display and suggestion mean extra sales, if chain 
store specialty tobacco stores can sell chocolates by simply 
displaying them. 

Listen to the Customer 

When you go to a doctor, the first diagnosis of the case is 
your own. Without your recital of the symptoms, the doctor 
might never find out what ails you, or at least take him so 
long that you’d get discouraged, lose faith, and finally leave 
him for another. It’s so with selling. The customer provides 
the clues and the salesman follows them up. The number of 
clues depends upon how well equipped the salesman is to 
develop leads. 


How Long Does It Take to Locate a Shoe? 

Many times it takes as long to locate the styles as it does 
to make the sale, and all the time one is hunting for the shoe 
wanted the estimate of the customer of the store’s service is 
lowering. One authority on retail selling gives the length of 
time taken to locate a shoe as up to thirty-five minutes, with 
an average of three minutes. A system for locating stock 
should be worked out by every salesman in his own way. 
There are many ways of doing this, one of which is to look 
into every box to see what’s in it, and training one’s memory 
to catalog the location of each style. There’s nothing so surely 
headed for the bargain counter as the style that’s overlooked. 


Get the Customer’s Name 


Put it on a card, with all particulars of the transaction— 
married or single, occupation, number of children, and their 
names. This is one of the most valuable assets a business can 
possess, yet how seldom is one asked any direct question or 
led tactfully into giving any information about themselves 
that might be used for selling later. It’s a good plan to know 
your customers, and if you have all this information indexed, 
it will lead to a following that will make a man invaluable to 
a store. 








BOOT AND SHOE RECORDER 


May 26, 1923 


As you enter the Arthur Wallace store a long, unbroken line of customers meets your eye 


Where the Doorman’s Job Is to Keep 
People Out 


Some Observations on Selling Shoes to the Multitude at $5 
Gleaned from Arthur Wallace of Boston 


OW would you like to own a sweet little chain 

H of five shoe stores all in one city, within an 

eight-minute walking distance of one another, 

doing such a volume of business that you became the 
envy of your competitors? 


Meet Arthur Wallace of Boston 


He has them. He has a patented system, all his own, 
that has been imitated and even improved (?), but 
never equaled. 

The one-price women’s five-dollar store of Mr. Wal- 
lace is right at the junction of Main and Main Streets, 
so far as the women’s trade of Boston is concerned. A 
neat, compact store, with a sixteen-foot frontage and 
a seating capacity for fifty-eight customers. 

This store requires twenty-seven per- 
sons to operate it, twenty-three of 
whom are salesmen, one selling mana- 
ger, one combined bookkeeper and 
cashier, one porter and one basement 
stock man. 

How is that for keeping the overhead downstairs? 
With fifty-eight chairs filled and customers waiting for 
their turn, a salesman is able to turn in a mighty good 
book by the end of each day, while the total of twenty- 
three, working at top speed, means a respectable day’s 
sales. 


All Filled Up and a Waiting Line 


Just a side light on this “customers’ waiting” busi- 
ness. On a recent Saturday afternoon, about half past 


two, some sixty women were lined up on either side of 
the store, looking for seats. One man was stationed at 
the door, keeping people out. His job was courteously to 
say: 

“Sorry, but there is no room inside; won’t you please 
stand in line?’ And at least twenty-five women were 
patiently waiting in the doorway and street for a 
chance to get in the store. 


How Wallace Started 


Some twenty years ago, Mr. Wallace left his father’s 
shoe store to start one of his own, nearly across the 
street. This he called “‘Arthur’s Shoe Store,” to dis- 
tinguish it from his dad’s, and carried shoes to retail 
at $2.50. While moderately successful here at the cor- 
ner of Washington and Hanover Streets fur a period of 
thirteen years, the idea came to him that a one-price 
women’s shoe store up town in the center of trade 
would be a good move. Thus the Arthur Wallace store, 
selling all shoes at $3.00, came into being seven years 
ago. 

Business came with a bang from the start and has 
never let up. 

During the war, when prices soared, the price was 
advanced to $5.00, where it has remained ever since. 


Where He Buys and How 


Mr. Wallace’s policy is simple—to give all he can for 
the money. He personally buys every dollar’s worth of 
merchandise that is sold in all his stores. Also, he per- 
sonally inspects every case of shoes that comes into his 
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stores, his motto being, ‘Every pair of shoes sold must 
be 100 per cent good.”’ In the case where goods do not 
come up to his requirements, he just keeps them, sells 
them and thereafter buys from some other manufac- 
turer. There never has been a time when he couldn’t 
buy plenty of shoes. 


Sometimes he has paid as high as 
$7.00 for shoes to retail at $5.00. Fre- 
quently he pays up to $4.25 and $4.60. 


About a year ago the Arthur Wallace men’s store» 
specializing in $5.00 shoes, was started in the men’s 
district, practically duplicating the women’s store 
success. 

With this tremendous outlet, one would naturally 
think Mr. Wallace would be financially interested in a 
factory or two; but no—he buys everything in the open 
market. , 

The stores’ system is reduced to just essentials, all 
cash, no charges, no credits, no deliveries. The book- 
keeping is just as simple, cash received and bills pay- 
able being the main items. A total of three bookkeep- 
ers, who also do cashiering, is all that is required for 
this remarkable chain. 


Combining Shoes and Human Nature 


Arthur Wallace has positive ideas on merchandising. 
Naturally the real secret of his success lies here. He 
knows shoes, he knows human nature, and is an adept 
in combining the two. 

He plays the style game strong, some 80 per cent of 
the total sales being novelties the year round, always 
buying new shoes, always doping new styles. That 
means that one man has to be a mighty good style 
picker, or else get an awful licking. Occasionally a bad 
seller is bought, but with twenty-three salesmen plug- 
ging at the line that has an attractive P.M., the line 
doesn’t last long. 


Real Colored Kid at $5.00 


During the Easter season, when grays first cropped 
up strong, the women of Boston were given styles by 
the dozen in this color, while today there is a good as- 
sortment of red, blue and green real kid cut-outs and 
sandals. Ask him yourself how he does it. 

Mr. Wallace was one of the first, if not the first, to 
sense the vogue of the plain toe oxford that is still good. 
In fact, he predicts that as blacks are coming in so tre- 
mendously strong, the black plain toe oxford looks 
extra good. He also thinks that the man who can do the 
shoe business of the country has not arrived yet, though 
it is possible for one man to do a billion-dollar retail 
shoe business in America, by following the Wallace 
methods. 

Mind you, he has not fully disclosed the entire secret 
of his success as yet, but as he is a very genial chap, 
easily approached, and not filled with self-importance, 
maybe you can discover his secret better than the 
Writer, 
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How Wallace Does It 


The best location in town—not the largest, but the 
best. 


* * * * 


Judicious buying, based on genuine shoe knowledge. 

+ * * * 
Just the necessary essentials of buying, selling, 
stock-keeping and record keeping. No charges. 





Location 


In stores of the Arthur Wallace type, values 
are of greater importance than location, and 
location is of greater value than service 


No credits. No deliveries. No refunds. No ex- 
changes. No turnovers. Just cash sales. And more 
cash sales. 

* * * * 

Giving the mass what they want when they want it, 
as they want it. 

* * * * 

A well-paid, contented sales force. One incentive is 
an extra five-dollar bill for selling a hundred pairs of 
shoes from 11 A.M. to 5 P.M. You bet they cop it. 

* * * * 
Feed them plenty of new stuff, while it is new. 
* * * * 

Women like to buy in a crowd. Just the fact that they 
see a crowd increases their desire to get into it. Their 
favorable attention, interest and desire are immediately 
resolved into action. Show them a few styles; fit by eye, 
from ball to heel, not using the size stick at all. 

If they are apt to be fussy, suggest they come back 
some other day. They will, or else buy at once. 

* * * * 

Each salesman does up his own bundles and delivers 
them to his customer, giving the money to cashier. An 
average sale during rush hours consumes about five 
minutes to complete. The customers stand for it and 
come back for more. No rough stuff, everything quiet 
and orderly, but speed in selling. Boy! it’s there. 

* * * * 

Fewer kicks in proportion to sales, than in any other 
store in town. And always clean stock with an un- 
believable turnover. 

* * + * 

Just the heart of good selling sizes bought on high 
novelties. The store size range being from 2) to 10 and 
from AA to EE. Several lines of orthopedic shoes car- 
ried too. 

* * * * 

Buys well in advance on staples and semi-staples. 
Men’s shoes practically all bought now for fall. Men eat 
up new stuff almost as fast as women. 
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More Reason Than Riot in Styles 
(Continued from page 67) 


and the various shades that remind us that itis spring- 
time. But with the coming of fall, nature changes to 
raiment of brown and brownish tints. 


“Oh, Them Golden Slippers” 

The biggest evening slipper note of the entire show 
was the lavish use of gold and silver leathers. This is 
actual gold and silver leaf laid on top of a sized skin. It 
was used principally for trimmings over silver and gold 
brocades, Paisley brocades and irridescent metal fabrics. 

You can go the limit on costs of fine evening foot- 
wear, for the woman who spends from one hundred to a 
thousand and up for a gown is not going to haggle over 
dimes and quarters in the price of her golden slippers. 

It is going to take more money to buy pretty shoes 
but you get more for them in proportion to their 
prettiness than was ever before realized on footwear. 


Lasts of New Importance 

There once was a time when lasts were least. But 
the short vamp operators in New York, the stage 
beauties who travel through the country and the 
French influence have had something todo with shorten- 
ing four and one half inch vamp of 1919 to the three- 
inch vamp of 1922 and now appears the two and three 
quarters inch Frenchy short vamp to run into 1924. 





Business Conditions Stable 
(Continued from page 65) 


wholesale prices have been rising more rapidly than 
retail prices. 

Charts prepared by the Board show that sales in 
each of the first three months of 1923 were much larger 
than in the corresponding months of 1922, but are still 
considerably smaller than in the first quarter of 1920. 

As the increase in sales during the past year has 
been much larger, business is now being done on a 
lower relative volume of stocks than in 1922. Increases 
in stocks as compared with March 31, 1922, were re- 
corded in ten of the twelve districts and amounted to 
over 10 per cent in the Minneapolis, St. Louis, Phila- 
delphia, and Chicago districts. Stocks at department 
stores in the Kansas City and Dallas districts were 
slightly smaller than a year ago, although they showed 
an increase as compared with February. 





Advertising Managers to Boost New 
England 


Boston, May 24—The Advertising Managers’ Coun- 
cil of the New England Shoe and Leather Association 
was formally organized at a meeting held at the rooms 
of the association in Boston, Wednesday, May 23, and 
the association now has an exceedingly valuable pub- 
licity department. 

The meeting was presided over by Louis M. Han- 
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num of Whittemore Bros. Corporation, Cambridge, 
who, with T. P. Smith of the Emerson Shoe Company 
and H. B. Kirsch of Al. A. Rosenbush & Co., had pre- 
viously been appointed a committee to report a code 
of by-laws. 

After remarks by Secretary Thomas F. Anderson, 
who outlined the great value of the co-operative aid 
that the council can render the association, Geo. W. 
Langdon, Jr., of Haverhill, Mass., chairman of the 
Publicity Committee of the forthcoming Boston Show, 
to be held July 9-12, explained the advertising plans of 
his committee. 

The by-laws as reported were unanimously adopted, 
and the following officers were elected: Chairman, Bur- 
ton L. Wales of the M. N. Arnoid Shoe Company, 
North Abington, Mass.; vice-chairman, Thos. P. 
Smith of the Emerson Shoe Company, Rockland, Mass., 
and John Greenberg of Carl E. Schmidt & Co., Boston; 
secretary, Thomas F. Anderson. 

The by-laws state that the object of the council shall 
be to afford occasional conferences and discussions 
along advertising and publicity lines, the membership 
to comprise all those in charge of or connected with the 
advertising departments of the member-concerns of 
the New England Shoe and Leather Association. The 
chairman, vice-chairman and secretary constitute the 
Executive Committee, with power to appoint sub- 
committees. It is provided that meetings shall be held 
every other month, or oftener, with the annual meeting 
in December. ' 





C. B. Griffith Dead 


Boston, May 20—Cyrus Bart Griffith, president of 
the Boston Shoe Associates, and a member of the H. H. 
Brown Company, shoe manufacturers, North Brook- 
field, Mass., died at his home in Cambridge, Friday 
afternoon, May 18. 

Bart Griffith was born in Farmington, Ohio, 39 years 
ago. After preparation for college, he entered Syracuse 
University in September, 1902, and was graduated in 
June, 1906, with the degree of Bachelor of Philosophy. 
While in Syracuse he was a conspicuous leader in un- 
versity activities. 

For several years he was with the B. & R. Rubber 
Company (now the Quebaug Rubber Company) of 
North Brookfield. He went with the H. H. Brown 
Company about ten years ago, and had traveled in 
their interests among the wholesale shoe trade all over 
the United States and in some foreign countries. 

Bart Griffith was a man of the rarest gentleness of 
nature, unassuming, modest, and understanding and 
exemplifying in all relationships the highest tenets of 
friendship, citizenship and spotless character. His un- 
timely death occasions profound regret and sorrow. 
As evidence of the esteem and affection in which he 
was held by compatriots was his election, in February, 
last, while seriously ill, as president of the Boston Shoe 
Associates, the organization of wholesale shoe traveling 
salesmen. 
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Stock Style 352 
Same Style in White Nubuck. 
AA-D 


Price $5.25 


A Mark of Quality 


HIGH GRADE WELT 
FOOTWEAR 


FOR WOMEN 
Mark this! 


Stock No. 351 We were the original makers of the fa- 
Coffee Elk~- “Tut” Sandal. ee 
Sally Last, 8-8 Heel, AA-D mous **Tut Sandal. 
Price $5.00 


Why buy a poor copy when you can get 
the masterpiece at the same price? 


Sport shoes, one strap, two straps, 
special patterns—that's the C. & M. 
Line—the fastest and easiest selling line 
of welts for women in the country. 


Over Twenty Other Styles Carried 
In Stock Ready to Ship at Once. 











Stock Style 350 CROOKER & MORSE, Inc. 


Patent Tut Sandal, Sally Last. 
8-8 Heel. AA-D 
Price $5.00 


Bridgewater, Mass. 
Boston Sample Room 
183 Essex St., Room 501 
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From all Indications We 


Judging by the orders we are receiving 
daily, the capacity of the factory will be 
quickly reached. 


That means calling our salesmen off the 


road and the usual announcement --- 


“SOLD UP.” 


We are enlarging our factory to take care 


of a largely increased business. 


However, it seems that the demand for 








Lo-Price” 


our shoes grows with our factory. May 
we ask you to aid us in this situation by 


getting your order in quickly ? 
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elwill Sell Up Quickly! 


From the first season we entered business 
we have been unable to call on all the 
merchants who want the line. 


We have been compelled to disappoint 
some very desirable accounts that wanted 
to buy late in the season. 


Under existing circumstances we must 
travel fast and clean up as we go. We 
can not make retum trips. 


If you want the best line, write or wire at 





once saying when you will be ready to 
place order. “Hi-St 
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The LAPE & ADLER Company 


COLUMBUS, OHIO 
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Popular Sellers In Stock 


Ready To Ship 
EVANGELINE 


(Reg. U. S. Patent Off.) 


The 


To 
Buy 


Stock No. 4868 


Stock No. 4867 ‘ . 
White Ostex One Strap, White Ivory Whites Wos. White Ostex Strap, White Ivory 
Sole, White Welt, 14% inch Heel, White Sole, White Welt, 154 inch Heel, White 
Rubber Top Lift, Goodyear Welt, Rubber Top Lift, Goodyear Welt, 


95 Last. 96 Last. 
A-D $3.25 Widths A-D $3.25 


CRUMBS OF COMFORT 


(Reg. U. S. Patent Off.) 


: 
; 


Send for Complete 
Catalog of Stock 


Shoes 
Stock No. 4442 


Black Kid Oxford, Imitation Stitched Stock No. 3606 


Tip, Rubber Heel, 68 Last. F 
Price $2.50 Kid Oxford, Kid Tip, Rubber Heel, 
76 Last, Turn. 


No. 4444—Same style, Brown Kid. Price $2.50 
Price $2.75 


A. H. BERRY SHOE CO. 


PORTLAND, MAINE 
BOSTON SALESROOM -- 186 LINCOLN STREET -- = (4th Floor) 


THO LU LLL @ LLP LOLOL LOL PLL @ Ls 
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NATIONAL PARK 


REG. U.S. PAT. OFF. 


HIKING BOOTS**OXFORDS 
YEAR ROUND WEAR 


STYLE LEADERS ALWAYS! 


—FIRST IN QUALITY 
—FIRST IN SALES 
—FIRST IN POPULARITY 


The original and most complete Line of Outing 
Footwear in the World. Made in a factory de- 
voted to them exclusively. 


OUR ADVERTISING CO-OPERATION 
ON “NATIONAL PARKS” IS 
UNEXCELLED BY ANYTHING 
OF THE KIND 


Stock Department 


THE JUVENILE SHOE CORPORATION 


OF AMERICA 


= MISSOURI 


Stocked at same price 
tor Pacific Coast 
Williams-Marvin Co. Trade by Fithian-Barker Shoe Co. 


San Francisco-Los Angeles Portland, Oregon 
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PINE US 


Illustrated Booklet on Request 
A golfer will pay. liberally for a shoe that will really improve his game. 


Our Stock Department We, the pioneer makers of sport shoes in Ameri¢a present the PINE- 


supplies at once any needed size in HURST line, as an authoritative summing up of the golfers’ needs. 
seven varieties of PINEHURST shoes : a fi 
—limiting your need of stock invest- Our shoes are the choice of the foremost amateurs and “pros. 


ment, and affording a choice rangin : . . 
from a sound sles shoe, to one ging Can you afford to sell this substantial class of people any thing less than 


can be worn in the clubhouse or on the the best. 


elie NORMAN & BENNETT, Inc. 


IN STOCK 144 High Street, Boston, Mass. 


RUEPING Elk—Unlined—Colombo Crepe Established 1876 
Rubber Sole. Sizes 6 to 11. Widths C, D and E. 


PRICE $6.75 


CALF—Unlined—Colombo Crepe Rubber Sole 
Sizes 6 to 11. Widths C, Dand E. 


PRICE $8.00 


ZUG (Waterproof Imported Scotch Grain) 

Calf Lined Quarter—Special Channeled Welt 

yrs Crepe Sole. Sizes 6 to 11. Widths + ely cy . " 
|. D and’ E. OS REAES te Pinehurst No.7 


PRICE $9.50 
**No Bite’’ Tip 


Lo Pat. App. For yo ji Pinehurst 
Pinehurst No. 1 + 0 tea ; No. 5-4 
Made of “¥ ¥ highly eo fi: on . 
ade of importe cote rain, hig re- 
sistent to weather and wear. a If lined through- : iad Re White Buck—Black Calf 
out. Box toe and tip. Sizes 6-11. Widths C, D bh “tS - Trimmings — Special 
and E. YY : Pinehurst Leather Sole 
PRICE $10.00 : as ae . with Rubber Plugs used 
. ‘ ) a by eminent professionals 
> 2—Same as above, made with soft toe and ‘ ; ae : Woman. Se 6-11 
No. 3—Same as above, made with soft toe ~y i ER hee : PRICE $10.00 
without tip. aA. a 1 asi / P . . 
This shoe may also be had unlined at $8.00, ; *. 1 ]* j 5-C—Same in Tan Calf Trimming. Price $10 


but is not carried in stock. These shoes may be also had from stock with 


the Colombo Crepe Sole at $8.00. 


Pinehurst 
No. 5 nll 


Pinehurst 
No. 7 
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Sales vs. Collections 


HAT doth it profit a man to sell all the shoes 
and lose his own shirt? 

A prominent manufacturer of women’s 
shoes, in commenting upon the fickleness of shoe styles 
and the sharp competition, concluded by saying, “‘How- 
ever, we have no reason to complain. We have organized 
this factory on the basis of four weeks delivery and 
our business so far this year is away ahead of last year. 
March was the biggest month in our history until 
April came along and beat it.” 

When asked whether he was talking in terms of sales 
or money actually taken in as “business” he said 
“Sales orders booked and orders shipped.” 

“Collections are rotten: so rotten in fact, that we are 
hiring an extra stenographer who'will do nothing but 
write collection letters for the Credit Department. 

“It is a serious question whether merchants are buy- 
ing these new, beautiful sandals in a range of color 
combinations because their shelves are becoming bare 
and need replenishing, or simply because an unforseen 
demand has arisen for this new rage of color and 
pattern. 

“If the former is the case, if the merchants who are 
getting these new creations have sold their Russia 
calf oxfords and straps, and suede oxfords and straps, 
and the other merchandise which they bought for 
spring and early summer, then the condition is-healthy 
and new business will be created and the bills will be 
paid promptly. 

“But if, on the other hand, the merchandise bought 
for early season selling is still on the shelves and this 
rainbow stuff is dumped in on top of the accumulation 
that is already there, a serious condition may result. 

“There is no question about the demand for bright 
colors, both in all over effects and in two tones. To what 
extent the demand will develop and how long it will last 
are questions that nobody can answer. Usually when a 
fad like this hits the trade, the far-sighted manufactur- 
ers and merchants, the ones who get in early, cop off 
the cream and the tail enders take the skimmed milk, 
and it is often sour when they get it. 

“There is every opportunity for a merchant to suc- 
ceed today, just as there always has been, but if he is 


going to succeed by selling styleful merchandise he 
must be constantly on his toes and he must learn to buy 
often and of a few houses in whom he has confidence. 

“He must learn to merchandise on a frequent stock 
turn basis and be in position to pay his bills promptly. 
This principle applies as well to the manufacturer as 
to the merchant. 

“Prompt shipment and all promises lived up to 
means increased business for the manufacturer and the 
tanner. Prompt payment of bills by the manufacturer 
to the tanner results in prompt shipments and choice 
selection of leather. 

“Conditions at the present time are not conducive to 
large purchases on the part of either the manufacturer 
or the merchant, and in order that each branch of the 
industry ¢am render the best service to the next in line, 
that is, to the particular branch to which he sells his 
product, and in order that the ultimate consumer may 
be served in the best possible way, a religious meeting 
of obligations and prompt payment of bills is necessary 
all along the line. 

“Tt is no great credit to a man, no matter whether he 
be a tanner, a shoe manufacturer, or a retail merchant, 
to do a big volume of business on some one particular 
thing, if in so doing he is letting other merchandise get 
stale, and on this merchandise will eventually take a 
loss that will wipe out his profits on what he has sold 
and cause his credit to become impaired.” 

The man quoted above is not the only manufacturer 
who is finding it less difficult to sell his merchandise than 
to collect the money for what has already been sold. 

The credit man in one of the largest factories in the 
Middle West said his house is getting a varied lot of 
excuses or reasons for dilatory payment of bills. The 
two most often used reasons are unfavorable weather 
conditions which have prevailed in most sections of the 
country during the early spring, and the inability of 
the merchants to collect the bills outstanding on their 
books. 

It would be interesting to know to what extent 
credits.unwisely granted to consumers by retail mer- 
chants are responsible for dilatory payments on_ the 
part of merchants to manufacturers and wholesalers. 
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Send this Coupon if Interested! 





The Julian & Kokenge Co. 
Cincinnati, Ohio 


Please send full particulars on ‘‘Foot Saver’’ Agency. 











Act at Once if You Want the Agency! 


Our salesmen are on the road closing 
up Exclusive Agencies as they go. 


A few towns and cities are still open. 
Yours may be among them. 


Do you want to make more money ? 


Then get the Foot Saver Agency. 


The JULIAN & KOKENGE ©. 


(Manufacturers of ‘SY Women's Fine Shoes 
CINCINNATI, O. 
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straight on this shoe. It is not 

a “CORRECTIVE” shoe, but 
a “correct” shoe. It is not a shoe 
for cripples, flat arches, club- 
footed folk, nor abnormally con- 
structed anatomies. We make no 
claims as to “‘curative”’ qualities, 
although we have received many 
wonderful testimonials from 
women who say that “Foot Sav- 
ers’ have cured their feet abso- 
lutely. We make no claim that 
the “Foot Saver” shoe will 
strengthen weak lungs nor re- 
store hair to bald heads. 


[: the beginning, let’s get 


The patented features of the 
shoe are built in—invisible. The 
arch support consists of a spe- 
cially-shaped steel shank that 
is placed between the insole and 
the outsole. This shank is unique. 
Do you know that in ORDI- 
NARY shoes there are only two 
sizes of shanks for sizes and 
widths from 24-8. In “Foot 
Saver” shoes there are EIGHT 
sizes of shanks. This wide range 
insures a shank fitted to the last 
in exact position to obtain abso- 
lutely correct results. 


The “Foot Saver” last is 
PATENTED, there being but 
one other last that was able to 
obtain a patent in the United 
States. The modeling of the 
“Foot Saver” patented last is 
the principal feature of the shoe. 
Made on absolutely scientific 
principles, this last conforms to 
the shape of the normal foot. It 
MEETS the arch, GENTLY 
holding it as nature intended, 
exercising the necessary CON- 
TROL. There is no harsh, me- 
chanical prop, or painful lifting. 


The arch is taken care of in a 
perfectly natural manner. The 
bones, muscles and ligaments are 
given free play, but unnatural 
tendencies are restrained. The 
“Foot Saver” shoe is a positive 
preventative of weakness and 
letting down of the arch. For fat, 
mushy feet that “squash out”’ at 
the sides, this shoe proves to be 
a wonderful restraining influ- 


ence. It moulds and shapes the 
foot to lines of perfect beauty. 


Proper balance of the body is 
one of the essentials of foot com- 
fort. You will find the “Foot 
Saver” shoe admirably con- 
structed to give the wearer cor- 
rect poise and bearing. The 
weight of the body, when walk- 
ing or standing, is evenly dis- 
tributed, falling on the parts of 
the shoe intended to carry the 
load. This takes the strain off 
certain muscles and ligaments, 


and insures healthy conditions. 


You have your troubles these 
days trying to keep your stock 
assorted, and limited. To have 
enough sizes and widths in all 
the styles that SEEM GOOD is 
a vexing problem. You have one 
safe and sure way to eliminate 


worry. 


Stock ‘Foot Saver’’ shoes in 
representative quantities and 
draw on the Stock Department 
of The Julian & Kokenge Co. 
for sizes as needed to fill in. 
With “Foot Saver’ straps and 
oxfords on your shelves you can 
eliminate all other shoes in those 


grades. 


It will be unnecessary to carry 
so many styles with duplications 
and risk of carrying over. 


You will have an advantage 
over other stores, too, because 
where they are offering just tans, 
browns, blacks, etc., you are of- 
fering “Foot Savers’’ in the same 
leathers. 


You will have a double advan- 
tage with your customers. They 
will patronize you not only be- 
cause they like your store, but 
because yours will be the only 
store where “Foot Savers’ may 
be purchased. 


Besides, you will have shoes 
with quality in bottoms, uppers 
and workmanship unequaled any- 
where. 





“Foot Savers 
to the Wearers--- 


Life Savers to 
the Merchant” 


That is an expression we 
hear frequently from deal- 
ers who handle “Foot 
Saver”’ Shoes. 


It is true—because we carry 
them in stock. You can do 
a good business on our 
capital. 


You can eliminate surplus 
stock. 


We advertise them nation- 
ally in such magazines as 
the Ladies’ Home Journal, 
Woman’s Home Compan- 
ion and Good Housekeep- 
ing. 


Write us for agency terms 








Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 





BOOT AND SHOE 


RECORDER 





























One who turns up 
with a smile and 
who also smiles if 
he is turned down. 















































A Measuring Stick for the Retail Salesman 


A short time ago I called on a retail shoe salesman in hicago 
people were waiting for him and I asked him when he would be at leisure. He 


from his pocket and as he ran through the 


one of Chi "s st stores. Several 
a little black book 
tomorrow morning 


pages he said, “I have intment 
at 8:30, another one at 9:30 and from that on I will be busy all of the day. Supposing you come in 


at 9 o'clock.” 


The next morning at 9 o'clock I was there and two women were also there, elaimi u 
attention, and each wishing to be filted with shoes. He asked me to Ne ot at his little 


his 


personal 
desk behind the shelving and wait for him a few moments. On his desk in typewritten form I found 


twelve requisites of a real salesman. 
In this article three of those 
subsequent articles of this series. 


uisiles are dealt with. The others will be grouped and used in 
these 


you, as a merchant, cul pages, and 


=i suggest out 5 
pass them on lo your salespeople for their good and yours, and for the good of the public to whom we 


all owe the best service we can possibly render. 


HE greatest ability in the world is RELI-abil- 
ity, and nowhere are both ability and — | 
more essential than in selling merchandise. 
man may be a very able salesman, make a im- 
ression, and dispose of a lot of thandise for a 
imited time; but if he is shifty and. unreliable he 
does not last long. 

A few months ago a fine-looking chap applied for 
a position in a Detroit store. He was clean, well 
dressed and intelligent. From his conversation it 
was apparent that had had experience in ae 
and was familiar with methods of selli 
snoes. 

His ability was apparent from the start. The 
manager kept his eye on him all forenoon and had 
about decided to give him a permanent place. 
Along in the afternoon the floor manager noticed a 
woman sitting for a long time with her in her 
hand. Finally he asked her if she had waited 
upon, and she said, “Yes, I ~~ a pair of shoes, 

ve the salesman a twenty-dollar bill, and bave 

n waiting an awful long time for my change.” 

She was asked to describe the salesman who wait- 
ed upon her, and she gave a description that tallied 
with the new salesman; but the new salesman could 
not be found. 

It was remembered that he wore a cap. Instead of 
putting his cap in the locker, he had put it in his 

-ket; as soon as he got his fingers on the twenty 
Ee made his get-away. 

He was long on ability, but short on RELI- 
ability. He had an abundance of cleverness and 
skill, But lacked steadiness and trustworthiness. He 
will‘never be a successful salesman until he changes 
his mental attitude. Unsteadiness causes the down- 
fall of many otherwise good salesmen. 


The salesman with a shifty, unsteady eye; the 
fellow who is always avoiding the fixed of the 
customer, seldom inspires confidence. If he will not 
look straight, he will not talk straight or go straight. 

One of the greatest assets of a salesman is the 
ability to read human nature. No two people look 
exactly alike or think exactly alike. No one formula 
of salesmanship will answer in all cases. It requires 
a new mixture for each customer, compounded ac- 
cording to the nature of the prospective buyer. 

Watch the successful salesman; not the whirl- 
wind that blows in today, and. o.t tomorrow; but 
the man who is busy seventy-five per cent of his 
time with “call trade’ and you will find a 
man who knows his ise and knows 
human nature; a man who is “all things to all men,” 
who understands men and is understood by men. 

The salesman who talks with a “smile in bis 
voice,”’ the man with . wee Sans, engenders 
a constant be my ightness t irradiates all 
who come under his influence. 

There is a vast difference between a radiant smile 
that is the reflection of a happy heart, and a sickly 
grin that is put on like a false face for the benefit of 
the grim-faced floorwalker, who says, “Smile, damn 
you, smile.” 

The head of a concern which operates a chain of 
shoe stores scactered over the MiddlejWest;recently 
said, “Salespeople have got to learn to smile whether 
the ha —s or - fe 

merchant who expects his salespeople to 
smile must give them something to smile about. He 
must smile at them. If he looks at them with a frown 
or a sickly grin, he should not be surprised or object 
if they do likewise with the store’s customers. 
EARL C. LOGAN. 


Unless You Serve — You Don’t Deserve 
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CHICAGO 


Weather Fickle; Sales Up and Down 


Returns and Exchanges Also Cause for Worry; Whites Be- 
ginning to Show Themselves 


UNSHINE and shadows. This in 

brief tells the story of retail shoe 
merchandising during the past week. 
When the sun is shining outside, people 
come downtown and shop, stores are busy 
and business moves along like a song. 
Then the wind blows, rain comes down in 
sheets, people stay at home and business 
lags. Women’s stores are more affected 
by the sudden changes of temperature 
and the switching from sunshine to 
shadows than are the men’s stores. 

Returns and exchanges are causing a 
lot of worriment and a _ tremendous 
amount of extra work in stores selling 
women's shoes exclusively and in the 
women’s departments of family shoe 
stores. 

The wide variety of patterns, lasts, 
materials, colors and decorations have 
caused a confusion in the minds of women 
of every walk of life who admire and 
desire styleful footwear. 


When the Salesman Feels Badly 


A salesman will untiringly spend his 
time and effort in selling a pair of shoes 
and will be confident that they are fitted 
right, that the woman is pleased and satis- 
fied and the transaction is _ definitely 
closed. The following morning the tele- 
phone rings and that woman is on the 
wire, asking the store to send out and get 
the package. 

In about eight cases out of ten she says 
the shoes do not fit. Occasionally her 
excuse is that they do not match the 
gown with which she intended to wear 
them. Once in a great while she will tell 
the actual truth, which is, that after leav- 
ing that store she visited several other 
stores and had shoes sent out from all of 
them and out of the combined lot she has 
found a pair which meet her requirements. 

Evidently it is time for shoe merchants 
to eliminate from their dictionary and 
from their sales talk the two words “‘latest 
style,” and sell shoes for occasions rather 
than sell them as the newest creation of 
the style market. A  distinguishment 
should be made between style and fashion, 
and shoes should be sold as a fashion 
product rather than a style product. 


Whites Starting to Move 

White footwear is being featured in 
various retail stores, and a good number 
of sales have been reported on same. 
While white shoes have not as yet made 
their appearance on the streets, undoubt- 
edly preparation of the summer wardrobe 
is in progress,,and the first few real warm 
days, will bring, out the white shoes and 
summier costumes. 


Colored kid shoes are selling well, with 
reds in the lead, followed by greens and 
blues, and tans and grays in the more 
subdued colors. Of these more conserva- 
tive colors “Sahara,” which is on a sand 
shade, is the best seller. 

Colored shoes are being shown in strap 
and sandal effects with heels ranging from 
8-8 to 16-8. 


Sport Shoes Selling 
There has been quite a demand for 


sport shoes in the past week. These are of 
the oxford type, with 8-8 and 10-8 heels 


Warm Weather and More Tans 


As might naturally be expected the 
demand for tan footwear for men has 
materially increased with the advent of 
warmer weather. 

In the better grades medium and light 
shades of calfskin predominate, while in 
the cheaper grades the cherry shades take 
the lead. 

A year ago at this time very few black 
shoes were sold excepting in patent 
leather plain toe dress oxfords and in vici 
kid on conservative lasts. At the present 
time these two articles of black footwear 
are more than holding their own in com- 
parison with the sales of a year ago and in 
addition to this patent leathers of street 
types and black calfskins are also figuring 
very prominently in the sales of all stores. 

At Martin & Martin’s for instance, 
where only real high-grade shoes are sold, 





STITCHING INSTEAD 
OF PINKING 
Men’s dress styles are be- 
coming plainer in the higher 
grade lines as illustrated by 
this brown calf oxford from 
the line of the Florsheim 
Shoe Company of Chicago 














of gray and sand shades of suede, with kid 
or calf trim of the same color or contrast- 
ing shades, to be worn chiefly with sport 
costumes for street wear. 

Thus far there has been little demand 
for women’s sport shoes of the rubber- 
sole type, as weather conditions have not 
been such as to promote out-of-door 
sports, and Chicago women so far have 
not shown much inclination to wear rub- 
ber soles for street. 


Children’s Shoes Not One Step Behind 


Children’s shoes follow closely the trend 
of fashion in grown-ups. Colored shoes 
may be bought for the kiddies in all over 
red and green strap effects, red and white 
and green and white in slashed oxfords, 
and different shades of tan and gray in 
both strap and oxford effects 

The I. Miller store is making a special 
showing of these bright colors for children. 
Miss Mishka, who has charge of this 
children’s department, reports a goodly 
number of sales on these colors and advises 


_that she has requests for children’s shoes 


in all the different colors in which the 
women’s shoes come. . __ 


it is about an even break between black 
and colors including patents in with the 
blacks. 

At The Hub, where prices range from 
$6.00 to $13.00, tans are responsible for 
about 65 per cent to 75 per cent of total 
volume. The tans that are being sold in 
this store run almost entirely to light and 
medium shades in grades from $8.00 up. 
In the lower grades the darker or reddish 
shades sell more readily than the lighter 
shades. 

As compared with last year, however, 
there is a decided increase in the sales of 
black shoes all along the line. 


Two Tones in Sports 
Sport effects of two colors combined 
have been good sales producers during the 
past week. Both rubber soles and leather 
soles are selling well with preference 
divided between the regular standard type 
of rubber sole and the new crepe product. 
At Metz volume is overwhelmingly in 
favor of tans. The medium or No. 4 shade 
being the best seller of the various colors. 
In all stores patent leathers are selling 
exceedingly well both in the plain toe 








dress type and in conservative square toes 
and round toes in street types. 

In all men’s stores low shoes that are 
being shown are of a real summery type. 
Light soles, close edges, and less exaggera- 
ted heels give the new spring models a 
light, airy appearance. 

Straw hats, light weight and light col- 
ored clothing harmonize with these lighter 
types of footwear and give the man the 
appearance of being correctly dressed for 
warm weather. 


Heavier Shoes for Fall 


This is going to mean the sale of more 
pairs of shoes for early fall when men don 
darker and heavier suits and winter over- 
coats. Footwear for the fall, even in ox- 
fords, will be of the heavier and more 
sombre type, and the man who wishes to 
be well dressed will find it necessary to 
discard his light weight summery looking 
shoes and buy a new pair that will be a 
reflection of the fall season. 


Chicago Buyers in the East 
Among the Chicago shoe buyers who 
are attending the Brooklyn Style Show at 
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the Commodore Hotel, New York, are 
O. G. Adams of Carson Pirie, Scott & Co., 
Carl Burgstahler and B. Buckman of 
F. E. Foster & Co., Alfred J. Ruby of A. 
J. Ruby Inc., Leo Scholtz of I. Miller & 
Sons Co., and H. R. Rogers of Chas. A. 
Stevens & Bro. Company. 


Death of Abe P. Metz 


Abe P. Metz, brother of Ruben Metz, 
passed away at a local hospital, Sunday, 
May 13. 

Mr. Metz, who was formerly buyer for 
the Standard Clothing House at Minnea- 
polis and also the Plymouth Clothing 
House of the same city, suffered a nervous 
breakdown several months ago. 

He recovered somewhat and became 
associated with R. Metz in the men’s shoe 
business, but about three weeks ago he 
suffered a relapse which later resulted in 
his death. 

Mr. Metz was a polished gentleman, 
quiet and unassuming in his habits and 
thoroughly trusted and admired by those 
with whom he came in contact in a busi- 
ness way. 





ST. LOUIS 


Cold Weather Prevents Increases 


With Stocks Depleted on Preferred Patterns Other Styles 
Find Favor 


N two days of the week ended May 
19 snow wasexperienced. This was de- 
pressing to the retail shoe merchants who 
anticipated greater business as the warm 
weather approached. However, the warm 
weather has failed to make an appearance 
and this has naturally slowed up the 
demand for seasonable footwear. 

With the summer shoes stocked on the 
shelves the present situation is causing 
some concern. Many have shoes that were 
to be sold previous to the white season. 
Should the unfavorable weather continue 
and then suddenly plunge into the hot 
summer there will be a great many pairs 
to be disposed of by some ingenious sales 
method. True, the stocks are not large, 
but what there is of them, especially in the 
novelties will not hold for three or four 


months as style features. The rapid pace - 


that is being set by the style setters makes 
it imperative that shoes of fashion be 
moved as quickly as possib!e. 

There has been a noticeable demand for 
the heavier type of shoes during this 
period. Reports from a number of stores 
show that patents have found increased 
demand. This is also true of other styles 
that slumped off during the colored kid 
boom. 

Colored kid footwear continues to score 
heavily in the sales. Stocks are beginning 
to be replenished. When this has been 
completed it is anticipated that the flurry 





- 


will slow up. This applies particularly to 
the reds, greens and blues. All stores re- 
ported good sales on colored kid shoes. 
Few, however, have been observed on the 
streets. 

Red Not So Popular 


Red has lost some of its punch and the 
upward trend for blue and green has been 
felt during the past fortnight. Other 
colors in kid are becoming stronger each 
day. More and more patterns of beautiful 
strap effects in the champagne, field mouse 
and desert shades are being displayed 
daily. High heels are usually the rule in 
these shoes. Combination effects are also 
gaining favor and one style that is popu- 
lar is a patent vamp with a beige quarter. 
On the vamp are stitched narrow strips of 
beige material. Lattice work cut-outs 
have slowed up. At least few patterns of 
this type are being shown among those 
things that are considered new. 

Satin has lost none of its popularity and 
ranks well up with the best sellers in all 
stores. Many retail shoe merchants predict 
it will hold well throughout the summer. 
In the popular patterns satin is usually 
one of the materials selected when the 
style is played in two or three ways. 


Little Call for Sport Oxfords 
Dullness continues in sport oxfords. 
Sandals took the kick out of this end of 
the business. There have been some new 
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sport effects shown during the past few 
days of a highly colored Egyptian calf. 
There is usually an apron of a harmonizing 
shade to add to its effectiveness. This 
vogue has been seen in two or three stores 
and some believe that it will be a good 
number for summer selling. 

Whites temporarily have received a 
set-back. The cool weather sounded the 
slow march on this fashion. Where they 
have been selling, strange as it may seem, 
it was reported that plain whites were 
selling better than the trimmed patterns. 


Hutcheson East on Trip 


John A. Hutcheson of the Hutcheson 
Shoe Company departed for the East on 
a business trip. He will visit Boston and 
New York, returning to St. Louis this 
week after a brief stay. 


Huette Starts Alterations 
June 1 


Huette’s Sixth Street store will start 
alterations June 1. Dividing the store in 
half and installing a mezzanine floor will 
be the principal changes made. A new 
front will also be added to the store. A 
month’s alteration sale is being conducted 
by the company. The price established 
for the sale is $3.85. 


Dr. A. Reed Store Has 
' New Sign 


The Dr. A. Reed Cushion Shoe Com- 
peny of 405 North Seventh Street have 
erected in front of the store a large electric 
sign that can be seen for two blocks in 
both directions. [t was also announced 
that a number of road signs had been 
contracted for along the principal high- 
ways of St. Clair County, Illinois, and St. 
Louis County, Missouri. 


Weil’s Hold First Semi-Annual 
Sale 


Weil’s shoe department held their first 
sale to be held semi-annually this week. A 
10 per cent discount on all shoes and 
hosiery was established during the sale. 
H. H. Weibel, manager of the department, 
stated that colored kids were the most 
wanted styles in the sale. Whites also 
shared in the prestige during the event. 


Brown Shoe Common on Divi- 
dend Basis 


At a meeting of the board of directors of 
the Brown Shoe Company held here this 
week the common stock of the company 
was put back on a dividend basis with 
the declaration of a quarterly dividend 
of $1, payable June Ist to stock of record 
May 25th. The last dividend on the com- 
mon stock was September, 1920. When 
dividends were discontinued the company 
was paying at the rate of 134 per cent 
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quarterly. In declaring dividends at this 
time the board thought it better to 
resume payments at the more moderate 
rate than to postpone payments until 
dividends at the old rate could be declared, 
it was stated. “Business for the first six 
months ending May Ist has been very 
good and for the next six months should be 
better” said President John A. Bush. 
“Shipments have shown a healthy gain 
over last year.” Shipments for March the 
latest figures available amounted to 
$2,697,000 or a gain of 28 per cent over 
March, 1922. 


Shoe Manufacturers on 
Good-Will Tour 


Approximately 100 St. Louis business 
men, including a number of shoe manu- 
facturers, are making a good-will tour 
through parts of Illinios which will include 
forty towns. Demonstrations are arranged 
in each town visited. Entertainment is 
provided by the band and talent carried 
on the trip. The St. Louis Shoe Manu- 
facturers represented are as follows: 
Ault-Williamson Shoe Company, C. R. 
Williamson, president; Brown Shoe Com- 
pany, W. E. Kincaid, district sales man- 
ager; Central Shoe Company, J. J. 
Martin, sales manager; Dittmann Shoe 
Company, Phil A. Becker, secretary; 
Friedman-Shelby Shoe Company, C. C. 
Williams, representative; Hamilton-Brown 
Shoe Company, C. P. Ladd, representative; 
McElroy-Sloan Shoe Company, Dan 
Honig, representative; Roberts, Johnson 
and Rand Shoe Company, Carlos Reece, 
district sales manager and E. J. Hopkins, 
credit manager; Peters Shoe Company, 
M. P. Gaddis, assistant sales manager. 


Another Dividend for Hamilton 
Brown 


Directors of Hamilton-Brown Shoe 
Company this week declared a dividend of 
1 per cent for the month payable June 1 to 
stock of record May 24th. This makes the 
eleventh consecutive monthly dividend 
paid by the company. 


Johansen Bros. Hold Formal 
Opening 

Johansen Bros. Shoe Company on Mon- 
day evening, May, l4th, held the formal 
opening of their new magnificent adminis- 
tration building. To this event were 
invited manufacturers, retail merchants 
and others allied with the shoe industry. 
The building itself was a bower of flowers 
sent by the many friends and well-wishers. 
There was music, dancing, refreshments 
and flowers for the gay throng that 
crowded the building. The structure was 
at its best and personally conducted tours 
were arranged for all visitors. 

The building is 45x71 feet and three 
stories high, setting between the two wings 
of the factory. The first floor will be used 
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as a garage for the officials of the company. 
This section is fire-proof, being arranged 
is such manner that no fire could possibly 
reach the floors above. 

The second floor is one of the most 
spacious offices in the city. Elaborately 
arranged in private offices which will 
house the officials of the company, sales 
department and samples rooms. All fix- 
tures are finished in silver oak with the 
exception of the directors’ room and the 
two sample rooms which are American 
walnut. The furniture throughout the 
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building is finished in silver oak to match 
the woodwork. The private office of Harry 
Johansen, vice-president of the company, 
is one of the handsomest ever seen in any 
shoe company. The appointments are 
distinctive and a unique feature is the 
adjoining model room, provided with a 
small runway to dislay the styles to large 
buyers. 

Without a doubt the two sample rooms 
surpass in beauty anything seen here in 
any of the factories. Both rooms are 16x 
18 with large glass cases on each side. 





CINCINNATI 
Increase in Fall Orders Noted 


‘Retail Merchants Buying Farther in Advance, Say Manufac- 


turers; Good Business in Prospect 


INCINNATI shoe manufacturers are 
greatly encouraged by the increase 
in fall orders which has taken place during 
the past week. Until a week ago the small 
amount of business which was being 
booked for fall delivery had kept the fac- 
tories in many cases running only on a 
part time basis, but developments in the 
last six days have been so favorable that 
much improvement is noticeable. 

In fact local business is rather spotty. 
There are several factories which are 
operating on a capacity schedule, having 
sufficient orders booked ahead to keep in 
full time operation until July 1. One of 
the large factories has actually had more 
orders for fall delivery come in up to the 
middle of May this year than during the 
same period in any previous year. This is a 
decidedly pleasing record and is a forecast 
of the large amount of fall business which 
Cincinnati factories are going to turn out. 


Spring Shoes Still on Shelves 


Undoubtedly the unseasonably cold 
weather which Cincinnatians have en- 
dured and which has prevailed elsewhere 
has had much to do with the present sit- 
uation. Retail merchants have not cleaned 
out their stock of spring footwear and are 
hesitant about placing their orders for fall 
shoes. However, there seems to be a ten- 
dency lately on the part of the retail mer- 
chant to anticipate to some extent his 
early fall needs and to place orders for 
footwear for delivery in early July. This 
will help in relieving the burden of the 
manufacturer in being swamped with 
orders at a late date for almost immediate 
delivery when he will not be in a position 
to supply the wants of the retailers as 
rapidly as they may desire. 

Despite the policy of many in with- 
holding their fall orders until a later date 
the Cincinnati manufacturers are hopeful 
of the outlook and feel that there is a big 
season ahead. Most of the local plants are 
still working on straps and cut-outs of 
various hues, but some attention is being 


given to the plainer one-straps and ox- 
fords for fall. 


P. Sullivan Company Buys 
Factory 


The P. Sullivan Company, shoe manu- 
facturers, have acquired the six-story 
brick factory building in which they are 
now located at Pearl and Lawrence 
Streets for approximately $100,000. This 
company have been tenants in the build- 
ing for the past ten years. The building 
occupies a lot 70x90 feet. Railroad yards 
and terminals, which are in close proximity 
to the factory, aid in making it an ideal 
manufacturing center. W. T. Dickerson, 
vice-president of The P. Sullivan Com- 
pany, reports that his concern is starting 
the fall season at capacity with many 
large orders coming in. Attention is being 
concentrated mostly on suedes and gen- 
uine buck with some patents and calf- 
skins. These are being booked for July and 
August delivery. 


Value Versus Service 


The regular Tuesday morning session of 
the employees of The Potter Shoe Com- 
pany on May 15 was in charge of Miss 
Cummins of the hosiery department. 
The topic of the meeting was “Values 
Plus Service.” Discussion of the various 
problems arising in the hosiery depart- 
ment, mostly pertaining to local condi- 
tions, was participated in by many of 
those present at the meeting. 


Large “‘At-Once”’ Business 


. One-straps and plainer oxfords with 
baby Louis heels are being turned out for 
fall by The Sam B. Wolf Shoe Company, 
according to Myron Wolf, treasurer of the 
company. Mr. Wolf states that while his 
company is booking some nice fall busi- 
ness, about 85 per cent of the shoes now 
being turned out are immediates. It is his 
belief that the height of the demand for 
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fancy shoes of bright color has been 
reached. While fancy shoes are a stimulus 
to the trade and make an appeal to the 
eye the extreme dynamiting styles which 
are now in fashion have reached the ex- 
treme limit. 


Harrison Off on Trip 


“Bill” Harrison, son of the late Colonel 
R. E. Harrison, former vice-president of 
The Sam B. Wolf Shoe Company, will 
leave Cincinnati during the coming week 
on his Southern trip which will take him 
through the states of Kentucky, Ten- 
nessee, Mississippi, Arkansas, Louisiana, 
and Texas. Mr. Harrison looks forward to 
seeing his many friends in this territory 
the majority of whom were friends of his 
father before him. 
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Good Business Ahead 


The Cahill Shoe Company finds much 
encouragement in the volume of fall 
orders being sent in by their salesmen. 
The volume of business is getting larger 
and the outlook for a big season ahead is 
bright. 


O’Brien Made Officer of New 
Company 


Frank X. O’Brien, vice-president of 
The Holters Shoe Company, was elected a 
vice-president of the newly organized 
United States Shoe Company during the 
past week. Mr. O’Brien is one of the best 
known shoe men in the Cincinnati market 
and is recognized as one of the best in- 
formed style men in the Middle West. 





MILWUAKEE 


Sport Shoe Trade Disappointing 


Blame Placed by Some on Influence of Novelties and by 
Others on Unseasonable Weather 


NSEASONABLE ~ weather, with 

rainy days and frosty nights put 
somewhat of a damper on business, ac- 
cording to down-town shoe merchants. 
Outlying merchants report that a fair 
volume of business is being transacted at 
the present time, despite weather condi- 
tions. Sport shoes, however, have not yet 
taken hold as effectively as the average 
merchant might have desired, and con- 
tinue to be somewhat of a disappoint- 
ment. Colored footwear is taking well with 
the trade in the downtown districts, al- 
though not enough of this type of foot- 
wear has yet been worn to give the col- 
ored slipper any style stability in Mil- 
waukee. Novelty seekers divide their at- 
tention between the high-colored sandals 
and slippers, and the new sport models. 

Merchants bave found a profitable line 
in the sale of detachable “‘tongues’’ which 
may be fastened by means of an elastic 
provided with them, to the strap of a one- 
strap slipper, giving a decidedly stylish 
effect to such footwear. These accessories, 
made up in the latest style patterns, retail 
at about $1.25 and are a profitable side 
line, according to local merchants. 

Men are giving almost all of their at- 
tention to oxfords in black and brown. 
Shoes proper are very slow in the selling, 
and oxfords average almost 75 per cent of 
the business done. Brown and tan shades 
and black are about on a par in the matter 
of color. Warm weather will find the for- 
mer shades favored, local merchants claim. 


Shippers Protest Rate 
Increase 


Protests against increases in freight 
rates on paper boxes, hides, tallow, leather, 
bags, iron, steel and similar products be- 


tween Milwaukee and Chicago to becom® 
effective June 1, on the Milwaukee and 
Northwestern roads, were made at a meet- 
ing of shippers and manufacturers’ repre- 
sentatives at the Association of Commerce, 
Milwaukee. Those at the meeting declared 
the increases would bring the rates from 
10 to 100 per cent higher than they were 
before the general freight rate cut of July 
1, 1922. Association of Commerce of- 
ficials have asked all shippers and manu- 
facturers to appeal direct to the inter- 
state Commerce Commission for a hearing 
and revision of schedules. 


Prominent Shoe Merchant 
Dies 

Oscar Hart, widely known downtown 
shoe merchant of Milwaukee, died May 
13, at his home, 719 Downer Avenue, from 
an attack of heart disease. Mr. Hart was 
one of the most prominent shoe mer- 
chants in Milwaukee. He was an active 
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member of the Milwaukee Shoe Retailers’ 
Association, and chairman of its auditing 
committee. Mr. Hart was regarded as the 
leading authority on finance in the 
retailers’ association. Only recently, he 
announced plans to move his store from 
its present location, 114 Grand Avenue, 
to a new store site across the street. 
Mr. Hart came to Milwaukee in 1904 
from Weisbaden, Germany. He became 
associated with the Bradley & Metcalf 
Shoe Company, but six years later estab- 
lished an independent business in the Cas- 
well block, 114 Grand Avenue. Mr. Hart 
was a graduate of Heidelberg University. 
He was noted as a linguist. Surviving him 
are his wife; Mrs. Fannie Hart, and two 
sons, Robert and Eugene. Mr. Hart was a 
thirty-second degree Mason and an Elk. 


New Kinney Manager 


Leo Spooner, Duluth, Minnesota, has 
taken over the management of the She- 
boygan branch of the G. R. Kinney Slioe 
store at 912 N. Eighth Street. He suc- 
ceeds T. E. Abrams, resigned. Mr. Spooner 
was formerly assistant manager of the 
Duluth branch of the Kinney chain of 
stores. Mr. Abrams left for Decatur, IIl., 
without announcing definite future plans. 


Merchants Will ‘‘Sell’’ State 


To “sell’’ Milwaukee to Wisconsin, 
Michigan, and Minnesota, and to “‘sell’’ 
the entire state to all points visited, is one 
of the chief reasons for the Booster trip 
being arranged by the Jobber’s Division 
of the Association of Commerce, starting 
June 11. One hundred and ten Milwaukee 
business men, headed by E. L. Philipp, 
former governor of Wisconsin and now 
president of the association, will make the 
trip. 


Changes Name to Sunny-Side 


Notice has been filed announcing a 
change in the name of the Jocelyn Shoe 
Company of Milwaukee which hereafter 
will be known as the Sunny-Side Shoe 
Company. 





CLEVELAND 
Weather Bad; Business Fairly Good 


Bigger Demand to Come, However, According to Merchants 
—Novelty Low-Cuts Figure Largely 


HE week ending May 19 found the 

Cleveland merchants getting ready 
for a good run of business for Memorial 
Day. 

While the weather has not been seasonal 
business has been fairly good. It must be 
borne in mind that bad weather at this 
season has a stronger effect on trade than 
inclement weather earlier in the year. 

While the number of employes at 100 


factories that report to the Cleveland 
Chamber of Commerce dropped one-half 
of one per cent on April 30 as compared 
with March 31, yet the wages paid in- 
creased considerably. There is still a 
scarcity of help, and with the weather 
seasonal, merchants figure that there is 
still a big demand to come from the con- 
sumer. 

The automobile business has kept a 
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steady run of sales the first half of May, 
in fact, the volume has been as great as it 
was in April and March. 

The trade in this city is running largely 
to low shoes with straps and the cut-out 
effects. Patent leather and black satins 
and models with color combinations are 
still going well. 


Volkmore’s Business Shows 
Steady Increase 


Elmer L. Volkmore, who has come into. 
this city strong in the last two years, 
celebrated the first anniversary on Satur- 
day, May 19, of his new store in Play- 
house Square. 
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Volkmore was one of the first shoe 
houses to go into this new retail district, 
which is about a half mile east of what 
has been for years the busiest shopping 
district in Cleveland. The new district 
gets its name—Playhouse Square—from 
the fact that most of the large downtown 
theatres are in this district of a square 
which centers around Euclid Avenue and 
12th Street. 

Volkmore said that he felt he was lucky 
to get into this district on what he regards 
as the ground floor so far as terms for his 
lease are concerned. He says that business 
in this store has grown gradually, each 
month topping the preceding one so far as 
volume of business was concerned. 





LOS ANGELES 


Hollywood a Riot of Novelty Footwear 


Colors, in Order of Preference, Are Red, Green, Blue and 
Then the Pastel Shades 


OVELTIES—and nothing but novel- 

ties—are selling here. This does not 
mean, however, that bizarre effects are 
countenanced. Extreme styles are seen, 
but they seem extreme only because the 
public is not yet accustomed to them. 
This is particularly true in Hollywood, 
where perhaps two-thirds of the popula- 
tion are identified in some way with the 
motion picture industry. Life in Holly- 
wood is more colorful than in Los Angeles; 
daring styles are more in evidence, and 
with so much romance in the atmosphere 
it is but natural that the newest style 
creations find ready acceptance, indeed 
many of them originate in Hollywood. 
The high-grade shoe stores of Los Angeles 
have branched out with shops in Holly- 
wood and these shops find it necessary to 
carry more of the strictly novelty foot- 
wear than the city shops handle. Being of 
easy access to the studios they have a 
large movie clientele. 


Bright Colors Sell Best 


Innes’ Hollywood shop pioneered the 
way a year or so ago, since followed by 
Wetherby-Kayser and the new “French 
Booterie”’ operated by Mel Leighton and 
A. 8S. Hanna. 

]t seems that the bright colored sandals 
are selling a little heavier in Hollywood, 
or at least have had a better start. The 
order of preference is as follows: red, green, 
blue, with a scattering of pastel shades. 
Colored kid high ribbon lace cut-out boots 
are shown by Wetherby-Kayser’s. An- 
other novelty displayed by them is a black 
satin pump with a colored rose design 
braided on the vamp. 


Colored Kids Crowding Out Whites 
Temporarily 
Innes’ expressed the belief that white 
kid shoes would not be as good sellers as 
would ordinarily be expected, except in 


combination with colors. However, the 
season is too early to judge. The cool 
weather has delayed the white sales and 
the women have been intrigued by the 
colored kids. Satins, too, have been selling 
exceptionally well for this time of year. 
One store reports a better business on 
satins than anything else. 


4 


Beige Shades Leading in Sports 


Rosenthal’s state that beige suedes are 
leading, in strap and cut-out styles prin- 
cipally. Bullock’s Sportswear Store, also, 
notes a big demand for this color. A hand- 
some sport oxford they are showing is 
made of light beige buck with bisque kid 
cut-out saddle. Grays are good in sport 
oxfords, but not as good as beige, is the 
general report. Each store seems to have a 
different clientele and report different 
styles in the lead. They all agree that 
business is all that could be expected, 
and Van Degrift’s state that last week’s 
business was the biggest in volume since 
their removal to their new location on 
Hill Street. 


Stage Last a Good Seller 


Heels are mostly on the Spanish type 
and there is an ever-growing tendency 
toward the stage last. In fact, the stage 
last has been a very good seller in Holly- 
wood for some time. 

During the past few days the weather 
has warmed up considerably, with the 
result that the demand for white shoes 
and colored kids is growing stronger daily. 
The window trims reflect the out-door 
atmosphere with sandy beaches or shady, 
grassy nooks, with appropriate displays 
of footwear. An unusual display is that of 
the Hollywood Popular Shoe Shop. 





- DES MOINES 


Cool Weather Holds Back Business 


Season One Month Late—-Stage Set for Big 
White Season 


UE to the fact that the season is 

just about one month late, season- 

able shoes have been held back. The 

weather has been quite cool with but few 

warm days to liven the retail trade. Busi- 

ness, however, has been consistently good 

with the big rush awaiting real summer 
weather. 

According to several managers of lead- 
ing retail stcres, the stage is all set for one 
of the biggest white seasons they have ever 
had. The new women’s styles are the 
reason for the heavy stocking on novelty 
styles in women’s white footwear. This 
season promises to be good for white sport 
shoes and white shoes in combination with 
other colors. In the more exclusive stores, 
colored kids other than in the sandal 
styles are being bought for summer wear. 


New East Side Store Opens 

Crandall Shoe Store Number 2 was 
opened Saturday, May 19, in East Des 
Moines. The new store is located at 410 
East 6th Street which was formerly occu- 
pied by the Emil Anderson Shoe Com- 
pany. The new store will sell shoes for 
both men and women at the two single 


prices of $5 and $6 only. The store has 
been completely equipped with new fix- 
tures and the latest and most modern 
equipment for fitting and quick mer- 
chandising. 

The East Side Crandall Shoe Store is 
the successful culmination of A. B. Cran- 
dall’s policy to sell good shoes at the two 
prices of $5 and $6. His store at 8th and 
Walnut was among the first to start a 
$5-$6 price policy for men’s and women’s 
shoes. For the opening week a polishing 
outfit is to be given with each pair of 
shoes purchased at the new store. 


Novelty Fitting Bench a 
Success 


H. L. Barlass, buyer of Younker Broth- 
ers shoe department, reports his new 
novelty of fitting children on a stationary 
merry-go-round is quite as practical as it is 
good looking. The little chairs on the 
merry-go-round are shaped like animals. 
Mr. Bodey of The Denecke Company of 
Cedar Rapids, Iowa, has a patent on his 
novelty. At present there are but three of 
these devices in the state. ~ 








B855—$3.10 


A new braid trimmed model selling big. 
Nationally Advertised. 


B786—$3.10 


Green Kid Trimmed. The hit of the 
season. Advertised to 18,000,000 women. Miss Graduate. 
Also carried with red kid trim. 





DESCRIPTIONS 


B855_ Black Satin Two Button One Strap, Soutache 
Braid Trimmed, Imitation turn, 14-8 Junior Louis heel, 
widths B to D, code “Nice” ‘ $3.10 
B786_ Black Satin Wide One Strap, 9-8 Flapper Heel, 
rhinestone button, genuine turn, leather lined, widths, 
B to D, code “Clover” oe 

B776 As above except imitation turn code a 


$2.75 
B742_ Black Satin One Strap, Button, 9-8 Heel, Black 
Drill lined, Imitation turn, widths C to D, code “Inda” 
$2.15 
B830 Black Satin Two Button One Strap, 9-8 Mil. Heel 
suede trimmed, imitation turn, B to D, a ree 


B780 Black Satin One Strap, 16-8 Full Louis Heel, 
Leather Lined, Widths A to D. Code “Bab” $3.35 
B781_ As above, except 14-8 Full Louis Heel. Code 
“Hattie” $3.35 
B576 White Canvas One Strap, Patent checker 
board trimmed, Imitation turn, 12-8 Cuban heel, 
widths B to D, code “Erato” $1.85 
B587 White Whipcord One Strap, Two Button, Green 
Kid Trimmed, Imitation Turn, 9-8 Heel, widths B to D, 
code “Cannes” $2.35 
B589 White Whipcord One Strap, Two Button, Red 
Kid Trimmed, Imitation Turn, 9-8 Heel, Widths B to D 
code “Reviera” $2.35 
B800 White Satin One Strap, leather lined 14-8 Louis 
heel, widths B to D, code “Helen” $3.15 
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B830—$3.15 B781—$3.35 


This suede trimmed flapper sells on sight. 
Feature it and watch it go. 


B587—$2.35 B800—$3.15 


A necessity for June—for the bride—for 


Over the Top 


with a Bang! 


Hannahsons Novelty Girl, introduced in the American 
Weekly to 18,000,000 women, is showing thousands of live 
merchants the way to Bigger Sales and More Profits. 


“Where can I buy Hannahsons shoes?” Hundreds of inquiries 
just like this are coming to us. And why shouldn’t those from 
your town be directed to your store? They will be if you 
merchandise this up-to-the-minute line of footwear novelties. 


Write us today about our new selling plan. Let us show you 
how to make more money with a smaller investment. 


HANNAHSONS SHOE CO. 


HAVERHILL, MASS. 


Wire for a Hannahsons Salesman Manufacturers 


Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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The Newest Sport Style 


& 
Wf — / 
if Doe Skin! 
Hil 
HAS 
SY ROBABLY never before have we 
\\ meee 
Ly brought out a smashing new idea for 
= Men with just the timeliness that we 
SS introduced this Trouser-Crease Doe Skin 
Zz Oxford. 
N 
Wy, It is less than three weeks old, but our 
“aR 
xX re-orders from Bates dealers are some- 
a 


thing startling to, behold! 


a a 
ae 
ATA 


<A\\\W SAW MIR 


It was a case of “hunch” on our part, 
and by dint of extra rush in our factory 
we still have plenty of sizes in stock in 


the full range of A, B, C and D widths. 


This handsome Doe Skin Trouser- 
Crease model is built on our “‘Plain-O”’ 
Last and is fitted with a light Oak tan 
sole, natural-finish edge, and a Wingfoot 





— a4, 


\ 


SGT 





2 wedge heel of the same finish. The 
A quarter-lining is white leather, and in 
Gp all construction detail the shoe is top- 
NS grade. 

L, 





Please Hustle Your Orders: 
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For speedy, postive action-- 
the new 


Repco Shoe 
Stretcher 


GHOE stretching is a little art in itself. 

The Repco Shoe Stretcher is designed 
scientifically and stretches shoes easily, 
quickly and without injuring them. 


The Repco Shoe Stretcher contains no 
springs, arrows or other troublesome parts. 


The blocks—shapely and carefully finished 





Repco Shoe Stretchers 
are made in nine sizes— 
No. 000 down to No. 6. 
Each stretcher is packed 
in an individual carton. 
_ Corn and bunion plates 
come with each stretcher 











—are made of fully seasoned maple and 
held together at the back by a strong steel 
hinge. The toggle-jointed mechanism is 
controlled by a square-threaded screw of 
large pitch. 


For up-to-date shoe stretching use the new 
Repco Shoe Stretcher. 


For Sale by Shoe Findings Jobbers. 


UNITED SHOE MACHINERY CORPORATION, Boston 


San Francisco Branch, 859 Mission Street 


J. K. KRIEG, 39 Warren Street, New York 
UNITED SHOE REPAIRING MACHINE COMPANY, Boston 


a RR A RE SS 
TUTTI TITITITIIT TTT © TITTLE TTT © TTT © TTT © TTT © ETT © ETT © ETT TTT © TTT TTT © TTT © TTT TTT TTT Te TET 
Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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Recorder Merchandising Calendar 
for June 


June 4-9—Usually about this time a demand for black and 
brown kid one- and two-strap slippers, with turn soles 
and low heels, develops. Warm weather causes feet to 
expand and hurt. 

Tennis and other summer footwear with rubber soles 
should be pushed to the forefront. 

Do not overlook men’s oxfords in advertising and 
window trims. 


June 11-16—Keep on advertising white footwear. June is 
the biggest month on whites. 

Cut-out sandals should not be neglected. They will 
make the cash register ring many extra times if they are 
promptly featured. 

Run a special ad and make window display featuring 
children’s vacation footwear. 

You are probably buying fall footwear. 

If you do not have a good shoe artist at your com- 
mand, ask your manufacturer for drawings or cuts of 
shoes purchased. 


June 18-23—Monthly meeting of employees. For two weeks 
previous to the meeting have each sales person keep 
daily notations of sales missed. Classify and compile 
the results, showing number of sales missed by not hav- 
ing style wanted, size needed, price wrong, etc. Present 
the charted result, and then let salespeople do the 
talking. 

Plan advertising now for July sale if you are going to 
stage one. 


June 25-30—Mail statements of customers’ accounts. Take 

off trial balance. 

The first half of the year has passed into history. 
How does stock on hand compare with last year? How 
about total sales? 

Overhead expenses? Most important. How about nel 
profits? 

Put in Fourth of July window display. 









































BOOT AND SHOE RECORDER May 26, 1923 


Gould, {ce Pooper vide eg Store 


Rochester, New Yo 


For Maximum Seating Capecity Without Crowding— 
For Appearance, Comfort, Wear, Economy—Install 


American Interlocking Shoe Store Chairs 


They save floor space because the interlocking feature is 
perfected to the point where seven American Interlocking 
Shoe Store Chairs occupy the same space as six of other 


makes. 


They present the best possible appearance because they are 
designed along true architectural lines and made of only ‘the 
finest materials. 


All essential elements of comfort are built into them. Firm 


reinforcements give added strength where the wear comes. 
They are at once the most practical and most economical 


form of shoe store seating. 


RICAN SEATING COMPANY 
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June—The Month of Roses, Brides and Sweet 
Girl Graduates 


UNE and white footwear are synonymous terms. 
Women love the time when they can cast off 
heavier raiment and bedeck themselves with the 

light airy garments typical of summer sunshine. To 
make the outfit complete, light cool appearing foot- 
wear is necessary. 

White shoes come into their own in June. In May, 
whites sell freely enough so that a merchant can catch 
the drift of style and if he watches closely he will know 
what types should be closed out, and what should be 
bought for later June and July selling. 

June is a profit month in the shoe business and white 
footwear must be responsible for a large percentage of 
profit taken because in women’s and children’s shoes 
white is the predominating note. 

Commencement exercises and the various social 
functions that go along with this never-to-be-forgotten 
episode call for a type of dress different from that worn 
at dress-up affairs at other seasons of the year. 

Footwear must harmonize with the garments and 
white fits in most admirably. White kid, white calf and 
white fabrics all have their place in dress-up footwear. 

Then, too, there are the June weddings that must not 
be lost sight of. Every community has its June weddings 
with more or less elaborate appointments and white 
footwear again demonstrates its appropriateness. 

The big department stores always feature a bride 
window in May and many shoe stores have found it 
profitable to do likewise. 

In thedepartment store windows the bride, her brides- 
maids and the flower girls are always dressed ready for 
the ceremony. While in the shoe store window only the 
shoes and hosiery are displayed. The backgrounds, 
drapesand decorationssupplying the bridal atmosphere. 

A commencement window, or a bride window, need 
not be devoted entirely to white footwear. Patents and 
satins are very good, and this year the vogue for bright 


colors for both dress and street wear add variety to the 
display, and if properly presented will yield many 
additional sales. 

The Sweet Girl Graduate and the Bride each need an 
outfit of shoes—shoes for various occasions and shoes 
that will harmonize with her gowns and suits. Then the 
families and guests must be dressed up also. All told 
the social calendar of June is of prime importance to 
every merchant selling styleful footwear. 

Sport shoe season reaches its height in June. The 
two-color effects blend well with the bright garb of 
nature. The great out of doors is calling and nature 
lovers are responding. Tennis, golf, base ball, bathing, 
hiking, rowing and a hundred other pastimes and 
diversions call for footwear that is out of the ordinary. 

June is a month to keep the mailing list working over- 
time; the newspapers telling your story and the show 
windows mutely but loudly telling the story of the 
store’s merchandise and service. Broken lots, odd pairs 
and merchandise that has not been moving freely will 
bring more money in June as a rule than in the July or 
August bargain sale. 

Just because the store is busy these “thorns in the 
flesh’’ should not be neglected. Bear in mind it takes the 
first 65 per cent of a lot of shoes to pay the manufac- 
turer; it takes the next 20 per cent to pay the cost of 
selling, and the amount of profit or loss depends upon 
the disposition of the last 15 per cent. So watch the 
last end of a lot with an eagle eye. 

It is a good plan to keep all short lots in a special 
section, where all shoes of a given size are kept together 
regardless of style or material. Naturally a P.M. will 
help move these shoes but if you object to the P.M. 
method figure out some other plan that will keep the 
attention of the sales force centered on them for may- 
hap all your profit is tied up there—and you want it 
untied. ’ 
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Cushion Arch Molds 


for SERVICE and 
EXTRA PROFITS 


Radically different from arch supports and designed to meet a practical need for fillers to fit 
the shoe. 

STROOTMAN CUSHION ARCH MOLDS are made of high grade piano felt. T hey flatten 
and mold to conform to the foot as well as the shoe, yet remain soft and springy. They are 
treated to prevent heating, packing and shrinking. 

At the point indicated by No. 1 on the above diagram is a properly rounded cuplike cavity to 
fit, ease and steady the heel. . 

Nos. 2 and 3 are made wide to turn up at sides to give more upraise under the arch and more 
support to the ankle. 

Under No. 4, felt should be cut off if there is too much pressure. 


Nos. 5 and 6 illustrate the lift-up under the shank to ease heel and instep pains, and to 
balance and steady the foot. 


Apply Correct Shoe Fitting Methods 


Here’s an illustration of a No. 4, D width, 
standard measure last. The ball measure is 
8 inches and the: instep measure 814 inches, 
which difference applies to all sizes of men’s 
and women’s ready-made shoes. 


Below is the same last on a Strootman Cushion 
Arch Mold. An arrow points to an enlargement at 
the arch of 5-8 of an inch or nearly three widths. 
The illustration gives an idea of how the cushion 
raises the low instep foot, fills the higher arch 
shoe, prevents looseness and vibration, and thus 
corrects falling of the arch and other foot troubles. 


Write for Folder and Complete Information 


Berrick Bldg., 86 Ellicott Street 
BUFFALO, N. Y. 


Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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Figure 1—Designed for use in a window with a plain curtain display background, but it can be used 
also against a wood panel Scclnnnd 


Continuity in Window Displays 


Timely Suggestions for Settings for the 
Month of June 


N our daily contact with all types of businesses 
| everything points to the fact that most retail busi- 

nesses use their windows basically as a selling 
instrument. 

Practically all advertising of today is put out with 
the hope of selling goods or services at a profit, and in- 
asmuch as window display is one of the most potent 
advertising forces, the art of decorating the windows 
to sell goods should have careful thought and con- 
sideration. 

When it is clearly understood by the majority of 
merchants that the display window is not just so much 
space to be filled up with merchandise, the important 
fact will be recognized that the show window is the 
most valuable space in the store. Then we will strive 
to give it every consideration in decorating it so that 
it will show off the merchandise to the best possible 
advantage. 


Make Your Window Displays Continuous 


Let us look at Mother Nature. With her, everything 
is continuous. The sun rises in the morning and follows 
its path in the heavens; and sets in the evening, day in 
and day out. Rivers and streams flow continuously. If 
they did not, the waters would grow stagnant—and 
this is the strongest argument that we can extend in 


impressing our readers with the-need of continuity in- 


window display. It has to go on and on so that the busi- 
ness will not become stale and stagnant. 

We will admit that continuity in window display in- 
volves a certain expense, or should we call it expense? 
Let us say rather investment. Continuous window dis- 
play executed in fitting manner will yield a continuous 
profit and will automatically provide its own upkeep. 


June Window Displays 

The month of June ushers in a period which suggests 
some very pleasing decorative themes for show win- 
dows. As June is the month of brides and roses, why 
would it not be well to plan something along these 
lines? 

Plate 1 

Our first illustration shows a very simple but ef- 
fective window setting for a June bride window display. 

This display is shown as used in a window having a 
plain curtain display back, but can be used to just as 
good advantage where a plain wood panel back is - 
installed. 

Along the cornice of the window is a board about 10 


‘inches wide, covered with white satin. 


Just in front of the background is placed the wall- 
board setting, which is painted white. 

On the back of the wallboard setting is tacked a 
series of light lattice strips, painted gold, and* om the - 
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These Observations Are 
Worth Noting 


NEW YORK :—Whether through a desire for color or the Egyp- 
tian influence, the vivid reds, blues, greens, purples in glazed 
kid are much in evidence in footwear. On the avenue, in the 
hotel lobbies or wherever well dressed women gather, many 
examples are found. 


ATLANTIC CITY :—The boardwalks these spring days are a blaze 
of vivid shades. Colored kid sandals in every tone of the 
rainbow are passed in a five minute walk. 


All This Means 


A real cleaner and dressing for fancy kid slippers 
You could never match each color 


In Bottles 


per gross 


$1.55 
per dozen 


srr itt Tip.) 
In-er-Tube IN? ERITUBE. @ SHOECREAM 
$18.00 1B 7 


GRIFFIN LOTION CREAM 
In NEUTRAL COLOR 
In-er-Tube or in Liquid Fills the Bill 





Secure a supply—and sell a package with every pair of 
colored kid shoes. It means a satisfied customer and a 
profit that amounts to a real figure on your month’s 
business. Write for further details and samples. 


GRIFFIN MFG. CO., Inc. 


67-69 Murray Street ' New York City 
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Figure 2—A fine display for a window full of shoes at one price 


face of these strips is placed the large heart cut-out, 
which is cut from red cardboard. The arrangement of 
the flowers and foliage is clearly shown. Roses would 
be_the ideal flower to use in this decoration. 


Plate 2 


In plate 2 we illustrate a very striking suggestion 
that can be used to good advantage in a window where 
you desire to feature a one-price shoe. 

This setting is made of two wallboard pilasters 
painted a light blue. 

These pilasters are flanked on each side by narrow 
pieces of wallboard, painted a darker blue. The pilas- 
ters are arranged against the background, as is shown, 
and the space between the pilasters is filled in with a 
curtain of white silk or velvet hanging in loose folds. 

In the center is placed a large blue sign lettered in 
black, as is shown. 

The face of each pilaster can be finished off with a 
poster or lithographed card, such as many manufac- 
turers furnish dealers for use in their window displays. 

Just in front of the setting and on the floor is laid a 
piece of blue felt, as indicated. 


Plate 3 

It won’t be long until many of us wil! have occasion 
to get up something for the show window to feature an 
early showing of summer footwear, us’ng shoes, etc. 
Our third illustration depicts a novel treatment in the 
way of a three-panel screen made of wallboard. A 
scene can be painted on, similar to the illustration. 

The top of the screen is finished off by painting it in 
imitation awning effect, making the blue and white 
alternate strips, as is shown. The side of the screen is 
flanked with a piece of wallboard painted blue (the 
same shade as used in painting the awning strips), and 
this color applies also to the piece of felt which is laid 
on the floor in rug effect. 


Plate 4 


Plate 4 shows a very simple little attractive unit 
which can be used in connection with your window 


displays or set around on the ledges in the interior of 


the store. 
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Figure 3—To help you feature early Summer footwear 


The unit is constructed of wallboard and light 
strips. The piece is painted black and decorated in 
bright colors in a modern art motif. On the back is 
tacked a strip of wood painted black, and this is sur- 
mounted with a wallboard cut out in the shape of a 
harp. The harp should be painted gold. Flowers and 
foliage should be arranged on the standard of this unit, 
as shown. 

Two of these units, about six feet high, placed in the 
show window and connected with a garland of roses, 
would make a very attractive window setting. 

All of these designs are elastic in their measure, and 
can be changed about to suit your individual fancy. 
They are presented merely as thought starters, and to 
make it more easy for you in mapping out decorative 
ideas for your show windows. : 
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What 





fixtures, decorations? 


to our subscribers. 


Equipment— 
If you are opening a new store or refurnishing (possibly 
remodeling) an old one—if you are considering new seating 
or shelving arrangements, show cases or equipment, send 
us an outline of your requirements. 


do you 


to make your store service 


Is it something in the line of equipment—show cases, shelving, seating, store front, display 


Is it a new floor plan to provide for a live hosiery department and otherwise bring your 
facilities up to the demands of a growing business? 

Is it distinctive show cards, signs, newspaper ads, circulars? 

Is it a system of accounting that will give you more complete records more readily to hand? 


Is it a new viewpoint on some angle of your merchandising policy? 


The Shoe Store Service Department 
of the Boot and Shoe Recorder 


is organized and equipped to supply information and offer suggestions which may be of help 
hrough it the recorded experience of many other merchants may be 
brought to bear on your own specific problems. The department is yours. Use it. 


Advertising— 
What to advertise, and when and how—if you would like 
the help of experienced and highly successful shoe adver- 


tising men in solving these problems, write our Shoe Store 
Service Department, Chicago. State 





We can give you an idea as to the 
cost of what you have in mind, help 
you in selecting or specifying, and put 
you in touch with the makers of the 
wanted equipment. 


Show Cards 


the types of shoes handled, class of 
trade sought, present condition of 
stock, and describe the numbers you 
particularly want to push. Send sam- 
ples of ads. 


7 . 
Trimming — 
New thought on this subject is always 
wanted. Boot and Shoe Recorder rep- 
resentatives are always out over the 
country gathering the most recent and 
practical ideas for shoe store window 
and interior trims for all occasions. 


We will gladly help you in planning 


Your show cards are your 
spokesmen in the windows. 
They must tell the story well. 
They should be prepared with 
consummate skill and taste. 
If you seek to make improve- 
ment in this respect, write us 
for information on the Boot 
and Shoe Recorder Show Card 


Record Systems— 


Your stock record systems—do they 
really give you a complete record 
right up to date—a record that you 
may safely use as a guide in buying and 
merchandising? Your sales record sys- 
tem—does it really tell you all that you 
need to know—all the time? If you're 
looking for some simple and efficient 


your trims, in determining the right 
fixtures and materials to use, with a 
view to both attractiveness and 
economy. 


Service. 





forms for these purposes, write the 
Shoe Store Service Department of the 
Boot and Shoe Recorder. 








Display Fixtures and Decorations — 


Planning effective trims is one thing, and having the various 
things necessary to carrying out your plans is another. This 
department keeps a record of what is being made by the vari- 
ous manufacturers of display fixtures, window backs, deco- 
ratives, etc., and will cheerfully supply any desired informa- 
tion along that line. 











—— 








Shoe Store Service Department, Boot and Shoe Recorder, 189W. Madison St., Chicago 


Window and Interior Lighting — 
The lighting is an important factor in the effectiveness of 
shoe window displays. For shoes the lighting require- 
ments are different from those of dry goods, clothing, and 
other merchandise which is set higher up in the window. 
Likewise in the shoe interior, there is need of more light 
and more even radiation on the floor. In applying the 
correct principles for your lighting we can help. 
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need 


more efficient? 


—Oo—O0—0— 


What Do You 
Want To Buy? 


Check items in which you 
are interested and manu- 
facturers’ catalogs will be 


sent you. 


oOShow Cards 

OStock Record Systems 
OSales Record Systems 
OStore Arrangement 

OStore Front Construction 
OCounters 

OShelving 

OShow Cases 

OShow Window Backgrounds 
OShow Window Decorations 
OStore Seating 

OPrice Tickets 

OCash Registers 

OCash Carriers 

OStore Fixtures 

OWindow Display Fixtures 
OGlass Display Fixtures 
OMetal Display Fixtures 
OStore Ladders 

OHosiery 


OSouvenirs and Premiums 
OStock Boxes 

OShoe Carton Labels 

O Metal Ceilings 
OValances 

OWaste Paper Balers 
OOffice Appliances 

OSales Check Books 
OStore Interior Decorations 
OWindow Lighting 
OInterior Lighting 
ODElectric Signs 

OAdding Machines 
OPiay-Room Equipment 
QCHosiery Cases & Fixtures 
OX-Ray Machines 

OFoot Moheusiae Devices 
ORepair Equipment 
ODuplicators 

















Cut out and Mail to 


Shoe Store Service Department, Boot and Shoe 
Recorder, 189 W. Madison Street, Chicago 














The Query (olumn 


Replies to Some Questions Asked of the 


Shoe Store Service ‘Department 


Shoe Store Service Dept., 
Boot and Shoe Recorder. 
Gentlemen— 
Please put us in touch with a window fixture house 
that can furnish us with up-to-date window fixtures, 


leg forms and figures. 
M. EHRLICH & SONS, INC., 
Columbia, S. C. 


ANSWER—The Hecht Fixture Co., Medinah Bldg., 
Chicago, Ill., can supply you with anything wanted in the 
way of forms and figures as display fixtures in either 
wood or glass. 

Waz figures have proved very effective in shoe windows, 
and the value of such figures and separate leg forms in- 
creases as hosiery becomes more and more a sales factor in 
the modern shoe store. 


Shoe Store Service Dept., 
Boot and Shoe Recorder. 
Gentlemen— 
Would you kindly refer my request for some swatches 
of fancy paper for backgrounds to one of your adver- 


tisers in that line? 
M. H. FLEISHER, 
Economy Shoe Store, 
Iola, Kansas. 


ANSWER—Referred to L. Baumann &9 Co., 357 W. 
Chicago Ave., Chicago. This house carries a variely of 
papers for this purpose and is also in a position to furnish 
screens or whatever may be wanted in the way of screens or 
special woodwork. 


Shoe Store Service Department, 
Boot and Shoe Recorder. 
Gentlemen— 
I wish you would put me in touch with a reliable 
house where I can buy by mail some brushes and pens 


for learning to make show cards. 
ECONOMY SHOE STORE, 


Osceola, Iowa. 


ANSWER—Wallbrunn, Kling &% Co., 327 South Clark 
St., Chicago, specialize in equipment and materials for 
sign writers. You will find helpful suggestions on the 
types of pens, brushes, etc., for beginners to use in the 
series of articles by Maxwell L. Heller now appearing in 
the _ Store Service Section in the last issue of each 
month. 


Shoe Store Service Department, 
Boot and Shoe Recorder. 
Gentlemen— 

We wish to be put in touch with people who can sup- 
ply scenic and fancy backgrounds and paper for deco- 
rative panels. 


ANSWER—For painted scenic panels we would refer 
you to the Schack Artificial Flower Co., Chicago; for back- 
grounds and paper for window decorating to L. Baumann 
&¢ Co., Chicago, and Bodine &f Spanjer, Chicago. 
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Draws out the dixt— 
Drives in the white 


OW, 


WHITE CLEANER. 














Nova cleans—not by covering the dirt 
but by removing it. It whitens the shoes 
with a snowy whiteness that goes right 
through and can’t berubbed off nor change 
the appearance of the fabric. 


Wearers derive most satisfaction from 
white shoes that are kept white with 
NOVA. It is part of your duty to your 
customers and to yourself, Mr. Merchant, 
to see that NOVA goes along with them. 
It’s worth more to you than the added 
sale and profit of the moment. 

















American Shoe Polish Co. 


Manufacturers of a Dressing for Every Shoe 


CHICAGO, U.S. A. 


Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 








BOOT AND SHOE RECORDER 


< 


~ Se . 
\ a aay 
9 er) 


A 


»\ 


ee 


One of the best features of this window is the contrast achieved between the different types of shoes displayed 


A Children’s Trim at Fyfe’s 


Scenic Panel Forms Center of At- 
traction in Well-Stocked Window 


children’s shoes at the ten-story store of R. H. 

Fyfe & Co., Detroit. This trim is remarkable for 
the originality and richness of the setting and for the 
fidelity to detail with which the decorative theme is 
carried out. 

The eye is first arrested by a cleverly executed scenic 
panel that interests the little folk and wins the admira- 
tion of their parents. The panel is artistically set off 
with drapes, which form a sort of canopy at the 
top. 

The various unit displays of merchandise grouped 
about this painting are so arranged that all the shoes 
are shown to advantage and the gaze may focus on any 
one pair without distraction notwithstanding that there 
are quite a number of pairs in the window. 

The painting was in modern art style, the colors 
being bright and attractive. The scene is from the fairy 
tale of the Enchanted Castle. A canopy above the 
scenic painting was hung with green velour, having a 
white silk edging, and the mats draped over the fix- 
tures were of the same color and materials. 


Floor Covered with Velour 


The floor covering is a new velour having an all-over 
floral pattern. A handsome floor lamp adds warmth to 
the setting. 


\ BOVE is pictured a recent window featuring 


It will be noted that the display contains a plentiful 
showing of socks, these being a special style, with fancy 
colored designs at the top. 

The permanent background is a beautiful American 
walnut, finished in antique mahogany of a beautiful 
nut-brown shade. 


Advertised Children’s Barber Shop, Also 


The show cards read: “Children’s and Ladies’ Hair 
Cutting and Curling” (calling attention to the barber 
shop in the children’s department), “Spring Models 
for the Little Tots,”’ and “Fyfe’s Infants’ Footwear of 
Quality.” 

Pairs Well Spaced 


The shoes displayed in this window were of two 
ranges—infants’, 1 to 5, and children’s, 6 to 11. There 
were no misses’ or boys’ shoes shown in the display, 
which was a fairly well-stocked one, but the different 
pairs were so well spaced and arranged that a very 
pleasing effect was gained with a maximum display of 
lines. 


The Center of Attraction 


During the week this display was in evidence it was 
the center of attraction. 

The display was arranged by F. E. Whitelam, dis- 
play manager. 
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Shoe Laces are Always Prominent 
Therefore, they should be the best 


Fibre Tip Shoe Laces 


“They Stick to the End”’ 


are better than ordinary metal-tip laces though costing 


no more. 


They have NO METAL to break or pull off. No metal to 


rust or shine. No metal to cut fingers or injure clothing. 


Neat—Stylish—At- 
tractive — Durable 


Write for samples and prices 


All Colors—All Lengths 
Flat— Round —Tubular 


Main Office and Factory 


Glencairn Manufacturing Co. 


Incorporated in 1908 


Pawtucket 








EFFECT IVE SHOE DISPLAYS CREATE SALES 
Write for our catalogue 
J. R. PALMENBERG’S SONS, INC. 
Established 1852 


63-65 West 36th Street, New York 
CHICAGO BOSTON BALTIMORE 
204 W. Jackson Blvd. 26 Kingston St. 122 W. Baltimore St. 


Rhode Island 








GUESS 


Why tanners of smooth, white 
leathers recommend Cinderella 
White Kid Polish and Cleaner to 
the shoe manufacturers to whom 
they sell their leathers. 


THEN 


Guess why over 100 slipper 
manufacturers mail-order Cin- 
derella Silver Slipper Cleaner. 


ne ee ee | 


Retailers sell these polishes put 
up in attractive packages for 
home use. 


Produced by 
EVERETT & BARRON CO. 
Providence, R. I. 


Makers of highest quality 
footwear finishes 


Fer Profit Stattog | Beal, Fill Out 
and Send Coupon 
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Show Card Lettering Made as Easy as Writing 


THE ROMAN ALPHABETS 


This Is the Third Lesson of a Series That Will Enable Any Clerk Without Special 
Talent for Drawing to Make Good Window and Counter Sales 
Cards, Which Will Help to Sell More Goods in Any Store 


By MAXWELL L. HELLER 
Art Instructor, Theodore Roosevelt High School, New York City 


N our first lesson we studied the Gothic alphabets. 

We found that the chief characteristic of the Gothic 

style was the fact that all the elements or strokes 
were of the same thickness. This made a bold and clear 
letter; and the ease and the speed with which it can be 
made with single strokes accounts for its popularity 
with show card letterers. But the continuous use of the 
Gothic style will result in a sameness about your work, 
that will not be interesting. Besides each style is best 
for different purposes, as we shall learn. 


Roman More Ornamental 


The Roman alphabet as you see from the accom- 
panying chart gives a far more ornamental letter than 
the Gothic. There is an interesting variation from thin 
to thick elements. We can learn to make the Roman 
alphabet as easily and as speedily as the Gothic. 

A study of the Roman alphabet plate shows that the 
thick and the thin elements alternate. But, when we 
find that the two vertical elements of the H are thick, 
and that those of the N are thin, and that in the M one 
is thin and the other thick, it is difficult to discover the 
underlying principle of this alphabet. It is therefore 
necessary to know something of the history of this 
alphabet. Once we know how the Romans produced 
their letters, we can never forget where the thick and 
where the thin elements come. 

Roman scribes or writers employed a soft reed sharp- 
ened to a flat or chisel edge. These they held in a writ- 
ing position, so that as they moved upward they made 
thin strokes, and as they brought the pen downward, 
they made a thick stroke. You see the Romans practi- 
cally wrote the alphabet. 

The principles of accent, briefly stated, are as follows: 


1. All horizontal elements are thin. 
2. All elements slanting from left to right are thin 


except in Z, as this stroke was produced with a downward 


stroke. 
3. All elements slanting from right to left are thick. . 
4. All vertical elements are thick.. In the case:of the M 
and the N, remember that the thin verticul elements were 
originally slanted, and therefore follow the above rules. 
5. Round letters are thick at the sides and thin at the. 
tops and the bottoms.. 


How to Make the Roman Letter with Serifs 


The serifs are the little finishing spurs at the ends of 
the letters, which the Romans found necessary to add 
to the letter to make the ends look clear and square in 
carved stone. While you will see Roman lettering to-day 
without these serifs, their use adds much to the decora- 
tive effect of the letters. A close study of these in letters 
on printed matter will show you what an endless variety 
of shapes they take, and how the smallest change in 
them will alter the appearance of the entire letter. 

To make a Roman letter, the beginner as well as the 


ABCDEFGHIJ 
KLMNOP QR 
abcde fghijk 
Imnopaqrstu 
VWXYZ 


Thick and thin lines alternate in the letters of the Roman 
Alphabet 


practised letterer will obtain better results from the 
use of the round nibbed lettering pen than from any of 
the stub or shading pens. With the round nibbed pen 
the thin elements are produced with single strokes and 
the heavy elements are made by placing one stroke 
alongside of another. A little care not to run the second 
stroke over the first will result in uniformly thick 
elements. 
The Length of the Serif 


The length of the serif may be easily controlled by 
making it extend exactly the width of the pen nib 
beyond the letter. It is advisable not to produce the 
vertical elements of the letter to the guide lines, but to 
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‘BaumanntZe 


your zwvindow and 
intertor Displays 


Baumann produces decorative 
plans and materials that will im- 
part true individuality to your 


windows and store interior. 


The house of Baumann—the larg- 
est window decorative house in 
America—is a dependable source 
of supply for anything that you 
may want in the line of display 
material, from a spray of flowers 
to the most elaborate complete 


setting. 


We operate our own woodworking 
and moulding plants. We are in a 
position to complete orders when 
promised, and at a saving to you. 
No orders are too large for our 
capacity or too small for our care- 


ful attention. 


Matchless lines of flowers, vases, 
placques and other decoratives in 
stock. 


Catalog 
on Request 


L. BAUMANN & CO. 


357 W. Chicago Ave. 
CHICAGO 
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QUICK 
WHITI 


DEALERS! 


WITH EVERY SALE OF WHITE 
FABRIC SHOES IT WILL BE 
FOUND PROFITABLE TO SUG- 
GEST THE PURCHASE OF 


Quick White 


There is a profit in this white shoe cleaner not 
measured in cash. It will popularize your store 
and satisfy your trade. Gives results both 
beautiful and beneficial. Keeps fabrics flexible. 
It will not stiffen them. 


Top Notch White Cleaner 
For White Leather Shoes 


This cleaner has no equal for White Buck and Suede 
leather shoes. Safe to use, for it is non-inflammable. 
Safe to sell, for people praise it instead of criticise it. 
Now, at the beginning of the white season, order in a 
substantial none of Quick White and Top Notch 
White. Also Albo White cake cleaner and whitener. 


More than 27 National Magazines carry Whittemore 
Consumer advertisements, stirring up business for you. 
Send for Catalog and Price List 


WHITTEMORE BROS. 
CAMBRIDGE MASS. 


When your jobber can’t supply you, write us 
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allow the cross strokes or the serifs to complete the 
height. In this way uniformity of height will be more 
easily maintained. 

Make a Roman alphabet. In doing so observe the 
order of the strokes in the lesson plate. Follow this 
order always, and you will find that you will preserve 
the forms of the letters and also control the widths. You 
will also have less trouble when you space the letters in 
words. For this reason also, it is advisable to thicken 
the heavy elements on the inside of the letter, as this 
will not disturb the width of your letter. After a great 
deal of practise more freedom may be allowed as it may 
occasionally be found easier to thicken some letters on 
the outside. In that case be sure to watch the width of 
the letter most closely. 


Forms of the Roman Alphabet 


It is well to note that the O is a perfect circle on the 
outside, as is also the Q. The C and G use the greater 
part of the circle. The D uses half of the circle, but is 





Our 


SHOE 


DEPARTMENT 


Style & 
Quality 


Third floor 











The completed show card—well spaced and effective 


made as wide as the C and the G by giving both the top 
and the bottom of the letter straight elements. Note 
that the B, P, R, 8, F, E, L, T, I, and J are narrow. 
There are many fine differences in the widths of the 
Roman letters found in the study of the classic form, 
which we may disregard for our everyday purposes. 

When you make your pencil sketch for Roman letter- 
ing, you should always sketch in Gothic, making your 
letters wide enough to take in all the thickening. Do 
not attempt to completely outline your letters in pencil... 
Work directly with your pens. - 
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The Roman Lower Case 


The small letters present no great problem after we 
have practised the capitals. The forms are like the 
Gothic, except that the elements alternate thick 
and thin, as in the capitals. All the vertical strokes, both 
straight and curved, are thick; all the horizontal ele- 
ments are thin. In the case of the few slanted strokes 
as in k, v, w, x, y, Z, the same rules apply as in the 
capitals. 

Use of the Roman Alphabet 

The Roman style is more formal and more ornamen- 
tal than the Gothic. It is a finer type to use for your 
permanent signs. By using your smaller pens and 
making your letters rather large you will get a letter of 
great refinement, best suited for the fancy articles in 
your shop, while the use of the heavier pens will give 
you a sturdy letter more useful in the cards about the 
more homely merchandise. 

Do not use Gothic and Roman styles on the same 
card. Keep each card in one or the other styles best 
suited for the purpose. 


Retail Merchant Makes Hit With 
Leather Samples 


Birmingham, Ala., May 21—A clever advertising 
stunt for a special sale on men’s shoes was put on by the 
Blach’s Clothing Company recently. In the campaign 
they featured quality first and price next, realizing 
splendid sales as a result. 

The sale was announced by a postcard which was 
sent to every customer and prospective customer on 
Blach’s mailing list. Attached to the card was a sample 
of the leather from which the eight styles of shoes in- 
cluded in the sale were made. The price, $6.65, was 
given with pictures of four of the styles included. 

In the center of the card was a description of the 
shoes as follows: 

“Made of genuine first quality calf skin from the 
famous Tannery; solid leather boxings, coun- 
ters and heels with Wingfoot rubber heels t’ boot, ‘514- 
iron’ full-grain leather insole and overweight ‘9-iron’ 
outer sole of genuine bark tanned sole leather, with a 
‘3-iron’ welt between. That insures long wear. The 
quarter linings are of bleached calf skin; felt-lined 
tongues, fast color eyelets and hooks. The construction 
throughout is of the highest character. 

“Supply your footwear needs NOW while this spe- 
cially manufactured lot of shoes and oxfords is on sale. 
Another opportunity like this is not likely to occur.” 

The original feature of the advertisement was the 
sample of leather which made the plan most effective 
in drawing the patronage of men. They like to feel that 
they are buying quality rather than style which is the 
weakness of the women folks. 

The further announcement by Blach’s that these 
shoes were made to order for them from nearly a thou- 
sand superb hides purchased by the Blach Company 
’ direct, also had its effect. . 
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TIPS:—Guaranteed Not to Come Off | 


CONSUMERS APPRECIATE THIS FEATURE OF 


“HUBTIP” «“NO-METAL-TIP” SHOE LACES 






















Made of First Quality, Fast Color Braid from Tip-to-Tip 
Cannot PULL OFF, FRAY OUT or CATCH IN HOSIERY 
DISPLAY A CABINET OF “HUBTIPS” 





Easily and Conveniently handled. Packed in Single Pair Cartons, 72 pair in Cabinet 


TODAY’S PRICE LIST 


27 in. per gro. Laces, $2.00 36 in. per gro. Laces, $2.50 45 in. per gro. Laces, $2.90 63 in. per gro. Laces, $3.70 
30 in. per gro. Laces, 2.20 40 in. per gro. Laces, 2.70 54in. per gro. Laces, 3.30 72 in. per gro. Laces, 4.10 


EITHER BLACK, BROWN OR RUSSET *.- ASSORTED CABINETS SUPPLIED 
YOUR FINDINGS JOBBER CAN SUPPLY YOU 


MANUFACTURERS 


FRANK W. WHITCHER CO. _ Boston’and Chicago, U. S. A. 


“CLIFTON’”’ 
Gem Duck 


Has Stood the Test of Years 


Used with our wet process, it pro- 
duces a perfect innersole, as it is 
easily formed in, and hugs the lip, 
producing strength where strength is 
most needed. 


The Trade Prefers itheredas : 
“‘Clifton’’ Gem Duck * "foe snathiiag ove soiled ope. 
when once tried pemically perfected to cea insted 


“Clifton” shoe covering cloths, also 
“Clifton” backing and plumping 
cloths give satisfactory results. 


CLIFTON MFG. CO. 


BROOKSIDE AVENUE, JAMAICA PLAIN 
BOSTON 30, MASS. 
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The button in the 
RED LINE BOX 





BOSTON: 113 Lincoln St. 


APPELBEE & NEUMAN, Inc. 


23-25 Greene Street, New York, U. S. A. 


Manufacturers and Originators of 


Rivet Shank BUTTONS for Shoes 
PEARL—IVORY— AGATE, Ete. 


ST. LOUIS, Star Bldg. 




















Tintine 
The Successful Dye for Silk or 
Satin Footwear or Silk Hosiery 


INTINE is the successful dye for silk 
or satin footwear, silk hose; ribbons, 
feathers, etc. One hundred colors car- 
ried in stock and any special made to 
order. 


Tintine is a tried and proven prod- 
uct, for it has been sold and has given 
satisfaction for over ten years, and the 
first customers are still buying it. 


One bottle sufficient to dye one pair 
of slippers and one pair of hose. $4.00 
per dozen. 


Color cards and samples on request 


SANDERSON’S TINTINE CO. 


(INCORPORATED) 
Lincoln, Nebraska 
Full Stock in Boston 


New England Representative— 
W. J. GINDELE, 170 Summer Street, Boston, Mass. 

















GILLIAM 
NEVERSLIPS 


Will absolutely prevent sli of 
Oxfords and Pumps at th ry + 
No other Neverslip is so easily 
adjusted. Simply moisten the 
gumm: back and 
it adjusts i 

Colors are Black, Brown and White. 
Price $1.75 per dozen pair. $19.20 
per gross pair. 

If your Ieee can’t supply you 
— yo ‘or a sample assortment of 





THE H. L. HYMES CoO. 


Sole Owners and Manufacturers 
52 West 15th Street New York City 
a8 === 3 a 
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ONLI-WA 
ADAM PERIOD FIXTURES 


Impart real impressiveness 
to the shoe display. A most 
practical design for ladies’ 
and men’s shoes, being or- 
namented with carvings 
and colored in effective col- 
or combinations of enamel 
and natural wood effect 
with contrasting colors. 





Complete sets of plateaux 
and fixtures make an effec- 
tive window. 


Send for our latest catalogue 
showing different designs. 


THE ONLI-WA FIXTURE CO. 
401 BECKEL BLDG., DAYTON, 0. 


Originators and Manufacturers of 
our own Wood Fixtures 


THE BEST IN FIXTURES .«. 








SHOE rid om Ss 


o 
Finest Quality 
Fresh Water Pearl 
te 
Black 
and 
Colors 


Size 14 Size 16 


Shanks guaranteed for machine . If you cannot 


sewing 
procure our buttons from your jobber, write us and we will 


supply them 
Prices and samples sent on request. 


HAWKEYE PEARL BUTTON CO. 


New York Office Muscatine 
930 Broadway Iowa 
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makes shoes look new 





EPCO is a liquid enamel which 
restores that much desired new- 
ness to sole edges and to heels. 








Your customers prefer Repco to any 
other brand of enamel because Repco 
is easily applied without danger of soiling 
hands or clothes. 




















For sale by Shoe Findings Jobbers 
Repco contains no varnish, shellac or Better order some Repco today 
other gummy substance -—- but materials 
that protect the leather and prolong its UNITED SHOE MACHINERY CORPORATION 
life. And, best of all, Repco clings Boston, Macs. 
firmly and evenly to the surface. It does San Francisco Branch, 859_Mission St. 
not rub off. 


J. K. KRIEG COMPANY, New York, N. Y. 


Repco is made in every stylish color 
~—- white, ivory, light gray, dark gray, UNITED SHOE REPAIRING MACHINERY CO 


champagne and Havana brown. Boston, Mass. 





Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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GALLUN’S 
Norwegian Veals & Calf 


was originated and named by 


A. F. GALLUN & SONS 


TWENTY YEARS AGO 








Norwegian Veals and Calf is a line of 
leather of hand boarded finish which we 
have 






Sold Continuously For Twenty 
Years Under This Name 


q@. [tis a Gallun Quality Leather and so 
consistently good that it never fails to live 
up to its reputation. 










@_ Retailers who are interested in this 
kind of leather will be best served by 
specifying Gallun’s Norwegian. | 


Aztee Calf Viking Calf 


A smooth finished leather that Available in black and five 
is pliable, strong and pleasing colors. A Smooth Finished 
to the eye. Offered in the leather of superior merit. 
Fashionable shades. 


A. F. GALLUN & SONS CO. 


MILWAUKEE, WIS. 
H. A. Ely, Mer., 














11 East St., Boston 





A. F. GALLUN & SONS, INC., 








Dealer Influence is secured thru advertising in the Boot ana 
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“AMERICAN 
HIDE &, LEATHER CO 


o -, 4 A = <2 A? 
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ROYAL KID 


























is the best obtainable in Black Chrome 
Calf. 








Its superior grain, feel, durability and 
finish make it needed where the most 
careful and expensive shoe making 
prevails. 























Lower selections fit in the more mod- 
erate priced lines. 








Send,to us for a sample cutting. 
































OFFICES AND STORES 
NEW YORK BOSTON CHICAGO ST.LOUIS CINCINNATI 
AMERICAN HIDE & LEATHER CO., LTD., Northampton, England = ' 
CALF AND SIDE LEATHER TANNERIES | 
Lowell PF Peabody Woburn Chicago jan 
Sheboygan Ballston Spa Curwensville Aid 
COLORED BARK AND 
CHROME SIDES ~r ; RETAN SIDES 












































May 26, 1923 


f 
BOOT AND SHOE RECORDER 





Calf, suede, top grade 


Side leathers, 


Light native —y for side 
Branded cows, for light sole 


pan City 


Kine Tor upper ther 
IR. bades for coke leather 





Calf, smooth colored, top grade 
Calf. smooth, black, top grade 


Native steers, = used in sole leather, 
harness, e 


Heavy Texas a for sole leather . . 
=r leather 


ie for hea — - Oy 
ity colfskine for fine 


Comparative Leather and Hide Prices 


Upper Leather (Price Per Foot) 
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Leather Trading Fairly Light 


HERE has been no special change 
in conditions governing the leather 
trade during the past week. The 

markets are steady and prices are well 
maintained. Trading has been compara- 
tively light. There have been no important 
declines in hides and skins. The raw 
material market, however, has seen but 
little active trading. Hides and skins are 
still on a much higher plane than a year 
ago at an average from 10 to 25 per cent 
which means that tanners will find it 
difficult to produce leather from hides as 
at present and sell on the basis of the 
existing leather quotations. 


Tanners Expect Larger Volume 

Fancy colors are still the active feature 
of the high-grade upper leathers. Some 
tanners expect that the business in fancy 
colors of glazed kid will continue into 
the summer but the leading tanners of 
both calf and kid are inclined to go 
very cautiously on the brilliant colors 
as they do not wish to anticipate any 
left over stocks of such radical hues. 
The staple leathers are steady as to price 
but the volume of business is falling off 
some since the activity of the shoe business 
during March and April. The consensus of 
opinion at the recent big convention of 
tanners was favorable to a brighter out- 
look in the leather business in the way of 
volume. It was expected by leading tanners 
that with the advent of warmer weather 


there would be greater activity and that 
the general industrial activity of the 
country would have a beneficial effect on 
the leather business. 


Sole Leather Firm and Active 


The sole leather situation is satisfactory 
on the present volume but tanners insist 
that advances will be necessary on leather 
made from hides at existing prices. Some 
lines are already bringing from lc to 2c 
more per pound than some weeks ago. 
And it is believed when sole leather starts 
coming in in larger volume from the 
tanneries, tanned from the higher cost 
hides that higher prices are inevitable. In 
view of this some of the larger leather 
buyers are already anticipating their 
wants with larger contracts. Heavy steer 
union backs are: now selling at 55c per 
pound, tannery run; medium weights 5lc 
to 52c per pound. Sole cutters are fairly 
large purchasers on today’s market. Oak 
sole prices remain substantially the same 
as the past few weeks with oak backs 
bringing from 50c to 55c per pound. 


Calf Prices Firm 


In the upper leather market tanners of 
calf leather report an increasing business 
in heavy weights of fine calf leather. The 
choice selections are quoted as high as 50c 
per foot for chrome colored calf. The 
largest demand is for colors. The top 
grades of regular lines bring 45c, 40c and 


35c respectively for the three selections. 
The lower grades and culls bring around 
25c per foot. There is a good business in 
suede leathers, the top grades of fancy 
colors bringing from 50c to 60c per foot; 
medium from 35c to 45c. Suede leathers 
for the high grade women’s footwear 
continue very popular. 


Side Upper Volume Fair 


The aggregate business in side upper 
leather is fairly large but the individual 
sales are more or less scattered. There are 
so many different tannages and finishes of 
side upper leathers that the entire volume 
constitute’ a good business. The full grain 
chrome colored sides of standard tannages 
are quoted at 28c to 30c per foot for the 
top grades; 26c for medium; and 18c to 
20c for the lower grades. There are also 
considerable lots of snuffed leather and 
job lots which are quoted at 12c per foot 
and up. 

Business has not been so active in the 


‘buck finishes and quotations range from 


30c to 44c on the latter. Top quotations of 
elk for the high-grade sport shoes bring 
from 30c to 44c and medium grades for 
heavy shoes are quoted from 24c to 30c. 
There is a fair call for veal, kip and water- 
proof chrome from the makers of heavy 
shoes. Prices range from 18c to 28c per 
foot for such leathers. 


(Continued on page 119) 
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How the Reputation of a Great Company 
Can Add to the Reputation of Your Shoe 


HE people of the United States— 

the buyers of your shoes—know the 
United States Rubber Company as the 
largest manufacturer of rubber goods, 
and to them the “U.S.” trade mark on 
any rubber product is a symbol of ex- 
cellence. 


Any shoe equipped with “U.S.”’ Spring- 


Step Rubber Heel is instantly recog- 
nized as a distinctive product, for upon 


Trade 


it has been placed a mark they have 
learned to associate with quality. 
“U.S.” Spring-Step Rubber Heels on a 
pair of your shoes will play a part in 
convincing the purchaser that he is re- 
ceiving the utmost in shoe value. 

It’s a sales asset to equip your shoes with 
“U.S.” Spring-Steps. 

UNITED STATES RUBBER 
COMPANY 


7p 


SpritiSsteP 


Rubber Heels 
United States Rubber Company 


Also makers of JUSKIDE Soles—the ‘“‘Wonder Sole for Wear’’ 








Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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You Don’t Have to Spend Millions to Have 
Good-Looking Windows 


Sometimes Inexpensive Trims Are Most Effective—How a Mid-West 


URSUING the same line of thought 

featured in this Rubber section last 

week—the best ways of window 
trimming for the display of canvas, rubber- 
soled footwear—it might be well to dwell 
somewhat on even simpler, less expensive 
trims than the one pictured. 

The big thought behind this trim, as 
will be recalled, was the suggestion of the 
various uses to which these shoes could be 
put. And the trim included a rather 
elaborate scenic effect including water, 
tennis court, golf links, etc. 


Borrowing from Your Neighbor 


Let us assume, for instance, that it is 
not feasible to procure all the ‘“‘makings”’ 
of such a window and yet that it is desir- 
able to do more than merely place the 
shoes in the window and let it go at that. 

One merchant in a Middle West town— 
a county seat of about 8,000 people— 
solved the problem by covering the floor of 
his window with cheap green felt. From 
the local hardware dealer, who also handled 
sporting goods, he borrowed a camp stool, 
a canoe paddle, a tennis racquet and a 
couple of golf clubs. In the foreground of 
the window he placed the camp stool and 
leaning against it the paddle. In front of 
the stool was a pair of shoes. 


How to Get Trimmings for Nothing 

The racquet and another pair of shoes 
occupied one rear corner of the window 
and the golf clubs and still another pair of 
shoes occupied the opposite corner. 

It was simple, effective and it suggested 
uses to which the shoes could be put. 
Credit was given the dealer from whom 
he borrowed his sporting equipment 
through the medium of a neatly lettered 
card in the left front of his window placed 
on a photograph easel. It read: 

“‘Racquet, paddle and golf sticks loaned 
through the courtesy of Blank and Sons, 
this city.” 


For Twenty-seven Years 
with the United States 
Rubber Company 


Coming back to Boston, as assistant 
selling agent of rubber footwear for the 
United States Rubber Co., is a veritable 
homecoming for “‘Bill’’ Palmer, for it was 
in Boston that he first started in the rubber 
footwear industry at the factory office of 
the Boston Rubber Shoe Co. in Malden. 

Mr. Palmer’s record, covering twenty- 


Merchant Did It 


seven years of important service with the 
United States Rubber Co., is one of those 
non-sensational stories of steady progress, 
achieved through conscientious service. 
After five years at the Boston Rubber 
Shoe Co. Plant, he was transferred to the 
Selling Dept. in Boston, and while here 
originated the plan for demonstrating the 
manufacture of rubber boots and shoes to 
the wholesale shoe houses. He spent con- 
siderable time in traveling about the 
country, lecturing on the gathering of 
rubber, and the various processes through 


WILLIAM PALMER 


which it is carried to the final completion 
of rubber boots and shoes. In such demon- 
strations, he made the rubber boot or shoe 
complete with, of course, the exception of 
the vulcanizing process. 

In 1910, he spent several months in this 
kind of work in Europe, and on his return 
was transferred to the general sales office 
in New York. While there, he was at one 
time in charge of the Advertising Dept. of 
rubber footwear, and also of the develop- 
ment and production of the famous 
“Keds.” 

Now that he is in Boston once again, Mr. 
Palmer has been gladly welcomed back by 
a multitude of friends. He is an eminent 
Mason, having been Past Master of Mt. 
Vernon Lodge of Malden, is a member of 
the Boston City Club, and the Crescent 
Athletic Club at New York. 


Rubbers at Prince Rupert 


Rubber boots follow the fish, according 
to an old saying, which is true of the game 
fish which the sportsman seeks, or the fish 
of the sea which the fisherman catches for 
a living. Illustration of this familiar saying 
is found in the report from E. A. Wake- 
field, U. S. consul at Prince Rupert. 

He relates that rubber boots are retail- 
ing at Pritce Rupert for $8 a pair, for knee 
high styles, $9.75 a pair for three-quarter 
lengths, and $11 a pair for hip boots. Also, 
he reports that there are 1,500 fishermen 
on American fishing boats who go to the 
halibut banks, and 500 on Canadien 
vessels. American fishermen buy boots in 
American ports, when they can, to save 
the charges that Canada levies on import- 
ed footwear. Canadian prices are higher 
than American prices, because of the tariff. 

Prince Rupert is the largest distributing 
centre north of Vancouver. It sells many 
boots to miners and lumbermen, for 
mining and lumbering is a chief occupa- 
tion of that section of Canada. Besides, 
sportsmen visit Prince Rupert, on hunting 
and fishing trips, and buy supplies. Also 
there is some sale of tennis and basket 
ball shoes to residents of the city. 

The duty on rubber boots is 25 per cent. 
Besides, there is a six per cent sales tax. 





Leather Trading Fairly Light 
(Continued from page 117) 


Patent in Good Call 


Patent leather is still selling in fairly 
large quantities with prices the same as 
for the past few weeks. There is still con- 
siderable patent leather used in combina- 
tion with other leathers and also for the 
cheaper grades of shoes which use patent 
leather ranging from 25c to 35c per foot. 
The top grades of full grain chrome are 
quoted at 45c, 35c and 25c for the three 
grades. There is a fairly good export 
business in the patent. 


The Moore Leather Company of 
Boston has this week been appointed 
New England Selling Agents for the 
Heilbrunn-Mayer Co., Inc. of New York 
City manufacturers of white, black, and 
colored sheep and cabrettas and also goat 
and glove leathers, and will carry a full 
line of these goods at 95 South St., 
Boston. 
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No. 452R—Best Quality Black Kid Perforated 
Oxford, 11-8 Wingfoot Heel 1, Combination “e 
In Stock, Auburn and St. Louis, AAA-A to 
3. "Ss 
No. 852R—Same Style in Havana Brown Kid. 
In steak, Auburn and St. Louis, AAA-A to 
$4.00 





No. 78R—High Grade Black Kid Oxford, 13-8 
Wingfoot Heel. In Stock, Auburn and St. 
Louis, A to D 35 
No. 778R—Same style i in Mavens Brown Kid. 
In Stock, Auburn and St. Louis, A to D. $3.60 





No. 144R—Best Quality Black Kid Two-Strap 
Pump, Imitation Perforated Tip, 13-8 Wing- 
foot Heel. In Stock, Auburn and St. Louis, 
rT ere $3.50 
No. 744R- Same Style in in Havana Brown Kid. 
In Stock, Auburn and St. Louis, A to D. .83.75 





No. 456R—Black Kid Plug Oxford, 10-8 Wing- 
foot Heel, Combination Last. In § Stock, Auburn 
and St. Louis, AA-B to C-E........... $2.85 
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Do You Get the Extra 
Pair Sale? 


Oftentimes a little extra effort will bring the 
sale of a,pair of comfort shoes to that cus- 
tomer that is buying a fancy style or a sport 
number. 


Push your “Constant Comforts” every day 
—call them to the attention of your super- 
style trade. Not a few of them can use a 
dress comfort for morning street wear or a 
strap slipper for the house. 


You'll have the assurance that you are keep- 
ing up the standard of your store when you 
sell Constant Comforts. 


AULT-WILLIAMSON 
SHOE COMPANY 


Manufacturers 


AUBURN ' 1 MAINE 


BOSTON OFFICE, 139 LINCOLN STREET 
LOS ANGELES BRANCH, 109 E. 8th STREET 
ST. LOUIS BRANCH 414 NORTH 12th STREET 
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RPAVELER@ 


(This Department isjeonducted by Helen M. Haney, Associate Edilor) 


YE fate of interchangeable mileage 
will not be decided before next 
fall when the Supreme Court of the 

United States will again be in session for 
the hearing of oral arguments. This is the 
news of the week emanating from the office 
of T. A. Delany, secretary of the National 
Shoe Travelers’ Association. 

Notice has been served by the Inter- 
state Commerce Commission on the Fed- 
eral District Court in Boston that an ap- 
peal will be taken from the recent decision 
against interchangeable mileage handed 
down by Judges Mack, Brewster and 
Morris. This decision, it will be recalled, 
was in the form of an injunction forbidding 
the Interstate Commerce Commission 
from enforcing its order that the rail- 
roads establish “‘a non-transferable, inter- 
changeable, scrip coupon ticket in the 
denomination of $90,’’ to be sold for $72, 
calling for 2,500 miles of travel. The 
appeal, however, cannot be heard before 
Fall as the Supreme Court will not hear 
any more oral arguments until that time. 


Legal Expert Retained 


Secretary Delany also announces the 
retention of expert legal aid, to represent 
the travelers, in the person of Clifford 
Thorne of Chicago, who is well versed in 
railroad legislation. He will represent not 
only the N.S. T. A. but the I. F. C. T. O. 
as well and he already has been in Wash- 
ington conferring with members of the In- 
terstate Commerce Comrnission with ref- 
erence to the coming legal battle. 

Because of the expense attached to the 
financing of this appealit had been thought 
it might be necessary for the N. S. T. A. to 
go outside its own membership for aid, but 
the executive officers of the association 
have deemed it best to have the association 
stand on its own feet, paying as it goes 
from its own treasury. 


Battreal Finds Improved 
Conditions in Farm Belt 


Conditions in the northwest section of 
Missouri are well described in a letter re- 
ceived by the Boot and Shoe Recorder from 
R. R. Battreal, one of the youngest of our 
many successful traveling men, who has 
been representing his father’s firm, the 
Battreal Shoe Company, of St. Joseph, 
Mo., makers of men’s semi-dress and serv- 


ice shoes and wholesale distributor of the 
line of the Juvenile Shoe Corporation. 

“During my brief stay on this territory,” 
writes Mr. Battreal, “I enjoyed a very 
nice business on at once orders. At the 
time most of the merchants were pessi- 
mistic about futures but that feeling has 








R. RIBATTREAL 





left now and thirgs look bright once more. 
The merchants in this part of the country 
have been hard hit, as in other parts of the 
country, but they are staging a come back 
that will more than set them on their feet 
again. 

“Most of my towns were small ones, de- 
pending largely on the farm trade. As you 
know the farmers as a whole have been and 
are still about on the rocks. This condition 
knocked the props from under the mer- 
chants in the smaller towns. In the last two 
or three weeks I have talked with a dozen 
or so farmers who all say that never in the 
last few years,have they seen such a won- 
derful outlook fp the crops. The fruit trees 
are bending under the weight of countless 
numbers of blossoms and the corn and 
wheat are growing. Garden truck is on the 
market and everybody is optimistic. Now 
this can mean but one thing—increased 
volume and better business conditions. 


!Schreiber Leaves Road 


Herman L. Schreiber is back home in 
Cleveland after traveling the Middle West 
for a number of years. He is here as the 
assistant to A. Winkelman, who represents 
the Friedman-Shelby line in this city. 

Herman has been traveling through the 
states of North and South Dakota, Ne- 
braska, Iowa and Minnesota: He says 
that he left his old territory with the 
farmers just beginning to recover from the 
low prices that prevailed in 1921 and the 
first half of 1922. Prices for farm prod- 
ucts have steadily risen and Schreiber 
says that business in that district, which 
has been on the up-grade for some time, is 
oan to get even better. 


HarryjE. Adams’ Salesmen on 
the Road 


The following representatives of Harry 
E. Adams, manufacturer of women’s 
Goodyear Welt novelties, Haverhill, Mass., 
are calling on the retail trade with new 
samples: 

W. J. Culley, Omaha, Neb.; William E. 
Gerrish, New England and New York 
State; G. R. Kenyon, Washington and 
Oregon; Morse S. Levy, Pacific ‘Coast; 
John M. Meggett, Pennsylvania and Ohio; 
Paul Solomon, Michigan and Minnesota; 
Ben Spandauer, Baltimore, Maryland, and 
Sol Waag, Southern States. 


E. R. Caruso with Wolnicar 


E. R. Caruso, who has specialized for 
some time on selling high grade women’s. 
lines, has joined the sales staff of the Wol- 
nicar Shoe Company of Brooklyn and will 
shortly leave for an extended trip. Mr. 
Caruso will handle accounts in several of 
the larger Eastern cities and as far west as 
Pittsburg. These include New York, Phila- 
delphia, Baltimore, Boston, Providence, 
Washington, Harrisburg and Pittsburg. 


A. B. Crowe Ill 


A.-B. Crowe, who travels for Pedigo- 
Weber Shoe Company, in the Northwest, 
was recently stricken with sleeping sickness 
and has been confined in a hospital at St. 
Paul for some time, but he is now recover- 
ing nicely and it is expected that he will be 
able to resume his work shortly. 
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Walter S. Overton, who represents 
Pedigo-Weber Shoe Company in the East 
and who had just completed his present 
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trip, has been covering Mr. Crowe’s ter- 
ritory temporarily, until Mr. Crowe is able 
to again take up his work. 
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HE Eby Shoe Company of Lititz, 

Pa., is building a new factory which 
will be ready for occupancy this spring. 
The factory will have a capacity of 3,000 
pairs of shoes per day, making a total 
capacity of their four factories of 7,000 
pairs daily of welts, turns and McKays for 
misses, children and infants and growing 
girls. The Eby line is sold to the whole- 





MARTIN 8. EBY 
Eby Shoe Company, Lititz, Pa. 





sale trade and large volume buyers by 
Martin S. Eby who sells the trade of the 
Eby Shoe Company as far as Chicago and 
AAW. MacNaughton who travels from 
Chicago to the coast also including the 
South. Mr. MacNaughton has recently 
returned from an extended trip through 
the Northwest and Pacific coast. He re- 
ported business as very prosperous in the 
big lumber and agricultural sections of 
the country. This concern was started in a 
very small way by Harry E. Eby some 20 
years ago and his tireless devotion to 
busiress and his methods are responsible 
for the success of this steadily increasing 
business. 


Morrill on Trip 


Chas. W. Morrill, selling representative 
for the Victoria Shoe Company, with 


offices at 86 Lincoln Street, Boston, left 
the past week for a few weeks’ trip through 
the West and South with a new line of 
samples. 


Stone Leaves for South 


Perley A. Stone, selling representative of 
the J. A. Jones Shoe Company of Haver- 
hill, with Boston offices at 207 Essex 
Street, left this week for a trip through 
the South and West, calling on the whole- 
sale shoe trade and expecting to be out 
about four weeks. The Jones Shoe Com- 
pany factory, makers of high-grade Mc- 
Kay novelties for women, has been for a 
long time one of the busiest shoe factories 
in Haverhill. 


A. W. Gage Has Vacation 


A. W. Gage, better known as “Gagie,” 
with offices at 183 Essex Street, and who 
carries the lines of the Mistwold Shoe 
Company of Raymond, N. H., and the 
Kendall Shoe Company of Haverhill, 
Mass., left the past week for a visit to his 
daughter at Montclair, N. J. 


McGlaughlin Leaves Sears, 
Roebuck 


Harry A. McGlaughlin, who has been 


for some years manager and buyer in 
Boston for the Sears, Roebuck Company 
at 186 Lincoln Street, has retired from the 
position and has been succeeded by Ches- 
ter S. Tayte who has also been connected 
with the Company as eastern buyer. Mr. 
McGlaughlin has been closely connected 
with the shoe trade of Boston and New 
England for a period of 30 years in the 
capacity of salesman and operating shoe 
factories. He has many friends in the 
shoe trade all over the country and a very 
wide acquaintance in the shoe circles who 
hope that he will continue in the shoe 
business. His plans for the future have not 
been announced. 


New Deitch ae Planned 


J. L. Deitch and Hyman Deitch, who 
have operated the Deitch Shoe Company 
at Natick, manufacturers of women’s, 
misses’ and children’s welts, have started a 
shoe factory at Marlboro, Mass., where 
they are making similar lines to those 
which they made in Natick. 
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News of Buyers 


Jack Davis, buyer for the G. R. Ken- 
ney Chain Shoe Stores of Harrisburg, Pa., 
has been a recent visitor in the Boston 
market. 

Messrs. C. P. Perry and C. W. Butler, 
buyers for the J. K. Orr Shoe Company of 
Atlanta, Ga., have been in Boston this 
week, stopping at the Lenox. Other buyers 
have been Louis Leader from the Model 
Boot Shop, Los Angeles, Cal.; F. C. Mc- 
Dugal of E. C. Moore & Co., Plattsburg, 
N. Y.; E. A. Hambrug of Chicago and 
E. C. Gregg of the J. L. Hudson Com- 
pany, Detroit, Mich. 


Briel Back From Trip 


Chris S. Briel, selling representative of 
the Springvale, Me., Shoe Company, has 
recently returned from a Western trip and 
reported fairly successful business, 





A. W. MacNAUGHTON 
Eby Shoe Company, Lititz, Pa. 





W. F. Perkins Dead 


The trade will regret to learn of the 
recent death of Walter F. Perkins who 
died May 16 at his home in Wakefield, 
Mass. Mr. Perkins has been well known in 
the shoe trade for many years and was 
more recently connected with the Derry, 
N. H., Shoe Company. 


Pietzuch with Brooklyn Firm 


Joseph Pietzuch, who recently assumed 
direction of the sales on the Perfec-tred 
shoe, produced by the Pincus and Tobias 
Company, Brooklyn, N. Y., states that he 
has had very satisfactory business. Mr. 
Pietzuch is the originator of the Arch 
Guide Rubber Heel, and he states that his 
business on it is steadily growing. 
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BOSTON THE CAPITAL OF 


Kashion’s Latest Whisper 


will be interpreted at this show— not only will all 
of the up-to-the-minute Style Tendencies be 
shown—but Styles and Fashions six months ahead 
of time will be on exhibition. 


The Style appeal is the one big appeal. If you knew just what Styles 
were going to sell during the coming Fall and Winter—it would be 
money in your pocket — Come to this 
Style Show —See the Styles — the Style 
Tendencies — meet all the other live 
retailers —~See the new ideas all the 
different manufacturers will show at 
their booths —and remember that with 
all the Style — Quality will still be the 
Keynote. 


QUALITY SUCH AS ONLY 
NEW ENGLAND MAKES 


That Quality which has made New England shoes 
famous for years—That quality which is so widely 
imitated but never equalled. New England 
Quality shoemaking is more than a tradition — 
it is a fact. 


Come to this Show and see the very highest 
examples of New England Quality 
Shoemaking ever shown. 


COMBINE BUSINESS 
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VACATION LAND AWAITS YOU 


COME AND SEE HOW 
New England Shoes are Made 


See the— 
DEMONSTRATION OF TANNING MACHINERY 


Actual working process. 


See— 
A SHOE FACTORY IN FULL OPERATION 
Showing all the operations going into the making of Quality Footwear. 
See the— 
DESIGNING OF LASTS 


Lasts over which your shoes are made. 


See the— 
MAKING OF PATTERNS 


See how new styles are originated—drafted and developed. 


See— 

INTERESTING EXHIBITS 
of up-to-date Findings and Shoe Accessories in different 
stages of manufacture as well as the finished product. 


See— 
THE STYLE SHOW 


A real live show—beautiful girls—living models—wonder- 
ful gowns—newest ideas in Footwear—a show of “pep” 
and “punch.” 

See the Interesting Exhibit of— 

RUBBER AND CANVAS FOOTWEAR 


STYLE ON PARADE 


A style parade that allows you ample time to study the 
Style effects on living models. 


Combine business with pleasure— Boston and New 
England await you. A trip to the world’s greatest 
shoe market at this time will pay you dividends. 


WITH PLEASURE 
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Come Jo The Coston Show 


Gry “Quby 9-10 


The Capital of Vacation Land 
Awaits You 


Within a twenty mile radius 
of Boston are the most won- 
derful vacation spots in the 
world—Seashore—Lakes—Hills 
—Valleys—all the beauties of 
Nature and all the outdoor 
pleasures await your choosing. 





“bees 





Golf, salt and fresh water bathing, boating and fishing—wonderful 
roads for motoring. Boston has the largest and finest Park System 
in the world. The Fenway, Middlesex F “ and the Arboretum, 


are worth a trip to Boston. 


See the Boston Style Show 
__ and spend your vacation in 
New England. It will pay 
you wonderful dividends. 





Make Your Hotel Reservation Now 


TOLMAN PRINT, INc. 
BOSTON—SROCKTON 
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LYNN 


Styles Are Turning 


Early Summer Novelties Give Way to Late Summer Types, 
Showing New Color Effects and New Designs 


TYLES continue to turn from early 
summer to late summer and early 
fall novelties. Color effects continue to 
predominate. New lasts show wider toes, 
even “dollar” toes in welts. Heels on welts 
are down to 6-8, with 8-8 heels by far in 
the majority. Heels, on novelty McKays 
and turns are up to 14-8 and 16-8 with 
some talk about 17-8 heels. More wood 
heels are being used than ever. Many are 
thicker in the neck, so that they look low, 
though high. 

Some makers of red, green and blue 
sandal styles are getting ready to swing 
to other colors. Other manufacturers 
think that these extreme novelties will 
continue to sell through the summer, as 
extra pair, or vacation shoes. 


Patent Leather Still Popular 


New colors include beiges, ivories, 
fawns, field mouse and alabaster. They 
are used in kids and suedes. Patent leather 
continues its popularity, especially in the 
ventilated styles. Browns tend toward 
lighter shades for summer, and early fall. 
All white shoes are in several summer lines. 
White shoes, with colored trimmings, are 
picked as summer favorites by some 
manufacturers. Others are not so enthusi- 
astic over white shoes. 

Colored edges, red, green and blue, to 
match uppers, are new. Some talk of 
mottled bottoms is heard. Several unusual 
styles of gored pumps and oxfords have 
appeared. One shows a high throated ox- 
ford, with a gore in the sides. Another 
shows a pump, with the tongue held down 
to the instep by a gore. Also, in the latter 
shoe, the gore passes under the foot, and 
holds the shoe snug. 


Heavier Oxfords for Fall 
Heavier type of oxfords are apparently 
coming for fall, and, also some new strap 
styles. New cross straps are mentioned. 
Quick style turns and quick deliveries 
continue a feature of Lynn’s trade. 


New Cushing Shoes 


Gored oxfords are a striking type of 
footwear among new samples of the 
Cushing Shoe Co. The gore is between the 
vamp and quarter. The throat of the shoe 
is built up high, or to the instep line. The 
front fits as smooth as a stocking, as so 
does the shoe all over, for that matter, 
for the gore makes its upper elastic. The 
front of the shoe, from the throat to the 
instep, is either inlaid with leather of a 
contrasting color, or is cut out, in the 
lattice style. A vamp collar is also on the 
shoe. This shoe is made of white kid, or 


calf, with color trimmings, for summers 
or of satin suede, in the brown shades, 
with trimmings of contrasting colors, for 
fall. 

New Oxfords, of the lace pattern, are 
on recede, round toe and squarish toe 
lasts. Some carry heels as low as 6-8. 
Uppers are of papyrus brown, nutmeg, 
chestnut and other colors, in either smooth 
grained or suede finishes. Some shoes 
show combinations of smooth and suede 
leathers. 

In strap styles, there are one and two 
strap patterns, and Egyptian straps, too, 
of white, with color trimmings, ivory, 
alabaster, Paisley and fine shades of 
brown. One white kid shoe has a black 
edge, a black bottom, and a black cellu- 
loid heel, and also, a collar of inlays of 
black, square in pattern, and like a line of 
little blocks. 

Edges of soles of color shoes, by the 
way, are colored, red, green or blue, to 
match the color of uppers, if the buyer 
desires. 

A number of the new oxfords have in- 
lays of the block pattern. Edge and heel 
work on these shoes is especially good. 

In striking contrast with the color 
novelties, were some perfectly plain ox- 
fords of the dullest of black calf leathers 
which the firm is putting through on a 
special order. They look as black as the 
raiment of Hamlet. 

The firm is spreading new sample lines 
at its New York office and, also, it showed 
them at the convention of California shoe 
merchants. 


White Sandals in Stock 

The Cotter Shoe Company has built 
up a stock of white buck sandals, for 
delivery after May 25. Sizes run from No. 
3 to No. 8, and widths from A to D. 
Uppers are of the Egyptian pattern. Soles 
show a white welt, a white enamel heel 
and a white rubber top lift. These shoes 
are Cotter’s Regulars. 

Also, the Cotter Shoe Company is dis- 
tributing white oxfords from its Forma- 

The Besse system, operating 35 retail 
stores, has just adopted the Cotter 
Formative shoe as the standard health 
shoe for its stores. 


Swift Delivery Service 
Cruise & Sullivan are packing novelty 
style shoes the moment they are finished, 
are loading them onto passenger automo- 


biles, and are sending them over the road 
to New York. Many of them go to the 
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Where to Buy 


Women’s Shoes 














FASHION FOOTWEAR 


Women’s Fine Turns 
and Novelties 


turn 
pumapes in the latest designs and finest i= 
TESSIER & BOWDOIN 
2 Washington St., Haverhill, Mass. 














E.A.& M. C. Witherell Ce. 
Manufacturers 
Women’s Turns, 
Bootsand Slippers 


F 
Haverhill, 


Boston Office 
Rice Bldg. Reem 406 













Black Satin One-Straps, one or two 
buttons, made with 15-8 full Louis, 14-8 
Spanish full Louis or 9-8 Cuban heel. 
Samples charged at regular prices. Write 
for prices. 

ORIENTAL SLIPPER COMPANY, Inc. 
118 Phoenix Row HAVERHILL, MASS. 

















J.W. BARNARD & SON 
Andover - - Mass. 
Makers of the 
CELEBRATED 
BARNARD 
COMFORT 
SHOE 
for Ladies 
IN STOCK 












FINE TURN NOVELTIES 


re ane oe — . in our new 
deliveries and increased service. 
Latest Models, All Leathers and Satins 


FELSTINER-O’CONNELL SHOE CO., INC. 
162 Winter St., Haverhill, Mase. 








STOCKBRIDGE SHOE COMPANY 
2. 
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BLEECKER STYLES 
4re the last word in footwear 
for stylish women 












Phillips Shoe Co. Inc. 
Makers of 

Women’s Turn 

Slippers 

276 RIVER STREET 
Haverhill, Mass. 
Boston 

207 Eesex 

















Where to Buy 


Men’s Shoes 
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BOSTONIANS 
Commonweaurn Soe & Leatuer Co. 


WHITMAN, MASS. 














One Pair 


Sells 


Another 











© 


FOR MEN 


M. A. PACKARD CO., Makers (P) 
BROCKTON 





NETTLETON 
Shoes of Worth 


A. E. NETTLETON CO. 


Syracuse, N. Y., U.S. A. 
MEN’S FINE SHOES EXCLUSIVELY 
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Beck stores. Deliveries are made on some 
lines within 13 days after orders are 
booked. Shoes are finished in the factory 
in the late afternoon, shoemakers working 
overtime to complete their work. They are 
packed at once, and then are loaded onto 
a passenger automobile. Twenty cases 
make a load. Cases are strapped to the 
side and to the back of the car, as well as 
piled up inside everywhere but on the 
driver's seat. The automobile starts from 
the factory between eight and nine o'clock 
in the evening, and arrives in New York 
by the time the stores are open in the 
morning. This is the swiftest delivery 
service yet, between Lynn and New York. 
Practically all of the shoes sent over 
recently, by this new automobile service, 
are red, blue and green sandals. 


Ivories and Blues 


Ivory shades of kid are being cut at the 
factory of the Travers Shoe Co. So are 
field mouse colors. Patent leather con- 
tinues. A new blue, called Copenhagen, 
has replaced a darker blue. Only a few 
white shoes are being made. The run on 
reds was halted last week. Brown buck 
pumps, with a patent brown vamp collar, 
front and instep strap, also are being made 
for mid-summer novelties. On some shoes, 
brown kid trimmings are used in place of 
the patent leather trimmings. 

The “zebra,”’ a summer strap style, has 
32 cut outs to the pair, the cut outs making 
lattices along the sides from the vamp to 
the back stay. If the shoe is worn with 
stockings of a contrasting color, its sides 
will appear in stripes, like the stripes of a 
zebra. A special counter has to be used in 
this shoe, because so much of its sides are 
cut away by the lattices, or zebra stripe. 
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Incidentally, a special reinforcement is 
put into the sides of these shoes to hold 
the lattices snugly to the sides of the foot. 


Heels for Fall 


Shaping heels has become quite as 


“difficult as shaping toes. This is doubtless 


due to the fashion of short skirts, which 
reveal heels quite as plainly as toes. Run 
over heels are no more a common offence 
against footwear. 

Heels, of welts, will be as low as 6-8. 
Heels of McKays and turns will be up to 
16-8. However, it is the shape of the heel, 
rather than the height, that counts. 
Some new heels are so shaped that they 
look low to the eye, even though high to 
the tape. Even designers have been 
deceived in estimating the height of these 
new heels. Where low heels are used 
there is a tendency to exaggerate their 
lowness, by making them broad, and flat. 


Flesh and Other Calves 


Light flesh calf, and dark flesh calf, is 
being made by the Lorraine Tanning Co., 
of Peabody. It is made in both smooth 
and suede finishes. There is a story around 
that sandals of flesh color are being worn 
without stockings by some of the extrem- 
ists in big city fashions. But that matter is 
neither here nor there with the tanners. 

Besides, this company is making, in 
smooth and suede finishes, alabaster calf, 
which is lighter than flesh calf, and papy- 
rus calf, which is darker than flesh calf, 
shading to the brown. 

Also, it is making Pharoah red, an 
Egyptian red, bronze green, amethyst and 
citrus yellow, faience blue, carnelian, and, 
of course, black, brown and white. 





HAVERHILL 


Quality Being Graded Up 


Haverhill Footwear Establishing New Place for Itself; Many 
Manufacturers Changing Sales Policy 


N important Development in the 
production of Haverhill-made shoes 

in turns, McKays and welts is a con- 
tinued improvement in quality. During 
the past few years Haverhill shoe manu- 
facturers have gained recognition through 
the country as making decidedly higher 
grade footwear than ever before. In other 
words, the city, through its manufactur- 
ers, has continuously graded up on its- 
product until today while several con- 
cerns are making highest grade shoes, 
there are scores of others which are 
identified with lines representing ex- 
cellence not only in style but in quality. 
A prime reason for this is to be found 
in a steadily increasing tendency on the 
part of Haverhill manufacturers to sell 
their product direct to retail merchants. 


In pursuance of this policy the produc- 
tion of better grades have been contin- 
ually increased. Business relations be- 
tween manufacturers and retail shoe 
merchants are strengthened through the 
closer contact obtained by manufacturers 
by their success in supplying reliable and 
satisfactory shoes. That retail merchants 
appreciate the good qualities of Haverhill- 
made footwear is evident. They are from 
year to year increasing their buying from 
local manufacturers as they become fully 
convinced that Haverhill-made shoes 
deserve this increased confidence. 


Wood Heel Production Large 


Haverhill plants devoted to the pro- 
duction of wood heels are operating at 
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practically full capacity. The demand for 
help is greater than the supply, and many 
new operatives are daily being brought in 
from outside sources. An interesting fact 
in connection with the Haverhill produc- 
tion of wood heels is that this city is the 
center of this industry in the United 
States. It is also of interest to note that 
the wood heels made in Haverhill are 
sold not only to shoe manufacturers all 
over the United States, but in foreign 
countries as well. This latter feature of 
the Haverhill wood heel production is 
one which has made a large growth during 
the past few years. At the present time 
Haverhill is making a new record of pro- 
duction and shipment. Many foreign 
countries are represented in these wood 
heel shipments from Haverhill. All 
shapes and heights of heels are produced 
in response to this foreign demand. 
“Everything in wood heels” is a slogan 
that may be well applied to the produc- 
tion of this class of goods in Haverhill 
factories. Turn footwear, in production of 
which Haverhill has been for many years 
a leading center, uses wood heels exclu- 
sively. This has established and fostered 
an industry which has spread to the 
farthest confines of the civilized world. 


Babson Selects Haverhill for 
Demonstration 


Roger W. Babson, who is well-known 
throughout the country as a statistician, 
has selected Haverhill as one of the 40 
cities in the United States for the demon- 
stration of a principle in which he is 
greatly interested. He considers that the 
high cost of living is principally due to 
lack of co-operation between retailer and 
consumer. Mr. Babson says that both 
classes are at fault and that neither can 
do much without the help of the other. 
With the cost of living on the increase and 
retail prices strengthening, Mr. Babson 
considers that this is a time when he can 
effectively demonstrate his theory. He is 
organizing the retail merchants in cer- 
tain selected cities. A better service 
association is to be formed in each city, 
this consisting of 40 retail merchants, one 
in each line of business. A representative 
of the Babson organization has been in 
Haverhill for the past few weeks obtain- 
ing figures regarding the retail trade. 
Fred I. Brown, who is associated with 
the Boston Chamber of Commerce, will 
visit Haverhill to complete this work. 
The merchants of this city are heartily in 
favor of this plan and are co-operating 
with Mr. Babson’s representatives. 


Shoe Workers Well Employed 


According to figures given out by local 
labor representatives fully 90 per cent of 
Haverhill’s 15,000 shoe workers are em- 
ployed at the present time. Production 
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at local factories is estimated at 80 per 
cent of capacity, which is normal for this 
season of the year. There was a substan- 
tial output of Haverhill-made footwear 
during the early Spring months. This 
condition is continued at the present 
time. 

Business for immediate delivery - is 
excellent and is expected to continue for 
the next 30 days. Factories maintaining 
in-stock departments are beseiged with 
orders for prompt shipment and are 
working at full capacity to keep up their 
stocks of footwear for the retail trade. 
White and sport shoes are going through 
the factories in large volume. Fall orders 
are coming in slowly. Retail merchants 
are continuing their policy of buying 
mostly according to their needs and are 
postponing future orders until the time 
when such goods are required. All in all, 
Haverhill looks forward to a busy sum- 
mer, with employment practically nor- 
mal. 

In this connection it is interesting to 
note that the Haverhill Chamber of 
Commerce recently issued a statement, 
the principal points of which are that 
with courage joined to confidence Haver- 
hill will continue its present period of 
prosperity. 


Factories Good Business 
Risks 

A representative of the Massachusetts 
Safety Counsel connected with insurance 
interests says that the accident insurance 
rate on textile plants is twice what it is 
on shoe factories, which indicates that 
the occupation of shoemaking is not 
rated as very hazardous. This does not 
mean, he says, that the shoe industry is 
free from accidents, for while the mechan- 
ical hazards are few, the carelessness of 
the workers is responsible for 80 per cent 
of accidents reported. He urges upon the 
shoe manufacturers and shoe workers, 
care in connection with their daily work 
in the various departments. In analyzing 
the run of accidents of several shoe 
plants he finds that 40 per cent are 
mechanical and 60 per cent non-mechani- 
cal. A comparative study of several shoe 
cities in Massachusetts is to be made in 
order to see which is the safest one in 
which to work. 





Endicott-Johnson Gets U. S. 
Government Shoe Contract 


The Endicott-Johnson Corporation has 
been awarded the contract for 60,000 pairs 
of shoes by the Bureau of Indian affairs of 
the Department of the Interior. The con- 
tract was awarded in competition with 
other large shoe companies throughout 
the country and includes all but 1,142 
pairs which the bureau will award this 
year. 
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Best Mave V5 Knows How 


Wuen East Visit Us 
WHEN IN Your Town We Wiz Visit You 
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Stock Dept. 5 


Is at Your Service 


‘THE STETSON SHOE CO. (Inc.) 
South Weymouth, Mass. 








HENRY LILLY Co. 
88-90 Reade St. New York 


AUCTION TRADE SALES 
SHOES AND RUBBERS 


Every Wednesday and Friday 











FREDERICK S. PECK 


Worcester, Mass. 


Men’s and Women’s 
Sport and College Shoes 
Boston Salesroom 
207 Essex Street 


WORCESTER 





HOWARD & FOSTER CO. 
Men’s and;Women’s Welts 


Address all Communications to the 
actory at 


BROCKTON, MASS. 














PULLMAN TRAVELING SLIPPERS 


better"than ever ee. 
,ownerr of Thade Mark 


$15.00 
$18.00 2 ” 
-* Black and Brown 
full sizes 3 toll in Stock 
M. GUSTIN CO. J 
ww 192% New York 


CABERETIA 
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Canted Stock 
i South Street 
“BROCKTON 
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COT Shoe 


FOR MEN 
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‘TROnrson BROS .SHOE ( 
FINE SMOEMAKERS 
BROCKTON 
MASS. 
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Men’s and Women’s Slippers 
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Soft-Sole Leather 
Boudoirs and Novelty 
Kimona Sandale 
Write for Prices 


BEST-EVER SLIPPER CO., Inc., BROOKLYN, N. Y. 
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BIRMINGHAM 


Convention Program Announced 


Addresses by Men Prominent in the Industry and Round 
Table Discussions Will Feature Southeastern Meeting 


HE business and entertainment pro- 

rgram for the convention of the South- 
eastern Shoe Retailers’ Association which 
will be held in Birmingham June 5, 6 and 
7 has been about completed. Entertain- 
ment for the ladies is being arranged by 
the wives of local members of the associa- 
tion. Ladies are urged to attend the meet- 
ing with their husbands as there will be 
plenty of amusing things for them to do. 


The program of the meeting follows: 


Tuesday, June 5, A.M. 
Registration at the Hotel Tutwiler. 


1:30 P.M. 


Meeting called to order in the ballroom 
of the Tutwiler. 


Invocation, Dr. Henry M. Edmonds. 

Address of Welcome. 

Birmingham, D. E. McLendon, presi- 
dent of the city commission. 

Alabama, T. J. Crittenden. 

Response by M. A. Condon of Charles- 
ton, S. C. 

Report of the president by first vice- 
president Dave Rich of Birmingham. 

Report of treasurer by Mose Strauss. 

Appointment of committees. 

2:30 P. M. 

Address by Earl C. Logan, Western 

editor of the Boot and Shoe Recorder. 
3:00 P.M. 

Round Table Discussion, limited to 30 
minutes, subjects, “Closing Out Short 
Lines and Waning Styles,” led by Jack 
Embyr of Birmingham, “Orthopedics” 
led by Fred Stuart of Atlanta. 

4 P.M. ; 

Address by Sam Davis, field secretary 
National Shoe Retailers’ Association, sub- 
ject, “Get Together.” 


8 P.M. 
Inspection of the Manufacturers’ Shoe 
Displays located in several hotels through- 
out the city. 


Wednesday, June 6 A.M. 
Continued inspection of the Manu 
facturers’ displays which will be large and 
attractive they state. 


1 P.M. 


Report of the committee on the presi- 
dent’s report. 

Report of the committee on the Treas- 
urer’s report. 

Report of the committee on the con 
stitution and bylaws. 

New business. 


2:30 P.M. 


Address by Judge V. Hugo Black of 
Birmingham. 

Address by Fred Stewart of Atlanta on 
“Reducing Styles to Four Seasons.” 

General round table discussion om 
styles. 

Address by W. S. Byck of Atlanta om 
“The Harvard Bureau of Research and 
Departmentising a Shoe Store.” 

Sight seeing auto trip through the resi- 
dential and industrial districts of Bix 
mingham. 

8 P.M. 

Banquet for all visiting and local shoe 
retailers and manufacturers’ representa- 
tives with their ladies. 


Thursday, June 7 

Unfinished business. 

Report of the nominating committee. 

Election of officers. 

Invitations for 1924. 

Selection of .te convention city. 

Introducing of the newly elected of- 
ficers. 

Adjournment. 





SYRACUSE 


Syracuse After Convention 


Want Privilege of Holding 1923 Meeting; Standardization of 
Styles Up for Discussion 


YRACUSE retail merchants are united 

in the demand they will make at the 
1923 convention of the State Shoe Retail 
Dealers’ Association at Utica in Septem- 
ber, to bring the 1924 convention to 
Syracuse. Local merchants have already 
started making preparations for the state 
convention and at a dinner at Uhrig’s in 
this city June 7 will discuss what subjects 


they consider should be brought before the 
state meeting. 

William Pidgeon, Jr., of Rochester is to 
be the principal speaker at the meeting. 
State President Pratt of Oswego will be 
an invited guest. Local dealers are also 
inviting merchants in Central New York 
to attend the meeting that a concensus of 
opinion may be had on what subjects the 
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convention shall take up. Preliminary dis- 
cussions on this subject have been held 
by local men. E. N. Parks, former presi- 
dent of the state association and Thomas 
M. Fairbairn, former president of the 
local club having attended meetings of the 
executive committee at Utica. The local 
club also discussed the subject at a meet- 
ing here recently. 
Fewer Styles Wanted 

At the local meeting the opinion of the 
dealers was that standardization of styles 
is one of the biggest problems confronting 
the shoe trade. It was pointed out that at 
present styles are so varied and assorted 
that small retail merchants are hard put 
to be able to buy sufficient quantities of 
every different kind of shoe to satisfy 
their trade. It is believed locally that if 
styles were more standardized the benefit 
would be reflected in the industry as a 
whole. Methods of keeping stocks down 
to the lowest possible minimum of safety 
and at the same time provide the needs of 
all patrons, were also discussed. Various 
retail shoe merchants discussed policies 
they follow in buying and how they judge 
the possibilities of changes in style which 
necessitate changes in stocks. 

Just now the style question is the big 
one in Syracuse. Colored goods which a 
short time ago did not meet with much 
buying approval from the public have 
taken a sudden spurt and now colors seem 
to be the demand, though grays are pre- 
dominating. The weather the last few 
weeks has been particularly discouraging 
to the trade. The season for whites has 
not yet started because of the spasmodic 
returns of cold weather. However, dealers 
declare that business generally is good and 
look forward to a great summer season. 

People Buying More Freely 

Buying has been resumed on a well 
balanced scale, with factories here work- 
ing on overtime schedules, particularly 
the machine industry. The fact that a 
shortage of labor exists has raised wages 
to a very high point and this has been re- 
flected in the increased buying of the last 
few weeks. Sandals and some of the more 
extreme novelties are finding a ready 
market. In men’s good, plain-toed oxfords 
are unusually popular. 


Style Show a Success 


A. B. McCormack of the McCormack 
boot shop is enthusiastic about the result 
of his co-operative style show here more 
than a month ago. The show held at the 
Onondaga Hotel was devoted to shoes, 
millinery, dress goods and lingerie, one 
store representing each line participating. 
Mr. McCormack declares that the style 
show is bringing him new customers. Since 
the event he has not spent anything for 
advertising, declaring that his business 
has been too good to warrant it. And Mc- 
Cormack is a firm believer in advertising. 
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Already he is making arrangements for a 
similar style show this fall to be held in 
September. 


Round Table Abandoned 


The Syracuse Retail Shoe Men’s Round 


Table has been abandoned because those ~ 


in charge were unable to get those most 
wanted into the class, which when it dis- 
banded had 32 members. It was pointed 
out by local shoe dealers that the purpose 
of the class was largely to benefit clerks 
and other salespeople, who displayed little 
interest in it. Another objection to the 
class in salesmanship was that the 48 
weeks’ course which it provided for is too 
long. Some of the local shoe men are work- 
ing on a shorter course which may be 
given next fall if it is possible to find 
enough salespeople interested in the work. 
Martin F. Hilfinger conducted the class. 


Fighting Itinerant Merchants 


Syracuse retail shoe men are much 
active in the fight of the Chamber of Com- 
merce for a new ordinance to force the 
itinerant merchant to a competitive basis. 
For years the local ordinance has never 
been strictly enforced and retailers found 
when they demanded enforcement that it 
was not stringent enough to bring desired 
results. While shoe men here have re- 
peatedly protested against itinerant shoe 
merchants the status of the ordinance 
practically nullified their efforts. Now the 
merchants generally are preparing a new 
ordinance which will be so drastic that it 
will tend to discourage the itinerant. A 
vigilance committee has also been or- 
ganized with the co-operation of the shoe- 
men to prosecute all misleading advertis- 
ers and those who have misrepresentative 
window displays. This is in an effort to 
protect the public from unscrupulous 
dealers. Several merchants, none of them 
shoe men, have been summoned before 
the district attorney as a result of the 
activities of the committee. 





Hand Tools Survive 


Though these be days of marvellous 
shoe machinery, yet a surprisingly large 
number of hand tools are still used in 
Lynn shops, for refining the details of 
shoemaking. The awl, the traditional 
emblem of the trade of shoemaking, is 
still to be found in many a shop. The flat 
face hammer, another ancient tool of the 
craft, is still employed, for the operator of 
the beating out machine often pounds a 
sole with his hammer to perfect the detail 
of the work of the machine. Pincers are as 
necessary as ever, especially in the lasting 
rooms, and hand knives, like shoe styles, 
were never more varied. 

Machines are marvellous, and are 
producers of shoes in volume. But it takes 
the touch of the tool to perfect the details 
of the shoe. 
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Soft Soles and Moccasins 


Gacds, WeDO NOT cell 
the retail trade. 
Newcomb-Anderson Shoe Co. 
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“ELAM” 
Flexible Turn Shoes 
Fer the Jobbing Trade Exclusively 


F. S. ELAM SHOE CO. 


ROCHESTER. N. Y. 
Becton Office, 181 Essex Street 













SOFT SOLES 


A Wonderful Line for the 
Wholesaler In Stock— All 
leather moccasins, soft soles. 
range —_ 
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wards. Alsoa full line 
of Ladies’ PumpStraps 


NU BABY SHOE CO.., East Lynn, Mass. 
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Service Complete Copy to Matling 
F. S. ROOT COMPANY 
Becton. Mace Multigraphing 
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PHILADELPHIA 


Less Activity at Factories 


Demand for Sole Leather Off; Some Factories Fairly Busy on 
White Footwear 


HERE has been a marked decrease in 

factory activity here during the past 
week or ten days. Prior to that time factor- 
ies here seemed to feel the seasonal lull less 
than those in some other manufacturing 
centers. They were taking fair-sized 
quantities of leather and were maintaining 
their production satisfactorily. Now, bow- 
ever, a slump has come. Tanners and tan- 
ners’ agents report the demand for sole 
leather had dropped off and the manu- 
facturers themselves admit they are less 
busy than they were a week or more ago. 
Whites are being made to a certain extent 
though a number of factories are waiting 
for a more active demand before they 
make their whites. Colored shoes are still 
being asked for but manufacturers are 
wary about them and are making them 
only on order. There is some sampling for 
fall. Factories, however, are not operating 
anywhere near their usual ouptut. 


Strap Patterns in Whites 


The big demand in whites seems to be 
for one and two-straps in buck, with some 
call for canvas. One factory is making some 
whites in tongues though the demand for 
them lags way behind the demand for 
straps. One of the factories which has 
started sampling for fall reports its leaders 
are two-button one-straps. There has 
been no change in prices except for ad- 
vances on extreme styles on which an un- 
usual amount of labor is required. 


Glazed Kid Trade Rather Quiet 


Except for red, green, and blue skins 
there is little demand for glazed kid. 
There has been a little more inquiry for 
blacks and browns but active trading jin 
them is not expected much before the be- 
ginning of next month. Prices are firm. 
With rawskins very high and labor just 
given another advance there are no in- 
dications of price recessions, though a 
number of manufacturers think glazed kid 
prices are too high. 


Wholesale Trade Quiet 


Wholesalers report their trade quiet with 
the call for fancy shoes the only bright 
spot. Whites have not been selling well be- 
cause of the cold weather and, also, pro- 
bably because of the popularity of the 
colored shoes and sports shoes. There is, 
comparatively speaking, no demand for 
staples. The demand for staples seems 
trifling compared with the demand for 
fancy colors because the people who buy 


the fancy shoes are in the market every . 


few weeks while the persons who purchase 


staples wear them much longer. Prices are 
a little firmer. 


Crepe Soled Shoes Popular 


The trade reports that the new crepe 
soled shoes are very much in demand. They 
are used not only for sports but for street 
wear, also. One firm here had expressed the 
opinion that it may be difficult to get 
crepe soles to resole these shoes when that 
becomes necessary. One way out of the 
difficulty, however, is to resole them with 
ordinary rubber sports soles. 


Manufacturers Give Dinner 
to Employees 


On May 12 the Philadelphia Shoe Manu- 
facturers Association gave its annual shad 
dinner to the Central Convention of Shoe 
Workers at Morris Junction, New Jersey. 
Approximately 150 attended. Various 
forms of entertainment were provided. In 
the afternoon there was a ball game in 
which the maufacturerers beat the em- 
ployees 9-6. James Edwards of J. Edwards 
and Company Inc., is president of the as- 
sociation.. 


Wanamaker Pushing Kid 
Shoes 

John Wanamaker is offering 
crepe rubber soled sports shoes in white 
buckskin with plain toes at $13. At $6.40 
this store is featuring for men dark ma- 
hogany calfskin shoes with a black calf- 
skin saddle, neolin sole, with shallow spuds 
and arubber heel. At $9 this store is featur- 
ing @ Scotch grain blucher oxford with per- 
forated tip in the favored English walking 
last. This store has undertaken to push 
kidskin shoes for men and women. In the 
men’s kidskin shoes it stresses the fact 
that kidskin is the softest, most pliable 
leather which can be secured in a man’s 
shoe. Both black and tan kidskin are offered 
at $9 a pair. In speaking of women’s kid- 
skin shoes that fact that they are cool and 
comfortable in summer is stressed. Kid- 
skin oxfords are offered in black or brown, 
with either narrow or medium toes, Cuban, 
military, or broad low heels, and turned or 
welted soles. Prices range from $8 to $12.50 
a pair. 

Fringed Tongues Featured 

Strawbridge and Clothier are featuring 
Heather oxfords with fringed kiltie tongue 
concealing an elastic instep gore, welted 
soles, and low leather covered boxwood 
heels. In gray buckskin strapped with 
gray kid, in beige buckskin strapped with 
brown Norwegian leather, or in white 


men s 
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buckskin strapped with white they are 
offered at $16. In black gun-metal calf 
strapped in black Norwegian grain with 
welted leather soles and leather heels they 
are offered at $14. This store is also featur- 
ing La Mosa, of finely woven white Sea 
Island duck trimmed with black patent 
leather, with white welted soles, black 
enameled Spanish Louis heels at $15, and 
Elrita of white glazed kidskin with open- 
work paneled quarters of black patent 
leather at $20. Both of these shoes are 
Laird Schober and Company creations. 
Hanan and Son are offering Egyptian 
sandals in red kid, white kid, patent 
leather and fawn suede. Winkelman’s are 
offering at $12 a two-strap hand-made red 
kid pump. Niederman’s are offering a one- 
strap cut-out pump in patent and gun- 
metal at $11.50, in white kid at $12.50, 
and in red, blue, or green kid at $13.50. 


P. S. R. A. Meeting in 
Wilmington 
Despite the rainy spell a good sized 
crowd met at the Pennsylvania Station 
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last Wednesday evening and sallied forth 
to the May meeting at the Kennard Pyle 
Co., department Store in Wilmington. 

At the Pyle store, the gathering was 
welcomed by Mr. Loud, the general super- 
intendent, with a fitting speech on Co- 
operation. He was followed by A. H. 
Gueting, former president of the N. S. R. 
A., who among other things said: “The 
public was to blame for the changing shoe 
styles and we are up against a ee 
proposition.” 


Mr. Blatz, a representative of The Amal- 
gamated Leather Company of Wilmington, 
gave a talk on “Colored Kids” displaying 
a number of skins in the newest pastel 
shades. “‘Dave”’ Strumpf, followed with a 
humorous speech. After a lengthy dis- 
cussion pertaining to the shoe trade in 
general, a luncheon was served in the 
restaurant after which all present were 
shown through the different departments 
and then all wended their way toward 
“Philly” on the 10:32. Mr. McGoughlin 
most capably officiated in the absence of 
President Julius Winkleman. 





ROCHESTER 
Preparing for New York Convention 


Questionnaire to Association Members Will Give Material 
for Program 


HE retail shoe dealers of the Albany 

Capitol District recently voted to 
turn over to the Retail Shoe Dealers As- 
sociation of New York State the sum of 
$500, a balance remaining from the funds 
raised to finance the convention in Al- 
bany last year. 

Plans for the coming convention, which 
will be held in Utica, are progressing 
rapidly and President H. Irving Pratt 
states that it will be the biggest and best 
convention ever held by the New York re- 
tail Shoe Dealers Association. 

In order that the meetings may cover 
the points that the greatest number of 
members would like to discuss, President 
Pratt is mailing a questionnaire to every 
member of the association asking them to 
mark the questions they desire discussed 
and to suggest any subjects that they may 
desire to hear about. When these subjects 
are checked up, the committee of arrange- 
ment plans to arrange the program so that 
every question desired by the members 
will be discussed. 


Featuring Colored Kid 
Footwear 


Jim Olmstead, manager of McCurdy’s 
shoe department featuring women’s san- 
dals and pumps in an array of colors that 
gives the department the appearance of a 
rainbow. 

Hollywood and Sheba sandals are shown 


in thirteen colors. A cut-out strap pattern 
called the Barrymore, is shown in red kid 
trimmed with patent leather; also in jade 
green and Belgian blue. Walking oxfords 
of aligator in brown, green and gray are 
also featured, as are white shoes. 


Shoe Superintendents Open 
eadquarters 


The Rochester Association of Shoe 
Superintendents and Foremen formally 
opened their new headquarters at 115 
Mill Street on Saturday, May 19. Open 
house was maintained in the afternoon 
and evening and hundreds of shoe men 
dropped in to inspect the new quarters. 


Promise Quick Deliveries 

The Utz and Dunn Company have re- 
instated their delivery schedules calling 
for three weeks’ delivery, which they re- 
cently announced could not be main- 
tained due to the popularity of fancy and 
intricate patterns which required extra 
time in the cutting and fitting rooms, and 
are now able to make deliveries in three 
weeks as heretofore. 


Fuller Features Trail Blazer 
Shoe 
The Fuller Shoe Store, 184 East Avenue, 


has taken the agency for the Trail Blazer 
shoe for women, which is endorsed by the 
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“Just Enough Better To Be Thoroughly Worth While” 
BONGIOVANNI BROS. 
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IN-STOCK 
Green, Red and Blue Kid Stitchdewn 
Sandals 
Sizes 234-7. Per Pair, $2.75 


BLOG SHOE FINDING CO., INC. 
147 Duane Street, New York, N. Y. 
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Women’s foundation for Health and are 
using advertising extensively to acquaint 
the women of Rochester with the merits of 
this shoe. 


Menihan Employees Hold 
Dance 


King Tut reigned supreme at the dance 
given by the Employees Club of The 
Menihan Company, Friday evening, May 
18, in the Masonic Temple auditorium. 
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Music for dancing was furnished by radio 
by the Menihan Employees Club orchestra 
which played for WHAM the broad- 
casting station of the Eastman Theatre, 
and by means of a receiving set installed 
in the dance hall, the music was brought 
to the party. 

From 7:30 to 9:30 the orchestra fur- 
nished the music by radio and after that 
time the orchestra and King Tut, to- 
gether with his corps of firm makers ap- 
peared in person. 





ATLANTA 


Business Greatly Improved 


Wholesale Shoe Trade Enjoyed Largest Increase of All; 
Merchants Buying More Freely 


HE most encouraging report of some 

years as regards the retail and whole- 
sale shoe trade in the shoutheastern ter- 
ritory, is contained in the latest monthly 
business review of the Federal Reserve 
Bank of Atlanta, covering trade in the 
Sixth District, which comprises the group 
of southeastern states, during the first 
four months of the present year. It is a re- 
port that is assuredly enough to make all 
dealers and jobbers over the district re- 
gard the future with optimism, and look 
forward to a year of the best business they 
have ever enjoyed in this section of the 
country. 

While every line of wholesale trade in 
the district (reports being received from 
larger jobbers in eight different fields) 
experienced an improvement in March of 
this year as compared with March, 1923, 
and also as compared with February, 1923 
definite figures show that the wholesale 
shoe trade enjoyed the largest increase of 
any other field. Thirteen reports from the 
leading jobbers in Atlanta, Birmingham, 
New Orleans, Nashville, Knoxville, and 
other principal jobbing centers of the dis- 
trict, were received by the bank, and com- 
pilation of these reports show that whole- 
sale shoe trade in March, 1923, was 26 per 
cent better than in March, 1922, and 46.3 
per cent better than in February, of this 
year. 


Definite figures for April and for May 
business will not be available for some 
weeks, but virtually all the jobbers state 
trade has continued on the upward trend, 
and that these reports will compare very 
favorably with the figures for March. 


Atlanta Wholesalers Lead 


The biggest increase in the whole dis- 
trict was among the Atlanta jobbers, three 
of the biggest ones reporting. They had a 
volume in March this year that was 49. 
per cent greater than March of last year, 
and 40 per cent greater than February, 
1923. March jobbing volume, so far as 
shoes are concerned, was about the biggest 


of any month in the history of the industry 
in this section, at least among the jobbers 
located in Atlanta. 

April figures of the Atlanta jobbers, they 
say, will also compare very favorably with 
the March figures presented above. 

The jobbers state that such price ad- 
vances as have been lately made have been 
comparatively small, and that the fact has 
not affected volume either for the retailers 
or for the jobbers any to speak of. How- 
ever, if any sudden price advances should 
come the dealers state it will serve to 
materially affect business later in the year, 
and they are sincerely hoping that ad- 
vances will not be too rapid. 


Store Stocks Larger 


Jobbers state further that there is a 
growing tendency on the part of the retail 
dealers to buy shoes much more freely 
than has been their custom for the past 
three years, especially for their immediate 
needs. Stocks on hand in all southern shoe 
stores are considerably larger than they 
have been for almost three years, and in 
the general stores, department stores and 
shoe stores located in the smaller towns 
and communities stocks are nearly 75 to 
80 per cent larger than they were last year. 
This is due to the steadily increasing buy- 
ing on the part of the rural trade, occa- 
sioned by the fact that the South is in the 
best financial condition agriculturally than 
it has ever been before. All farm prices 
are high and indications promise the big- 
gest agricultural year in history for the 
South, so far as money volume is con- 
cerned. Cotton will likely remain above 
25 cents per pound, which will mean the 
biggest cotton year from a money stand- 
point in history. 

Future Buying Conservative 


As to future buying for the next fall 
season retail merchants are doing most of 
their purchasing on a rather conservative 
basis, though the tendency is to do more 
of this buying than usual. Staple lines are 
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ATENTS are what they are 
wearing and‘here’s'Snap—Ginger 
—Style. Shoes that men and 
young men want and will come to buy. 


Fast selling shoes—with quality writ- 
ten all over them —and built right 
from the last up. 


Profit at popular prices —quick turn- 
over—re-orders and we both are sat- 
isfied. This Davies Shoe is a winner. 


ALL BLACK 
PATENT 
OXFORD 


05060 —'Black Patent, Eight Iron $3.70 


Oak Outsole, Bevelled Edge, 1st 
Quality Rubber Heel...... . .$3.70 


In Stock C and D widths, immediate 
delivery; others four weeks. 


DAVIES SHOE MFG. CO. 


RACINE -:- “- “i WISCONSIN 
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ARCH. RELIEF SHOES 


“Comfort in Beautiful Footwear” 


ee ee ee a on 


No. 6414—In Stock. White Nile Cloth 
Arch Relief Oxford. Goodyear Welt 
12-8 Ivory. Wingfoot Rubber Heel 
Combination Last No. 118. Price $3.85 


WHITES — In Stock 


Here is a seasonable, finely tailored, Arch Relief style that will 
swell your profits this spring and summer. 


Our regular Arch Relief dealers are delighted with the wonder- 
ful profit-making possibilities of our year-round in-stock service. 
It will pay you to send your order in today—see how quickly 
you receive the shoes. 

Write for our special selling plan that is sure to increase the total 
of your sales slips. 


The RILEY SHOE MFG. CO 


COLUMBUS, OHIO 
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Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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the demand, but novelty footwear and the 
like is selling only for immediate and near 
future needs. There has also been a tre- 
mendous increase of late in hurry-up or- 
ders by mail, due to the fact that most re- 
tailers over the district are enjoying a 
much bigger demand for spring and sum- 
mer footwear than they had anticipated, 
and getting caught short on some items. 

One hundred and forty-eight jobbers in 
all lines reported to the bank for this re- 
view, showing a general increase in March 
of around 50 per cent as compared with 
March, 1922, and almost 35 per cent as 
compared with February, 1923. 

Thirty-eight representative department 
stores of the district also reported for the 
review, showing an increase of almost 25 
per cent in retail sales in March as com- 
pared with March last year. 
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Women’s Novelties Strong 


The big demand among the retail mer- 
chants in women’s footwear is for novel- 
ties, and the white goods season has just 
opened up here with dealers anticipating 
about as good a white season as they have 
ever experienced. However, the red, green 
and blue slippers will serve to retard the 
demand for white goods that the dealers 
had previously anticipated, for these lines 
are proving wonderful sellers. Red slippers 
are in very good demand, leading well in 
the three colors, with green and blue about 
on a par. This business is proving far 
better than the dealers had expected, and 
many are sending in rush orders for this 
type of footwear, as they did not stock it 
as largely as they should have. As a whole 
the retail shoe business is considerably 
better this year than last. 





BOSTON 
Shoe Business in Better Shape 


Improvement All Over Country Reflected in Investigation 
Nearly Completed by Harvard Bureau 


IGURES secured to date by the Har- 

vard Bureau of Business Research, 
while incomplete, seem to indicate a con- 
siderably healthier condition in the retail 
shoe industry than existed this time last 
year. This is the message delivered to the 
regular monthly meeting of the Massa- 
chusetts Retail Shoe Merchants’ Asso- 
ciation, held recently in the Boston City 
Club. The speaker was C. E. Fraser, one of 
the bureau’s experts. Mr. Fraser spoke 
interestingly of the work of the bureau 
and pointed out and defined the various 
classifications into which the various store 
expenses have been grouped. 

Following his address, President W. W. 
Willson took up the various headings out- 
lined by Mr. Fraser and put the members 
through a catechism designed to bring out 
just what each had done to cut down ex- 
pense and increase profit during the year. 

The next meeting will be held in the 
early fall but the Massachusetts asso- 
ciation will actas hosts to the newly formed 
New England association which will hold 
a one-day convention in Boston during 
Style Show week in July. 


. S. M. C. Issues Report 


The improvement in the shoe manu- 
facturing industry over last year is re- 
flected in the annual report of President 
E. P. Brown of the United Shoe Machinery 
Corporation read before the annual meeting 
of stockholders. Reference is made to the 
new leases now in force and the financial 
statement shows a balance, as of March 1, 
of more than $32,500,000. The complete 
report follows: 


“The Corporation’s balance sheet on 
March 1, 1923, is herewith presented. 

“The general improvement in the shoe 
manufacturing industry referred to in the 
last annual report has been well maintained 
during the current year and the volume of 
our business has been increased. 

“Our inventories of merchandise stocks, 
taken at replacement values, have been 
decreased nearly $2,000,000. The Real 
Estate account has been increased by the 
purchase of property in St. Louis, Missouri, 
to be used for manufacturing purposes. 
The Stocks and Bonds and Leased Ma- 
chinery account has been increased by the 
transfer of certain assets from domestic 
subsidiary companies entirely owned by 
the Corporation which it is now planned to 
consolidate with the parent corporation, 
and by a reappraisal of stocks of subsidiary 
companies owned by us. It has also been 
increased by additions to machinery and 
other investments. Accounts payable have 
been reduced to $1,632,956.86. 

“The Directors on April 4, 1923, voted 
to recommend to the stockholders that the 
Charter of the Corporation be amended so 
as to provide an increase in the authorized 
capital stock of the Corporation from 
$50,000,000 to $75,000,000; the authorized 
capital after such increase to consist of 
600,000 preferred shares and 2,400,000 


common shares, both of the par value of . 


$25 each. Following such action by the 
stockholders it is proposed to transfer to 
the capital account an amount equivalent 
to 40 per cent of the common stock at 
present outstanding and to issue new 
shares to that amount to be distributed 
pro rata among the holders of the present 
common stock. The effect of this issue and 
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distribution of additional stock will be te 
increase the Common Capital Stock ac- 
count from $34,670,151.25 as shown by 
the Balance Sheet, to $48,538,211.75, and 
to reduce the Surplus account from $32, 
649,183.76, as shown by the Balance 
Sheet, to $18,781,123.26. 

“Tn our last annual report we referred to 
the final decision of the Supreme Court in 
the suit under the Clayton Act, and 
said: 

“Tt is, however, of importance to the 
Corporation that this long-continued litiga- 
tion has at last reached its conclusion, and 
the Corporation is already taking steps to ad- 
just its leases so that they may be in accord 
with the full spirit of the decision which has 
now established the law.’ 

“The adoption of the new lease forms 
to take the place of those which have been 
in use for so long a time presented many 
difficult problems both for ourselves and 
for the shoe manufacturers, and we dis- 
cussed these problems very fully with our 
customers. A committee appointed, by the 
National Boot and Shoe Manufacturers 
Association devoted much time and gave 
earnest thought to the subject. Our con- 
ferences with representatives of the trade 
were of material assistance. 

“The new forms of lease that have been 
adopted are individual in character, each 
machine being placed upon its own basis 
in respect to rental, royalty and otherwise. 
They have been well received by the trade 
and are now in general use. 

“During the year under review the for- 
eign business of the Corporation has made 
a gradual improvement over the preceding 
year. The financial and economic condi- 
tions in the Central European countries 
are in such a chaotic state that is is im- 
possible to make any definite forecast in re- 
gard to the companies located in that 
territory. Generally speaking, however, 
the foreign business of the Corporation, 
with the exception of Russia and Central 
Europe, may be considered to be in a satis- 
factory condition. 

“On March 1, 1923, the Corporation 
had 14,617 stockholders, of whom 9,443 
were holders of common stock only, 3,333 
were holders of preferred stock only, and 
1,841 holders of both preferred and com- 
mon, an increase of 271 stockholders dur- 
ing the year.” 


Ray Wears the Big Smile 
Here’s the Reason 


Raymond Tower Mills, Jr., weight 7 lbs., 
came to bring joy to the homeof Ray Mills, 
Advertising Manager of Lunn & Sweet Co., 
Auburn, Me., on May 10. 

Ray felt so good over this event that he 
sent out to his friends a very unique birth 
announcement, that was characteristic of 
his original ideas. 
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FRENCH.SHRINER & URNER 














MENS SHOES 





Sell the Liberty 


—to the man with a low instep. 


—to the man who prefers the soft glove- 
like ease of Kangaroo leather. 


This model, built on a combination last, has enabled hun- 
dreds of dealers to fit perfectly men who previously relied 
on made-to-order shoes. 


You can add liberally to your profits by doing the same. 


Immediate Deliveries 


Style 17—Brown Kid Oxford 
Style 24—Black Kangaroo Oxford 
Style 31—Tony-brown Russia Oxford 


FRENCH, SHRINER & URNER 


Factory and Salesrooms: 63 Melcher Street, Boston, Massachusetts 























Superiority fullt in, SEAS, Not Rubbed On 








Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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Fig. 7 


Fig. 6 


The Evolution of a Wilson Sewed Shoe 


FIGURES 1 and 2 show the way a 
Wilson Sewed insole is prepared for use in 
a Wilson Sewed shoe with channels on 
both the upper and lower sides . Figure 1 
represents the upper or next-the-foot side 
with the chamnel-lip open. The sole- 
stitch seam runs around the shoe in the 
middle of this channel. After sole-stitching 
this cemented channel-lip is closed or 
turned back to its original position to 
cover the waxed stitches, producing an 
insole-surface which is as smooth and free 
from stitches next the foot as the insole of 
a Welt. 

FIGURE 2 shows the channel on under 
or out-sole side of the insdle. To the lip of 
this channel the upper and lining materials 
are securely fastened after the lasting 
operation, making possible the removal of 
the lasting tacks. Thus both tacks and the 
ridge of waxed stitches next the foot are 
eliminated from shoes made by the Wilson 
method. 

How Shoe Is Lasted 


FIGURE 3 shows a Wilson Sewed shoe 
after the lasting operation. Just as in the 
construction of a Welt shoe, these tacks 
are driven only part way in to fasten the 
upper to the insole temporarily. Later 
they are pulled, leaving no tacks 
under the wearer’s foot to stiffen 
the shoe and cause discomfort. 

FIGURE 4—Tightly lasted 
and tackless—a Wilson Sewed 


under-side of the insole. Note that the 


channel is still open. 
Closing the Channel 


FIGURE 5—The same channel closed. 
Cement has been brushed onto the chan- 
nel. The photograph shows the shoe after 
this channel has been closed and beaten 
down neatly and quickly by one of the 
two special Wilson machines used in mak- 
ing Wilson Sewed shoes. 

FIGURE 6—Damp-proof, resilient filler. 
This particular manufacturer preferred 
filler of the ground-cork and cement type. 
The shoe is now ready to bave the sole laid 
and stitched. A _ through-and-through 
seam of short stitches (6-8 to the inch) to 


_ gain flexibility passes close to the edge of 


the shoe through outsole, upper and lin- 
ing, and insole. The interesting thing 
about this photograph is that it shows a 
wide margin of upper (5-16th of an inch 
actual measurement) between the edge of 
the upper and the sole-stitches to prevent 
ripping out. The most careless trimmer 
would never weaken this seam. 
FIGURE 7—The Wilson Sewed sole. 
Photograph of a Wilson Sewed shoe just 
after sole-stitching and before the outsole 






Side Next the Foot 





channel is laid to cover the stitches prior 
to attaching the heel and bottom-finishing. 
Just as the channel-lip in this picture 
covers the stitches on the outside, so the 
lip on the inside of the insole protects the 
foot by covering the stitches on the in- 
side of the shoe. 


Process Four Years Old 


Shoes made by the comparatively new 
Wilson process and generally termed 
“Wilson Sewed” have been made in 
factory-production quantities in this 
country for about four years. For two 
years they have been manufactured by a 
growing number of foreign shoemakers. 

Speaking broadly from a general trade 
standpoint, Wilson Sewed: shoes may be 
fairly considered as having passed through 
that usual experimental stage. They have 
achieved more important recognition as a 
“standard process” of shoemaking than 
has been accorded any other fundamental 
“process” improvement in the making of 
footwear since 1877 when the Goodyear 
Welt system was introduced. 

In the past fifty years several ideas have 
been advanced for eliminating one or more 
of the common weaknesses or faults of 
light, high-style shoes for women. 
None of them has endured long 
enough to win recognition beyond 
local experimentation and it is 
not important for the shoe retail- 





shoe after the temporary last- 
ing tacks have been removed. 
Both ‘the upper and lining have 
been “‘super-lasted” even more 
snugly to the last by the pro- 
cess of securely fastening them 
to the lip of the channel on the 


Cross-section of insole showing position of channels.. These 

channels are gauged and cut so that there is always a distance 

equal to the full thickness of the insole between the deepest 

points of the channel cuts. The upper and lining are pulled 
i 


over and securely attached to the lip of the channel on the 

under-side. The sole-stitch seam passes vr outsole, upper 

and up t h the insole in the middle of the channel in the 

side nezt the foot. Then the lip, which is now raised erect, is 
beaten down to cover the stitches 


er to concern himself with all the 
shoemaking experiments until 
they begin to show signs of pro- 
viding him with something 
economically sound upon which he 
may do a more satisfactory busi- 
(Continued on page 148) 
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Stock No. 449—Turn—Price $5.25 
Last No. 41 Widths A to C 
Hee! 9-8 Half Louis Covered 
“Cario” Sandal—Light Patent Kips 
Red Kid Underlays and Red Silk 
French Braided 
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=| P. W. Minor & Son, Inc. Vee 
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INCREASE YOUR SALES 


with these two 
Stylish Bench 
made _ turns. 
They are in 
stock for your 
convenience. 


Terms 3% 10, 
Net 30 days 
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Stock No. 446—Turn—Price $5.85 
Last No. 28 Widths AA to C 
Heel 15-8 Louis Full Breasted 


“‘Cleopatra”’ DeLuze Grade 
Patent Vamp and Foz with Sind 
Suede Calf Trim 
Strictly Bench Made 
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LINE RIGHT 
PRICES RIGHT 
YOUR OPPORTUNITY 


These comfort shoes are made by 
skilled workmen, under pleasant 
conditions. Only dependable ma- 
terials are used. The prices enable 
you to make money. 

The three numbers shown make up a 
wonderful opportunity for you. At 
present, these particular types are sell- 
ing everywhere. 

Our complete line contains many more 
excellent numbers. Let us send you our 
In Stock Catalog. 


No. 163—$2.40 


Kid Oxford, Gray Ooze cpeareer and Sock 
Lining, 9-8 Wingfoot Ru © Heel, BtoE 


_= agever 


No. 
Kid Blucher Oeknd’ Cee Gray 
ingfoot 


and Sock ttining. 12-8 
Heel, C, D, E. 


21 Women's 


Styles 
In Stock 


RAYMOND 








MISTWOLD COMFORT SHOE CO. 


NEW HAMPSHIRE 


No. 141—$2.85 
Kid 7 Inch Medium Toe Polish, 12-8 Wingfoot 
Rubber Heel, 4 D, E. 


144—$2.40 
Kid Oxford on Ooze Quarter and Sock 
Lining, 12-8 Wingfoot Rubber Heel, B to E 


8 Men's 
Slippers 
In Stock 


Dealer Influence is gros thru advertising in the Boot and Shoe Recorder. 
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When Bi usiness Is Dull 


Youths’ $2.65. Sell These 


Boys’ 2.90 “\ for Sport and 
Men’s 3.25 \ Outdoor Wear 


UWF 


Mood TRADE MARK _ REG/STERED. 








They bring a new class of trade. They make new 
customers. They create “outside” business with a 


new purpose. 


Suitable for all outdoor sport wear, tramping, camping, 
tennis and for general athletic utility. 


They fill in the dull gaps with EXTRA and IM- 
MEDIATE profits. 


Stock them—Show them THEY SELL THEMSELVES. 
_ Sample on Request | , 


An attractive window display featuring 
these shoes that will help you sell 


“That Extra Pair’’ 


WITCHELL SHEILL co. 
DETROIT ~ - - MICHIGAN | 


Dealer Influence is secured thru advertising in the Beot and Shoe Recorder. 
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INS AND STAD 


A NEW POLAR-KLOTH PUMP WITH WHITE KID OVERLAY 











Ma Mai! 
fin I ao — . iil A a dh dw 


“Our Spring and Summer Stock Style Catalogue on your desk 
will prove a ready reference guide in buying profitable retailing 
men’s welts.”’ 


Imported 112 Light Brown Cabist!Oxford 
Single Sole Wingfoot Heel AtoD 


The Dalton Company, Inc. 
Makers of Fine Shoes for Men and Women 
BROCKTON, MASS. 


NEW YORK CHICAGO 
183 ig ae) Street 651 Marbridge Bldg. 209 South State Street 
1618 Republic Bidg. j 


Stock No: 528 
ie BROADCAST LAST 


Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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RNOLD 


GLOVE-GRIP SHOES 


INCREASE SALES AND PROFITS 


OUR “ARDMORE,” A CONSERVATIVE MODEL WITH PLENTY 
OF STYLE AND THE EXCLUSIVE “GLOVE-GRIP” FEATURE 






































IN STOCK 


MODEL S482 
COMBINATION LAST 


THE ARDMORE 


TOBASCO BROWN KID 
HALF RUBBER HEEL 


” 


Price $7.20 


AAAA/AA and AAA/A 7 to 11 AA/B 6 to II. A/C, B/D, C/E 5 to 11 


Extraordinary sales advantages are attracting dealers to the “Glove-Grip” proposition. Every 
distributing dealer is in an enviable position as regards sales and profits. The fact that the ““Glove- 
Grip” idea is patented, and that only ARNOLD makes shoes with the “Glove-Grip” feature, 
eliminates competition and gives you utmost sales protection. Coupled to the exclusive “Glove- 
Grip” feature is the ARNOLD standard of workmanship. Construction AA-| throughout. Fit- 
ting qualities help make ““Glove-Grip” shoes favorites with your salesmen and friends. You will 
appreciate the distinctiveness and strong selling qualities of ““Glove-Grip” shoes soon as tried. 


ne MODEL S483—SAME SHOE, GENUINE GLAZED KANGAROO, $6.95 
Send for Spring atid) Summer Stock Style Catalogue - S—. Don't forget‘the —-S—, it helps us give you service 





tlh, Look for our June 9th Saturday Evening Post advertisement 


M. N. ARNOLD SHOE COMPANY 


NORTH ABINGTON, MASS. 


BOSTON OFFICE NEW YORK OFFICE 
Room 801, 10 HIGH STREET 127 DUANE STREET 
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Fashion Footwear for Summer 


These high grade models of Women’s turn footwear are the popular styles for 
this summer---Designing and workmanship the best. 


IN STOCK | wartor wire 


TERMS You will be pleased with Felstiner 


a Shoes and our policy of »service. 
NET 30 DAYS 


$5.00 


Style No. 113—Black Satin, Black Suede Trim. 
Leather Lined 8-8 Covered Heel, Turn. Widths— 
A, 4 to 7; B and C, 3 to 7. 

Style No. 112—Same style in White Kid, White 
Kid Trim. Sizes A, 4 to 7; B and C, 3 to 7. 


 H. W. Felstiner & Co. 


88 WINGATE STREET 


Style No. 114—White Kid, Leather Lined, Turn, Style No. 111—White Washable Kid, Wide Strap, 
8-8 Covered Heel. Widths—A, 4 to 7; B and C, HAVERHILL, MASS. ag re ne ay gy. Turn, 15-8 Full Louk 
eel. Widths—A, 4 to 7. 























The Well-Dressed Young Men Demand Them 


IN STOCK Plain Toes In Lighter Colors 
and Blacks 
No. 300—Black Eric Calf, Plain Toe Oxford, Trouser Crease 


NOW 
Vamp, Scot last, Plump Leather Soles, one-half 


| Rubber Heels. 
B wide—Sizes 7 to 11 C & D—Sizes 6 to 10 


No. 350—No. 36 Colored Calf—The Season's most popular 
color—Trouser Crease Vamp, Scot Last, Plump 
Leather Soles, one-half Rubber Heels. 
B wide—Sizes 7 to 11 C & D—Sizes 6 to 10 








Less than 12 pairs, extra 
charge 35 cents per pair. 











The Preston B. Keith Shoe Co. 


Brockton, Mass. Campello Station 


Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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FOR HARD SERVICE 


AND LONG WEAR 
IN STOCK 
For Immediate Shipment 


Vigorous workers in the open want shoes equal to the tests put upon 
them. 


Goodwill Shoes are made for this vast army of 


nonethnemn Onesie: Giatte men who first of all demand serv- 
ice in ditncuit situations. 1 hese Shoes become part of their regular working 
equipment. 


Price List of Complete In Stock Line No. 331 


ALL LEATHER 


Men’s Black Elk Blucher, 
Leather counter and Box, 


Terms 5% for cash within 10 Muncen Lest 


Heel, Goodyear Welt. 


days or net 30 days Price $3.25 


One of many similiar styles carried on the floor for quick shipment. 


ARTHUR WILLIAMS SHOE CO. 


HOLLISTON, MASS. 
BOSTON SALES OFFICE—82 LINCOLN STREET. 


Dealer. Influence is secured thru advertising in the Boot and Shoe Recorder. 


Gladly Sent on Request 
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// 


Uncle Sam Vill Not tHe My 


Me 


Go Barefoot! ji ye iy 
350,000,000 


Pairs of Shoes will 
be Bought in 1924 


The American People are going to be 
shod next year—and well shod, too! 

Enough leather will go through the tan- 
neries to make the 1924 crop of 350,000,000 
pairs of shoes. This leather must be—+vill be 
sold. 

Shoe manufacturers are going to get or- 
ders to make the 350,000,000 pairs annually 


worn out on Uncle Sam’s feet. 


MAASLARAB LENA 














Some Tanners, Manufacturers and 
Merchants Will Get This Business 


These shoes will be made, sold and worn! Mark that well—for Uncle Sam never 
has and never will go barefooted, or even ill-shod. 


Take heart! For shoes are not automobiles, diamonds or canvas-back ducks. 
Shoes are a necessity. 


Your industry is basic—your product mustibe @nsiiined, year in and year out, 
to the tune of millions of pairs. 


oii Hi ail} sisi Shadi i, 
Regardless of occasional market teactions—remember this jello pro- 


duction in which you can share. 
Spt Ki hn. 


Treasurer and General Manager 
Boot and Shoe Recorder 


: 
: 








un 


SHOUTOUT ORICON OR OUH ONTO MHMOMMANOMMNMCMNNNCNNTE 
Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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AbenzGase 


It is the Miles of Service that wear- 
ers get from Menz Ease’ shoes 
that make them give merchants the 
big repeat business enjoyed by this 
line. Quality throughout in mate- 
rials and workmanship. Let us send 
you sample pairs so you may see for 
yourself. 


The Menzies Shoe Co. 


BRANCH STOCK ROOMS 
85 |» 5th St., Portland, Or. 613 Main St., Dallas Texas 


NEW ENGLAND DISTRIBUTORS 
H. E. SMITH & SON, Inc., Worcester, Mass. 


FOND DU LAC, WISCONSIN 


Style 9017—Men's Welt 
Top rade Saat Elk, 
' Vamp, Cap Blucher, 
Stock Gussett, Heavy Sin- 
gic bee dole, Leather Heel, 
Munson _ Last 

Scock C.D and E Width 
= . . $3.35 


S le 9018—Same as Style 

9017, only_a lower grade, 
with Ooze Gussett and Sin- 
gle Ssueene § Sole. hee D 
Width at . . 2.» $2.85 


Dealer Influence is pecs thru advertising in » she Boot and Shoe Recorder. 
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The Evolution of a Wilson 
Sewed Shoe 


(Continued from page 139) 


ness. The pioneer manufacturer must 
prove his product. The pioneer retailer and 
the pioneer purchaser may win or lose by 
sharing this leadership; but in any case 
the trade in general profits by their applica- 
tion of the acid test to new types of shoes 
in the making rooms, in the retail store, 
on the wearer’s foot, and in competition 
with the older established types of shoes. 

About four years ago came the Wilson 
process. In this case the idea endured and, 
as is always the case when new shoemaking 
ideas are put to work by able craftsmen 
in many different shoemaking establish- 
ments, the product has been improved 
and the methods employed have been 
simplified as they have been in the making 
of welts, turns and McKays during past 
years. 

The total number of Wilson Sewed 
shoes that have been made, sold, and 
worn is today climbing up in the millions. 

It is significant perhaps that the first 
factory in England to undertake to use 
the Wilson process was in Leicester. That 
was two years ago. Today six of the 
principal manufacturers in that famous 
old shoe-center are manufacturing Wilson 
Sewed shoes as well as others in Norwich 
and Northampton and the volume per 
factory has grown slowly and steadily 
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greater. To the score or more factories 
which “‘pioneered” with this process in 
this country have been added others in 
Canada and Australia. 


Compared to the great bulk of the 
world’s shoe production, this process has 
affected only a minute percentage of the 
shoes worn by the women of the world, but 
as yet there has developed no record of 
anything but satisfaction to the wearer in 
service. 

A few months ago General Manager 
W. R. Sampson of the United Shoe 
Machinery Corporation announced that 
manufacturers of shoes by this process 
would be furnished USMC machines 
upon “‘the same prices and terms that we 
charge in the case of other standard types 
of shoes’ (The italics are ours) and in- 
structions were sent out from the Boston 
headquarters to all branch managers and 
road men that they were to “give the same 
attention and service to lessees making 
the Wilson Process shoes that we give in 
respect to any other shoe.”’ And just last 
month one British manufacturer hailed 
the Wilson process as “‘the premier system 
of light-shoe making.” 

When such indications of recognition 
for a new process come to pass in authentic 
trade circles, information concerning it 
becomes news to the shoe retailers of the 
country as well as the manufacturers, for 
this Wilson Sewed shoe is not a brand of 
shoes made by one company but a type of 
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shoe made by a process open to all manu- 
facturers—a type of shoe which claims as 
its legitimate field the range of footwear 


_ somewhere between the cheaper grades of 


McKays and the higher grades of Turns 
for purely dress wear. 

The Recorder is accordingly presenting 
herewith for the benefit of the retail trade 
a brief outline of the salient steps in the 
making of a Wilson Sewed shoe illustrated 
by photographs showing the way the 
process is used by one of the largest 
manufacturers in New England. 

The originators of the process have 
claimed that Wilson Sewed shoes retain 
the flexibility and style of the Turn, which 
has been so sadly abused by women wear- 
ing this type of shoe for purposes for which 
it was never intended, and that they at 
the same time possess the stamina to hold 
their shape and stand the punishment of 
trying conditions of service-wear and 
weather, 

They claim to have eliminated 
the tacks that have featured McKays and 
the waxed stitches concealed beneath the 
socklining of the Turn and McKay. In 
other words, they say, “Here is the dream- 
shoe toward which the trade has been 
striving for years—a shoe worthy of being 
the style-sister of the sturdy welt—for it 
is style which sells shoes to women and the 
inherent ability to retain that stylishness 
and shapeliness which sells them again and 
again in the same store.” 





Fine Calf Leathers 


Manufacturers of 


BLOODED-STOCK 





Velvetta Calf— 
Tuscan Calf — 
Russia Calf— 











Strictly Fine Full-grain Calf Leather 


HUNT-RANKIN LEATHER CO. 
106 Beach St., Boston Mass., U.S.A. 

















If you were buying a horse and he was just a horse you would have to 
take for granted the thiags the owner said, and then wait for experience 
to show if he had spoken the truth 


ae © gen Bee 0 enn tn) Sao 
would not need to take the nmun's word for it. The pedigree would 
Se ea age as idea of the animal's capacity 
for speed and endurance. a 


It’s the same in buying advertising space. Png Publications well 
“just a ho-se” and you have to take their t t with a 





The Boot & Shoe Recorder is blooded-stock. Ap 
A B C statement is the pedigree that tells you 
what to expect in the way of speed and endurance. 











GREELEY 
BOUDOIRS 


You can retail. my 
Boudoirs at best prices 
and be most certain 
that they will please 
your customers. Made 
in new time styles in 
the old time way. 






In Black or Colored 
Kid. 36pair lots 
y- 


If Your Jobber Cannot Supply You, Write Us. 
A. W. GREELEY .°*. Haverhill, Mass. 














APPROVED BY 
MEDICAL MEN 
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use. 
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was ebildren'e 


PATENTEO 











May 26, 1923 


Late Atlanta Notes 


Co-Operative Campaign 
Planned 


The Atlanta Merchants and Manufac- 
turers Association, of which all of the lead- 
ing shoe manufacturers and jobbers of the 
city are members, is planning to carry out 
during the coming year an intensive ad- 
vertising campaign, using the southeast- 
ern newspapers, and also direct mail ad- 
vertising, boosting Atlanta as the ““Buy- 
ing Center of the Southeast.” It is hoped 
in this way, to make Atlanta the principal 
buying point for retailers over the entire 
Southeast, and if extensive advertising 
will do it, it will be done. 


Rich Celebrating 56th 
Birthdat 


M. Rich & Brothers in May have been 
holding their fifty-sixth anniversary. This 
store handles Queen Quality shoes, and is 
reported to be the largest retail seller of 
shoes in the South. The store was originally 
formed as a small specialty shop fifty-six 
years ago, and has since become the big- 
gest department store in the South. A new 
building is now being built in downtown 
Atlanta that will be the largest and most 
complete department store in the country 
south of Philadelphia. 








Many New Stores Open 


One of the most tangible evidences of 
business improvement in the district is 
noted in the unusually large number of 
new retail stores that are being opened in 
the section from week to week. According 
to information that is available there have 
been more new stores of this nature thee 
first four months of this year than ever be- 
fore over the same period, a large number 
of which are general mercantile establish- 
ments in smaller towns, or department 
stores, principally in smaller communities. 
This latter is due to the improved financial 
condition of the farmers. 

There ha salso been an unusually large 
number of retail shoe stores opened in the 
district since the first of the year, and in 
the past eight months more than half a 
dozen new shoe stores have been opened 
in Atlanta alone. 

Many department stores of the district 
in the larger cities such as Atlanta, New 
Orleans, Birmingham, ete., are. planning 
considerable building this year, much of 
which is already under way. 

Figures recently announced indicate that 
there are now 257 exclusive boot and shoe 
stores in. North Carolina, and 202 in 
Georgia, these two states leading the 
Southeast in this regard. Many of these 
stores have been opened the past six 
months. 

Further evidence of the steady business 
improvement is in reports of the Dunn and 
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Bradstreet agencies, which shows that there 
has been a less number of retail failures 
in the Southeast the past two months than 
at any previous time over the same period. 

Collections for both wholesalers and re- 
tail merchants also have continued to im- 
prove steadily, and are now reported to be 
even better than they normally are, with 
a good percentage of retailers regularly 
discounting their bills every month. Col- 
lections as a whole are now the best that 
they have been in the shoe field for three 
years. 


New Store for Eudicott- 
Johnson 

The Endicott-Johnson Corporation has 
leased a store in the Central Y. M. A. C. 
Building in North Pearl Street, Albany, 
and will open for business there on July 1 
The Albany store is now located at No. 71 
South Street. Alterations are to be made 
to the new store before its occupancy by 
the shoe firm. 


Goodman Opens New Store 


Oakland, California—S. B. Goodman 
has bought out Gasper & Martin and is 
now established in his enlarged and im- 
proved store at 1414 23rd Avenue under 
the name of ““Goodman’s.”’ He is well- 
known and:+a seasoned shoeman. 








Shoe Department Growing 


Cleveland, May 22—The South Side 
Dry Goods Company, 2190 Professor 
Avenue, now has a shoe department that 
from size, furnishings and stock will hold 
its own with any of the local stores 
located outside of the downtown district. 
The company had been operating its shoe 
department in a space on the first floor. 
Recently it moved its stock to the second 
floor, bought a new supply from the Fried- 
man-Shelby Company and is now using 
the entire second floor for the sale of shoes. 
There are 24 sections for the stock and 72 
chairs are available for the patrons. 





MISCELLANEOUS 








Milbradt Rolling 
Step Ladders 


Manufacturing Co. 


2416 No. 10th Street 
ST. LOUIS, MO. 
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ed vertisers 


CLASSIFIED AND OPPORTUNITIES DEPARTMENT 


Recorder rates for space less than one-eighth page per peg fy tt ap te oe > 


—— cents. For other 
per word for each insertion. 
$1.25. “Ade Salar this heading . 


amount 
~ — LITT uesday of week of publication date. 
desire answers to come in care of this office, twelve words 
_—- be allowed in each advertisement for address. When 
desire replies forwarded direct to their address, 


ad vertiaers 
each word of the 


address must be counted in the advertisement oale paid for accordingly. 


12.00 10.00 


Answers to ads mast be sent under letter postage. 
Sieiasiili in advance is required, except when regular advertisers, as amounts are too small to open accounts 














SALESMEN WANTED 


SALESMEN WANTED 


POSITION WANTED 





~ALESMEN WANTED—To ae well-estab- 
lished line of ballets and comfort slippers in 
several desirable territories. Adequate commis- 
sions paid. State experience, etc. Address E-10 
care Boot and Shoe ecorder, 207 South St., Bos- 


ton, Mass. 





GALESM EN to carry manufacturer's line women's 
~ fabric and leather McKays, priced to sell lar 

retail trade buying thirty-six-pair case lots. Can 

carried with non-conflicting line, all territories. 
Commission basis. Exceptional opportunity for 
real producers with number one accounts. Give 
references and experience. Address E-2, care Boot 
and Shoe Recorder, 207 South St., Boston, Mass. 





THE BOARDMAN SHOE CO. has several open- 
ings in the South, West and Middle West for 
experienced salesmen, with established trade, to sell 
women’s novelties and staples in stock, on straight 
commission. Give full details and references in first 
letter. Address 564 Atlantic Ave., Boston, Mass. 





TANTED—Retail shoe salesman. Must be a 

thorough shoe man, capable of fitting and sell- 

ing all lines, but more particularly women’s. State 

age, weight, height, references and salary expected. 

In answering, address Swing’s Walk-Over Boot 
Shop, Bartlesville, Okla. 





A WELL- KNOWN Lynn manufacturer of wo- 
men’s fat ankle specialties and misses’ and chil- 
dren's welts, having recently increased their manu- 
facturing . city, are able to take on additional 
territory. e line is well established; su~ported 
by trade paper advertising and a most complete 

‘in-stock” department. Kindly give full details in 
our first letter. Address E-3, care Boot and Shoe 
Ree rorder, 207 South St., Boston, Mass. 





Opportunity 


Excellent opportunity is of- 
fered to salesmen in various 
parts of the country to carry 
specialty side line of three or 
four Goodyear welt work shoes. 
Splendid value. Easy to handle. 
Write giving full particulars as 
to territory. Indiana Shoe Cor- 
poration, Marion, Ind. 





GEVERAL territories open for side line salesmen 
to carry a high quality line of men's and boys’ 
work and semi-dress 8 6 per cent commission. 
Apply in writing, give reference. Center State Shoe 
Company, Fond du Lac, Wisconsin. 





ALESMEN for a real snapp 


F 








IRST class shoe man now em 
ne as » Danae with relia 


tt —* Kadress ive,and can 


furnish. Exec 
Boot and Shoe my 207 South St., Boston, 


ed, desires 
le retail shoe 





line branded ladics’ silk’ | hee Sala ~~ 9 4 
guarantee to the Dry Goods, shoes and specialty 
shops throughout the country. Easily carried. State 
territory covering -_ line now handling. Address 
K-505, care Boot and Shoe Recorder, 127 Duane 
St., New York. 


S‘ aoe EN WANTED—Shoe salesmen to carry 
as side line on commission basis best medium- 
nee line of spats, te shoes, woolskin slippers, 

ther and canvas leggi We invite replies 
from all parts of the Uni States. Tell us what 
territory you cover and send references in first 
letter. We pay liberal commissions and our goods 
are priced to sell. Apply The Brown Warner Mfg. 
Co., Franklin, Ohio. 


THREE GRIPS OF 
MONEY MAKERS! 


“Shoes. Solid 


A. Work Shoes. 
Leather Throughout 


B. Men’s Dress Shoes. 
Every one a $5.00 
Retailer. 

Both IN-STOCK the Year Round 


Several good city and state ter- 
ritories open to experienced men 
with clean records. Applications 
will be held in confidence tem- 
porarily, if wished; but only 
those containing details will be 
considered. Address D-998, care 
Boot and Shoe Recorder, 207 
South St.. Boston. Mass. 























BIG BUSINESS PRODUCERS 
To Sell Quality Shoes 


Some Wonderful 
Territories Open 


representing 
Bradley Metcalf Company, Mil- 
waukee. Fe line consists of 15 styles 
of men’s dress Welts with all the style 
and quality any well posted buyer 
ask for; also 15 styles of men’s unlined 
Welts. Entire = filled with qualit 
All styles carried in stock. wer pe ed 6% 
commission basis. An unus' 
tunity to sell a line that will —— 














POSITION WANTED 
LIENTS _WANTED—Books 


mat quater. 

credits checked, ee collected; personally 

available MATE fant, Reom 101, 127 
Duane St. New pork Cite, New York. 


ALESMAN OR MANAGER in men’s shoe de- 

partment or men’s store. One who knows 
shoes and knows how to fit them correctly, and a 
business getter, for good shoe fitting is the best 
policy. Volk Bros. Co. of Dallas, Tex., for refer- 
ences and others. At mt em in New 
Orleans, La. Address J J. Skally, 1029 Jackson 
Ave., New Orleans, La. 


ITION WANTED—Experienced shoe sales- 
man (eleven years), agen ad writer, window 


trimmer, orth t 
employed. Logical reason tor changi: ing. Married, 
family. Position in the Western ey preferable: 
however, will consider elsewhere. Address E-6, care 
and Shoe Recorder, 189 W. Madison St., 


Boot 
Chicago, Illinois. 











Production Cost and 
Office Manager 


I am open to make a good connection 
with some progressive organization in 
any part of this country. I have special- 
ized along the line of production con- 
trol, office management, costs and the 
buying of findings. My wide experience 
in several leading factories has quali- 

me for a responsible position. My 
past record speaks for itself. I can fur- 
nish good references from several con- 
cerns. The question of salary does not 
enter in the matter so long as there is 
an cpperennity for me to prove my 
weet remunerated according- 
ly. For wood ok particulars address E-1 
care Boot and Shoe Recorder, 207 
South, St., Boston, Mass. 











FACTORY SUPERINTENDENT 
My wide experience as factory superin- 
tendent and manager is at the dis- 
posal of some firm making men’s pop- 
ular-priced shoes that is in need of an 
executive of my caliber. My record 
speaks for itself. Best of references 
furnished. Address E-9, care Boot and 
a Recorder, 207 South St., Boston, 

ass. 








MANAGER WANTED 











Sales Manager 


Wanted 


Well-known manufacturer of men’s 
shoes is desirous of securing the serv- 
ices of a hard-working, two-fisted, ag- 
gressive sales manager. One who is a 

t-cl first-class execu- 
tive, who has anizing ability, and 
pane benny) ~ = as - — with us 
tot ve mit. as jen opportu- 
nity is offered for he right man. Ad- 
——. with fall jiculars, D-999, 

Boot and § Recorder, 

South Wire Rastes, Mass. 











LINE WANTED 





ANTED reliable man, a line of s 


for Northern New 
Boot and Shoe Recorder, 127 Duane St., 


ersey. 


and 


ear welt or McKay, or both, 
07, care 
New York 





line for Saal — 
St 


Wenn Nt 
E-4, care Boot and Shoe Recorder, 207 
Boston, Mass. 


South 
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LINE WANTED WANTED TO PURCHASE WANTED TO PURCHASE 








WANTED —Low-priced line of low-cut turns, to 


sell to the jobbing trade, by well-known rep- DO NTEMPLATE 
resentative, with established ton office. Ad- YOU CO; x C A S H P A I D 
dress E-5, care Boot and Shoe Recorder, 207 South Retiring or going out of business? We BA, 
St., Boston, Mass. pay — for your entire or surplus stock for entire shoe stocks or surplus stocks of 
Deane bavien a short term torun -e shoes or other merchandise. Any quan- 
~~ ” Established 25 years. tity. Prompt attention given. 


FECHTER-OLENICK MERCANTILE KIRSCH-BLACHER CO., Inc. 
CORPORATION 293 Church St., New York, N.Y. 
650 Broadway, New York Tel. 0095 Spring Phone Canal 0679 














TO LEASE 
suoe rarest (CASH PAID 


shoe department. The store at present does a half- 

million yearly in ladies’ ready-to-wear apparel for shoe stores or surplus stocks of shoes or MISCELLANEOUS 
and is beautifully fixtured. Will lease on percentage for other merchandise. Leases taken over. 
basis to responsible party who is a live wire. Ad- We will send a i to investigate 


dress Box 841, 131 W. 38th St., New York. and make offer upon request 


Kalter Cerf. Mercantilc Co., Inc. 
- - 591 Broadway, New York City 
SHOE DEPARTMENT A ¥ 

SPACE FOR LEASE, highly successful Phone Spring 5160-6161-5162 
specialty store, 100% location in the 
heart of naan. eee, seeeee floor 
space approximately 15x eet; a won- 
derful opportunity for a live wire who HIGHEST CASH ty - PAID 
is accustomed to selling novelty shoes for entire shoe stocks. We also buy your 
to retail from ten to eighteen dollars. ero Ss sellers. ——_— no —-. 

otai gy ya 4 — ey? — FAMOUS GLASS 




















Cc icate direct. LADIN’S CO., 
605-7 Main St., een tting Texas. off your hands. Wire or poone 4 1890 
ished 1890. FIXTURES 


=the 
52 Lispenard Street, -_ 4 _—? Cit Shown in Caialog 18 


purchase clothing 
wl Canal 9635 Wood Fixtures 
Catalog No. 14 
FO ALE Metal Fixtures 
R S We buy quick and pay highest cash price Catalog No. 20 
for retail and wholesale stocks of shoes or j J 
Tom ene pezins she a =_ => live ow ony ether merchandise. Qcenshy no object. Window Valances 
ors ty. St t s years special fe 
sent. Middlo-cines family a. Me erees ey rad Ada Saal i In Stock—Ask for Samples 


Best and Shoe Recorder, 207 South St., Boston, BROOKLYN PURCHASING SYNDICATE Wistew Rugs and Plush 
ALKER, P i rite for Samples 


JR SALE—Gents’ furnishing store, established —_ , &~. > Brooklyn 
in 1881, and carried on successfully. Owner Phone Stags 1757 The Hecht Fixture Co. 


retiring from business. Golden opportunity for 
young business man. Two-story frame building. Medinah Bldg., Wells and Jackson, 


t location in oetown. ddress E-8, care NeW voRk SHOW ROOM i. 
Boot and Shoe Recorder, 207 South St., Boston, THE NEW YORK EXPORT | A West 3 36th Street Chicago 
FAMILY SHOE STORE fos SALE—Medium PURCHASING CORPORA TION 

grade merchandise. Established 25 years. PH ONE — SPRING 99 9965 


Inventory about $8,000. Wish to leave r{ Dt 


= location and up-to-date front in Ni WILL SUR W SE 
ity. Address, D-996, care Boot and Shoe he my SURPLUS TOCKS 
207 South St., Boston, Mase. BUY (ENTIRE STOCKS 


ains in shees always on hand fer special ASH 
WIDOW desires to dispose of a well-established -_ and bargain basements 

exclusive men’s retail shoe business in a pros- 
perous city of 200,000 in the Middlewest. Stock to 
invoice about $25,000. Address, D-997 care Boot 


and Shoe Recorder, 207 South St., Boston, Mass. MISCELLANEOUS 


FOR SALE 
Exclusive shoe store, siey of 15,000 


Mononanhela Valley... Beat location SHOE STORE IN 


fixtures, nice clean stock, cheap rent more MYERS 
i oa CHAIRS CUSHION TIRE STORE 
— = make —" —— ——- ERS 

D 985, oa meee and nd ‘Shoe Recorder, SETTEES 
207 South St., Boston, Mass. 
























































MEY 









































WANTED TO PURCHASE WINDOW DISPLAY FIXTURES 


ANTED to buy used set of window di The OSCAR ON ° 
W gore, eho fei yr ebeeo! | 1181 ath St. CINCINNATI, OHIO 


Kansas. 


























The subscription price of t ond, Shee Bosesdee to 05.40 0 year fo advance, whieh instndecs tage in the United Sta Cuba, 
Hawaiian Ielande, Phit Virgin Ielands, Alaska, Canada, Mexico. Costa Rica, Dominican Republic, Honduras, Nica 
El Salvador, Argentina, Brazil, umbia, Peru, Uruguay, Spain, The Balearic Islands and the ‘Conasy Islands. 


No Subscription Accepted for Less Than One Year 


Member of the Associated Business Papers, Ine. _ en eet ot ishers Corporation. Member of Audil Bureau of Circulation. 
Bach isons copevtghicd ty the Doct ont Ska Resende pee ey a ty hy ~~ eee tp ay 


ISSUED EVERY SATURDAY AT 207 o7 SOUTH STREET, BOSTON, MASS., U.S. A. 
Cable Address BOOTRECO Printed in U.S. A. 
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Milbradt Mfg. Co., St. Louis, Mo 


North & Judd Mfg. Co., New Britain, Conn. 32 


Vanity Novelty Works, Brooklyn, N. Y 
Whitcher, Frank W., Boston 


LEATHER AND OTHER M ATERIAL 
American Hide & Leather Co., Boston.... 116 


Beggs & Cobb, Inc., Boston 
Bristol Patent Leather Co., Boston. 2nd Cover 
Brown, C. D., & Co., Inc., Rochester, N.Y. 24 


Evans, John R., & Co., Camden, N. J. .44, 45 
Everlastik Inc., New York & Boston 


Tipeend-Ageing Rubber Co., Hudson, 


Gallun, A. F., & Sons, Milwaukee, Wis.... 115 
Goodyear Tire & Rubber Co., Akron, Ohio. 12 


Hale, Alfred, Rubber Co., Atlantic, Mass.. 30 
Hanover Rubber Co., W. Hanover, Mass... 42 
Hunt Rankin Co., Boston 


Jones Co., F. E., Boston 
Kepner, C. D., Co., Boston 


Lawrence, A. C., Leather Co., Boston. . . .28, 29 
Levor, G. & Co., Inc., New York City 


Quabaug Rubber Co., No. Brookfield, Mass. 52 


Republic Rubber Co., Youngstown, Ohio.. 22 
Ruerine, Fred, Reuter Co., Fond du Lac, 


Scherer, Oscar & Bro., Inc., New York City 31 


Schmidt, Carl E., Co., Inc., Detroit, Mich. 
89, 90 


Skinner, Wm. & Sons, New York City... . 
Surpass Leather Co., Boston 


Vaughan, Geo. C., Peabody, Mass 


MACHINERY, LASTS, MFGS’. SUPPLIES, 


DRESSINGS, ETC. 


American Shoe Polish Co., Chicago 
Appelbee & Neuman, Inc., New York City. 113 


Beckwith Mfg. Co., Boston 

Everett & Barron Co., Providence, R.I..... 108 
Griffin Mfg. Co., New York City 

Hawkeye Pearl Button Co., Muscatine, Ia. 113 
Sanderson’s Tintine Co., Lincoln, Neb 


Thompson-Field Co., Inc., Brockton, Mass. 133 
Tubular Rivet & Stud Co., Boston 


United Fast Color Eyelet Co., Boston 
United Shoe Machinery Corp., Boston. .96-114 


Whittemore Bros., Boston 


MISCELLANEOUS 
Atlantic Printing Co., Boston 
Boston Shoe Style Show. .123, 124, 125, 126 
Brooklyn Purchasing Syndicate 
Calderwood & Preg, Inc., Boston 
Glauberg, Max, New York City 


Hotel Breakers, Atlantic, City, N. J 
Howard Print, Inc., Brockton, Mass 


Kalter Cerf. Co., Max, New York City 
Kirch-Blacher Co., Inc., New York City.. 151 


New a — Purchasing Corp., New 
York Ci 151 


Root, F. S., ATES: Boston 
Tolman Print, Brockton, Mass 
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Lacing Hooks Make Sales 


Lacing hooks on shoes are an additional argument 
toward the sale of the shoes. 

They are a feature of shoe completeness in comfort 
and convenience and satisfy a long established and 
ever present demand. 

To show shoes with lacing hooks; to point out their 
advantages to the customer is to offer another 
item of selling service greatly appreciated by the 
majority of buyers. 

You can increase your ‘sales*by featuring shoes 
with lacing hooks. 


TUBULAR RIVET & STUD COMPANY 


BOSTON, MASS. 
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_ the Visible Eyelet 


Through the use of the eyelet has been created true style 
distinctiveness in footwear. 


Shoes with visible eyelets are shoes of style. Shoes with 
Diamond Brand Fast Color Eyelets are shoes of both style 
‘and quality. 


United Fast Color Eyelet Company 
Boston, Mass. 


Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 





LIKE THE FIRE WORSHIPER{Z{OF OLD SALUT- 
ING: THE RISING OF THE SUN—MANY A WOMAN 
MAKESZA MENTAL, GESTURE (OF ‘ADMIRATION 
AT THE SIGHT.OF FOX SLIPPERS, PUMPS AND 
OXFORDS. 


FOR FOX FOOTERY HERALDS THE DAWN OF A 
NEW MEANING IN FOOTWEAR—SHOES MAY BE 
USEFUL, COMFORTABLE AND AT THE SAME 
TIME ACCESSORIES OF CHARM— 


IN SATIN, BROCADE, SUEDE, PATENT OR KID— 
HIGH SHADES OR BLACK—THERE IS A VARIETY 
AND A SHAPELINESS WHICH DELIGHTS THE 
EYE AS MUCH AS IT COMFORTS THE FOOT. 


CHARLES K. Fox, Inc. 
HaveERHILL, Mass., U.S.A. 


BosTON: 54 LINCOLN ST. New YORK: MARBRIDGE BLDG.. 
BROADWAY AND 34TH ST., ROOM 632. CHICAGO: GREAT 
NORTHERN BUILDING 


; 


Vol. 83, No. 11. Published ony week by the Boot and Shoe Recorder Publishing Go Gompany, 207 South St., Boston, Mass. 
Entered ‘as second 7 matter — 15, 1922, at the Post Office at Boston, Mass.,/ under the act of Congress of March 3, 
.. Subseripition price,'$5.00 a year. Printed iii U. S. A. 
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COLOR *17 


Gye voc. 


Janners 


Levor Grain Kid 
Cabrettas 


WELLES bid -Cmturiss se 


¢Distributin ey “force 


Artur §. Patron LeAtHer Co, St Louis 
Mc GAWG'ATKINSON, Chicago 

Geo. W. NEWMAN LEATHER Co, Cincinnati 
EDWARD ZOHRLAUT, Sam Francisco 


NEW YORK 


GLOVERSVILLE 
BOSTON 
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Vode Kid 
Colors Included 


Camel 

Fawn 

Gray 

White 

Red 

Blue 

Green 

Havana Brown 
Golden Brown 
Bronze 
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Brooklyn, N. Y. 2} ee 
Of Vode Kid (Se S 
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Color 19 Camel 
Trimming 
Fawn, 

Color 51 


Simplifying 
The (olor Question 


To say “make it of VODE KID” to your 
manufacturer is to finally dispose of any 
question as to the color correctness of the 
shoes. 


It is our business to know not only what 
colors fashion prescribes — but to make 
those colors in exactly the right’shade to 
harmonize. 


The Standard Kid Company 
209 South Street :: +: Boston, Mass. . 


Branches in New York, Philadelphia 
Cincinnati, Chicago and St. Louis 
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IN STOCK 
B-C-D Widths 


SELL MORE YOUNG MEN’S OXFORDS 


‘We have doubled our sales because we are getting the best 
young men’s trade of the city. That gable edge oxford of 
yours is one of our biggest sellers.’’ Many similiar letters 
from stores featuring this big seller tell of quick turnovers and 
good profits. Mail your order today for these Whip last, gable 
edge oxfords. Sell the best young men’s trade in your city. 


MARION SHOE CO. 
MARION, INDIANA 


3| WESTERN QUALITY [E 
e” 
4] EASTERN STYLE 
wee | LB (Gre 


June 2, 1923 
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HOES FROMC.B.SLATER 
ARE SOLD ON THE 
THEORY THAT ¢4e FIRST 
RULE OF GOOD MER- 
CHANDISING IS GOOD 
MERCHANDISE. 








THIS THEORY IS PROV- 
ING: PRACTICAL and 
PROFITABLE TO AN IN- 
CREASING NUMBER of 
RETAIL MERCHANTS. 


THEY HOLD FAST TO 
the C. B. SLATER LINE 
BECAUSE OF THAT CER- 
TAINTY OF VALUE SO 
APPARENT TO THEM- 
SELVES and 

THEIR CUSTOMERS. 


C. B. SLATER COMPANY 


Makers of Fine Shoes for Men, Women & Children 
SOUTH BRAINTREE, MASS. 


























NEW YORK 
BOSTON : SALES ROOM 


SALESROOM = AEOLIAN 
318 ESSEX BEARS THE FULL NAME BLDG., 


STREET 33 W. 42ND 
; STREET 











Send for Catalog of In-Stock Styles 
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The Hallmark of Hospitality, |=" 


Why Business Men Choose 
These Hotels 


After a tiring trip or a day of many calls the man of 
business expects his hotel to afford him relaxation and 
rest—in other words, exactly the comforts and conven- 
iences he finds at United Hotels. 


Here amid an atmosphere of homelike thoughtfulness 
are found quiet, efficient service, a distinguished cuisine 
and recreation—all without extravagance. 


Make them your jheadquarters whenever you visit the 
cities listed below: 


THE BANCROFT WORC BST ie. MASSACHUSETTS 
Charles S. Averili, Mgr. 

THE TEN EYCEK ALBANY, NEW YORE 
Harry R. Price, Mgr. 


HOTEL UTICA UTICA, NEW YORE 
Walter Chandler, Jr., Mgr. 
THE ON _ SYRACUSE, NEW YORK 
tor C. Welch, ~ Grogan. Mgrs. 


THE exunca’ OCHESTER, NEW YORK 
B. F. Welty, Mgr. 


HOTEL ROCHESTER —— NEW YORE 
Lewis N. Wiggins, M 
THE ROBERT — NEWARK, NEW JERSEY 
les A. Carrigan, Mgr. 
THE a TRENTON, NEW JERSEY 
Charles F. Wicks 


THE PEN es % ei PENNSYLVANIA 
. S. McDonnell, M 

THE saueance BRIE, PENNSYLVANIA 
W. A. Cochran, M 

THE PORTAGE AKRON, OHIO 
Harry Halfacre, Mgr. 

THE DURANT FLINT, MICHIGAN 
Geo. L. Crocker, Mgr. 


THE MOUNT a — MONTREAL, CANADA 
Vernon G. Cardy, Mgr. 


KING EDWARD HOTEL TORONTO, CANADA 
L. S. Muldoon, Mgr. 


ROYAL CONNAUGHT HAMILTON, CANADA 
. E. saan Mgr. 


PRINCE EDWARD pore WINDSOR, CANADA 
5. Be B Foote, Mgr. 


THE CLIFTON NIAGARA FALLS, CANADA 
Building 

THE ROOSEVELT NEW YORK CITY, N. Y. 

THE OLYMPIC SEATTLE, WASHINGTON 

THE ALEXANDER HAMILTON PATERSON, N. J. 

THE NIAGARA NIAGARA FALLS, NEW YORK 


UNITED HOTELS COMPANY 
ree ant ———— 


O'Neil, Gen. Mgr. 
Seaiaiie” 
25 WEST 45th STREET, NEW YORK 
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“we FLORSHEIM SHOE 


The RIALTO Style S-63—In Stock 


Willow Calf [a rich golden brown shade} six rows 
of spaced stitching; half rubber heel; 10-iron sole. 
STYLE S-66—Same Oxford in Black Velvet Calf. 
Width AA, 8 to 11. A, 6 to 11. B,C, D, 5 to 11. 


Most Styles to Retail at $10 


Book of stock styles mailed on request to dealers in cities where we are not rep- 
resented. The Florsheim Shoe is placed with one live store in each community. 
Salesmen now showing complete line. 


THE FLORSHEIM SHOE COMPANY 
Manufacturers » Chicago 


FOR THE MAN WHO CARES 
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These Popular One Straps 


- With Side or Front Lattice - 


Should be available in the hands of your 
wholesaler about June 20th. 


You can bank on the best in Fabric footwear 


No. 6519. Black Satin One-Strap, with in staple and novelty numbers, if your whole- 


black suede front lattice. 36 last. 14-8 saler carries the Cushman-Hbollis line. 
Spanish wood heel. 














Three Other New Ones. 











No. 5553. White Duck 


O O Ol Ol ‘ . One-Sirap, with colored kid 


front lattice. 29 last. Leather 


These Shoes heel. 
No. 6518. Black Satin 
Sold Throug A One-Strap, with black suede 
collar and slashed apron. 
Wholesalers 36 last. 14-8 covered half 
Exclusively —= -~ Louis heel. 

No. 5546. White Duck 


No. 3530. White Duck One-Strap, with One-Strap, with colored kid 
oO jal O O colored kid side lattice. 36 last. 14-8 slashed vot and tip. 32 
Spanish wood heel. last. 12-8 leather heel. 























Largest Manufacturers 


of Fabric Footwear 


HIS great plant, with its seven acres of floor space, 

has a daily capacity of 25,000 pairs of shoes. It 
is, without doubt, the largest factory in the world de- 
voted to the manufacture of fabric footwear. 


Beyond the physical equipment, however, stands the 


record of seventy years of shoemaking—of successful No. 6520. Black Satin One-Strap, with 
service to the shoe merchant. Twenty of these seventy Steck semis alle tener, 06 les. 168 
years have been devoted wholly to the production of Spanish wood heel. 


fabric shoes. 











Cushman-Hollis Company. 


BOSTON OFFICE FACTORIES AND 
177 LINCOLN ST. HOME OFFICE 
ALBANY BLDG. AUBURN, ME. 
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Johnson’s Orthopedics for 1923 


A GOOD TIP TO PROGRESSIVE DEALERS 
FOUR OXFORDS READY TO SHIP 


“ARCH SOLACE” Oxfords have proven extremely popular with the trade that appreciates 
staple selling merchandise of honest value. 


No. — Brown Kid Lace Oxford, 13-8 Goodyear No. 301 — Brown Kid Lace Oxford, 11-8 Goodyear 
Winfoot t Rubber Heel, Metal Arch ‘Support, ee = Wingfoot Rubber Heel, Arch Support, 123 Last {$4.35 


No. 303}— Same style in§Black Kid ........... 10 
No. 302 — Same Style in Black Kid........... $4.10 = - ~ 


Sizes: AA, 4 1-2 to9; A,4to9; B,31-2to9; C,31-2to9; D,3to9 
‘Sizes 8 1-2 and 9, 25c extra 


| ecMade in -the & Pine Tree State. 


JOHNSON BROS! ie 3h SHOE MFG.CO. 
 HALLOWELL \Sovy MAINE 
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DISPLAY FIXTURES | 


in Period Designs 


Produce Attractive Displays, that Sell Merchandise 


William and Mary Period Design 
Illustrated 





Hugh Lyons & Company 
Lansing - - Michigan 


SALES OFFICES: 
NEW YORK, 35 W. 32nd Street CHICAGO, 217 W. Jackson Blvd. 
BALTIMORE, 1 N. Eutaw Street BOSTON, 52 Chauncy Street 
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White Footwear 


For 


Weddings, Graduations and Sport Wear 


All Reports Indicate 
a Big White 
Season 


er rer 640 @ 0} ©— GTP cccccccccccccccccccccces $5.50 
Net 30 days Net 30 days 
Women’s Domestic white kid quarter and vamp, Women’s white Delhi calf quarter and vamp, one- 
one-strap Oakmont sandal, white kid trim, Mc- strap Valkyrie pump, welt, Cambridge last, per- 
Kay, ekciey last, 134- inch wood-cov forated imitation tip with toe —- A 14-inch 
wood covered Cuban heel. 


These Styles in Stock 
Shipments made same day 


as order is received 


Pctstndbcodeeecesdeboncnas $6.00 PP asernsasdysvsesdousionte $4.50 
Net 30 days Net 30 days 
Women’s white Delhi calf Camp oxford, perforated Women's white Wyclo cloth 6-e oxford, welt, 
elk trim, welt, Tournament last, white rubber Berkeley last, imitation tip, and lace stay, 
soles and spring heel. ther = od y 4 white welting, 134-inch 


UTZ & DUNN CO. 


ROCHESTER ~NEW YORK 


BRANCH OFFICES 


DENVER OFFICE NEW YORK OFFICE LOS ANGELES OFFICE 


218 Charles Bidg., Denver, Bush Terminal Sales | may 709 Forrester Dating 


TIGER & itenurt 130-132 West 42nd St., Room Los ; 
Representa S. A. McOMBER, Representative G. C. McA E Representative 
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Uniform in Flexibility 
Uniform in Thickness 
Uniform in Performance 


There is only one grade of KENDEX In- 
soles—no seconds—no thirds —ALL FIRSTS 
Our process thus overcomes the differences 
which by nature occur in leather. 

Thus, if your shoes are made with KEN- 


DEX Insoles your customers will always get 
the same uniform pleasure and satisfaction. 


KENDEX Will Improve 
Leather Shoes 


KENDEX Insoles channel perfectly and 
hold stitches firmly. 

They remain firm, flexible, and retain their 
natural cush on. 

They conform readily to the feet and elimi- 
nate callouses. 

They are non-conductors of heat and cold, 
thus keeping the feet warm in Winter and 
cool in Summer. 

Spec fy KENDEX Insoles in your next shoe 
order. Your Customers Are Guaranteed 
Real Foot Comfort. 


This photograph of a 
chanelled KENDEX 
Insole illustrates the 
perfect “lip” which 
KENDEX makes pos- 
sible. 

We have never heard of 
an instance of stitches 
tearing out of a KEN- 
DEX Insole. 


June 2, 1923 


Every KENDEX INSOLE Is Uniform 


Remember: ‘‘The Feeling of the Feet Is Reflected in the Face’’—WEAR KENDEX 


STOUGHTON, MASS. 


KENWORTHY BROS. OF CANADA, LIMITED, ST. JOHNS, P. Q. 


KENWORTHY BROTHERS CoO. 
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No. 196—Price $4.15 
Levor White Kid Cut Out Glory One 
Strap, Single Sole, Full Louis Covered 
Wood Heel, Euclid Last, AA to C 


No. 195—Price $4.15 
Patent Cut Out Glory, Single Sole, 
Full Louis — + Euclid Last, 
to 


No. 515—Price $3.60 
Peters White Reignskin One Strap, 
Two Buttons, Imitation Tip Goodyear 
Welt, 8-8 Ivory Rubber Heel, Belmont 
Last AA to D 
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No. 522—Price $4.15 


Pearl Elk Glory Cut Out Sandal, 
Leather Sole, % Ivory White Rubber 
Heel, Welt, Belmont Last, A to D 


No. 207—Price $4.25 
Black Suede Clarice One Strap, Single 
Sole, Covered Full Louis Heel, Euclid 
Last, AA to C 


NOTICE 


Our line will be shown by Mr. 
Schlesinger at the Tutwiler Hotel, 
Birmingham, Ala., June 4-5-6. 


By Mr. Goldman at St. Francis 
Hotel, San Francisco, Calif., 
June 11-12-13. 


THOMSON-CROOKER 


BOSTON 20, MASS. 


Positively! Immediate Shipment on 
Any of These Styles 


No. 250—Price $4.00 


Levor White Kid Cut Out Bonnie One 
Strap, Single Sole, Military Wood 
Heel, Newport Last, B to D 


No. 249—Price $4.00 


Patent Cut Out Bonnie One Strap, 
Single Sole, Military Wood Heel, 
Newport Last, B to D 


No. 263—Price $3.25 


Patent One Strap, Two Buttons, 
Imitation Tip, Single Sole, 10-8 Rubber 
Heel, Princess Last, A to D 

No. 264. Same in Black Kid. 


Price $3.25 


SHOE CO. 


18-26 STATION STREET 
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PACE SETTERS 
FOR STYLE 


Madison Last, Velour Calf, dark tan pi ping 
around quarter, plain toe, one-half light 


leather box in toe, Calf quarter lining, per- Certified lasts and patterns are always 
manent crease up vamp, sloop edge. . $5. r 2 

widen out in front of the procession. And Certi- 
P. & V. Black Velour Calf, plain toe, 4 | fied styles_are always authoritative. 


leather box, permanent crease up vamp. 
$5.50 


No. 858 
sensi on ideas at Me tails Chi The first permanent creased vamp shoe 


Color Now 4.0... csseeesereeseeees 5 was a CERTIFIED Shoe. Two of the 
most popular shoes of this type are the 
CERTIFIED Shoes pictured above. 


- CERTIFIED Quality keeps pace with 
CERTIFIED Style. 


Twenty-two styles 
IN STOCK 


Write for Catalog 


STONEFIELD-EVANS 
SHOE CO. 


ROCKFORD - _ ILLINOIS 














Our Sryze No. 6329 
Wiprtus A to C 


Price $4.85 
June Delivery 


HIs AMERICAN Lapy SANDAL 
T: quite charming indeed in its 
shiney patent leather and dainty gray 
trimmings ... Then too, there is just 
enough suggestion of Ancient Egypt 
to make it a very desirable pattern 
for the younger woman... Just the- 
shoe your customers will want for 
those lazy days of summer, when 
comfort means so much. 








= Our Sryte No. 4022 
Wiptus B to D 


Price $3.35 
June Delivery 


who comes back 
to your store. 


patios THE Next Time A CusToMER 
comes into your store you invite her 
to “slip into this pair of Hamilton Brown 
Sandals”. We are confident she will be 
satisfied for many happy days to come. 


TAMILTON- Bio WN SHOE CO,» 


St. Jouls. USA 


CUSTOMERS WHO COME BACK BRING BIGGER PROFITS 
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SOLE AGENTS 


fora 


NEW BLANCO 








ented f hia Y 
o@wa | | (i )V/ 
* a | i | 4 | y 
WHITE CLEANt?E ' 
Te ey oo Gwe 


ole anv 
JOSEPH PI 
ANDS 





WE ARE SOLE DISTRIBUTORS FOR THE UNITED STATES FOR 
BLANCO 
IN CAKE FORM--IN METAL BOX -- WHITE, YELLOW 
AND GREEN KHAKI 
In Liquid Form (New), WHITE ONLY 


Laing-Harrar & Chamberlin, Philadelphia 














J 
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All year sales can be made by adopting the suggestions 
contained in our advertising catalog known as the Green 
Book. 

Read it through and let your clerks read it, as full knowl- 
edge of a product makes its sale a much easier task. 

If you have not received your o— of the 1923 edition 
let us know. 


Have you examined our new catalog? 


Don’t forget to remind the vacationists to take a pair of 
Comfys with them. 


DANIEL GREEN FELT SHOE -_ 
Dolgeville, New York 


New York Sales Office Chicago Sales Office Boston Sales Office 


. 116 EAST 13TH ST. 189 WEST MADISON ST. 10 HIGH ST. 
) Ss , 
SS (GLEte) 
~\Y = = 
RE SPA 43 3 


= 
= 


Daniel om. 


Comfy 
Slippers 
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aEN 
C.H.ALDEN Ca 
Ne 


Use 


An Alden Style 


that can be 
delivered promptly 


Made in 
Gallun’s No. 4, 
also Black, 
AtoD 





ONCENTRATION of our 
efforts has enabled us to offer 
that which the times and the trade 


require. 


oo90o0«€[8lhlUM 


—best quality of Stock with our Standard of 
Workmanship, at prices lower than could 
have been accomplished in any other way. 


ooo97o°9 


We are also able to give quick deliveries on 
certain lines. But this is not in any way an 
in-stock proposition. 


C. H. ALDEN CO. 


FACTORY BOSTON OFFICE 
ABINGTON, MASS. 10 HIGH ST. 
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JUDGE IT BY ITS USERS” 




















dee tha 
Man? 


HE IS ONE OF OUR 
BEST ADVERTISERS 


HAT’S WILLING —the automobile 
manufacturer. 
From the time he bought his first pair, he has 
sent us customer after customer, whom he’s 
told of the pleasure the leather in our shoes 
gives him. 
They stay with us, too, which proves to me 
that it pays to insist on New Castle HA- 
VANA BROWN Kid in placing our orders.” 


NEW CASTLE LEATHER CoO. 
New York 
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THE DRESS SHOE FOR 








THE BOY WHO CARES 


——— =< =. 


SHOULDER CHANNEL CONSTRUCTION 


_————<— =< = 


““Bobs”’ are made with full seven iron insoles, nine iron 
outsoles, five iron sole leather counter and four iron sole 
leather box toes. 


—— =< = = = a a aes 
a a os s Ic a 


OOOO — a a a a ee a 


————<— << = = 8 


“*Bobs”’ are made 

of Rueping’s full 

= pe many 

= ~~ ili toe vamps, 

Stock No. Ne solid leather 

K-175 > b as es— Rubber 

-1750 —— y rom heels. Rock Oak 

rit outsoles and in- 
soles. 


— a ees 


—— = as 


~ RS ages 











Our New Trouser-Creased Vamp Oxford 
Black and Tan 





———— oo os 


Sizes 1 to 5% 
Sizes 6 to 8 


IN STOCK NOW Terms 5% 10 Days— Net 30 Days 


KANNALLY-WICK CORPORATION 


MANUFACTURERS 
HIGHLAND, ILLINOIS 


= a 




















— ee ee 


GARDINER’S IN STOCK 
“QUALITY COMFORTS’”’ with 
DO FIT 35 other Styles 


The superior fitting qualities of these shoes is but 
a natural result of Mr. Gardiner’s many years 
experience in the last 
business. He knows last 
measurements, and this 
fundamental knowledge 
has built for Gardiner’s 
ae. No. 407—KID SANDAL medium toe 
” . e. = medium » no 
athe best fittice Tne ot bor9-8rebber hed. B, C,D, and B....62.00 
comfort shoes on the 
market. 
Gardiner salesmen, or 
our latest catalog, or 
specimen shoes will reach 
you upon request. 


H.'K. GARDINER COMPANY 
PITTSFIELD, N. H. No. 205—KID STOCK TIP BLUCHER OX- 


FORD, gray quarter and sock lining, 12-8 rub- 
BOSTON SAMPLE ROOM - 134 LINCOLN STREET a See ore $3.00 
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HE distinctiveness which 
manufacturers can build 
into their fine footwear by 

using Rouge Lotus Calf, is ex- 
emplified in the latest creations 
now being shown by F. E. 
Foster & Company of Chicago. 
The exquisite patterns and fine 
crafstmanship have a worthy 
companion in this new leather. 


* 


Rouge Lotus Calf is a red leather 
with a slight tinge of yellow. Ever 
since its inception it has won the 
attention and admiration of those 
who have seen it, and it is identified 
by the P. & V. symbol which stands 
for the highest qualities found in 
leather. 
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ECCT MUN cr Sold all over the World 


PFISTER & VOGEL | EATHER Go 
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The Solution 
Is On Your Desk 


There's a United Last factory or 
branch expertly equipped to solve 
that last improvement problem 
that is bothering you—within easy 
reach of your factory or your store. 


Use the telephone on your desk— 
call us in, and watch us get busy. 


Consultation with us is the first 
step toward perfecting your lasts. 


United Last 
Company 


HEADQUARTERS 
Boston, Mass. 


Ten Six 
Factories Show Rooms 
Brockton Boston 

212 Essex Street 


Cincinnati 

Lynn 803 Syracuse Street 
Curcaco St. Louis 
New Yorx Adv. Bldg., Room 303 
RocHESTER Chicago 
Wells Bldg., Room 406 

Philadelphia 
Avsuan 331 Arch Street 
Sr. Louis Milwaukee 
MILWAUKEE 10 Metropolitan Bldg. 


NEWARK 


HAVERHILL 
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Individuality SERED, 
at = re 


Moderate 


Price 


ISE buyers don’t waste 
WY time “shopping around” 
for the very newest 
style effects for moderate pric- 


ing. 


They come direct to us for 


wn LADD ADEN 


Me Kays 
of 
Individuality 
a 


ideas in 


aay r hoes 


You should see our newest KS 


rp 
S andal € fects VAORANARARARARABSS 


DONN D. SARGENT Co. 


SaLem, MassACHUSETTS 


BOSTON OFFICE FACTORIES 
195 ESSEX STREET 407 BRIDGE STREET 
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Semi-Evening or 
Evening Slipper 


One Strap Buckle of Black 
Satin, trimmed with Patent 
Leather. Also in all Bro- 
cades, trimmed with Silver 
or Gold Kids, and in leather 
combinations also. 


Made to order only 


SILVA & COMPANY 


208-16 WILLOUGHBY STREET 
BROOKLYN, NEW YORK 



































hotel 


'Shevidan-Plaza 


CHICAGO 


Sheridan Road at Wilson Avenue 
Uptown Chicago’s Most Favored Hotel 


For your greater comfort, on your next visit to 
Chicago, come to Hotel Sheridan-Plaza on the 
famed North Shore. Convenient to bathing 
beaches, golf links, parks and bridle paths. In 
the center of a rich retail district where are 
some of the finest boot and shoe shops in 
Chicago. 


Whether on business or pleasure, for a week, 
month or year, not elsewhere can you find 
locationor accommodations better suited to your 
comfort and enjoyment. 


Five hundred rooms, each with private bath. 
Music and dancing evenings. In this hotel is 
one of Chicago's leading restaurants and the 
far-famed Narcissus Grill (cafeteria), patronized 
by thousands daily. 


Eighteen minutes from downtown; elevated express 
trains; surface cars; motor busses to and from down- 
town, through Lincoln Park, stop at the door. Excep- 
tional garage accommodations. 


European plan. Excellent 
rooms with private bath, $3 a 
day and up. Reservations are 
advisable. 


s 











i 


_—— 
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Ls Quality is ClUnstramed 


IKE MERCY -- the quality of CEDAR CLIFF 

SHOE SATINS is not strained. The best of 

everything needed in the best of satin is lavished on this 
beautiful and extra strong satin fabric. 


Every inch of it is woven with the idea of its final destiny - 
-- hard wear in footwear. And you buy every inch of it 
from us, the manufacturers, who stand squarely behind 


every claim we make for CEDAR CLIFF durability and 


enduring beauty. 


Prompt deliveries are assured to every purchaser. 


“Ye CEDAR CLIFF 
SILIC COMPANY 


25!1-25S FOURTH AVE. 
NEW YORJIC 


| SHOE SATINS 
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Leather 


“CHROMOK” makes better me- 
dium priced shoes, because it is 
specially made for just this 
grade. 


W. D. Byron & Sons Leather Co. 


Williamsport, Md. oo os eo Boston, Mass. 
Also Makers of 
Famous Oak Tanned Flexible Inner Soles, Flexible Sides and Bends 


Za 


3 Ss ret [ ) = 
ee Ig me eee 
“4th C1 Phar )) 2. os i eee 


Buy for quick fill-ins. Put in the 
window for quick sales. 

Wobst Comfort Slippers liven 
summer sales. 














No. 600 


Genuine Black Glazed Kid Comfort et Step Sli 
Leather Insoles yt 9-8 Sather Is width th only 
fits anybody. Sizes, 24 to 


Two strap, same as above. Sizes, 2 
No. 601 isSRubber Hess D and E caith 98s 


Misses’ Patent’ Leather Two Button Ins Strap Sli y G Black Glazed Kid Comfort 
Single Sole, McKay. C and D. Sizes 1114 te2.... 44.96 No. 602 ant Leather Insoles and 9-8 Rubber 
$2.05 


ee ee ee $1.70 saute. Cue wilt. Giese, 55640 


RS a eee aveveccocesosed $1.45 N Same eg above, 13-8 Rubber Heels, D and 4 
Growing Girls’, 214 to 8 0. 606 Win. Sizes, 24 to $2.10 


_) WOB ~ 8 Wie) 5 (0) FE COI Ae ae 


6 © 4s. GOR CSD) DA sO O-1 OO) S-) On 
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Ten Buyers 
Confessed 


“T didn’t know how to 
buy rubber footwear” 


“ ALL boots and rubbers look alike,” they 

complained. And this very similarity 

makes it dangerous to buy rubber foot- 
wear on a price basis. It’s too easy to sub- Leather Top "Lincoln" — ragged rub- 
stitute cheap, shoddy material — and poor in the worst weather. With 

_ ’ or without heel, 

vulcanizing doesn’t show on the surface. 
But in actual wear these defects soon show 
up — and the merchant gets the blame. 


A) o Oo Oo OG 


4 
A 


Only the trademark tells the difference — 
and every buyer knows that the Goodyear 
Rubber Company’s Gold Seal trademark is 
like the Sterling mark on silver. It identifies 
the finest rubber footwear made. 


Because the Gold Seal line is so favorably 
known to consumers, it naturally offers the 


utmost profit possibilities to rubber foot- *Copso” Storm Rubber — extra 
wear dealers. We have an interesting agency é Wl ccsiacs S cadince actos, 


proposition — write for details. 


eetety 


Branch Service Offices: 


“Zebu” Snow Excluder— heavy, Milwaukee, Wis., 380-2 East Water St. 

wenergseet suuber end warm St. Paul, Minn., 371-7 Sibley St. 

Seece ned top. Kansas City, Mo., 807 Baltimore Ave. 
St. Louis, Mo., 1103 Washington Ave. 
Portland, Ore., 61-7 Fourth St. 
San Francisco,Cal., 539 Mission St. 


GOODYEAR 
RUBBER CO. 


Gen’l Offices: 787-9 Broadway, New York 


Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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Shoemen are overlooking 
a last big opportunity here! 


The War Department calls for new bids 
on 2,606,300 pairs of Trench Shoes 


New Bids must be 
in by June 15th 
New terms give extra time 


for payment and removal. 
Write for new proposal now! 


The low-priced American shoe is one of the 
biggest selling items in the whole clothing and 
leather industries. It is a familiar sight the 
world over, one of the things for which our 
factories are famous. 

The army trench shoe is the finest specimen 
of the general-purpose American shoe which 
has ever been developed. It has stood every 
test of war and peace, and millions have al- 


ready been sold as surplus. 

These shoes are the same that were offered 
on May 16th, but new terms of payment and 
removal are now offered. Ninety-nine per cent 
are welt shoes, 70 per cent are without hobs, 
and 93 per cent are sizes 744 to 11%. 

Proposals must now be made for the entire 
quantity, or for separate lots aggregating in 
their total not less than 100,000 pairs. No bids 
will be considered for less than the total quan- 
tity located at any point of storage. 

Sealed bids will be received at the office of 
the Quartermaster General, Munitions Bldg., 
Washington, D. C., until 11 A.M., Eastern 
Standard Time, June 15, 1923. _ 


\ \Y aes For circular proposal and - 
AYA \4// Ree afer tinguln proposal and, com- 
‘ A\\ | ‘ 2 . rd Si 
=: NS \ \\ A . Rd., Chke 
\ 

X\\ : As, Francisco, Cal. M. 

»\ \\ WS Officer, Ft. Sem i ton, 

oh ; Quartermaster Conerel 4 

i 2150, Munitions Bldg., Washing- 
, - nm, . . 


The Government reserves the 
right to reject any or all bids. 





TWAR DEPARTMENT 
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BOX-TOES _ 


Box Joes 


(\ 
othe Perfect Box” 
for Plain Toe Shoes 


THE GENUINE VULCO-UNIT BOX TOE IS MADE AND SOLD ONLY BY 


BYCKWITH MEG, CO. 


argest Manufacturers or. Box Toes in the World 


Chicago GW. KIBBY & CO. » GEOA: SPRINGMEIER CO. Cincinnati 





OSCAR E WRIGHT CO. | a > St Louis 


" SS 
COG IM LL a “| se ! Se ee ee eS 
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An Expressive Leather 


ACE CALF, ‘‘the expressive 
leather,” has an inimitable glow 
to its coloring, and “‘a Mellow as 
Moonlight feel,” that clothes the 
shoe made from it in a quality 
atmosphere. 





J. S. BARNET & SONS, Inc. 


Tanneries Salesrooms, 75 South St. 
LYNN, MASS., U. S. A. BOSTON, MASS., U.S. A. 


CABLE ADDRESS ‘‘TENRAB” 
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Mother 


of American 
Shoemaking 


Preeminent in the 
manutacture of 
womens and childrens : 

Shoes | 
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See following pages 
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An Assured Net Profit 











Lynn— Mother of American Shoemaking 
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In Lynn-Made Footwear 


Wise merchants insure their stock against fire 
and theft. They also assure themselves of a net 
profit by selecting a stock so g00d—so full of style 
force and so correctly priced as to make turn-over 
certain. 


They buy Lynn-made footwear—fine shoes for 
women, misses and children. 


Consider Lynn as a gigantic shoe producing 
machine, geared by succeeding generations of foot- 
wear experts to turn out shoes at increasing speed. 


Think of this great City of Shoes, responsive to 
every whisper of style and situated in the heart of 
the national raw material market, with low prices 
and quick deliveries. 


No wonder Lynn’s models are vibrant with style, 
yet always salable to women of good taste at instantly 
attractive prices. No wonder the merchant who 
carries Lynn-made footwear is confident of a steadily 
moving stock—a quick turn-over—a ¢ratifying net 
profit! 

If such a business appeals to you, let us— 
representative shoe manufacturers of Lynn, prove 
its soundness for the future of your store. 


See list of representative Lynn 
manufacturers on the following page 








HL 
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Representative Lynn Manufacturers 


BARTLETT, SOMERS CO. 
Women’s Goodyear Welts 


BENDER SHOE CO. 
Women’s Welts and McKays 


BURDETT SHOE CO. 
Welts and Turns for Little Folks 


COTTER SHOE CO. 


Women’s Welts Featuring the Formative Shoe 


CUSHING SHOE CO. 
Stylish Welts Exclusively 


A. FISHER & SON 
Comfort Shoes and Slippers 


GREGORY & READ CO. 
Women’s Fine McKay Shoes 


HARNEY, TRACY, CREHAN CO. 
Novelty Welt Walking Shoes 


HENNESSEY, MAXWELL & HENNESSEY SHOE CO. 
Women’s Goodyear Welt Shoes 


HOAG & WALDEN, INC. 
Women’s Goodyear Welts 


V. K. & A. H. JONES & THOMAS CO. 
Practical Welt Shoes for Stylish Women 


T. J. KIELY & CO. 
Ladies’, Misses’ and Children’s Welt Shoes 


MacLAUGHLIN-CONWAY SHOE Co. 


Women’s Novelty Footwear ~ 


McNICHOL & TAYLOR, INC. 
Makers of ‘‘Style All the While’’ Lasts 


R. H. MITCHELL CO. 
Successors to 
MITCHELL-CAUNT CO. 
Women’s McKay Footwear—Staples and Novelties 


WATSON SHOE CO. 


Women’s Fine Novelty Welts and Preventor Shoes 


WILLIAMS, CLARK & CO. 


La France Shoe for Women 


See preceding pages 
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This chic pattern—with goring—was 
selected after several were tried out, because 
of its splendid fitting qualities. It is made 
in wood colors and all popular combinations. 
We foresee an unusually heavy demand for 
this unusually fine number. 





( 





q, 


cA Lifetime of Shoemaking 

\y Experience — Plus —the 

\\\ Enthusiasm and Energy of 
i) 2 Young Firm. 
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SPEEDSTER | 


1A Doggy Sport Shoe 
For Lively Boys 


Here’s a mannish and dressy oxford 
that you can bank on to hold its own 
when the boys get to kickin’ around— 
which of course they will, no matter’ 
how much they’re ‘dressed up.’ Stam- 
ina, as well as class, is built into ev- 
ery line and detail of this shoe. 


STYLE 54 


Illustrated Above 

In Stock for at Once Delivery 
Khaki Brown Elk; brown kip tip, sadde 
and backstay. Dryden studde oan 1 to6. 
Leather sole, 10 to 134. 
Pt. ee OP Geccccesccevesseses OE 
Youths’, 1 to 2.... 
Little Men's, 10 to 1344.......... 


INSTOCK = 
AT ONCE DELIVERY 
STYLE 62 
Patent chrome, corded four-row tip. 
Boys’, 24% to 6..... $3.50 


Youths’, lto2 : : 3.25 
Little Men's, 10 to 13's... “ea 2.85 
Prices Based on Even Dozens Entire Order * 
5%—10 Days 
FIVE STYLES 
Five Teeple Styles on one Teeple last are all 
the boys’ welts that most stores need. Con 
centrating production on these makes possible 
a quality far above the price. 


THREE SPECIFICATIONS 
All Teeple Shoes are made with 


Prime Fine Soles cut by J. D. Neilson’ Co. 
Dryden Double-Wear Rubber Heels. 
Fred Rueping Leather Co.'s Upper Stock. 


Write for Catalog 


TEEPLE SHOE CO. 
WAUPUN WISCONSIN 


June 2, 1923 
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WEITS # BOYS 


<a 


With Five Teeple Styles on one Teeple Last 
you can meet all boys’ welt requirements. 


Rueping’s upper leather, J. D. Nielson & Co's. 


prime cut soles and Dryden Double-Wear 
Rubber Heels used on all Teeple Shoes. 


IN STOCK FOR AT ONCE DELIVERY 
Fall Requirements on Oxfords 
must be placed by June 25th 
to insure delivery. 


TEEPLE SHOE CO 


WAUPUN —~ WISCONSIN 
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HIGH GRADE WELT 
FOOTWEAR © 


FOR WOMEN 


Mark this! 


We were the original makers of the fa- 
mous “Tut Sandal.” 


Why buy a poor copy when you can get 
the masterpiece at the same price? 


Sport shoes, one strap, two straps, 
special patterns---that’s the C. & M. 
Line---the fastest and easiest selling 
line of welts for women in the country. 


Over Twenty Other Styles Carried 
In Stock Ready to Ship at Once. 











CROOKER & MORSE, Inc. 


Bridgewater, Mass. 
Boston Sample Room 
183 Essex St., Room 501 














Stock No. 351 


Coffee Elk “Tut” Sandal 
Sally Last. 88 Heel, AA-D 


Stock Style 352 
Same Style in White Nubuck. 
AA-D 


Price $5.25 


Stock Style 350 
Patent Tut Sandal, Sally Last. 
8-8 Heel, AA-D 


Price $5.00 
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‘Constant Comfort 


‘America’s Best Comfort Shoes”’ 


Over-Night Service from Auburn, St. Louis and Los Angeles 


To help our deal- 


You can get these 
Th ers get a more 


Quality Comfort | ra Rapid Turn-Over 
shoesin24hours no WY oe Z as this : quick stock 


matter where you = is oe . service is our 
live. , FN TRUMP CARD. 


% ~. 


No. 87 R—Black Kid Two-Strap Sandal, 12-8 No. 78 2 Grade Black Kid Oxford, 13-8 No. 73 R—High-Grade Black Kid Oxford, 12-8 
Wingfoot Heel. Wingfoot H Wingfoot Heel. 

In Stock—Auburn, AA to E; St. Louis, A to In Stock—Auburn, A to E; St. Louis, A to D; In Stock— Auburn, B to E; St. Louis, B to E; 
E , ; Pee Los Angeles, A to E.... . $3.35 Los Angeles, B to E $3.00 
‘ No. 74 R—Same Style in Blucher. 

No. 387 R—Same Style i » | Hons Grade. No. 77 R—Same Style with Plain Toe. In Stock—Auburn, B to E; St. Louis, B to E. 
In Stock—Auburn, B to E; St. Louis, B to E; In Stock—Auburn, A to D; St. Louis, B to $3.00 
Los Angeles, B to E $2.15 D.. $3.35 < 


No. 478R—High-Grade Black Kid Oxford, 11-8 No. 452 R—Best Qualit oe Kid Perforated N Ln Kid One-S: Sandal, 12-8 
Wingfoot Heel. Oxford, 11-8 Wingfoot Heel, Combination Last. Winefoce ~~ id One-Strap Sanda 


In Stock—Auburn, St. Louss and Los Angdn, In Stock—Auburn, AAA-A to B-D; St. Louis, inlet s AtoE: 
AAA-A to C-E., $3.35 AAA-A to B-D $3.75 yy oy Ree to 
No. 878R—Same Style i in Havan na : Brown Kid. No. 852 R—Same Style i in Havane Brown Kid, No. 47 le in Two Strap. 

In Stock — Auburn, AAA-A to B-D; St. Louis, In Stock—Auburn, AAA-A to B-D; St. Louis In Stock—Auburn, AA to E; St. Louis, A to S 
AAA-A to B-D . 83.60 AAA-A to B-D. $4.00 Los Angeles, B to E $2. 


“COMPLETE LINES of Oxfords, Strap Sandals, Boots and Juliets Always IN STOCK”’ 


AULT-WILLIAMSON SHOE CO, Manufacturers, Auburn, Me. 


ST. LOUIS STOCK DEPT., 414 NORTH 12th STREET BOSTON OFFICE, 139 LINCOLN STREET 
LOS ANGELES STOCK DEPT., 109 E. 8th STREET 
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WOMEN 
AND CHILDREN 
Pump, 


” 5 Stra 
IN STOCK R2973 White Rubber lice! P b thite 
Trimmin McKay, Mil rn » oe 
(Manning 


Enamel Sole and Rubber H 
ry) 
Meadow-Brook”’ 


White Shoes 


Advertised to Thirty Million Wearers 


As an evidence of our faith in the selling qualities of 

our white canvas shoes, we are spreading the story of 
“Meadow-Brook” whites to millions of consumers who 

will read our advertising in the leading: women’s 

magazines. 

McKay Satin 


For our complete line see our Spring Catalog. Black Satin Strap Pump 
Junior —_. . 
McKay, B E 
Kid Quarter =e Kid "Sock Lining 
R2527 Black 
R2524 Same, except Military Heel... . 


hi 


; ’ No. R2440 Bto D $2.35 
_ No. R3046 CwE $1.7 No. R2989 B to E $3.15 R2440 White Essex Cloth, Turned, Mili- 
R3046 White Duck, McKay, Rubber Heel Rubber Heel tary Heel . $2.3) 
$1.70 R2989 White nq Island, Welt, with a. R2063 Same, Junior Louis Hee $2.3. 
R3047 Same in Palm Beach Rabber ‘Heel ber heel. $3.1 R2373 Same Style, as R2062 exerpi Polar = 
$1.70 R2892 Same as R2989, Palm Beach 3. is Junior Louis Heel . $3.1 


R2374 Same as "R2373, “except ‘Mitteary 
ee EP $3.10 


OUTING SH OE co. 
Stock —_ at 530 Atlantic Ave. - BOSTON 9; MASS. 
— Factories at HAVERHILL and WORCESTER, M husetts 
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FIFTY YEARS PRODUCING HONEST LEATHERS 


























(CHERE IS 
| ONLY ONE 


All 


























| TANNING — 
| COMPANY 














| SHEEPSKINS --CHROME SOLE:-SPLITS-.COTTON FINDINGS — | 
129 SOUTH STREET, BOSTON. MASS. 





oe 
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The Shoe 
of the Future 


WILCON rk 
TRADE EWED 


Stampt on the Sole 


BECAUSE four years of Wilson 
Sewed production, sales, and foot- 
service have proved this type of shoe 
worthy of being the style-sister of the 
sturdy welt. 


BECAUSE millions of pairs, here and 
abroad, have made an unsurpassed 
record for satisfied customers. 


BECAUSE it is style which sells shoes 
to women and the inherent ability to 
retain that stylishness and shapeliness 
under trying conditions of style-wear 
and weather which sells them again 
and again from the same store. 


BECAUSE Wilson Sewed shoes, made 
by standard methods and machinery, 
cost considerably less than bench- 

See Wilson Sewed at _ turns, afew pennies more than McKays 
—and are FREE from all the common 
faults of both. 





ye 9-2 
yw For more facts and photographs 
write to us for 
Turned Style, Welt Wear “Booklet B’’ 
Wilson-Sewed 








Address all Inquiries 


Wilson Process Incorporated 
Canadian Pacific Building 
City of New York 

















There’s an old saying in the shoe 
trade—“‘A shoe is as good as its 
insole.” 


And if there is any truth in that 
ancient and logical tribute to all 
durable and dependable insoles, I 
want to pause right here and tell 
you something about the flexible 
split insoles used in all Wilson Sewed 
shoes. First off, here’s a picture show- 
ing both sides. 


Note those channels on either side. 
They explain why dealers consider 
the Wilson Sewed mark, stampt on 
the sole of any shoe, an absolute 
guarantee that the insole within is of 
worthy quality, durable and depend- 
able. The double channel bars all 
flimsy, pasted, and substitute insoles 
from use in Wilson Sewed. 


On the left—the side next the foot, 
showing the channel open. Sole- 
stitch seam comes through in the 
middle of that channel. Then the 
lip is closed or turned back to 
completely cover the stitches. Re- 
sult: an insole surface next the foot 
as smooth, stitch-less, and comfort- 
able as that of any welt. 


+ 
On the right—the channel on the 
under side of insole. After being 
lasted like a welt, upper and lining 
are securely fastened to this lip— 
and all lasting tacks are pulled. 


Hence, “Wilson Sewed’? means a 
flexible, durable, high-style type of 
shoe which is tackless, free from waxy 
stitches next the foot, free from slack 
linings, soft toe-boxes—and trouble. 


H.L. A. 
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TURNS IN STOCK 


SHIPMENTS MADE UPON RECEIPT OF ORDER 


For right now retailing these numbers cannot be improved upon. You will find every one a profit maker. Look over 
your stock and fill in for a rapid turnover. You can get it on any one or all the styles shown here. Each is carefully 
designed, well made, nicely finished, and is everyway desirable and dependable shoemaking. We specialize on 
direct mail service, so do not hesitate to order now, from this announcement. 





No. 233 
White Kid 
No. 723 


Price $4.00 


SANDAL : 
No. 223—Two-button one strap. Genuine 


No. 226—Genuine White Kid two-button one No. 233—Genuine Levor’s White Washable —o, Lf 4 : . 

Sadi . , , ite Kid, 13-8 Spanish JuniOr full-breasted 
strap, Imt. Fr. cord ~ gros go binding. Kid. Fine sole. Solid Leather counter. qovenlh baticion, Tr. pod Rinding. Vents 
Leather quarter and sock lining. Vents in quar- Leather quarter and sock lining. Full in quarter. Leather quarter and sock lining. 
ter. Solid leather grain counter. mee Junior Spanish covered heel. Im. Fr. Solid leather grain — High-grade sole. 
soles, 8-8 military covered heels. Ocean Pearl Bound. Widths B. C O Pp Ibe ‘A_B-C 8 
buttons. B-C-D . Price $4.50 cean Fear uttons. 

No. 723—-Red Tut sandal trom Levor’s 
Grain Kid. White leather lined. Otherwise 
construction as No. 233. Widths B, C 
Price $5.00 
No. 236=Same as above in White Kid 
with Flapper heel. 
Price $4.50 











All prices are based on orders of not less than 12 pair lots. Single pairs at 25 cents per 
pair extra to cover costs of shipments. Terms 2% 10 days, Net 30 days. 


Additional stock, No. 513 Patent 
SPECI A Vamp Gray Buck Quarter. Pattern 

as 833. Widths B. C. Price $4.00 
N O | I C E No. 523. Same in all Gray Buck. 

Widths B, C. Price $4.25. 


READY TO SHIP JUNE 10th 














IN STOCK Establish the practice of IN STOCK 
Price $3.75 ordering shoes from us by Price $4.60 
mail. We specialize on direct- 
No. 816—Patent Chrome one strap. Flapper by-mail service and have the No. 833—Patent Chrome one strap, cut-out 
bead. Ee, Pe. oe padine Lezeber qnereey end saciies Ser promptendprop- = scarves, Spaciey Jarier tous Ber breed 
grade sole, Ocean Pearl buttons. er attention to your require- Leather quarter and sock lining. Solid leather 


Sizes 24-8 B, C ments. o= counter. oT. evade sole. Ocean Pear! 
uttons. Sizes 244-8 B 


No. 733—Same as fecha in Black Kid. . $3.85 
HOI PESESESESESESESE 


KARELIS SHOE CoO. 


266 River Street 
HAVERHILL, MASS. 
WOMEN’S TURN SHOES OUR SPECIALTY 


SESEPEDESESE SESESESESE SE PEPE RE RESETS PERE DE PEPE SESE SE SE SE ESE SE PERE SESE SE SESE DE PE DESL SE SESE SE SESE SE DEDEDE SEE SE SESE SESE SESE SESE SESE SESE SESE SE SESE SESE SE SESE SE TESTE PETE TE SEIS IE HEIL MEME MITTEE 
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MENIHAN’S ARCH-AID SHOES 
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t hsiens is the newspaper advertise- 
ment which makes the Saturday 

Evening Post work for you—the 

second big gun in a long series of 

pages. 

‘The most liberal 

the most comprehensive 

the most practical 

the most successful 


Merchandising Campaign 
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for stimulating the sale of women's 
fine footwear ever produced” -- that 
is the verdict of our trade on the 
present plan increasing the sale of 
Menihan’s Arch-Aid shoes. Do you 
know about this plan in all its 
details? Are we still without an 
exclusive representative in your 
community? Write now--franchises 
are going out every day. 





Rochester; WV. 


Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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Batireall's 
ASKELL 
Service Boot 


is the reigning favorite with a host of 
outdoor and indoor workers because it is 
—high enough to tuck the trousers in 
—low enough for comfort where high 
boots are not needed 

—light epough to wear steadily without 
fatigue” 

—durable enough to give exceptional 
wear under varied service conditions. 











OUR TRADE MARK 
Registered U. S. Patent Office 


CAHILL’S 


ANATOMICALLY CORRECT 
ARCH BRACE SHOE— 


carries a trade mark which is as distinctive as the shoe 
itself. It is one you and your trade will long hold in high 
esteem. To the customer it means health, comfort and 
wear. To you it means quick turnover and profit. And to 
us it means living up to a high standard of quality and 
service. Cahill’s Anatomically Correct Arch Brace shoes are 
made with flexible shank for keeping normal feet normal, 
with a steel shank for a correct support of weak arches, 
and with a regular shank for dress shoes. They are made 
to fit the foot, never forcing the foot to fit the shoe. 
In stock— Heels, 1”, 144"’, 1 6-8’’; Sizes: 3 to 10; Widths 
A to D, Black Kid $5.00; Brown Kid $5.50; Made in four 
weeks, 24% to 10, AAA to EE. 

Write for exclusive agency or have salesman call. 


The CAHILL SHOE Co. 


Cincinnati, Ohio 


eo 


IN STOCK 


No. 1966—Overweight, Single Sole, 8 inch Tan 
Blucher $6.00 


No. 1967. eight, Single Sole, 8 inch 
$6.00 


—Overw: 
Mahogany Blucher 


No. 1968—Double Sole, Double Stitched, 8 
inch Tan_Blucher $6.25 


No. 1969—Double Sole, Double Stitched, 8 
inch Mahogany Blucher $6.25 
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No. 1778—Overweight, Single Sole, Moccasin 
Toe $6.50 
Further details on request. 
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Batireall Shoe Co. 


MANUFACTURERS 


ST.JOSEPH MO. 
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ETAILERS who sell WEBER 
Union-Made Shoes will testify to 
the ease with which they sell. 


And that the first sale most often 
establishes a permanent customer. 


at $5 to $8 Retail 


Weber Bros. Shoe Co. No. 990, Velour Calf. 


No. 93. Lace Oxford, Sport Last; single sole 
North Adams, Mass. andi‘Half Wingfoot Heel; wave tip with 4 


New York Office: 1328 Broadway, Marbridge Building, H. Harris, Rep. rows of stitching. 


I, F. STAPS, 735 Boston Block, Minneapolis, Minn. 
C. E. QUIGLEY, Maryland Hotel, St. Louis, Mo. 
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Our CUSTOMERS HAVE A HAPPY 
HABIT OF REFERRING TO WALK 
CROFT FOOTWEAR AS “THE 
LUCKY LINE.” AND WE FEEL 
THE PHRASE WELL CHOSEN— 
KNOWING HOW SUCCESSFULLY 
WALK CROFT SHOES ARE BEING 
SOLD BY EVERY ACCOUNT ON 
OUR BOOKS. 


“Walk-brolt. 





-SMART SHOES FOR WOMEN ARE MADE BY 


BANCROFT WALKER COMPANY 


AT THEIR FACTORY IN BOSTON 
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On An Equal Footing 


Today every member of the family—father, mother, son and 
daughter—want shoe comfort and shoe beauty or style. a a a 


Rubber heels today are demanded, and since style is such an your shoe on a postcard and send it 
important factor in shoes for the whole family—young and old— to us, stating color. A pair of Arm- 
the style quality of the rubber heels you specify on your shoes strong Circle A Heels will be sent to 


means more to you than ever before. you so that you may test their resili- 


For every shoe style there is an Armstrong Circle A Heel, and cam, GUNNS ant CSET. Gee 


to every shoe the Armstrong Circle A Heel adds style. It adds 
even more—quietness, greater comfort and longer wear. 


vince yourself in this way. 


Send for a sample pair of Armstrong Circle A Heels for your 
own shoes. After wearing them personally, you will want to specify 
them for your complete lines. 


Armstrong Cork Company Shoe Products Division Lancaster, Pa. 


Armstrong 
Caiogs, Heels 
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Patent Leather “Cairo” 
8/8 Wood Heel, Medium Toe 
$5.50 Net 


GOODRICH 
QUALITY 
TURNS 
IN STOCK 


for immediate delivery 


a 


——————= en ee ee 
OOOO eee ee eee ee 


Retailers who know of the sales creating 
merits of Goodrich turns will appreciate this 
opportunity to obtain immediate delivery on 
the season’s most wanted styles that have 
em been made up to regular Goodrich standard. 
Black Satin “Iris If’ 
Fancy Stitched Vamp and quarter, 14/8 Spanish 
Louis Heel 
$5.50 Net 


SIZES 
AA 48 B 2448 
A 38 8 86C 2448 


Less than 3 pairs of a style 25 cents extra 


INOS OOOO Ou Ie ec 


a a a a 


Hazen B. Goodrich & Co. 


Haverhill, Mass. 
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White Kid “Iris II” 
Perforated Vamp and Quarter, 8/8 Wood Hee 
$6.25 Net 


Even Better Than Last Year 


9-2 


q : 120 
White Kid **Alexandria”’ 
New Stes-New B Budnese With the new 15/8 Spanish Louis!Hee 


$5.50 Net 














Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 





BOOT AND SHOE RECORDER June 2, 1923 


Sell the Right White Cleaner 
For the Right White Shoe — 


and Double Your Profits in the 
Coming Big White Season! 


Don’t make the mistake some merchants have committed of selling one white polish 
for all white shoes. Sell a special product for the particular leather or fabric — 
pleasing your customer by a better result and making your cash register jingle twice 
instead of once! Griffin makes a complete and practical line of white cleaners — 
each a real cleaner — not a mere dirt coverer or whitener. 


cal 
OSL AF te, 


(remain gj BUCK AND 
fi, CANVAS 


“PEUERWHITE CLEANER” 








The’ super white cleaner for all White shoes 
except Kid and Satin. Produces a quick and 
beautiful white without stiffening or harden- 
ing the canvas or leather. Will not coat the 
shoe. 








WHITE KID 


Does aot eae aut Dut ee 
4 Guaranteed not to Stifter or f “WHITE KIDINE” 


Marden the Leather or Canvas 





The thorough White Kid cleaner. Good for _... = . iy = 
recommend 5. — Sidi, 
GRIFFIN WHITE. KIDINE Gfpj) ther Glazed or Dull Kid. Leaves the ql GRIFFIN M FG ¢ tw ye 
GRIFFIN MFG. CO. | leather soft and pliable. Produces a dull or | = Nt YORK ua 
69 MURRAY ST. LTC. glossy finish. —— 


For White Mid 




















PRICES PRICES 


KIDINE 


PEUERWHITE 
Small (314 oz.) $18.60 Gr. $1.70 doz. _— Gis = ree ay Gr. “= doz. 


Large (5 oz. ) 21.60 1.90 “ Transportation charges paid on six dozen 


orders. 


GRIFFIN MFG. CO., Inc. 


67-69 MURRAY STREET NEW YORK CITY 


Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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See What One Tive Merchant Thinks of 


National Park / 
Hiking Boots ana Oxfords ! 








BELL MAIN 1866 J. 4. ROBINSON, Sec’y 
HOME HARRISON 1866 


Robinson ShoeCo. 


KANSAS CITY'S FAMILY SHOE STORE seo tenes. Ave. 


KANSAS CITY, MO. 
1016-1018 Mam ST. 
mo. 





. JOSEPH, 5 


SS Gree Sm Se. KANSAS CITY, MO. = way 18. 193. 


Juvenile Shoe Corporation, 
Carthage, Mo. ’ 


Gent lemen: 


In response to your inquiry as to what success we are having with Hat- 
ional Park Hiking Boots and Oxfords. 


We beg to advise that we have been very much surprised at the volume we 
have had on these shoes since putting them in stock about a year ago. 
We were rather skeptical about the boots owing to the fact that we had 
never been able heretofore to sell a boot of this character in 

volume. Consequently the volume that we have obtained om these has 
been quite surprising. It seems to fill a long felt want, and much to 
our surprise appears to be an all year around proposition, as our volume 
is quite as large at this writing as it was during the winter months. 


We have just started to advertise it in a really comprehensive way, and 
our sales are runing as high as. ten pairs a day on the boots alone. 


Yours very truly, 


ema 


NOT CHEAP SHOES, BUT GOOD SHOES CHEAP 








Watch for our next advertisement. It will surprise You 
STOCK DEPARTMENT 


THE JUVENILE SHOE CORPORATION 


OF AMERICA 
CARTHAGE MISSOURI 


Stocked at same price 
see for Pacific Coast 
Williams-Marvin Co. trade by Fithian-Barker Shoe Co. 
San Francisco-Los Angeles Portland, Oregon 
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The shoe industry suffered greatly in the panic of 1831. Wildcat speculation, 
unscrupulous buying and careless methods caused lack of confidence among 
manufacturers, retailers and consumers. Shop after shop closed doors to 
all activity, or went under the hammer. 


In those days there were practically no trademarked goods and retailers 
had no opportunity to hold the confidence of consumers on merchandise 
whose reputation was nationally known. Shoes were sold on the “say so” 
of the dealer. 


For the past twenty years, it has been the pleasure of Rice & Hutchins; Inc. 
to witness the ever-increasing confidence of millions of people who wear 
Educator shoes. This confidence, won by consistent performance of the 
product, and equally consistent advertising, is nation-wide. 


The sales record of Educator Shoes is profitable to all dealers whether times 


be good or bad. Retailers tell us so. 


RICE & HUTCHINS 


INCORPORATED U.S. A. 


10 of a Series. 


EDUCATOR 


(a 
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SHOE® 
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Public Is Saying It ‘‘In Shoes’’ 


Well Paid and Well Employed, the Impulse Is, ‘‘Let’s Go Into a 
Shoe Store 


HERE must be nothing to interfere with the shoe 

merchant who is just beginning to feel confidence 

restored and a happy tendency to “say it in shoes.” 
The retail trade of this country is now enjoying a de- 
gree of confidence that is extremely beneficial to the 
distribution of merchandise to the public. There is a 
thought of “‘bulling and bearing’”’ the tape on Wall 
Street, but it cannot and should not be permitted to 
influence the optimism of the American public. 

Speaking specifically of shoe stores, we can truth- 
fully say that, nationally, stores are not overstocked, 
and salable merchandise with style in it is moving at an 
excellent rate from the fitting stool to the customer. 
The American public is well paid and well employed, 
and is just learning to say, “let’s go into a shoe store. 

The natural laws of supply and demand are finding 
merchants in every community benefited by the in- 
creased payroll. A stop against speculation is com- 
mendable, but any banking policy that would retard 
distribution is extremely dangerous, for if the public 
purse gets an artificial cramp, it will squeeze manufac- 
turers, merchant and payroll as well. There are so many 
wage scales based on agreements signed up for a year 
ahead, that there is little chance of a slowing down of 
purchasing power. 

The consuming public always has the “gimme’s,” 
and with more money, they are going to spend more, 
and it is up to the shoe industry to see that it is spent 
in footwear rather than in trifles without much merit. 

The United States Steel Company and the Pennsyl- 
vania Railroad have done much to make the State of 
Pennsylvania a good field for the retailing of shoes for 
many months to come. The South, with a cotton crop 
ahead and good prices in view, is certainly on an excel- 
lent basis for retail business. The mills of New England, 
particularly those working on specialties, are paying 
the price to labor for output. 


With increased wage scales, the index is that the 
American public will have increased purchasing power. 
In the last few months merchants have observed the 
remarkable absorption of good merchandise by the 
public, and they look forward to a very brisk July and 
August business. 

From merchant subscribers we glean a national feel- 
ing that the increased wage scales will carry merchants 
through the spring of 1923 on the present wave of pros- 
perity, and by that time it is very likely that world 
conditions will so improve that export trade will take 
a greater factory volume. 

Politically, the prospect is that the present adminis- 
tration is going to do all in its power to sustain the 
level of business until after the elections of November, 
1924. 

It certainly is no time for speculation, but it is a good 
time for very energetic selling to the. public and the 
buying of short and breezy lots of shoes that will move 
in and out with speed and profit. 





Industry the Football of 
Legislation 


HE idea of a formation of an association of retail 

associations is worthy of gieater emphasis than what 
we gave in last week’s issue. There aresomany legislative 
features inimical to retail business as a whole that it is 
well to have some super-organization qualified to speak 
in behalf of merchants. 

We well realize that the National Chamber of Com- 
merce of the United States functions for all business, 
but the need of union in the retail field is even greater. 

The “bloc’’ movement is a confirmed factor in the 
farming field, but no federation of retailers could be 
classified as a “‘bloc’’ because of national diversity. The 
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merchant's interest. is first with his community and its 
progress, and second with things of the nation. 

The Dry Goods Economist was the author of this idea 
of a federation, and the subject is of extreme impor- 
tance because of the timeliness of such co-operation. 
The retail merchants function through their distinct 
trade bodies in an exceptionally effective way, and, 
what is more, they will continue to function more thor- 
oughly in the future. Without a general merchant-reali- 
zation of retailing problems each industry is liable to 
be the football of almost any one who chooses to kick it 
around. The keynote of the retail federation is best ex- 
pressed by J. W. Knapp of Lansing, Michigan, who has 
taken an active interest in the rotary idea of association 
work, 

He gives as the aims of this federation the following: 

“To bring about concerted action in protecting 
American retail business from both State and Federal 
legislation inimical to it and from unduly radical or 
unnecessary Government control. 

“To co-operate wth State and National business or- 
ganizations in the development and protect:on of retail 
interests. 

‘To make possible the taking counsel togethe: by 
retail interests which have common problems. 

“To assist in developing simplified methods of retail 
distribution. 

“To represent effectively the interests of retail mer- 
chants in their relations with other business groups. 

“To secure a unification of aim and effort, through 
co-operation with State associations, among retail 
stores, looking toward the raising of standards and of 
quality of service rendered. 

“To place retailing on a higher plane in the eyes of 
the public and to cultivate a better opinion of the retail 
store as a place in which to work. 
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“To promote and extend co-operative action among 
retail merchants. 

“To establish bureaus to aid store executives. 

“To disseminate among retailers, through their as- 
sociations, information that will be mutually helpful. 

“To maintain means of effectually combating prac- 
tices harmful to the retail merchants. 

“To maintain an emergency field organization to 
help State organizations in campaigns when their in- 
terests are threatened.” 





Isa Steady Customer Property? 


N considering the customer as property we do not 

mean of course in any grafting, darky waiter, tip- 
expecting, sense. But in a broad, general way, the more 
customers you suit and please the higher your business 
value is going to be. This is just as true of the pro- 
prietor as it is of the clerk. And the rule works both 
ways. That is to say, it is just as much true of the 
clerk as of the proprietor. It is just as much a part of 
the clerk’s duty to try to please, and to try to remem- 
ber customers. 

Naturally a large part of the trade of a big city 
store will come under the classification of transient. 
Nevertheless, there is a larger proportion than might 
be supposed of people living in the large cities who 
value certainty and speed in the selection of their foot- 
wear, and who would be glad to depend upon some one 
person, in some particular store, to look after their 
wants. In the small town or city, of course, you get to 
know more people. The man who can be that person 
to an increasing number of customers will find that 
his own value increases year by year and that he is 
building a solid and substantial business foundation 
for himself, whether as proprietor or salesman. 








“Good morning, Mr. Sooarfut.”’ 


Easy now, my foot hurts like thunder.” 


heel, 6 7%. 


**e* *& *& 





A word of explanation is perhaps needed at this time 
relative to the fitting contest. Fhe contest was conceived as 
a medium to bring out your thoughts, to get your view- 
neg men who daily handle just such feet as we 

we pictured. Technical answers are not required. Just 
imagine the customer is sitting before you. Write your 
selling talk if you wish, fully explaining how and why {; 
a fit the particular type of foot to the particular type of 3& 
si 


If you recommend a flexible or rigid shank shoe, tell Tagg 
the expected benefit to be derived. Writing out your fitting 
convictions will help you analyze feet. You may not agree 
with some of the published replies, but an honest differ- 
ence of opinions will bring out the_various angles of the 
subject under discussion. 


“ 





Problem No. 3 in the Fitting Contest for Shoe Salesmen 


“Morning,” growls Mr. Sooarfut. “Take off those darned shoes as soon 
as you can and give me something comfortable that I can walk and stand in. 


The dialogue tells why he came in—the picture the cause. Now what 
size type shoe would you give him, and why? The measurements being 
length of foot, 954 inches; ball, 854 inches; instep, 8144 inches; ball to 
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Boot and Shoe Recorder CREED 


Getting More Shoes Sold Right: not only “more” but “right; sold for the right purpose, to 
the right wearer, in the right fitting, for the right price, at the right profit. This is the great 
problem of the retail shoe merchants. The chief purpose of the Boot and Shoe Recorder is 
to help solve it; for this is the basic problem upon which depends the progress of the 
entire allied industries relating to shoes and leather; their production and distribution. 
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€Jast Visiting with the Pubhsber 





Page 


What Does the Illinois Legislature Hope 
to Do by Passing the Daley Bill? 
It is our impression that its provisions not 
only command the merchant to perform the im- 
— but make him pay a stiff fine if he 
n't. 


Study the Trend of Lasts...............57 


The short vamp again pees onthe horizon 
and the question is how long it will last. 


Brooklyn Style Show Proves that Style 

Stability is Not an Impossibility 
Designers adhered with surprising fidelity to 
the program laid down some time ago by the 
Joint Styles Committee. 


A Word About Our Fitting Contest 


The House-to-House Competition Suc- 


The Recorder Hoisery Supplement 


How to Get After the House-to- House 
Salesman. 

Increase in Demand for Silk Hosiery Seems 
Probable. 

How Cotton Is Made to Look Like Silk. 

If You Bought Your Shoes at the Brooklyn 
Show, Here’s Hose You Need. 

No One Style Dominant in the Hosiery Field. 





The Value of Getting 
Acquainted 


ye salesmen—one representing a non- 
4. advertised line and one an advertised 
line—were “‘flivvering” from town to town. 
The salesman who owned the car sold the 
unadvertised line and his companion had 
listened quietly to his sales talk in the last 
town visited: 

“No, we don’t advertise,” he had told 
the dealer. ““We take the money which we 
might spend in advertising and subtract it 
from the price which we charge you.” 

Half way between towns, a tire gave way 
and the two stopped at a country garage. 

“Here,” said the garage man, “is a bar- 
gain—dandy tire selling for less than you 
pay for others.” 

“Never heard of it,” retorted the salesman. 
“Gimme a Goodyear. I’ve heard of them all 
right.” 

What’s the answer? 


ote 
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What Does the Illinois Legislature Hope To 
Do by Passing the “‘Daley Bill?” 


To the Shoeman it Looks As Though the Retail Merchant Was 
Being Commanded to Perform an Impossibility 


T was no surprise to those familiar with the situa- 
tion when the committee on License and Miscel- 
lany of the Illinois legislature recently voted 14-0 
in favor of House Bill No. 426, commonly known as 
the Daley Pure Shoe Bill. It was almost a foregone 
conclusion that the committee would take this action. 


“If a proposition is based on the right premise and 
logical reasoning is followed, a right conclusion will be 
reached; but if a proposition is started on the wrong 
premise no amount of right reasoning will result in a 
right conclusion.” 

The Daley Bill is based on the wrong principle. It 


The shoe interests had 
been advised to hire a cer- 
lain attorney al a nomi- 
nal fee of $2500-$5000 to 
represent them at the 
committee hearing. 


The inconsistencies of the 
bill were so apparent to 
shoe men that it looked like 
foolishness to hire any man 
of any profession as a rep- 
resentative at the hearing. 
The shoe interests did not 
retain the attorney and the 
bill was reported out. 

Raymond C. Booth, secre- 
tary of the Chicage Shoe 
Trades Association, attended 
the hearing as the shoe 
representative of the shoe 
industry and was submitted 
to so much heckling that it 
was impossible for him in- 
telligently to present his 
argument against the bill. 


First Hearing Postponed 




















Here’s the Joke of the Season 


If you want to have a good laugh, read the 
following provisions of the Daley Bill concern- 
ing which the article on this page has been 
written: 

Section 1.—Be it enacted by the People of 
the State of Illinois, represented in the General 
Assembly: It is unlawful for any person to use 
in manufacturing any boot or shoe within this 
State, a counter, heel, in-sole, out-sole, 
middle-sole or slip-sole, made in whole or in 
part of leather-board, strawboard, leatheroid, 
fibre-board, horn-fibre, pate or any other sub- 
stitute for leather whatsoever, without clearly, 
legibly and in the English language, stamping 
with a metal die in plain view upon the out- 
side of the out-sole of the boot or shoe, where 
and by whom such boot or shoe was made and 
what substitute for leather, if any, has been 
used, and without in the same way designating 
each part where such substitute, if any, has 
been used, whether in the counter, heel, or 
in-sole, out-sole, middle-sole or slip-sole, and 
it is unlawful for any person to sell, offer or 
expose for sale any such boot or shoe not 
stamped in such manner, but all manufac- 
turers or dealers who have on hand when this 
Act becomes a law, any boots or shoes that are 
not stamped as hereinbefore required may sell 
the same if, when offering such boots or shoes 
for sale, they affix to the outer-sole in plain 
view of the purchaser, a label, printed clearly 
and legibly and in the English language, desig- 
nating what substitute or substitutes for 
leather are used, if any, whether in the counter 
heel, in-sole, out-sole, middle-sole or slip-sole. 








assumes that all leather is 
good and all materials other 
than leather used in footwear 
are bad. Naturally, the 
wrong conclusion is sure to 
be reached. 

The United States Govern- 
ment, through scientific ex- 
perimentation, has _ deter- 
mined that neither hides nor 
wool can be definitely graded 
or classified. 


Arguments Against Bill 


No two hides or skins are 
exactly alike. The climatic 
conditions, housing, feeding, 
care and breeding all have 
definite effects upon the hide 
of the animal. Insect bites 
and stings, barbed wired 
fences and various diseases, 
play- havoc more or less with 
the skins of animals. 

Not only do these outside 
influences affect the value 
of the hide as a whole, but 
no two parts of the same 


A prior hearing on the bill was arranged for April 15, 
but postponement was necessary because a quorum of 
the committee was not present. The three representa- 
tives of the shoe industry who made the trip from 
Chicago to Springfield sat in on the committee meet- 
ing on that day during the consideration of several 
other bills, none of which had sufficient merit to be 
enacted into law and yet, each was reported favorably. 
It is significant that the opponents of these bills were 
not represented. 

Any shoe man can readily see the impossibility of 
compliance with the Daley Bill as it stands before the 
Illinois legislature. 

There is an old principal it science that runs some- 
thing like this: 


skin are of like texture and quality. The thickest part 
of a cow hide is on the butt; the thinest and most 
flabby part is on the belly, while the finest and best of 
the hide is on the back between the shoulders and the 
hips. 

When only the best part of the skin is used for 
uppers and the best part of heavy hide used for sole, 
the shoes are necessarily high-priced and far beyond 
the reach of the ordinary man if the lower grade of 
leathers had to be thrown away. 


Leather Plus Other Materials 
The lower grade leathers, however, are available for 
footwear and will give good serviceable wear if used in 
(Continued on page 64) 
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Actual Size 
of 4B lasts 


ing styles in women’s footwear is the cause which 

produces difficulty in shoe fitting. One of the 
big hits at the dinner following the Brooklyn Style 
Show were the remarks by Will Rogers. He started off 
by telling that, in all probability, he was the only man 
in New York City possessing two pairs of shoes of the 
same size and as he put it “the way they are going at 
this shoe business, when a merchant gets two pair of a 
size in his stock, he opens up a branch store.” 


The Medium for Average Fitting 

In these days of changing patterns, the trade has 
held to the medium length of last for about two years 
and up to now, the buyer has selected shoes on any 
new pattern and new material, acknowledging that one 
type of last was “as is” and enough. 

Are we right on the eve of a period of last changes? 
The national associations in their style conference 
recently stressed the fact that lasts were medium with 
the tendency toward slightly fuller toes. This classification 
is to be found in conservative welts, fashion and sport 
welts, conservative turns, fashion turns and evening 
shoes. 


[. esipheotan has proven that constantly chang- 


Hold to Good Fi'ters 


There is one fundamental principle that every 
merchant should remember; “when you get a good 


BOOT AND SHOE RECORDER 


Study the Trend of 
Lasts 


Is the Short Vamp a “Flash” 
or Is it a Movement 
Toward 1924) 


One fundamental principle, when you get a good 
fitting last, one which will fit different feet satis- 
factorily, hang on to it and see that it is made 
the big feature of your store service. 


Will Rogers says, “‘When a shoe merchant gets two pair of a size 
he opens up a branch store.”’ The problem of sizes is one of lasts, for 
patterns and materials can be varied. It is through good fitting lasts 
that a constant and profitable business is built up, and not through 
changes rung in simply because somebody thinks it is a good time to 
change lasts, plus patterns, plus materials, making retail business 
more complex. 


However, it is well to look at the short vamp—because unques- 


' tionably it gives the optical appearance of smallness of foot, and the 


“36-pair buyer” gets another chance to make an extra profit on ex- 
treme novelties. 


fitting last, that is a last which will fit different feet, as 
many lasts will, just hang on to it and see that it be- 
comes one of the big features of your store service. 
Make a point to have that last known to your customers 
so that they can send for it and be sure of getting the 
same last every time.” 


The Customer Who Wants “‘One More” 

Many a customer has returned to a shoe store asking 
for another pair because the old pair has proven to be 
the most comfortable she ever wore. For the clerk to 
say “we have discontinued this last but here is one 
just like it” hardly fills the bill for the wood is not 
placed in similar relation to the fitting values of that 
customer’s foot. The customer’s foot hasn’t changed 
one bit, consequently it us a case of the foot fitting the 
shoe and not the shoe fitting the foot. 

There has been a significant development of lasts 
since 1920. 1t was the custom in the prosperous days of 
1920 to sell shoes long and narrow. It was not un- 
usual to find a vamp length of five inches. With the 
change of the times came the half dollar toe of 1922 
and the 34 inch vamp. 

The tendency since that time has been to the three 
inch vamp with a fuller toe and today, many sections 
of the country are calling for unusually short vamps 
on stage lasts with full round toes, some of them 
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How the wood is placed in the last of 1919 


even larger than the silver 
dollar toe of the Mary Jane. @ 
By a strange coincidence, 
the Latin foot with its short 
vamp and very rounded toe 
has taken the place of the 
drawn American last in 
America, while in France, 
lasts are being lengthened 
and the slim effect is desired 
everywhere. 


They Look Smaller 


Shorter vamps have an 
optical appearance of being 
shorter in size, for a size six 
looks like four. So many 
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article, namely, the optical effect of smallness and the 
extreme novelty of the full round toe. 


Hold It for 1924 


Already in many of the southern stores, the switch 
to fuller lasts has been so pronounced as to make im- 
perative June and July orders. for these types of 
shoes. Many merchants have tried out the short 
vamp similar to those that have been sold to people of 
the stage and by about a dozen short vamp specialists 
in New York, Chicago and Los Angeles. 

If the shorter last is coming in the more novel foot- 
wear, it is well to cons:der it as an advanced proposition 
and preferable to hold it for the spring season of 1924 
when it could come as a new slipper feature for that 
year. 

The movement of last styles is so much slower than 
patterns and materials that it isn’t well to force the 
manufacturers to buy too much new wood displacing 

excellent lasts with excellent 
fitting qualities therein. 


Shorter Vamps—Gores— 
and Straps 


On another page the 
same theory is given by H. 
C. McLaughlin of Cincin- 
nati who pointed out that 
the Brooklyn Show demon- 
strated that the Joint Styles 
Committee was right in its 
belief that merchants would 
look kindly on lasts that 
were a little shorter in the 
forepart and a little fuller in 
the toe. This type of last 
lends itself well to both 








women have been compli- 
mented on the size of their 
feet in smaller vamp shoes, that the style factor of 
these new lasts is making an impression on their vanity 
even if it does make painful the short fitting of shoes. 


Stage Women Started It. 


There are certain types of American women with 
short toe, high arches who can wear the short, stubby 
vamp with comfort and it is for this limited number of 
women that the shoe is particularly designed. Short 
vamped footwear needs very careful fitting. We show 
an actual outline of the three types of lasts, which we 
have drawn from the actual wood to give you a real 
picture of the change of lasts that is making itself felt 
in the more novel lines of shoes. In high class footwear, 
the 3 inch and 34% inch vamp with some shaping to 
the tip will be much in demand but in the more pop- 
ular and fast moving numbers, with prices from 
$6.00 to $12.00, there will be a call for short vamp nov- 
elties because of just the features outlined in this 


More like a foot than the last of 1923 


strap-and gore patterns. 








e 





The short vamp, Latin type, may appear in strength in 1924 
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Family of Browns Is Endorsed by 
Textile Color Card Experts 


“The shoe’s the thing that makes or mars the tout 
ensemble,” says a statement just issued by the Textile 
Color Card Association. “Just at present fashion is 
strongly in favor of the beige and tan shades harmoniz- 
ing with the cork, sandalwood, and oakwood tones so 
popular for the spring costume and which give promise 
of being leading colors for midsummer. Gray, too, is 
popular, and in many cases these more neutral tones 
are brightened by insets of periwinkle, cleopatra, har- 
lequin, or scarlet, or by a buckle in one of these colors. 
Then too, the Egyptian vogue has broken into the 
precincts of shoe manufacturers who long fought to 
keep their premises sacred to the conservative in foot- 
wear styles, and sandals like those worn by the ancient 
daughters of the Nile have begun a reign of popularity 
for red, and green, and yellow footwear which it is 
possible will continue into 


BOOT AND SHOE RECORDER 


- 

















© 


The long-drawn-out vamp of 1920. Millions of pairs 
were made on this last 


@ 





the fall. 


Shoe and Hosiery Colors Un- 
der Separate Classification 


“But whatever the whim- 
sical lady Dame Fashion 
may sponsor six months 
hence, provision has been 
made on the fall 1923 Color 
Card, issued by the Textile 
Color Card Association, for 
every color contingency. 
There are the ten shoe, 
leather, and hosiery colors 
under separate grouping. 
These include several shades 
which have been recalled 





them are beige, thrush, 
hazel, mandalay, and congo, 
ranging from a light ecru 
to a dark brown. Silver, fog, 
cruiser, are three grays of 
the spring 1923 card which 
Dame Fashion has decided 
to sponsor for another sea- 
son. A distinctly new shade, 
slightly grayer than otter, is 
log cabin, and another is a 
rich, dark, hue dubbed au- 
tumn brown. 





“Should the vogue for 
brilliant shoes continue, the 
Egyptian colors and the 











owing to their continued 
favor with the smartest 
American women. Among 
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The short vamp operators feel that the full and rounded 
toe will go in 19%. 


The medium vamp of 1923 fits more feet than any other 
last in history. 


‘2 other new shades on this 
card will be found par- 
ticularly attractive when 
dyed in the soft pliable kids, and worn on the not- 
ably beautiful feet of American women. The weather 
vane of fashion, however, points directly toward the 
light beiges and browns as being the best bet for fall.”’ 





L. A. Mooar Joins E. E. Taylor Company 


Boston, May 29—Lawrence A. Mooar, for 12 years 
treasurer of the Regal Shoe Company, has become 
assistant treasurer, and a member of the board of 
directors of the E. E. Taylor Company. 

In addition to being a specialist in things financially, 
Mr. Mooar brings to the E. E. Taylor Company exten- 
sive experience in shoe merchandising. From 1903 to 
1911 he was the active head of the Lamkin & Foster 
Co., one of the oldest Boston shoe wholesalers, and 
later when he left this firm at its dissolution, he was 
for several years agency sales manager of the Regal 
Shoe Company. 
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Brooklyn Style Show 
Proves That Style 
Stability Is Not 
An Impossibility 


By H. C. McLAUGHLIN 
Chairman of the N.S. R. A. Style Committee 


HE one big outstanding feature of the Brooklyn 

Style Show was the value placed upon the joint 

style committee report by the manufacturers 
who displayed their lines in the show. 

The show has proven, beyond a doubt, that it is pos- 
sible to lay out a style program and then adhere to it 
during the period for which it was made to be effective. 

Style reports must necessarily generalize and leave 
up to each designer his interpretation of style produc- 
tion within the broad limits of the joint committee 
recommendations. 

Leading manufacturers throughout the country have 
had the style program for selling in July, August and 
early fall reprinted and distributed among their travel- 
ing salesmen and to their customers as a purchase guide 
for the period indicated. 


Co-operation Important Factor 


It is significant that the general committee in charge 
of the show was constantly in touch with members of 
the committee representing the retail 
shoe merchants in order that the 
styles shown on the runway would 
not run counter to the recommen- 
dation of the joint style com- 
mittee. 

While there has been a wonderful 
lot of ingenuity and artistic ability 
manifested in the creation of patterns 
and personality has been injected to 
the fullest extent in the designing of 
the shoes displayed on the runway 
and in the sample room, yet through 
it all there is a definite bent that 
harmonizes with the style report. 

In the fashion and sport-welt sec- 
tion, both in leathers and in patterns, 
there was a very close adherence to 
the prediction of the national style 
committee. 


“All the shoes shown at the 
Brooklyn show,” says Mr. 
laughlin, “‘showed a trend which 
harmonized with the joint styles 
report issued some time ago.” 
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A new note in the present style show was the promi- 
nence given to styles for women of conservative taste. 
It was clearly demonstrated that it is possible to make 
real stylish, dressy shoes for afternoon and even formal 
occasions carrying low heels and made on lasts of the 

health type. 

In the fashion turn section, more 
prominence was given to goring 
patterns than was expected would be 
possible, when the style committee 
report was made a few weeks ago. 


Much Interest in Gorings 


In the meeting of the joint style 
committee the prominence which 
would be attained by goring pat- 
terns was given considerable discus- 
sion, but neither the manufacturers 
nor the merchants composing the 
committee cared to take the respon- 
sibility of speaking very loudly about 
gorings. The show, however, has 
demonstrated the possibility of mak- 
ing beautiful and attractive goring 
patterns and it was also demon- 


Mc- 
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Buyers at the Brooklyn Show 


Representative shoe folk, prominent in style and eager to get the new things first 
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strated that merchants are interested in this type 
of footwear. 

This one instance shows the value to the industry 
of a close co-operation and a pooling of ideas on style 
creation of the various branches of the trade. 

When the style committee report was made there 
was also some hesitancy as to how far color recom- 
mendations should be made. 


Stress Applied to Browns 


The show has demonstrated that the manufacturers 
are somewhat of one mind in putting stress on browns 
of the various shades from beige on through to the very 
dark browns. 

There is a distinctive value in showing high class 
footwear, even to the merchant who cannot be present 
and sit beside the runway as the 
models parade clad in the newest 
designs of garments, hosiery and 
shoes. 

The merchant who is fortunate 
enough to see the various styles dis- 
played has a distinctive advantage in 
making his purchases, but the lines 
of the various manufacturers as 
they are carried over the country 
by their traveling representatives, 
will bear the reflection of expert 
opinion of tanners, manufacturers 
and retail shoe merchants who have 
had a hand in setting the trend that 
will be followed during the next few 
months to come. 


Show Establishes Confidence in Styles 


Maurice A. Weiss, chairman of 
the advisory committee on women’s 
styles, gave particular attention to 
the footwear display in the sample 
room and on the runway during the show. He said: 
“So far as we are personally concerned, the show 
substantiates what we have had in mind but regard- 
ing which we were very much in doubt as to style 
selection. We can now go ahead with safety. 

““We were in doubt, for instance,as to the advisability 
of buying gore patterns and also as to what type of 
gore patterns should be bought, should we decide to 
put them in our stock. 

“We are now satisfied that certain types of gore pat- 
terns will be good sellers and will be necessary in a stock 
the size of ours and in every well-balanced stock regard- 
less of its size. 

‘ 


Some Popular Gore Patterns 
for Afternoon and Evenings 


“For shoes carrying lower heels of the military type, 
I think the side gore is preferable. 

“For afternoon and evening, where higher heels are 
used, the front gore pattern will fit in best. 
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MAURICE J. YOSKIN 


Chairman of the Advisory Committee on 
Children’s shoes 
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Shorter Vamps Favored 


“This type of pattern is susceptible to a wide variety 
of decoration. 

“The show has also demonstrated that the com- 
mittee was right in its belief that merchants would 
look kindly toward lasts that were a little shorter in 
the forepart and a little fuller in the toe. 

“While goring patterns have a definite style note, 
strap patterns will predominate.” 


Kiddie Shoes Coming Into Their Own 


“Finally there has come a juvenile consumers’ de- 
mand for good-looking shoes,” said Maurice Yoskin of 
Geutings’, Philadelphia, chairman of the advisory com- 
mittee on children’s shoes, after he had seen the chil- 
dren’s section of the Brooklyn style show. 

“Children are enthusiastic crea- 
tures, bubbling over with life and 
laughter. The average child has a 
keen eye for things beautiful, but of 
course has little appreciation of 
values or costs, and wants what it 
wants because it pleases its taste. 

“What the industry now most 
needs is a closer co-operation among 
the manufacturers of children’s shoes 
as there is among the makers of 
women’s shoes and men’s shoes. A 
widening of the fraternal spirit and 
a freer exchange of ideas on lasts, 
patterns and methods of merchan- 
dising. 

“The patterns of children’s shoes 
must reflect the childlike simplicity 
of the childish mind and at the same 
time must be pretty and offer a 
reflection of the freshness and beauty 
of the childish face, the glowing 
cheeks and the curly hair. 

“T frequently find it difficult to get a manufacturer 
of children’s shoes to put in a new pattern. The manu- 
facturer comes back at me with the argument that he 
can not get volume enough to pay for the patterns. 
The answer to the volume argument is to make chil- 
dren’s so attractive that they will sell more easily and 
naturally and more of them will be sold. 

“In the larger sizes of misses’, that is, sizes from 13 
up, there is a tendency toward medium, round toes 
with heels that correspond and balance up; heels about 
5-8 inches, of a half round type instead of the old 
square type. 

“In growing girls’ lines, there is also a chance for 
much improvement in lasts and patterns. Heels should 
not be over 10-8 but they may well be of attractive 
design. The debutante wants shoes designed along the 
lines of those worn by her big sister. It is entirely pos- 
sible to make them for her so that they will be com- 
fortable, keep her feet growing straight and not throw 
the body out of poise.” 





923 June 2, 1923 BOOT AND SHOE RECORDER 





i- 
id 


in 


. Ae (Tacosson 


NEw CarLceaAns 





in i} 


~ rh er a 
S \h ) . = 
f gun Ms 
: 5 
l 

74 Pioneer 


eur Eevee 
younG 








m3 





a 
; | 2 st Lous 
(Merer [S\wore* | 





> 


as M. (J. B (| 
4 Howe 
PISQ | WDE | 





ws he wv ey, J it 


[p): F. (SJomwas 


N.$-2.4 
avG6ER 
comn™itTee 

















ST2iInGS OF THE NSRA 


Sketched by the Recorder Artist 


In sample rooms and along the_run-way where critical inspection prevailed 
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What Does the Illinois Legislature Hope 
to Do by Passing the ‘‘Daley Bill?” 
(Continued from page 56) 


conjunction with tried and proven materials other 
than leather in certain parts of the shoe. 

The Daley Bill deals with insoles, counters and heels. 
These are important parts of the shoe and should be 
made of materials that will give good service. 

An insole of the cheapest, flabbiest belly leather 
would pass as all leather and not come under restraint 
so far as the bill is concerned, but the shoe containing 
that insole would be absolutely worthless if worn 
in the rain and mud or subject to excessive damp- 
ness. 

History of Shoe on Sole 

The same leather, however, backed with a layer of 
good fibre would make a good serviceable waterproof 
insole that would hold the shoe in shape. A shoe thus 
constructed would have to bear its whole history upon 
its sole including where and by whom made and the 
particular kind of fibre that was used. 

A cheap, flabby piece of leather, shellacked and 
moulded into a counter, would pass as all leather, but 
would cause the whole shoe to be worthless as soon 
as it became wet from perspiration or water. A good 
quality of fibre counter put into that same shoe would 
give it long life and wear. 

The big meat packers of the country are responsible 
for about two-thirds of the hides and skins produced 
in this country. They also, through their subsidiary 
companies, tan a considerable quantity of both sole 
and upper leathers. 


Materials Add to Quality 


The use of materials other than leather sets up a 
competition of which the producers of leather, great 
and small, must take cognizance and leather prices 
are lower because of that competition. 

Except in rare instances, materials other than leather 
are not used in shoe construction for the purpose of 
deceiving the consumer, but in order to make a better 
and more serviceable shoe at a low price. 


An Unworkable Law Worse Than No Law 


lt would be absolutely impossible for any merchant 
to label the shoes not on his shelves in accordance with 
the provisions of the bill because if he bought them 
through a wholesaler, he does not know “where and 
by whom they were made.” There are very few shoes 
made by prison labor, but when they are so made, the 
merchant seldom knows it and therefore could not so 
label them. 

Even if he knows a shoe contains a fibre counter or 
has an insole backed with fibre, he seldom knows what 
particular manufacturers product has been used, hence 
he cannot specify leatheroid, corn fibre, etc, 

The Illinois law-makers are attempting to legislate 
for the whole country. They are depriving the mer- 
chants of that State from the privilege of going into 
wholesale houses of Chicago, New York, Boston and 
other shoe centers and buying merchandise as the mer- 
chants of other states buy it—as is without any sole 
stamps on the outsole. 


Impossible for Merchant 


By law, these,wise birds are compelling a merchant 
to do something that is physically impossible for him 
to do; and then assessing a penalty if he does not do it. 

If legislatures were made up of business men such 
things as this would never happen. They would know, 
whether they ever had a day’s experience in the shoe 
business or not, that such a law is absolutely unwork- 
able. 


Never Has Been Done 


There is one happy thought in this situation. Bills 
similar to this have been introduced into at least 20 
different State legislatures within the past dozen years 
and in only one State, Louisiana, has such a bill been 
enacted into law. In that State upon the first test, it 
was declared unconstitutional. The Daley Bill, if en- 
acted into law, must necessarily meet the same fate, 
but some merchant would have to be arrested, held 
up to the scorn of his neighbors, go through a trial in 
his local courts and then have the case rebuked by 
court after court until it finally reached the Supreme 
Court. 
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A Word on the Fitting Contest 


HE first problem was purposely made hard, 
je -* you only length and width at the ball, 
just to draw you out, to see how you would fit a 
mail-order customer’s foot, who sent in only these 
measures. We agree, absolutely, with the host 
who claim the only way to fit correctly is ball to 
heel. This week, on page 54 we give you a few 
more details, and give you ball-to-heel measures 
as well as the others. 

Many answers were nearly right and it was a 
truly hard task to select the winning one in such 
a large field. Interesting letters were received 
from large and small towns, covering a wide terri- 
tory. The small town replies were fully as keen as 
those from the cities, proving that fitting is care- 
fully studied in the smaller town stores, as it 
rightly should be. 

Nearly all agreed that a straight last type of 


shoe was correct, differing, however, in regard to 
size. 

The judges awarded the prize to Henry Brosell 
of Duluth, Minn., on account of the completeness 
of his story. Closely following him, and deserving 
honorable mention were Messrs. Dale McCreary, 
Springfield, Ohio; Albert M. Axelson, Crystal 
Falls, Mich.; Ray Stoddard, Sedalia, Mo.; C. J. 
Voglewede, Decatur, Ind.; Herbert B. Tayler, 
Auburn, N. Y.; I. Seltzer, Chicago, Ill.; H. M. 
Jeffries, Mount Airy, N. C.; H. A. Shelly, Thorn- 
ville, Ohio; Emil L. Kudma, Wahoo, Neb.; Amos 
Fulk, Kendallville, Ind.; L. A. Jernigan, Gaines- 
ville, Fla.; Charles V. Wilkie, Atlanta, Ga.; 
C. H. O’Brien, San Francisco, Cal.; C. E. Weed- 
ing, Saint Cloud, Minn.; Lawrence L. Kay, Gene- 
seo, Ill.; E. H. Johnson, Atlantic City, N. J. and 
W. Randolph, Lubbock, Texas. 


The Winning Answer to Problem No. 1 


The following is my solution to Problem No. 1 in your shoe fitting contest. This 
foot being 105% inches in length and 314 inches wide, should be fitted to a size 10144 


; nae eee 
or 11 shoe built ona Weve combination last. 


This type of foot requires a combination last, because it is long and narrow with a 
low instep and small thin heel with small ankle. As to the material and type of toe 
this foot requires, I would suggest a shoe of soft leather, preferably a kid shoe and 

. built on the straight last. I suggest the straight last because the foot is quite straight, 
so should be fitted to a last which corresponds to the contour of the foot. I mention 
the kid-skin leather because the foot is very thin and the cords are prominent. If a 
calf skin or some other heavy leather were worn, it would be-apt to blister the foot 
and chafe it while walking, as the cords being prominent are even more so while the 
foot is flexed as in taking a step. 

(Signed) Henry Brosell, 
With John J. Moe & Sons Co., Duluth, Minn. 
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flouse-t0-[louse Competition 





More Aqqgressive. 


ae 








Why do mail order houses 
send catalogs costing from $2.00 
to $5.00 each to your customers? 

Why do canvassers pay rail- 
road fares to cover in person 
one’s territory? 

It must be good territory, that’s 
the answer. 

If a merchant puts his town 
“down” fora “bargain” town and 
sticks to the idea for long 
()\ imagination ceases to function 


and the Si of aggressiveness 
STABILITY . 




















grows d 

Patronage begins to take 
everything in the way of con- 
venience, service and values as a 
matter of course and the will-o’-wisp of public’s fancy turns to 
those who will tickle its purchasing palate. 

The chain store with its crisp merchandising policy captures 
the trade that took years to coax into the fold. The mail-order 
house with its applied psychology in copy and cuts skims the 
business which represents the home merchants’ margin of profit. 

It is extremely doubtful whether the mail-order house or others 
can operate cheaper than the one-store merchant. It takes a 
multitude to prepare the sales message alone of the mail-order 
house. The management of the 
chain store is a costly one, and 
the cost must be borne by the 











with the best footwear values. Our 
rest room is a delightful meeting 
place for shoppers, in the centre 
of things. 





Store News 


Copy on the pleasure of 
dealing personally with those 
who know one’s needs is con- 
vincing. The service of personal 
contact is demanded. “‘We have 
first met some of our customers 
when they were little “shavers,” 
and some are now bringing their 
little ones to be fitted. Isn’t it 
likely that such a long record of 
pleasant business relations makes 
it possible to give you more for your money? We are anzious te 
show you, or ask anyone who dealt with us.” Incorporate his 
in advertising. 

Another bit of store news. “‘ ‘I saw those very same shoes in 
New York last week.’ This customer, although in the habit of 
making frequent trips to the City of Style, has her shoes fitted 
here. ‘Why not,’ as she said, ‘when t k and wear as well 
at a much lower price and the selection is so varied?’ It is true 
too, that we have a shoe on our shelves that will appeal to your 
pride and pocketbook whether you 
intend to golf, tidy up the house 
or go visiting.” 











CONTACT 








purchaser notwithstanding the 
claims of lower prices. The se- 





cret lies in a volume of business 
which swallows up many ele- 
ments of cost by its very size. 
There isn’t any merchant who 
feels the competition of direct- 
to-consumer business who can- | | 





not increase his sales on his 
same investment by taking a 
lesson from the successful meth- 
ods of those same competitors. 
Skilled artists, writers, en- 
gravers and printers are hired 


A | 
ofS 


Most 
PERSONNE, L 





Talk on the Service Given 


“Free Delivery to Your Door 
Anywhere’”’ could be the heading 
for an ad featuring store service. 
TTT RO Can the mail order house say 
tli hin i ii more? “Yes, we'll be glad to de- 
=I 





liver it, Madam, whether you 
order by mail or in person. And 
you won’t have to wait weeks for 
delivery, either. You will find up- 
to-date service here and up-to- 
date styles. It is so easy to shop 


| 
LOU 
timed 


SERVICE 





by the mail-order house to 

create for it the very confidence 

that the home merchant pos- 

sesses through propinquity. The home merchant can go whole- 
heartedly at the business of creating sales. All that is needed 
is pom method for picturing the service capable of being 
rendered. 


Home Merchants’ Position Best 


The woman, a born shopper, purchases 90 per cent of the 

family’s requirements. She bases 
=— : her knowledge of values on 
SS comparisons. It’s the only way 





she can. Is there any stronger 
reason for her purchasing at 
home? Every merchant’s copy 
should place proper importance 
on seeing shoes before buying. 
Copy like the following will make 
her think of the service that 
places actual goods before her. 
“Make it a habit of stopping here 
often to see the shoes you are in- 
terested in. We are constantly add- 
ing new styles, leathers and lasts; 
you can keep constantly in touch 


























here you'll like to.”” Such copy 
will steal some of the mail-order 
house thunder. 

“We Are No Farther Away Than Your Telephone.” Perhaps 
you are going away and haven’t time to come in for shoes. You 
must have them, so you just call Central 00 and explain to our 
Miss So-and-So, who shops for you, what you are in need of. 
The selection is made (she is an adept at picking) and Miss So- 
and-So. personally sees that the package is sent that very day. 
You may never need this service, but it is reassuring to know that 
you will be taken care of should 
the occasion arise.” 


Some Copy Hints on Making 
Your Location Popular 


The copy might read, ‘“‘Some- 
thing’s een Happeni to 
Main Street” for the head. Then, 
“An air of subdued excitement 
has been noted in windows and 
stores for the last week. 

New cases of goods have been 
unloaded (more than usual) at 
this store. 


CONVENIENCE 
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Advertising ‘‘Shoppers’ Street” 


Concerted effort is uctive of good re- 
sults. Every time it is done merchants express 
enthusiasm over the interest displayed by 
everyone and the attendance more often than 
not exceeds the most hopeful estimates. 
Within a stone’s throw of the shoe merchant 
there are clothiers, or other stores beset with 
exactly the same problem, that of getting 
more people to shop in the vicinity. When 
one or two leading New York stores moved 
uptown others followed by necessity and 
uptown became the shopping centre. With 
the proper feeling among merchants each 
window mes a cross index for a 
window. In the case of the shoe merchant a 
borrowed figure and gown gives a touch of 
interest to the window not usually seen, and 
obviously makes the connection between 
shoes and gown. Harmony is clearly shown in 
such a window and the clothier is given credit 
for the gown. 














Better Work than Wait 


Washing machines, oil burners, brushes and 
brooms, vacuum cleaners, even breakfast foods, have 
been sold or introduced through house-to-house work, 
80 that the price of an article has little to do with the 
profitability of selling by this method. Many manu- 
facturers of epecaitinn cooperate with their dealers in 
just this way in promoting a sale for the new article 
just being stocked by their dealers. 


he shoe salesman might take out some of the latest 
Styles to old customers on a quiet day, just toshow 
them. It’s another form of advertising. If your customer 
doesn’t come to you, go to him. This method would 
overcome one of the greatest drawbacks of retailing, 
that of eternally waiting for customers, and in this way 
is just like the advertising in print. There’s no question 
about the reception a man will get; the merchant's 
card is sufficient introduction and the contact in this 
woy brings everyone interviewed to a greater realiza- 
ticv of the value of one’s service. 


tter have a salesman working than waiting. 


Popularizing a Shopping Centre 


Just preceding the window 
dress shown at the left some 
joint advertising could be done, 
each merchant contributing his 
best Saturday’s values to make 
the day a success for all. Each 
merchant would be charged his 
proportionate amount according 
to the space used, which would 
sociale be the same to 
prevent what might become 
distasteful in the matter of 
domination. The cost of doing a 
thing like this would be small 
individually and the effect great 
because collective. 

Each merchant would con- 
fine his talk to a complete 
description of the “special” ad- 
vertising (no skimping here), 
and the joint message on the 
advantages of shopping in the 
district advertised ought to be 
written by a disinterested person 
with a “nose for news.” In this 
way an impersonal note will 
sound through the whole thing 
and it will not seem as pa 
any one merchant is getting the 
greatest ‘“‘puff” in the copy. 

—“A TownsMAN” 
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Your Name Here 





Strect « - Town, |] 











At Left a Mail Order Type of 
Newspaper Ad 


A whole lot of articles in small space. The 
crowning attribute of the mail order house 
opescuented by the individual merchant. 

olk will read because somehow they like to 
ferret out unusual values. That’s been proved. 
The minute description is appreciated by the 
reader and leads to greater ng That too has 
been proved. 


Use this originally as a newspaper ad, but, 
before running, proofs in quantity might be 
ordered and mailed to old customers. The 
cost for this is very reasonable. 


For the copy something like this, In the 
case of a women’s comfort oxford—‘Com- 
fortable support in this neat Oxford. Reminds 
you of the old days in price and fits because it 
is made on the latest comfort last, combining 
ease with style. Kid soft enough for a glove, 
‘gives’ gently and prevents burning sensations. 
Light, durable sole and well-balanced heel. 
You cannot duplicate it at the price. .$4.50.” 


A women’s stylish strap—‘‘Smartly tailor- 
ed. Made by a well-known manufacturer of 
super-stylish shoes. Warranted to hold their 
shape and glossy newness for a maximum 
length of time. Stylish the day you take them 
off for discard. All the fashionable shades at 
unusual prices because they can be had only 
in larger and smaller sizes. Your opportunity 
at. .$6.50.” 


Complete instructions for ordering by 
mail must not be forgotten, for the old ad- 
vertising rule for making it as easy to order 
as for a horse to drop his head in the trough 
still obtains. 
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*/ Captivating 


9 Creation 
That Will 
Sell— 


“DEAUVILLE™ 


Red Kid. Collar and 
heel can be made in 
any combination, 
either cutouts or 
underlay. Made in 
high or low heel, 
broad or narrow toe. 


DURING THEIR RECENT VISIT TO NEW YORK 
IT WAS THE UNANIMOUS OPINION OF ALL 
DISCRIMINATING BUYERS OF FEMININE 
FOOTWEAR, THAT IN THE DEVELOPMENT OF 
THE “DEAUVILLE,” BENJAMIN ROTHMAN 
HAS ACCOMPLISHED RESULTS WHICH ARE 
NOT ONLY EXQUISITE IN TREATMENT AND 
OUTLINE, BUT ENJOY A VALUE WHICH 
CANNOT BE QUESTIONED. 


DELIVERY OF THIS MODEL, IN ANY COMBI- 

NATION OF LEATHERS OR COLORS TO SUIT, 

coe BE MADE IN FROM THREE TO FOUR 
KS. 


SAMPLES AND PRICES GLADLY SUBMITTED 
ON REQUEST 


eff, 


peeeees BENJAMIN ROTHMAN Inc. 
Manufacturer of 
WOMENS HIGH GRADE FOOTWEAR 


jeseseseseseS 43 -TO™ 47 - WEST: IOT - STREET: NEW: YORK eSeSe5e5e5¢ 





525252525252" 
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“‘Bench-Made Footwear at a Popular Price” 


“UANIT VY 


Combination of white 
kid with patent colt 
trimming. French toe. 
17-8 Spanish heel. Also 
in 11-8 and 15-8. Can 
be had in any other suit- 
able combination. 


The Spirit of Style 
Dominates Our Models 


Bees are not only busy but they build with a 
miraculous skill and exactness. 


By industry and brains we have built up a 
national reputation for original and exclusive de- 
signs in woman’s footwear, moderately priced. 


The model shown there is one of our distinctly 
original creations. May we show you samples? 


Shoe Manufacturing Co. 
of Brooklyn NY 


NEW YORK OFFICE: ROOM 907 MARBRIDGE BLDG. 
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TWEAR FROM KIMBALL & SHERMAN HAS 
THAT UNIQUE BLENDING OF THE NOVEL 
WITH THE PRACTICAL. THERE IS THE DISTINCT 
TOUCH OF NEWNESS—OF ADVANCED STYLE; 
AND QUALITY CRAFTSMANSHIP INTERPRETS 
THE DESIGNS IN TERMS OF CORRECT FIT AND 
SERVICE. 


KIMBALL & SHERMAN CO. 
HAVERHILL, MASS. 


BOSTON OFFICE, RICE BUILDING, 10 HIGH STREET 


NOTE THE HUG 
AT THE HEEL— 
AND THE GRIP 
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The Measure of Your Message 


An advertisement written for the benefit 
of those who purchase white space for the 
purpose of advertising their wares or the 
wares of their clients. 


Antique “Standards” of Measure 
A GLANCE at a few old-fashioned stand- 


ards discloses such examples as a “stone” 

for the measure of weight, a “hand” as the 
measure of height, and a* “barley-corn” as a 
measure of length. 

That these are from a primitive makeshift 
method of establishing units is shown by their 
origin. The “stone” was based on a conveniently 
sized actual stone that was taken as a standard. 
The “hand” as measured by the palm of differ- 
ent men varied probably as much as three inches. 
The “barley-corn” was an approximation of the 
length of a grain and naturally inaccurate. 


Not Uniform 


HE “foot” was once the length of the foot 

of the ruling chief of a tribe and when a new 
chief arose the “foot” was altered to equal that 
of the new ruler. Centuries after the origin of 
these units it became necessary for purposes of 
uniformity to adopt a legal, standard foot and 
pound which were put in safekeeping. From 
these, many identically equal measuring units 
were made. 

Thus arose the accurately defined unit of 
measure, which enabled traders and merchants 
to buy and sell with exact knowledge of the 
quantity of goods involved in their business 
transactions. 


Accuracy Essential 


How many merchants today would buy 
lumber measured by a “foot” which might 
be ten inches or thirteen inches long? Or coal 
measured by a “stone” the exact size of which is 
not known? 

The first essential for successful buying and 
selling is a standard invariable unit of measure- 
ment. Not only in buying lumber and coal but in 
buying circulation for advertising purposes. 


. 4. B.C. Establishes Accuracy 


4 define this unit and measure the quantity 
of circulation in unit terms for the Advertiser 
and Advertising Agency, thus putting space buy- 
ing on a scientific basis, is the function of the 
Audit Bureau of Circulations. 


What Are A. B. C. Reports? 


HE Audit Bureau of Circulations is a co- 

operative association of the leading Pub- 
lishers, Advertisers and Advertising Agencies of 
the United States and Canada. It was organized 
in 1914 for the purpose of auditing and verifying 
circulation information submitted by the Pub- 
lishers, and disseminating the results of these in- 
vestigations in the form of A. B. C. reports. 

A staff of over forty auditors is working in the 
field daily auditing the statements of publisher 
members. Each man is an expert trained by the 
Bureau in the special methods necessary for 
publication auditing. 

The circulation reports issued by the Bureau 
give exhaustive information not only as to the 
exact Quantity of Circulation but also Where it is 
distributed, How it was secured and other Data 
upon which to base an estimate of Quality. 

A. B. C. service provides in easily accessible 
form complete Facts on almost all worth-while 
publications of the United States and Canada. 


The Value of Facts 
| yy weet such as that furnished by 
A. B.C. reports is essential. Not to take ad- 
vantage of this service is to lay out a Campaign 
with dull tools—to work in the dark. 


No Substitute for Facts 


HERE is no substitute for Facts. It is often 

asserted that the figures of the Postoffice 
statements submitted to the Government are 
sufficiently reliable, but this is not the case. The 
Total Net Paid figures of these statements may 
be true in the eyes of the publisher submitting 
them but they are not comparable to A. B. C. 
figures because “they are not in the same 
language.” 

Almost every name on the mailing list of the 
non-A. B. C. publisher is considered a “‘sub- 
scriber” for statement purposes, whereas only 
those persons who pay at least 50 per cent of the 
subscription price and are not in arrears over six 
months are counted as bona fide subscribers on an 
A. B. C. report. The Government rarely examines 
or verifies these postoffice statements. They do 
not have the “Government Approval” as is often 
implied by the publishers submitting them—they 
are merely kept on file in a Government office. 
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The Measure of Your Message 


Considering the small comparative cost of 
A. B. C. reports it surely would pay the buyer of 
space to ignore Postoffice figures or any other un- 
verified data and base his decision on verified 
A. B. C. information. 


Facts for the Advertiser 

T= information required by the A. B. C. 

forms covers data which the Advertiser and 
his Agency must have to place Campaigns in- 
telligently. By referring to these reports, the user 
has at his disposal verified data covering all the 
vital questions that arise when considering a 
publication as an advertising medium. A. B. C. 
reports give impartial facts which, when used 
properly, enable the Advertiser to buy 100 cents’ 
worth of advertising for every dollar spent. 

The wise business man knows that only by em- 
ploying the most up-to-date methods and equip- 
ment can effective results be assured. The care- 
ful Advertiser who uses A. B. C. reports is utiliz- 
ing the most important modern working tool 
available and is therefore laying a better founda- 
tion for success in his campaigns. 


The Agency and Modern Standards 
A Advertising Agency may pos- 

sibly carry on a successful campaign for its 
clients by using antiquated, haphazard methods 
of buying space without the full facts contained in 
A. B. C. reports. But an agency is honor bound to 
analyze the distribution of publications and 
scientifically choose those that will show the 
greatest returns. Developing a profitable business 
from a campaign is not enough—the agency 
should be assured by analysis of A. B. C. reports 
that all possible profit is being secured in the 
territory covered. '” 


Change Wrought by A. B. C. 


HE A. B. C. has introduced standardized 
methods and put Uniformity and Certainty 
into what was hitherto a chaos of guesswork. It 


is performing a service for Advertisers and Agents 
which is of real value in saving hundreds of thou- 
sands of dollars formerly wasted on unprofitable, 
fictitious circulation. The expense of digging out 
the same information would be prohibitive if at- 
tempted by these companies themselves. The 
most economical method is the A. B. C. co-opera- 
tive way by which the expense is spread over all 
parties interested. 

Nearly all the prominent Advertisers and 
Agencies recognize the importance of the Bureau. 
It is to the few that still do not realize the business 
value of A. B.C. Membership that this is 
addressed. 


Co-operation Desired 


6 Bene Bureau, in its constructive work de- 
signed to place all buying and selling of ad- 
vertising space on the businesslike basis of full 
measure for every dollar, can justly expect the 
support of those companies who benefit by this 
work. The co-operation of every reputable Pub- 
lisher, Advertiser, and Agency is desired. They 
should be represented in the conferences of their 
respective divisions of this association and help 
to determine the direction of development. 


Unanimous Support 


HE continued success and advancement of 

the A. B. C. idea means continued progress 
for the Agencies and Advertisers profiting by the 
Circulation Certainty brought about by the 
A. B. C. The full development of the Bureau de- 
pends upon their unanimous support. 

With such interdependence of interest it is 
reasonable to hope that those companies not now 
belonging to the A. B. C. will soon decide to add 
their names to the roll of this organization, 
which is successfully doing for them a service 
which cannot be measured by the small mem- 
bership fee. 


In the ten billion copies of A. B. C. Publications of the United States and 

Canada distributed annually, an advertiser can purchase space with the 

assurance that he will get full value for each dollar expended, if he or his 

responsible officers or agents will study the facts and figures given in Audit 
Bureau of Circulations Reports. 


The Boot and Shoe Recorder ¢s a Member of 
Audit Bureau of Circulations 


A Co-operative Association for the Verification of Circulation of 
Newspapers and Periodicals 


CENTURY BUILDING, STATE AND ADAMS STREETS 


CHICAGO 
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Anderson-Owens’ OVER-SIZE Specialties 








IN STOCK 
New Cross Strap 
Peay 14.8 Cuban Heel, 
git pect, By Ce Se 
631—Patent abe - supe » 
3% to JOE & EE Your fat ankle customer misses the 601—Black Kid, Com. 


pleasure of wearing fancy shoes. Her 336 to sere cise 
desire for style is all the keener, because 

she is barred by nature. Anderson- 

Owens’ “Style-Full Over-Sizes”’ will in- 

terest her. They provide the style and 

perfect fit appealing to the fat ankle 

woman. Stock our “‘Over-Size”’ shoes, 

and get more business and more profit 

from this source. 











Send For A Few Pairs On Approval 


NOTE—To sizes 8% and 9 add 25 cents, ‘ 
610—Black Kid Two Strap 9% and 10 add 50 cents. $0—-Fact "Kid Oxford 
615— Brown im eee 4.75 Brown Ki xfor 
Sizes 3% to 10 C-EE Sizes 3% to 10 C-EE 


ANDERSON: OWENS SHOE CO. sass’ 


BOSTON OFFICE: 186 LINCOLN STREET 


| 
| sell 
| 
| 
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Stock No. 102—Welt—Price $4.50 
Last No. 54 Widths AA to C 


Heel 8-8 Imitation Turn Edge ; ; m 
Stock No. 447—Turn—Price $5.60 


“Martha” Satin and Black Sued 
remy Ro Ferg rsa Last No. 91 Widths AA to C 


Calf with Cut Out Front Apron ‘ 
Light Welt. Terms 3% 10, Heel 14-8 Cuban Louis Full Breasted 


: Patent and Black Suede—De Lure 
Net 30 days 


jiinianng 


I 


he 


ea 
eS 
Winn! 


Stock No. 122 Price $4.85 

‘ Same as above except 

Sand Suede with Tan Russia Trim 

Light Stitched Sole Natural Leather 
Heel with Rubber Lift 


a 


MU 








Ree poe eS | Batavia, N. YRS eS < 
(Boa Batavia, N.Y Wp bes SS 

a: oe ’ 1 Me am, a a 

~s Passe ee AI Batavic — MF a ee 
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CThe Great Natt onal, Shoe Uke 


ESTABLISHED APRIL I, 1862 
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Have I Any Customers I Can Really 
Call Mine? 


who was prone to swell up with pride and say: 

“We have our regular customers who have 

traded with us for years and years. They know we 

always have good shoes and they come and get 
them.” 

Maybe that merchant has a son who has visualized 
the new conditions, and is buying, displaying, adver- 
tising and selling his merchandise in a more progressive 
way. If not, it is a safe bet that the business is 
slipping. 

The buyer of one of the largest ond most progressive 
concerns on the Pacific Coast spends five weeks in 
Eastern markets, six weeks in the store, and then back 
East again. He says: 


\ 7 HAT has become of the old-fashioned merchant 


“You know today most women are everybody’s cus- 
tomer. They are noticing advertising more than ever 
before; there never was a time when show windows 
played so important a part in store-keeping; nor a time 
when harmonious combining of colors and the execu- 
tion of patterns with beautiful lines had so great an 
influence on the mind of the woman shopper. 

“The store that gets the business must be always a 
jump or two ahead of the crowd. 

“Style picking is highly important, but it is only one 
of the factors in modern merchandising that needs 
careful watching. 

‘All the time I am in the markets buying shoes, I am 
also on the lookout for selling methods that get and 
hold customers. 

“Women are always shopping around, looking for 
something—they don’t know what. Time was when we 
felt we really ‘owned’ a lot of customers. There was not 
much question when they were going to buy their shoes. 
They bought what we had without seriously question- 
ing either style or price. Today we get literally hun- 
dreds of customers who buy regularly at our store. 
Probably as many as we ever had, but they, for the 
most part, do not come with the confidence they pri- 


marily possessed. We have got to have what they want; 
what pleases them. They don’t buy it simply because 
we want to sell it to them. They do not belong to us in 
the sense they formerly did. 


“Because we recognized this condition in time and 
have capitalized it, our business has grown and ex- 
panded beyond our fondest dreams. That’s why I 
spend so much time in the markets and why I am al- 
ways nosing around for new merchandising ideas. We 
want to hold all the old ones and constantly appeal to 
that big array of buyers whom we formerly termed as 
shoppers or lookers.” 


Undoubtedly, with the increase in the number of 
styles and the widening of the variety in patterns and 
materials, has come also an increase in the army of 
shoppers or people who buy any place when they can 
find what pleases them in the way of merchandise and 
service. They are anybody’s customers. 

Herein lies the necessity of better store appearance; 
more attractive windows, advertising that appeals, 
and, above all, store service that really serves. 

Shoes cannot be sold by machinery. A human phono- 
graph may entertain a customer for a limited time, but 
it takes intelligence, courtesy, a heart-to-heart touch, 
and close attention to the wants and needs of each 
individual customer to sell shoes as they should be 
sold; to sell them so they will stay sold. 

There never was a time when it was more important 
for a merchant to have the confidence, esteem and love 
of his sales people and the other employees of his staff. 
Nothing wins the confidence of a man so thoroughly as 
just treating him as a human being who is to be trusted 
and relied upon. — 

The merchants who fails to mingle with his sales 
people, to give them the fullest information about the 
merchandise they have to sell, and win a big place in 
their hearts, is missing the greatest possible means of 
building good will. Moreover, he is taking long chances 
on selling the woman who is nobody’s customer. 
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Where the Shoe Business Languishes 


(A Contrast) 
By GEORGE CECIL 


business in the important towns within reach of 

the French-Belgian frontier. In Antwerp, Brussels, 
Calais, Lille, Tourcoing and elsewhere, the shoemakers 
(both wholesale and retail) have no cause for complaint; 
nor have the hide merchants, saddlers and harness 
makers. But in parts of southern Belgium and northern 
France, things are a trifle different, for business is con- 
ducted under difficulties which show no sign of adjust- 
ing themselves. Consequently, in examining the still 
damaged villages, one admits the pluck of the local 
leather people in making light of post-war drawbacks. 


| late war has had little effect upon the leather 


Belgium’s Wounds Nearly Healed 


This applies to the French rather than to the Bel- 
gians, Belgium practically having recovered herself, 
filled in every trench, sown the land, and repaired 
partly demolished houses. The north of France, by way 
of contrast, shows acres of ruins, scarcely anything 
having been done since the Armistice beyond clearing 
the streets of the debris. 

In many a once prosperous townlet, nothing remains 
of the shoe store or of the cobbler’s little shop but the 
remains of the walls, while the thoroughfares are more 
or less impassable after several years of tank, artillery 
and heavy lorry traffic. Desolation is everywhere, and 
yet “business as usual” is the working motto of the 
survivors. 

Cheerful, too, are they. No matter how poor the 
return for the trifling capital invested, all go about 
their vocations with smiling faces. Decidedly, brave 
leather peuple. 

Filling the Shell Holes 


In Arras, this activity is particularly noticeable 
About two-thirds of the houses have been razed to the 
ground; yet every leather man has taken up the threads 
of his pre-war business. Patching the shell-holes, made 
by many a bombardment, with tarpaulins, sheets of 
corrugated iron and planks, thus reducing the establish- 
ment to a one-storied and strange looking shanty, the 
shoemaker “carries on.” 

When the proprietor of the shop can afford it, he does 
a little more repairing, and with bricks and mortar, 
provided they are not too expensive. As a rule these 
commodities are beyond his means. 


Using What Is Left 


Where rough repairs are undertaken, there is no lack 
of material, many of the military stores so obligingly 
left by the British Army still littering the country side. 
Though abandoned to the weather, they are put to 


excellent use by those who have need of them. Window 
glass, however, is a different matter; its scarcity makes 
the price more or less prohibitive. So the leather element 
uses sheets of oiled paper, which, if they admit insuffici- 
ent light, at least keep the overwhelming dust out. 
Indeed, the contents of the store scarely can be dis- 
tinguished by those who enter the magasin—a severe 
handicap, since a well dressed window in these devas- 
tated regions, as elsewhere, is the best advertisement. 
Meanwhile, no expense is spared in hand bills. The walls 
are so thickly plastered with them that nothing of the 
structure is to be seen. In his leisure moments, the 
proprietor gazes upon them in admiration. 


Reprehensible Competition 


Should there be only one leather goods shop in the 
townlet, such business as there is finds its way there. If 
a deadly rival, having secured a few panes of glass, 
makes some attempt at a frontage, the oil paper window 
of the less favored establishment may be neglected and 
Monsieur is left lamenting. Glass, in short, is worth its 
weight in franc notes, and the price shows no immediate 
sign of decreasing. Oiled papers, on the other hand, may 
be had almost for the asking or taking. All that is 
necessary is a walk to the nearest dump, followed by 
diligent search, and the explorer returns with a full load. 

Much as the British are disliked by the French and 
Belgians, the shoe men on the frontier unite in blessing 
the amiability of the War Office in having provided so 
useful a Tom Tiddler’s ground. The feeling might, with 
cultivation, develop into an entente. 

Very cold in winter are these patch-work houses. 
The wind of the bleak north quickly finds a way through 
the tarpaulins, as well as through the oiled paper 
windows. The shopmen are ever on the shiver, for the 
shop stove gives out but a modicum of heat. Besides, 
coal is a luxury. 


For the Common Good 


In the smaller towns the shoemakers and other 
leather people, recognizing that divided they must fall, 
abandon all hope of running their own business. There 
is, in fact, so little money available, such a scarcity of 
customers, Owing to war’s ravages and none too plenti- 
ful a supply of leather, that room seldom can be found 
for more than one shop. So the leather men, contribut- 
ing to the common cause the trifling sum which they 
have been able to scrape together, rent the largest 
intact or partially intact premises available and hope to 
amass a competency for their old age. Others, being 
stiffnecked, refuse to join the trade commonwealth; 
they have ever traded independently, and tribulation 
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has not overcome their scruples. Born independent, they 
intend dying in the same state. 

The result of this misguided policy is disastrous. The 
independents simply fail to earn a living income, much 
less to put by money. Being in a tiny way of business, 
they are forced to ticket the boots, shoes, gaiters, purses, 
pocketbooks, straps, harness, saddles and so on, at 
prices which no one can afford. Every now and then a 
struggler is sold up. His unhappy fate stirs no breast to 
pity; the callous neighbors simply attend the sale and, 
bidding as. little as possible, are transported to the 
seventh heaven should they secure a good bargain. 

As to the poor bankrupt, he is supported by relatives, 
who already have quite enough to do to support them- 
selves. In the pays devastes none can afford to be 
charitable. 

Two Typical Failures 


Recently, an old man of seventy-seven came to grief. 
For nearly sixty years he had made boots and shoes for 
the villagers, never gaining more than sufficient to keep 
the pot a-boiling. Refusing to throw in his lot with a 
rival who had undersold him, he lost customer after 
customer. Finally, the chief creditor, a leather merchant, 
sued him and obtained a judgment, seizing his tumble- 
down little house and stock-in-trade. Though aged, he 
is an excellent shoemaker; none better, by St. Crispin. 
But at seventy-seven, it is difficult to find employment 
—especially in a poverty-stricken district. Sad is his 
lot. 

Another elderly shoemaker lately found himself put 
out of business for much the same reason. He has 
fortunately been provided with a job, a young man, 
who not long ago was his apprentice, having employed 
him. Any port in a storm. 


Rebuked by Royalty 


Sometimes the French and Belgian shoemakers in a 
small way have a stroke of luck. An important estab- 
lishment accepts a contract, and, unable to carry it out, 
is forced to buy right and left from its competitors— 
even from the village shops. Those with boots and shoes 
to sell promptly put on the screw, demanding a price 
which leaves the contractor an uncommonly poor 
margin of profit. Such chances, however, seldom come 
the way of the little men. 

Until recently, the cobblers in Upper France and 
Lower Belgium often make a pretty penny out of the 
tourists, charging fifteen to twenty francs for half- 
soling and five francs to repair a down-trodden heel. 
But the King of the Belgians has had a word to say to 
his loyal people on the subject of profiteering, while 
M. Poincare also has shown himself to be a man of 
stern stuff. Making a tour of the invaded zones, King 
Albert found that he was expected to pay a shoemaker 
near Lille eight francs for a pair of quite ordinary shoe 
laces. Visiting Menin Halluin, on the border, His 
Majesty was afforded the unique opportunity of 
expending two hundred and fifty francs on an extreme- 
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ly ill-made pair of shoes. A well deserved rebuke was 
administered to the grasping proprietor of either con- 
cern. The patron did not know whom he had tried to 
down. 

High Prices for Necessaries 


In fairness to the leather men, it must be admitted 
that the prices of the barest necessities of life have 
risen alarmingly. As to minor luxuries, they are beyond 
the reach of any but the comparatively well off. Before 
the war, the village dealer in boots and shoes with an 
average yearly income of say three hundred pounds was 
passing rich. He could dress his wife and children to 
their liking, the family lived on the fat of the land; and 
something was put by every month for the proverbial 
rainy day. The daughter’s dowry had to be considered 
and provision was made for both. Three hundred pounds 
a year, in fact, made the country shoemaker a “warm 
man.” 

He might aspire to becoming maire of the commune; 
and his less fortunate neighbors envied him as well 
they might—an extremely desirable position. 


One Chicken 20 Francs 


At the time of writing, a fowl costs at least twenty 
francs; beef, mutton and veal have risen in proportion; 
eggs cannot be had under fifty centimes apiece and the 
breakfast roll has jumped from ten to twenty centimes. 
Fresh butter is unknown in the humble home, while 
cheese (which once was cheap and filling) is a rarity at 
many a table. As to the inexpensive wine of former days, 
it has vanished as also have the famous cigars a un 
sou. 

Before the Germans ravaged northern France, many 
a mile of orchards provided the inhabitants with fruit 
at a low figure. Every village cobbler had his kitchen 
garden, and thus could keep the table supplied with 
vegetables. Both orchards and gardens were destroyed 
during the war, thus cutting off a most useful source of 
supply. And when the final peace came, the shoe dealers 
were unable to find the money wherewith to recon- 
struct the gardens. Nor have they since been able to 
find it. Besides, the sufferers are averse to putting their 
hands in their pockets. Not until the indemnity is paid 
will they do so; that, at least, is the present determina- 
tion. 

There also is an additional reason: the fear of another 
war and at no distant date. ““Why”’ asks the cordonnier, 
“grow cabbages for our enemy?” Distinctly a pertinent 
question. 


What will the Future Bring? 


Not so very long ago the leather goods manufacturers 
sent their travellers everywhere between Amiens and ° 
Brussels. They booked many an order and, travelling 
being cheap, a margin of profit was shown. Now both 
French and Belgian railway fares have risen enormously 
and the former hotel rate of five francs a day, wine 
included, has been more than quadrupled. 
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Weather Influences Women in Buying 


Sandals, Buckle Pumps, Straps, Ties and Sport Oxfords 
Enjoying Generous Sales in Loop District 


CCORDING to reports from Chicago 
A retail shoe merchants business has 
been good for ‘the past week, although it 
will be better when warm weather comes. 
The continued cold, with now and then 
only one or two warm days, does much to 
retard business. 

While this weather condition has been a 
source of great disappointment especially 
to dealers in wearing apparel, it has a'so 
been felt very keenly by the retail shoe 
merchants. 

On a day when the weather is warm the 
loop shoe stores are crowded with cus- 
tomers, while on a cold day there are 
many vacant chairs. Customers just don’t 
seem able to decide on what they want 
when the weather fails to put them in the 
mood to feel the need of any certain style 
orkindof shoe. Buyingis put off for another 
day, very often with the result that the 
pair of shoes the customer believed she 
needed at that time, as the days slip by, 
finds she can do without. When she even- 
tually does buy, she selects something en- 
tirely different from what she originally 
intended to buy. As a consequence the re- 
tail merchant usually has that certain 
pair of shoes still on his shelf. 


Many Styles Being Sold 


On being asked what women were buy- 
ing, Mr. Fredman, Manager of the Alfred 
J. Ruby Chicago store, replied: “Just 
what we've got. The majority of women 
come in and don’t know definitely what 
they want. They have an idea of what they 
want to wear the shoes with, but there are 
so many different styles being shown that 
naturally they become confused, and must 
depend on the store salesmen to sell them 
what is good. 

“When a customer, who hassome special 
shoe in mind, comes in and asks for that 
shoe, and it happens we haven't it, or 
haven't it in her size, we show her what we 
have, and try them on her, which usually 
results in a sale; instead of, as some slaes- 
men in other stores do, allowing the cus- 
tomer to walk out without making any 
effort to please her with what they have 
on their shelves. This is a mistake, and the 
cause of many lost sales, and in many 
cases lost customers. Our policy is to sell 
what we've got.” 

On asking the same question in another 
of the prominent loop stores we were an- 
swered, “Everything, ties, buckle pumps, 
straps, sport‘oxfords and sandals. While 
sandals are really the newest thing we are 
showing, we are experiencing quite a de- 
mand for this type of footwear, which un- 


doubtedly will increase as the weather be- 
comes warmer.” 


Light Colored Sheer Hosiery 


In the higher grade styles, and those 
catering to the women who must have the 
very latest thing, light hose are outselling 
black. All shades from the very palest 
flesh color, almost a white, to dark reddish 
tans, are popular. The lighter shades are 
being worn mainly for evening, while the 
darker shades are seen on the streets. 

In weight, chiffon is the largest seller, 
and some of them come with dainty open 
work clocks up the sides, and these have 
found much favor with the well dressed 
woman. 

In many stores the colored shoes are 
matched with hose the same color as the 
shoe, but to really bring out the patterns, 
and to emphasize the cut-outs and straps, 
a much better effect is produced by wear- 
ing hose to match the gown with which 
the shoes are to be worn. 


Weather Too Cold for Sport Hose 


Up to the present time, due to the lack 
of warm weather, sport hose have been 
selling rather slow, but are gradually im- 
proving in sales. Many attractive patterns 
are being shown in English lisle, silk and 
lisle, and the heavy silk. 

Some of these lisle come in stripes, checks 
and various designs; the silk and lisle in 
two-tone effects, drop stitch and various 
fancy knit patterns, and the heavy silk in 
two-tone effects and ribs. 

“Our newest patterns in sports that are 
a little out of the ordinary have not sold so 
well with our city trade,” says Miss Miller, 
buyer for the O’Connor and Goldberg 
hosiery departments, “but have taken very 
well with our out-of-town trade. When 
people come to the city to shop, they do 
not come with the idea of buying merchan- 
dise cheaper, but to buy something differ- 
ent from what they can buy at home. They 
look upon the city store as a style criter- 
ion.” 


Antique Designs in Buckles Good 


Old King Tut certainly must be amused, 
and feel greatly flattered when he looks 
from out the “Hereafter” into the present 
day, and sees the reproduction of the pre- 
dominating styles in his day, and realizes 
how popular he has become at this late 
date. 

Just at the present time the shoe buckles 
that are most popular are those showing 
the Egyptian influence, and those stores 
having a supply of them in stock are re- 


porting good sales. 
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“We have noticed an added interest in 
buckles since we have added these new 
designs,”” says Clarence Stevens, manager 
of the C. H. Wolfelt Chicago store, which 
carries a good selection. “Our customers 
are not only buying the slides to be worn 
on straps, but large buckles as well. They 
can be any shape, size or kind, as long as 
they are new and of antique motif.” 


Boston Stores’ Fiftieth 
Anniversary 


The Boston Store is celebrating its 
50th anniversary. From a small beginning 
on an upstairs floor this institution has 
grown until it occupies a building 16 stories 
high, covering a half of a city block. 

It is one of the few institutions that has 
all through its years been conducted on a 
strictly cash basis. 

The celebration has continued through- 
out the month of May. The departments 
have been grouped and one particular 
group features special prices during a 
given week. Next week will be “Apparel 
Week” when all wearing apparel, includ- 
ing shoes, will be sold at special prices. 
Advertising will be concentrated on these 
departments. 

In the large window at the corner of 
State and Madison Streets, costumes that 
were in style 50 years ago are being shown, 
and needless to say that corner is thronged 
and crowded throughout the day. 


Foot Comfort Week, June 16 


Evidence of the growing conviction 
that the public is looking for a higher ser- 
vice from retail shoe stores is seen in the 
announcement that more shoe merchants 
than ever will participate in Dr. Scholl’s 
Foot Comfort Week, June 16 to June 23. 

According to executives of The Scholl 
Mfg. Co., this increase not only is recogni- 
tion of the fact that retail merchants have 
it in their power to relieve foot troubles, 
but through giving such a service they 
can greatly add to their store’s revenues. 

Foot Comfort Week this spring is the 
seventh in which Scholl dealers will partic- 
ipate. The company is giving retail mer- 
chants greater co-operation than ever for 
the event in the shape of window trims, 
package inserts, electros, booklets and in 
increased advertising in local newspapers 
and national publications. 


Novelty Buttons 


Buttons for novelty shoes are of three 


grades—pearl, celluloid covered, and 
paper mache. They are colored, to match 
leathers of shoes. Pearl buttons, which are 
the most expensive, are made of ocean or 
fresh water pearl, or imitation pearl. Cel- 
luloid covered buttons are next in grade, 
and the paper-mache buttons are used for 
the popular types of shoes. 
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ST. LOUIS 


White Footwear Selling 


Both All-Over White and White With Colored Trim Are Good; 
Hanan Announces Price Cut 


ITH rain the majority of the days of 

the week ended May 26 the retail 
shoe business slumped with the excep- 
tion of Friday and Saturday when old Sol 
got on the job. The last two days rallied 
the business and from reports the week will 
show little decrease after Saturday’s re- 
turns are known. 

The rain which continued for about three 
days was depressing to say the least. Busi- 
ness was at an absolute standstill.. The 
situation was far from healthy with the 
stocks pretty well replenished for a big 
summer business. Encouragement was 
found, however, in the sales of Friday and 
Saturday when the weather turned little 
short of being hot. Colors and whites leaped 
into favor and all stores reported good 
volume for the two days. Saturday in 
particular found a majority of stores doing 
capacity business. The help problem 
again created walk-outs. Most of the 
stores being under-manned. Customers 
were waiting to be fitted and all chairs 
were occupied. This has not been the 
case for some time. In fact Easter Satur- 
day was the last day that resembled any- 
thing like the business on Saturday. 


Whites in Demand 


The warm weather brought out a big 
demand for white shoes. This buying has 
been late and from how on it is expected 
that they will score heavily in the days 
sales. Many are playing trimmed whites 
rather big and there appear to be a lot of 
retail shoe merchants who have followed 
this style trend. However, the more con- 
servative buyers are still looking forward 
to a big plain white demand. Their judge- 
ment is based on the experience of the past 
two seasons when the footwear that went 
on the bargain counters were the colored 
trimmed shoes. 

The assistant shoe buyer in one of the 
large department stores had the following 
to say: 

All White Favored 


“No one can afford to guess on the style 
trend. This is the day of the merchandiser 
and more careful attention must be paid 
to this end of the-business than ever be- 
fore. The whites that were cleaned up last 
year were the trimmed shoes. Of course 
with thé present color trend this aspect 
may be changed. It looks however that 
plain white shoes again this year as in the 
past will have sufficient demand to create 
a shortage.” 

Other elements that are casing com- 
ment are. the colors especially the kids. 
What effect will this trend have on the 
whites. The style situation is far from de- 


finite and retail shoe merchants would like 
to see the vail lifted so that they may se- 
lect with more confidence. Just what the 
Brooklyn style show will do for this situa- 
tion remains to be seen. Many, in fact 
most of the large operators left Saturday 
for the show. Some have expressed them- 
selves as not going to buy but merely look 
over the style trend. With some definite 
information they expect to buy their fall 
shoes with more satisfaction than has been 
the case during the past three or four 
months. 


Sport Ozfords Picking Up 


One interesting note of the week has 
been the increased call for sport oxfords. 
This particular number has been lying 
dormant for the past month. Many pre- 
dicted that they would not sell well due 
to the sandal craze. This may be true to 
some extent, but sales during the past week 
seem to have dissipated this idea. Some 
beautiful numbers made of multi-colored 
leathers are being shown as the newest 
thing. 


Imperial Booteries Change 
Hands 


The Imperial Booteries 705 Locust 
Street has sold its lease and stock to Bell’s 
Booteries the home offices of which are in 
Nashville, Tenn. A lease expiring sale is 
being conducted by the new company. The 
lease has only sixty days more to run. W. 
J. Asher vice-president of the Bell Booterie 
is closing up the affairs of the store. 

L. H. Brown, formerly manager of the 
Imperial Booteries as well as the Peacock 
Shop will now devote bis entire time to 
the latter place. The Peacock Shop is one 
of the most elaborate stores in the city and 
novelty shoes of high character are carried. 
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Hanan Announces Price Cut 


An announcement mailed to a large list 
of business men was sent out by Hanan 
and Son this week, in which was contained 
the fact that a revision of prices in a down- 
ward direction was made on men’s shoes. 
The cut included all styles and colors and 
a wide variety of sizes. 


Swope to Have Repair De- 
partment 


In the last issue of the Shoe Horn, the 
inter-house publication of the Swope 
Shoe Company, much space is devoted to 
the plans developed for increasing the 
business in the repair department. A 
special appeal is. made in the paper by 
Horace Swope in which he urges all em- 
ployees to get back of the plan. A com- 
plete revision of prices has been made 
since this department has been taken over 
by the company. A regular percentage is 
paid all employees on repair work. In 
order to make the repair game more inter- 
esting a special contest has been arranged 
in which all salesmen will participate. 

For the repair contest the selling staff 
will be divided into three teams of eight 
men each. The contest will start Friday, 
May 25, and end Saturday evening, June 
30. The team making the most number of 
runs will be given tickets to the baseball 
game on Sunday, July 8. The rules of the 
contest are very simple. Every 50c sale 
of shoe repairing counts as one run for the 
team. The score and runs will be posted 
every Monday norning. 


City Advertising to Be Under 
John A. Bush 


John A. Bush president of the Brown 
Shoe Company, has been chosen as chair- 
man of the general committee in charge of 
the St. Louis Municipal Advertising Cam- 
paign for the coming year. The Board of 
Aldermen recently appropriated $25,000 
in the annual budget for the city’s share of 
the municipal fund and a like amount will 
be raised by the Chamber of Commerce to 
complete the fund of $50,000. 





CINCINNATI 


Bright Colors Selling Well 


Sandal Types and Strap Patterns Good; Warm Weather 
Makes Business Almost Boom 


HE retail shoe trade in Cincinnati 

was retarded during the early part of 
the week, ended May 26 by the cold 
weather which prevailed and which re- 
duced materially the volume of business 
being done in all retail lines. The latter 
part of the week, however, showed a 
change to warmer weather and Saturday, 
which was the warmest day of the year, 
the retail shoe merchants did a big busi- 


ness. One of the most popular types of 
footwear being sold is the sandalette for 
street or sport wear in fawn ooze, gray 
ooze or all Russia tan calf. Many two- 
straps in black satin, and also in all-white 
kidskin are being sold. The brilliant 
colored novelty footwear continues to 
attract the feminine eye and many pairs 
of footwear particularly in red and green 
are sold. The day of flashing colors in 
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both sport and dress costumes is here and 
women are purchasing shoes to match 
their costumes. The bright colored shoes 
are at the height of their popularity at 
present and local merchants are of the 
opinion that they will remain in vogue 
throughout the summer season. ‘ 

There is an active demand for high- 
grade footwear running up to $15 and $18. 
Shoes of such beautiful designs are being 
turned out by the factories today that 
the feminine buyer cannot but purchase 
them even though their quality and work- 
manship must of necessity put a high 
retail price on them. Those stores which 
cater to the quality trade report that 
their business is splendid and that women 
are willing to pay a high price for shoes 
providing, of course, that they have a 
smartness and distinction which make 
them noticeable. 


Wants More Shoe Publicity 


A plea for the proper publicity for 
American shoes is contained in the current 
issue of “Better Patterns,” the monthly 
house organ of the Wiechman Pattern 
Company. Every article of wearing ap- 
parel gets more publicity than shoes. As a 
result it is not surprising that American 
women turn to Paris and other foreign 
style centers, although in truth American 
shoes are the best made in the world. 
“Better Patterns” also sees suede as a big 
seller in the fall with brown likely to lead 
all other colors. 


More Fall Business Booked 


Cincinnati factories are encouraged at 
the improvement in conditions during the 
past two weeks. Salesmen have been send- 
ing in some nice fall orders and it seems as 
though the retail merchant is keeping in 
mind the fact that he must place his orders 
now or within a very short time if he 
expects to get prompt delivery on early 
fall footwear. Several large factories have 
had a large increase in the amount of fall 
business being placed with them in the last 
two weeks. Much of this is for staple foot- 
wear, although the orders which have been 
placed for immediate delivery are prin- 
cipally on fancy novelties and light airy 
straps. For a number of weeks the retailers 
held off on actually ordering for fall and 
the Cincinnati factories were quiet, but 
the volume of business which has come in 
since May 15 has been extremely 
gratifying. 

Reports from Portsmouth and the 
smaller shoe centers in southwestern Ohio 
state that the plants have had a good fall 
business and are well satisfied with the 
amount of orders that have been comingin. 


New Combination Doing 
Good Business 


Robert Wise, vice-president of The 
United States. Shoe Company, reports 
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that the business of all of the company’s 
units is good and that they are operating 
practically at capacity. 

John Holters, president of The United 
States Shoe Company, spent last week in 
New York attending the conference of the 
Boot and Shoe Manufacturers’ Associa- 
tion. 


Off on Good Will Trip 


Irwin M. Krohn, of The Krohn- 
Fechheimer Company; Sol Longini of 
The Mann and Longini Company; Joseph 
Ziegler, of The Charles Meis Shoe Com- 
pany; and John W. Irvine, of the Mer- 
chants and Manufacturers’ Association, 
were among the Cincinnatians who left 
last Sunday evening on the Good Will 
Trade Trip through West Virginia, Ten- 
nessee, and Kentucky. The object of the 
trip is to boost Cincinnati as the logical 
market for the Appalachian district. A 
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special train, consisting of five Pullman 
cars, conveyed the party of approximately 
100 boosters on their journey. Reports 
received in Cincinnati say that the party 
has been received royally in every town 
and city along the route and it is antici- 
pated that the trip will be a big stimulus 
to Cincinnati as a market for the Appa- 
lachian cities. 


Brief Notes 


J. M. Dodd, sales manager and vice- 
president of The Robert Wise Company, 
has just returned from the eastern shoe 
markets where he was engaged in study- 
ing the style situation. 

E. M. Daniels, sales manager of The 
Val Duttenhofer Sons Company, has re- 
turned from a trip through the West. 
Mr. Daniels, after looking over the sales 
territories, predicts that business will be 
good for Cincinnati factories. 





MILWAUKEE 


Sandal Effects in Great Demand 


Men’s Light Colored Shoes Expected to Boom with Advent of 
Warm Weather 


EPORTS from all sections of the city 

indicate that a good volume of busi- 
ness is being transacted by the shoe mer- 
chants. Warmer weather would un- 
doubtedly stimulate sales greatly, but 
even under present conditions, a satisfac- 
tory amount of business is being done. 
White footwear is being retarded slightly. 
Retail shoe merchantsassert that all sandal 
effects are in heavy demand, with patents 
and suede in sandals selling especially 
well. Low heels are called for in most cases, 
although Cuban heels are in fairly good 
demand in sandals. A tendency toward 
higher heels is noticed by local merchants. 
Collections in department stores are good 
—in shoe stores proper, only fair. 


Men’s Business Fair 


Stores selling men’s better grade shoes 
exclusively, report steadily increasing 
business with patronage divided about 
40-60 on black and browns. Warmer 
weather will bring a decided increase in 
the sale of light colored footwear for men. 
Sport shoes are beginning to be in demand 
as are the various types of novelty sport 
shoes. A good volume of summer business 
is anticipated by the average merchant. 
Department stores have been doing 
especially well with bargain lots, indicat- 
ing a cautious, conservative buying atti- 
tude on the part of the male shopper. 


Factory Production Steady 


As far as can be determined, Wisconsin 
shoe factories are operating on a produc- 
tion schedule calling for an output in 


excess of usual production at this time of 
year. Steady operation continues. 
Commence Increased Pro- 
duction 


The Harsh & Chapline Co., shoe manu- 
facturers of Milwaukee, announce com- 
pletion of its new building and the begin- 
ning of increased production. The plant 
at Maple and Hanover Streets is taking on 


‘employees in several departments prepara- 


tory to new production volume, and is 
advertising for girls for the fitting depart- 
ment; men and boys for the lasting, 
bottoming and finishing departments. 
Neptune Frolic to Cost 
$60,000 


More than 100,000 persons will witness 
the Neptune Frolic, being planned for 
three days and nights during the annual 
convention of the G. A. R. to be held in 
Milwaukee, during the week of Septem- 
ber 3. Last year’s frolic, put on for one 
night at a cost of $15,000 was witnessed 
by that many persons. The approaching 
event will cost about $60,000, and will 
serve to attract thousands of people to 
Milwaukee and to properly entertain the 
Civil War veterans. 


Green Bay Has Dollar Day 


Green Bay’s most successful’ dollar day 
held recently, attracted thousands of 
dollars and hundreds of visitors to the 
city and broke all mercantile sales records 
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in the city’s history. As an instance of the 
success of the sale, one clothing firm sold 
200 suits of clothes during the day. More 
than 100 merchants of Green Bay and of 
De Pere, Wis., acrossthe bay, participated. 


Making Ready for Show 


Style week in Milwaukee, September 7 
to 15, will find more than 100 local mer- 
chants displaying their wares at the Style 
Show to be held in the Auditorium. Most 
of the larger shoe stores are planning 
exhibits. 


Shoe Merchant Retires 


John Linnen, shoe merchant of Waupun, 
Wis., has sold out his shoe stock and 
vacated the store building which he had 
occupied in that city for many years. Mr. 
Linnen will retire from the shoe business, 
but will continue to reside in Waupun. 


Convention Opens June 19 


Gustave Miller, manager of the Gately 
Clothing Company, was elected president 
of the Associated Retail Credit Men of 


Milwaukee, at a meeting held in Gimbel’s ~ 


grill room. Plans for the convention of the 
Retail Credit Men’s National Association 
to be held in Milwaukee, June 19 to 22, 
were arranged at the meeting. About 1,200 
delegates are expected to attend. 


Gallun Estate About 
$2,000,000 


Figures showing how the estate of 
Arthur H. Gallun, former millionaire Mil- 
waukee tanner, earned more than $33,000 
in interest on bonds and stock dividends 
during the time the securities have been 
in the hands of administrators, were made 
public in a report filed at the county court 
house. The executors, Albert F. Gallun 
and William C. Quarles, petition to pro- 
ceed to final settlement of the estate which 
is valued at about $2,000,060. 


Hosiery Plant Addition 


Plans for a five-story manufacturing 
building to be erected at 1000 Prairie 
Avenue, Kenosha, Wis., by the Allen A 
Company of that city, are being drawn 
by Lockwood, Green & Co., Chicago. 
The Allen A Company is a large manu- 
facturer of hosiery and underwear. 


Shoe Company Electrifies 
lant 


Electrification of the shoe manufactur- 
ing plant of the Wolfram Shoe Company, 
of Watertown, Wis., at a cost of $35,000 
has been completed. Under the new sys- 
tem, the entire machinery is operated by 
electricity. Connections with, and provi- 
sions for utilization of either city power or 
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a plant unit power have been made. The 
work was done under direction of William 
A. Arndt, superintendent of motor power 
for the Wolfram Shoe Company. 


Shoe Merchant Killed 


Gaylord C. Macnish, shoe merchant of 
Stevens Point, Wis., was almost instantly 
killed and several friends slightly injured 
when a sedan driven by Mr. Macnish 
was struck by an automobile operated by 
Charles Werth. 


Credit Men Choose Head 


E. M. Kullman of the Wadhams Oil 
Company, was elected president of the 
Milwaukee Credit Men’s Association. 
A. J. Schoenecker, of the V. Schoenecker 
Boot & Shoe Co., was named a director, 
and with D. L. Sawyer, credit manager of 
the F. Mayer Boot & Shoe Co., a delegate 
to the national convention of credit men 
to be held in Atlanta, Georgia, June 10 
to 15. 


Window Trimming Contest 


Ben Stone’s Sons, shoe merchants of 
Beloit, Wis., won first prize in the nation- 
wide window trimming contest conducted 
by the Nunn, Bush & Weldon Shoe Co , 
of Milwaukee. The contest drew entrants 
from all parts of the United States. LeRoy 
Wallace, window trimmer for the shoe 
merchants, arranged the display. 


Attack City Peddlers 


Merchants of Waukesha, Wis., are up 
in arms against the pedlers who enter the 
city for a limited time, sell wares to resi- 
dents and then leave with all the proceeds. 
Practically every merchant in the city 
signed the petition which requests the 
council to re-draft an ordinance increasing 
the license fee of pedlers from $5 to $30, 
and compelling itinerants to have all 
weighing devices and measuring equip- 
ment inspected by the proper officials. 


Invents New X-Ray Device 


About 50 Milwaukee shoe merchants, 
jobbers and manufacturers witnessed a 
successful demonstration of a new device 
embodying the principle of the X-Ray 
intended for final inspection of shoes in 
manufacturing plants. The demonstration 
was conducted by William Guilliaume, 
secretary and manager of the General 
Industrial X-Ray Company, inventor of 
the device. 

The machine X-Rays shoes as they pass 
through it, allowing the observer to detect 
defects which otherwise would escape un- 
noticed and eliminating the necessity for 
inserting the hand in finished shoes to 
determine if nails are projecting. Use of 
the machine in several local factories and 
by army men buying large quantities of 


79 


shoes is reported under consideration, ac- 
cording to the inventor. The company 
already manufactures an X-Ray machine 
for retail shoe store use. 


May Remove Car Line 


Merchants of Milwaukee as individuals 
and through the retail division of the 
Association of Commerce have expressed 
themselves in favor of removing all street 
car lines from Grand Avenue, in order to 
facilitate shopping in the downtown dis- 
trict, and to relieve traffic congestion. It 
is proposed to move the car tracks and to 
either leave the center of the street for a 
through traffic route, or use it as parking 
space for shoppers. * 


New Racine Chain Store 


Henry Clay Shoe Stores Company has 
opened a branch in Racine, Wis., in the 
location formerly occupied by the Newark 
Shoe Store, 407 South Main Street. 
I. B. Rackley, Philadelphia, who super- 
vised the installation of the new store, will 
remain as manager. Only one line of men’s 
shoes is sold by the company. The price 
is $3.50. 


Manager Resigns 


H. F. Hinze, manager of the Economy 
Boot Shop in Sheboygan, Wis., has re- 
signed and is succeeded by R. H. Martens 
of Racine, Wis. Mr. Hinze had been mana- 
ger of the shop for two years. The new 
manager of the Sheboygan store has been 
formerly manager of the Economy Boot 
Shop of Racine for two years, leaving that 
position to accept the management of the 
Sheboygan store. 


Shoe Plant Resumes 
Operations 


The Tomahawk Shoe Company has 
resumed operations at its two plants in 
Tomahawk and Merrill, Wis., and has 
orders on hand sufficient to insure stead 
operation for eleven months. New welt 
machinery has been ordered and a larger 
crew at both plants is planned. 


Wisconsin Firms Land 
Contract 


Reports from Philadelphia, Pa., where 
the quartermaster’s office of the United 
States army opened bids on 350,000 pairs 
of shoes, indicate that two Wisconsin 
manufacturing firms, the Menzies Shoe 
Company of Fond du Lac, and the A. H. 


- Weinbrenner Company of Milwaukee, will 


receive the major part of the contract. 
Officials of the Menzies Shoe Company, 
expect to receive a contract calling for the 
manufacture of from 75,000 to 100,000 
pairs of shoes. Nine companies bid for the 
order. 





Favor Early Closing 


Sentiment among downtown business 
houses of Milwaukee with regard to es- 
tablishment of early closing hours during 
July and August is developing rapidly. A 
committee of 18 merchants representing 
shoe stores, department stores and other 
business houses is canvassing all stores to 
ascertain sentiment regarding the move. 
In all probability, if the movement comes 
to a head, the stores will close at 5 o'clock 
during the week, and | p.m. on Saturdays. 
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Stimulate Ad Interest 


Nunn-Bush & Weldon Shoe Company 
of Milwaukee recently conducted a con- 
test among pupils of North Side High 
School in Milwaukee, offering a pair of 
shoes to the student writing the best ad- 
vertisement for the ““Campus”’ style shoe 
of the company. Harry Verle’s ad, com- 
bining neatness, appearance and original- 
ity, won the pair of shoes. Dozens of com- 
peting ads were turned over to the shoe 
company by students. 





DETROIT 


Colors Enjoying Heavy Sales 


Favorable Weather for Whites Expected to Curb Demand for 
Vivid Shades 


EPORTS from all quarters indicate 

that business is becoming better in 
spite of the continued unseasonableness of 
the weather. April business was not only 
better than a year ago, but so much better 
than that of March that it made the shoe 
dealers feel that there was a prospect of 
good business after all. May has been 
satisfactory. 

May has always been a busy month for 
white footwear. In fact, the bulk of the 
business in white lines was usually forced 
during May. This year there has been just 
a little nibbling on white kids and no sales 
at all of linen lines. This would look like a 
loss of business, but is it? Some dealers at 
least are not so sure. 

“Just look out of the window,” said one 
shoe dealer. ““There’s a woman with a fur 
coat. There goes a man with a straw hat 
and an overcoat. That is certainly ridicu- 
lous. Is it any wonder that women are not 
buying white shoes? They can’t wear 
them.” 

Unfavorable Weather for Whites 


Another dealer pointed out the fact that 
the continued unfavorable weather for 
whites has developed, or helped to de- 
velop, the business in colored shoes. “I 
don’t think colors would have taken hold 
of the public so strongly if the weather had 
been favorable for wearing white shoes. 
Women are buying sport clothes and 
naturally are choosing colored shoes to 
match. Vivid greens, reds, blues and other 
colors are being worn to match the new 
sport gowns that are so popular.” 

There seems to be just a small question 
of doubt as to the position colors should 
occupy in shoe selling and wearing. At 
Carrington’s, Inc., it is reported that no 
bright colors had been purchased at all, nor 
would be. Frank J. Casey, manager, em- 
phatically stated that reds, greens, blues, 
etc., as Worn are not in good taste, and as 
the business done in this establishment is 
conservative he has no intention of enter- 
ing the bright-colored footwear game. 


White shoes trimmed with black or brown 
shades are extreme enough for most of the 
customers of this store in his opinion. 

At another Washington Boulevard 
shop, that of Alfred J. Ruby, Inc., it was 
found that practically a similar condition 
prevailed, except that here colors were 
offered in small quantities and ordered for 
customers to match gowns. 


Color Combinations Appeal 


“Colored shoes are distinctly a depart- 
ment store proposition,” stated another 
dealer. Perhaps he is right, but the store 
that does not follow the fads of the day in 
footwear is not “carrying on’ along the 
new lines accepted as good for the shoe 
business. At the Queen Quality Shoe Shop 
both windows are resplendent with colors. 
Never before except in a fabric display are 
so many colors found, nor so many pleas- 
ing color combinations shown. At this 
store the demand for colored shoes is very 
large and is extending to colors not featured 
in the pew lines. This brings us against 
another line of thought. Where will the de- 
mand for colors lead us? ; 

“I’m through with colors,” stated one of 
the department managers in one of the 
largest stores. What he meant is that he 
will not re-order on red, green and blue. 
When present stocks are sold he will quit, 
feeling that it is too risky to re-order. He 
will play safe. 


Whites May Affect Colors 


The belief prevails among a number of 
dealers that when the white season opens 
in earnest that colors will take a back seat. 
That whites will sell is not doubted, but as 
one expressed it: ““We’ll do all of our white 
shoe business this season in a couple of 
weeks. Then the season will be over.” 

The introduction of sport shoes in bright 
colors may prove a greater blessing to the 
shoe business than some dealers are will- 
ing to admit, because it is pushing the 
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white season back into the months where 
it belongs, June and July, leaving spring 
lines for April and May selling. 


Beige One of Leaders 


Beige and gray suedes are still leading 
the sales in the order named. “Beige seems 
to be the only word some customers can 
utter. Beige is going strong. When a cus- 
tomer comes in and asks for ‘Beige,’ draw- 
ing out the word to its full length, we 
know we have a ‘looker,’ but when they 
come in and ask for ‘sand’ color we know 
we are going to make a sale,”’ shoe retail 
merchants contend. 

Gray kids are also among the best 
sellers, and are predicted by some as going 
to be particularly good for fall. Ross R. 
Fillion, Manager of Fyfe’s high grade de- 
partment says: “Every woman should 
have a pair of gray shoes in her outfit.” 
This firm started its white footwear cam- 
paign on Sunday, May 20, with a large ad- 


-vertisement. 


R. H. Fyfe Adds New Line 


In line with their policy of fitting the 
customer properly, R. H. Fyfe & Co., has 
added the Anatomic line in both men’s 
and women’s lines. The company already 
does a large business in arch preservers. 
There is a tendency to make these correc- 
tive lines take the place of the staple lines 
formerly handled. It appears to be a good 
policy to build a staple business upon a 
foundation of proper fit and correction of 
foot evils. Fads and styles do not affect 
these sales, and the more conservative 
buyers, while sometimes rather fussy, ap- 
preciate the greater service of proper fit. 


Smith’s Boot Shop Opens 


‘ Smith’s Boot Shop has been opened at 
232 State Street, where J. W. Smith, re- 
tail merchant, will feature in both men’s 
and women’s lines, his own brand, which 
he has named the “Foot-Bridge” shoe. 
The fixtures of this store are in golden oak; 
stock boxes light green, and chairs up- 
holstered in brown leather. 


H. G. Burkhardt’s New Store 


H. G. Burkhardt, formerly with R. H. 
Fyfe & Co., has opened a store at 2210 
Woodward Avenue for the sale of men’s 
shoes ranging in price from $5 to $8. 


Shoe. Men Hear Foot Lectures 


According to figures given out here, 
nearly 500 Michigan shoe men attended 
the post graduate lectures given this 
spring by.the American School of Practi- 
pedics. The lectures which cover foot 
anatomy, foot correction and _ scientific 
shoe fitting were given at Detroit, Grand 
Rapids, Flint and Battle Creek. 
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PORTLAND, ORE. 


Business Brisk and Encouraging 


Two-Tone Effects Have Call Over Colored Lines—Whites 
with Bright Trimmings Selling Well 


LTHOUGH the season, as far as 
Aaa is concerned, has been rather 
late in commencing, shoe retail merchants 
have found business to be brisk and en- 
couraging. The sale of white shoes has not 
yet opened and while some are very opti- 
mistic in this direction, most of the dealers 
believe that the colored shoes will absorb 
some of the white business. Field mouse, 
beige, and shades of tan in two-toned 
effects lead in popularity with Portland 
women. Cut-outs, sandals, and straps are 
the desired patterns. Satin still enjoys 
good sale, particularly in black. 


Colors Popular in Trimmings 


Bright shoes of red, green, and blue are 
being shown more extensively, and the de- 
mand has increased somewhat, but retail 
merchants do not look for much volume in 
this direction. Women of this city are 
known to be very conservative in accept- 
ing styles in any direction. Very few shoes 
of these colors are seen on the street. White 
kid pumps, trimmed in these colors, have 
met a popular demand. 

Gray has enjoyed fewer sales than in 
former seasons, though combinations of 
gray are still wanted. 


New Hosiery Departments 


Hosiery departments in shoe stores are 
becoming increasingly popular with retail 
shoe merchants. The most recent one to 
appear is at Staiger’s Shoe Store, where a 
smart line of dress and sport hosiery has 
been added. Miss Marie Dickey is in 
charge of this department and it is planned 
to enlarge it soon. Matching hosiery and 
shoes is a feature of the service. 

The Goodyear Shoe Company reports 
very satisfactory business in its new’ ho- 
siery department which occupies a place 
at the right of the entrance. Beige is the 
most popular color, and bright sport hose 
is also in demand. 


Fire Results in Shoe Sale 


Shoe sales have been occupying the at- 
tention of many of the dealers. The larg- 
est. of these is the fire sale at the Wright 
Sample Shoe Store on Fourth Street. The 
building has not been completely repaired 
since the recent fire. Forty thousand pairs 
of salvaged shoes were placed on sale at 
prices from five cents to $3.98. 

More than 8,000 pairs were sold the 
opening day of the sale, according to 
G. B. Weygandt, manager of this store, 
and of Greenfield’s. No shoes damaged by 
fire were included, though some were 
damaged by smoke and water. It is planned 


to open a new store as soon as the building 
can be put in condition after the sale. 


Mcllhenney Shoe Co. Moves 


The Mcllhenney Shoe Company is con- 
ducting a sale in order to clear out stocks 
before moving. Excessive rent is reported 
as the cause of changing the location, 
which will be done about the first of June. 


Combinations Selling Well 


Combinations, straps, and cut-outs are 
leading in sale at Lipman Wolfe & Co., 
according to V. E. Moore, buyer in the 
shoe department. Beige is the leading 
color, and gray is good in combinations. 
An oxford has met a popular demand and 
is a combination with a contrasting saddle 
strap in cut-out effect in a low-heeled 
number. Mr. Moore is not anticipating 
much business in any of the extreme 
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novelty effects or colors, but finds that 
two-tone combinations novelties are very 
good. Satins have been very good at this 
store, and a good white season is expected 
with the sandal effects and low heels 
leading. 


Egyptian Colors Lead 


The Greenfield Shoe Company has en- 
joyed quite a call for the Egyptian sandals 
in red, green, and blue, particularly in the 
low-heeled numbers. Fawn is the leading 
color in volume of sales. Mr. G. B. Wey- 
gandt, manager of this store, is anticipat- 
ing the darker shades of suedes to be 
popular for fall and expects buckskins will 
be much in demand. Ooze is selling freely 
now, he states. Straps and oxfords will be 
the styles wanted for fall, he believes. 


Novelties Are Popular 


Business is very good at present, is the 
report of R. G. Fithian of the Fithian- 
Barker wholesale shoe company. Beige 
and shades of autumn browns are the 
desired colors, with novelties much in de- 
mand and cut-outs and straps leading in 
sales. 





DENVER 


Good Crops Mean Better Business 


White Footwear Featured by Retail Merchants Resulting in 
Good Sales—Grays and Browns Popular 


URING the past two weeks a good 

deal of rain fell in Colorado, bringing 
much-needed moisture to Colorado farm- 
lands, and as a result the outlook for good 
crops in the state this year is bright. The 
improvement in the crop situation has 
caused all lines of business to show im- 
provement. Local retail shoe merchants re- 
port that business so far this spring has 
been ahead of what it was for the same 
period last year. They are making ready 
to entertain a very good summer trade in 
both men’s and women’s footwear. A 
record tourist season is expected in Colo- 
rado this summer, which will bring thou- 
sands of dollars to the state and all lines of 
business will benefit. 


Denver Shoe Man Dies 


Fred John Fontius, a resident of Denver 
for thirty years, and widely known, died 
at the home of his father, John J. Fontius, 
in this city during the past week, after a 
long illness. He was thirty-nine years old. 
Mr. Fontius was born in Cleveland, Ohio, 
but came to Denver with his parents when 
a child. He was educated here, and in 
later years became identified with his 
father in the Fontius Shoe Company. 

Mr. Fontius was cashier of the store for 
twelve years, but a few years ago was 


forced to give up the position on account 
of ill health. He is survived by his widow 
and one son, seven years old; his parents 
and two younger brothers, Harry E. 
Fontius of Denver, and Clarence H. 
Fontius of Los Angeles, Calif. 


White Footwear Popular 


White footwear is popular here at the 
present time, especially as far as women 
are concerned. Many Denver retail shoe 
merchants are featuring white footwear 
in their window displays and advertising 
space in the newspapers and are aiding in 
increasing the popularity of white shoes 
as a result. Denver retail shoe merchants 
say that they expect white to be among 
their best sellers during the coming sum- 
mer months with gray and brown also in 
good demand. It is also expected that 
men’s white shoes will also command a 
good sale this summer. 


Wise Gets Publicity 


M. B. Wise, head of the M. B. Wise 
Shoe Company, reports that business is 
good and that he is getting some good 
publicity these days by being connected 
with the Denver team in the Western 
Baseball League. Mr. Wise allowed the 
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management to make his store downtown 
ticket office for the Denver team. On the 
back of the “rain checks” given out with 
each ticket at the Denver baseball park, 
the following is printed: 

“Wise men of the West wear Stetson 
Shoes sold only by the Wise Shoe Com- 
pany.” . 


Antique Footwear Display 


Antique shoes on exhibit in the display 
windows of the Denver Dry Goods Com- 
pany recently attracted considerable notice 
and served to stimulate business in the re- 
tail shoe department of the firm. The 
exhibit consisted of styles of shoes, sandals, 
slippers, and boots worn by men and wo- 
men, some dating back to the fifth century, 
and one pair of Egyptian sandals of the 
time of King Tut-Ankh-Amen. 

These are made of wood, metal, and 
leather. The soles resemble bark, covered 
with thin strips of copper, while the thongs 
are decorated leather. The exhibit is the 
private collection of the K. M. Stone Com- 
pany of New York City and is being shown 
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in many of the large cities. The exhibit 
went from here to Spokane, Wash. 


Richard Purcell Dies 


During the past week funeral services 
for Richard Purcell, well known to the 
shoe industry in this section, were held. 
Mr. Purcell was born in Ireland and had 
lived in Denver three years. Until his re- 
cent illness he had been associated with 
his brother, L. M. Purcell, head of the 
wholesale shoe firm, L. M. Purcell Shoe 
Company. He is survived by a widow and 
four children; his brother in Denver, and 
a brother and sister in Seattle, Wash. 


Broadhurst Reports Good 
Business 


Ralph Broadhurst, of the Broadhurst- 
Young Shoe Company, reports business 
good with the outlook bright. The firm has 
been featuring white footwear with good 
success. One window had nothing but this 
color in footwear in it. There were ten 
styles of women’s white pumps and oxfords 
which retail at from $8 to $10 a pair. 





CLEVELAND 


Warmer Weather Inspires Buying 
Gray Straps Big Leader While Demand for Sandals Is Heavy 


—White Season Retarded 


USINESS in the retail shoe stores 

picked up considerably during the 
last two weeks of May. More favorable 
weather conditions are believed to be 
responsible largely. 

The first half of the month was not up 
to the expectations of the merchants and 
just when it began to appear as though 
the sales record for 30 days would suffer 
in comparison with the volume done in 
May of last year, the warm rays of the 
sun sent the consumers down to the stores 
in great numbers. Several retail shoe mer- 
chants interviewed stated their volume 
for May this year would be greater than 
it was in the corresponding period in 1922. 

Simultaneously with this development 
in the retail shoe stores there was a similar 
situation in the other retail establishments. 
Managers of several large department 
stores, who had been complaining about 
sales during the first half of the month, 
said business was very good in the last 
half of the month. 

The number of employees at work is 
now at the peak in several of the more 
important factories in the city, and there 
has not been any intimation that produc- 
tion will slacken. 


Plain Gray Good Seller 


It has developed that plain gray shoes 
are still very much desired. Some of the 
merchants say that they have been handi- 


capped by a scarcity of gray with straps. 
They have been able to get plenty of com- 
binations such as gray and white, gray 
and black and gray and red, but the plain 
gray has been preferred. 

The trouser crease oxford in tan and 
black, especially the latter, has been 
going well in men’s stores, while the 
“Tut” and Egyptian sandals have been 
selling freely. Any model that has a Tut 
effect sells well. 

C. C. Ferguson, who conducts a pros- 
perous store in The Arcade, first floor, is 
convinced that the way to move light 
cloth or light shoes made in other ma- 
terials, is to give them a touch of color. 


Colorful Trimmings for Whites 


Ferguson’s idea is to put red, black and 
green laces with fancy tassles into these 
white shoes, and if some one will come 
along with a novelty buckle or metal 
piece that can be attached also, he feels 
that he will be able to cut quite deeply 
into the demand for sports that swept 
Cleveland last year, and put whites into 
the background. 

“Decorating the white shoes as I have 
indicated would make them most attrac- 
tive to women,” said Ferguson. “The color 
schemes in the sports models have at- 
tracted both men and women, and if the 
same idea is carried out in white goods I 
feel that good business can be done.” 
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There is no use concealing the fact that 
a number of merchants, who bought 
heavily last year in anticipation of a big 
demand for white goods, carried over 
quite a stock. Big demands for sports was 
the cause. The scheme of decorating these 
stocks would seem to be a good one to 
assist in disposing of these goods. 


White Season Retarded 


The pre-Decoration Day trade was very 
good, but the demand for white shoes was 
not heavy. The weather has not been 
conducive to boosting trade in white 
shoes, and the merchants have not been 
pushing them. They have had this attrac- 
tive summer model on display for some 
time. 


Many Changes in Location 


There have been a large number of 
changes in location in this city during the 
spring, which has been the popular time 
for movings for years. 

S. Goldie has moved his store from 
16516 Euclid Avenue to Superior Avenue 
and E. 88th Street where a larger consumer 
field awaits Mr. Goldie. 

I. Kaplan who has been operating a suc- 
cessful store at 8814 Buckeye Road for 
some time was taken over what is known 
as the Superior Boot Shop at 7026 Super- 
ior Avenue, N. E. 

Jaffe Brothers, who are well known to 
the trade in this city, have moved from 
1434 Hayden Avenue to 1797 W. 25th 
Street. By this change the brothers go 
from an East side location, rather far 
removed from the downtown, to one of 
the busiest sections on the west side, and 
not so far from the downtown shopping 
district. 

Levin and Tobacman who have been 
conducting a dry goods and notion store 
at 3172 Fulton Road, recently decided to 
open a shoe department, which is now in 
operation and is enjoying an excellent 
trade. 

Joseph Shipan, opened a new store on 
Saturday, May 19 at 4080 E 71 Street in 
this city. Joseph has been with his brother 
James for some time at the latter’s store 
at 5828 Broadway. 





Wetherby-Kayser Business 
Setting New Records 


A new sports hose is being shown by 
Wetherby-Kayser’s. This is the De Vore 
line, of which they have the exclusive 
agency in Los Angeles. Among the popu- 
lar shades shown are French gray, gun- 
metal, black, caramel, biscuit, China, 
polo. Mr..Heidel states that their March 
sales totaled more than half again the 
same month last year. Figures for April 
are not yet available. The new Hollywood 
and Pasadena stores are producing their 
share of this business. 
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The beauty of leather as a window display medium is to be noted in this window trim. The F. E. Foster Company of Chicago 
has one of the most valuable window spaces on State Street. Note the new and effective way of featuring leather. The leathers are 


shown through co-operation of Pfister ¢ Vogel Company of 


ilwaukee 





SALT LAKE CITY 


Business Good Despite Storms 


Great Demand for Sandals—Big Season for White Shoes 
Anticipated 


HE weather continues very unset- 
tled. One day it is hot, with the sky 
as blue and reassuring as in a tropical 
clime, while the next is cold and stormy 
like a disagreeable day in February or 
March. All this has a tendency to hurt the 
shoe business. The purchasers of smart 
shoes do not like to have them mussed up 
on their initial appearance on the street, 
and so they decide to “wait a few days 
more and see what the weather is like.” 
In spite of all this, however, local shoe 
merchants are enjoying a nice business 
right now. Some of them are far ahead of 
a year ago. Had the weather been sensi- 
ble, May would doubtless have seen the 
biggest turnover in the history of the busi- 
ness in this city. It is so good that here 
and there a merchant will assure you that 
the weather “is making no difference.” 
Others, however, are equally certain that 
it is. 
Sandals are leading everything now. 
The white season is not expected to com- 


mence until after these lines appear in 
print. Of course, a nice white kid business 
has been done for some weeks now, but 
this is on account of graduation exercises, 
weddings and the like. The real business of 
selling white footwear will not start, in 
any event, until the weather is more set- 
tled. 


Although the rainbow-colored sandals 
are selling, they are not so popular as the 
more conservative styles and shades. Salt 
Lake City’s younger set, usually eager to 
grab the unique and startling in footwear, 
has not bought many of these shoes since 
the first few days of their appearance on 
the market. Many grays and beige are 
being sold just now, also black satins. 
Heels of all kinds are in demand. A. M. 
Wesson reports: ““The demand for satins 
has fallen off. Beige and beaver are in 
great demand in all heels. Gray is holding 
its own. Sandals in all leathers and colors 
are going strong. Expect a bigger season 
than usual in whites.” Mr. Wesson is a 


member of the Booterie Company, until 
recently known as the R. H. Solomon 
Shoe Company. 


With Walker Bros. Co. 


J. G. De Frieze, with the Walk-Over 
Company six years, where he won a repu- 
tation as a good window trimmer, has 
joined the staff of the shoe department of 
the Walker Brothers Company, which 
specializes in highest grade shoes for 
women. 


Repair Business Booming 


Albert’s, on West Broadway, is opening 
a repair shop at the back of its fine store. 
Two or three men will be employed. It 
appears that nearly every shoe merchant 
in the city is more than willing to handle 
repair business. Many of the best stores in 
town have conspicuous notices advising 
customers they do repairing. Few, how- 
ever, maintain their own shops. 


Booterie Adds Space 
The Booterie is opening a dressing room 
for hosiery purchasers, according to mem- 
bers of the firm. 
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Are You Acquainted with 
Am NUTMEG 


Only | No. 230 


3 BAMBOO 











NUBUCK is at once 


a leather of great 
beauty and utility. 


Its colors meet every 
new development of 
fashion. 


“Lawrence Leathers A. C ns L AW R E N C E 
, are Reliable Leathers” 210 South Street 


New York Chicago : St. Louis 
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th} Our Newest Colors for Fall ? 


Leap 








R [e)ien 
DARK BEAVER ( i 





And it is so reasonably 
priced that the merchant 
whospecifies NUBUCK 
can provide his custom- 
ers the latest style effects 
at very satisfactory price 
saving. 


L E A T H E R C O - “Lawrence Leathers 


Boston, Mass. are Reliable Leathers’’ 


Rochester Cincinnati Philadelphia 














NINE COLOR S 


Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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A Combination Last g- 
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RIMM MIMI 


If the Business Woman and her “sisters” —young and old—in your community, 
are not enjoying the rare joys of the B. W. shoe—there’s a profitable job ahead 
for you! . 


First, stock the B. W. Then slip a pair on your customer’s feet. The easy- 
fitting, heel-gripping, arch-supporting features will make your selling easy. 
And she will see for herself that it is a staid, sensible shoe wherein fit, style and 
comfort meet—a “combination last” in every sense of the word. 





In Stock and 
Ready to Ship 


S-403—B. W. Corrective, 
Black Kid. 


$4.50 - 
S-404—B. W. Corrective, 
Brown Kid. 


$5.00 





Reg. U. S. 


Patent Off. 
No, 400—B. W. Black Kid 
There are no shoes better than ” "$4 35 


Cincinnati-made shoes. There No. 401—B. W. Brown 
are none so good as ROTH’S. Kid Oxford. 


$4.85 
344-9, AAA-D 
All with 13-8 Wingfoot 
Rubber Heels. Net 30 
Days. 


HROTH SHOE”4@ 


- CINCIN 


Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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LYNN 


More Summer Styles in Evidence 


Gores Gain; Grays Re-Gain; So Do Browns; Extra Orders on 
Whites, Too; Oxfords Strong for Fall 


YNN keeps making summer novelties. 
New orders came the first of the week 
to be made up, as well as from stock. Mer- 
chants are following up sales of quick- 
turning novelties, and are filling up stocks. 
There’s a long summer season ahead. 


Gores appeared as a new favorite the 
past week. The new type shows gores in 
straps. Strap styles continue good. So do 
the many types of sandals. Oxfords have 
begun to sell for late summer and early 
fall. 

Hotter days are bringing more orders 
for white shoes and white shoes with color 
trimmings. Suedes are going to run in 
summer footwear, in the delicate shades 
between the browns and the grays. Patent 
leather seems staple. 

Summer days also strengthen the de- 
mand for light footwear, meaning shoes of 
but few ounces, and ventilated, too. 


Gores and Straps 


Harney, Tracey & Crehan have a new 
gore and strap pump, light welt sole, imi- 
tation turn finish, and wood heel. Uppers 
are of patent and colors. Two pieces of 
elastic webbing, each about an inch long 
and as wide as the strap, are set into the 
top strap of the series of instep straps, a 
piece of gore being on either side of the in- 
step. This shoe slips onto the foot of the 
shoe testing models with ideal ease, and it 
fits as smoothly as a silk stocking. 

Also, the firm is getting ready a line of 
strong oxfords for fall. 


To Make Mc Kays 


V. K. & A. H. Jones & Thomas are to 
make high grade McKays, in addition to 
welts. Samples will be ready in June. The 
factory is being fitted up to make 1000 
pairs daily. Smart styles will be the 
specialty. Soles will be super-flexible. Heels 
will be of wood. 


Welts from Stock 


The Smith Shoe Company are shipping 
Egyptian sandals, of white leather, and 
fabrics from their stock; also, similar shoes 
of patent leather. Also, the firm has brown 
and black oxfords in stock. For the fall, 
it will stock up on light brown and black 
oxfords, with heavy single and double 
soles. 

Colored Slippers for Men 


Blue slippers, and gray slippers, too, for 
men, are new in the sample line of James 
W. Hitchings Company. Red and green 
leather, a now famous stock for women’s 
novelty shoes, have been used for a num- 
ber of seasons in the men’s slipper line of 


the Hitchings factory. Patent slippers 
show up as favorites for the fall. Patent 
slippers are made with colored trimmings, 
and colored shoes, reds, greens, blues and 
grays, are made with patent trimmings; 
also with fancy stitchings. Cavaliers have 
elaborate collars, in contrast with the red, 
green or black of the vamps and quarters. 
Styles has certainly struck into the men’s 
slipper line. 


Riding Boots in Stock 


A. E. Little & Co. are carrying in stock 
a line of riding boots, of black and brown 
calf leather, made by experts, who had 
valuable experience in making riding boots 
for army officers during the war. These 
boots, by the way, are made in the branch 
factory at Brockton. 


Making White Shoes 


Donn D. Sargent Company are making 
white shoes, some all white and some 
white with color trimmings. Both sandal 
styles and oxfords are among them. Heels 
run from 9-8 to 15-8. 


Making Ballet Shoes 
The Connell Shoe Company will carry 
on the business of J. Connell & Co., makers 
of ballet and gymnasium shoes, of the hand 
sewed sort. The late John Connell, who 
started the business, once made a specialty 
of shoes for men and women of the stage. 
He had quite a collection of measurements 
of feet of actors and actresses. But these 

records were all thrown away. 


Union Labor on the Job 


“Prompt deliveries assured. New era of 
industrial peace established. No more 
strikes or lockouts for Lynn—Amalgama- 
tion of all labor units finally accomplished. 
Manufacturers and workers co-operating 
in a build-business campaign. Premier shoe 
city how entering period of its greatest 
prosperity.” 

That is the heading of a lengthy state- 
ment which the labor unions of Lynn have 
mailed to 10,000 shoe buyers of the coun- 
try. The statement assures buyers of 
peaceful productive conditions of Lynn 
shops, and of the intent of shoe workers to 
develop workmanship, and to make and 
deliver shoes when and as ordered. 

With the statement goes a long list of 
Lynn manufacturers, and the recommenda- 
tion, from the labor unions, that shoe 
buyers place their orders with these manu- 
facturers. 





PHILADELPHIA 


Business Prospects Are Good 


Labor Scarcity Continues with Price Strengthening in Some 
Retail Lines; Lull in Shoe Manufacturing 


ABOR in many lines continues to be 
scarce. The textile industry reports 
a continued scarcity of knitters, weavers, 
loom fixers, and men skilled in all the 
textile branches. The paper and printing 
trades are in need of men. Public utilities 
are seeking both skilled and unskilled men 
for highway repairs, track work, sewer and 
water works and for maintenance and 
repairs on power transmission, steam and 
electric equipment. 

Among women the shortage of ex- 
perienced stenographers and typists has 
become so pronounced that larger salaries 
are being offered new employees. The de- 
mand for unskilled workers in all lines of 
light factory work exceeds the supply. 
Girls are being asked for for work on paper 
boxes, candy packing, cake packing, cigar 
packing, light machine work, and as- 
sembling, inspecting, wrapping and pack- 
ing dresses, waists, and wearing apparel. 
Women are needed for work on awnings 
and for weaving and winding in the tex- 
tile mills. 

Retail lines during the past week have 
displayed more activity and the general 


outlook is considered very favorable. 
Dealers in hardware and plumbing sup- 
plies report increasing business. Prices are 
firm with a tendency to advance due to the 
scarcity of materials. Lumber continues 
active with prices firm and collections 
good. The car situation has improved con- 
siderably. In the electrical and gas fixture 
line activity continues and indications are 
that trade throughout the summer and fall 
will be very satisfactory. Dealers in paint 
and painters’ supplies report trade satis- 
factory. 


Factory Lull Continues 


The between-season lull in the factories 
continues. Some of them are busy, es- 
pecially those making the fancy colored 
shoes, but most of them are marking time. 
Some of the factories which got into the 


_fancy color game have dropped it as these 


shoes are getting into the cheaper grades. 
Others are uncertain as to what a fickle 
public will want in the fall and they are 
waiting. On the whites the factories are 
divided between those who have finished 











Where to Buy 


Women’s Shoes 




















Phillips Shoe Co. Inc. 
Makers of 
Women’s Turn 
Slippers 
276 RIVER STREET 
Haverhill, Mass. 


Boston Office 
207 Essex Street 





FASHION FOOTWEAR 


Women’s Fine Turns 
and Novelties 
Our new models for Spring are attracting most 
favorable attention. Hand turn slippers and 
pumps in the latest designs and finest leathers. 
TESSIER & BOWDOIN 
2 Washington St., Haverhill, Mass. 











E.A.& M. C. Witherell Ce. 
Manufacturers 
Women’s Turns, 
Bootsand Slippers 


F 
Haverhill, Mass. 


Boston Office 
Rice Bidg. Reem 406 








Black Satin One-Straps, one or 
buttons, made with 15-8 full Louis, 14-8 
Spanish full Louis or 9-8 Cuban heel. 
Samples charged st regular prices. Write 
for prices. 

ORIENTAL SLIPPER COMPANY, Inc. 
118 Phoenix Row HAVERHILL, MASS. 














J.W.BARNARD & SON 


Andover - - Mass. 
Makers of the 
CELEBRATED 
BARNARD 
COMFORT 
SHOE 

for Ladies 

IN STOCK 








FINE TURN NOVELTIES 


We are now pongenes, in our new 
factory, better footwear, quicker 
deliveries and increased service. 


Latest Models, All Leathers and Satins 


FELSTINER-O’CONNELL SHOE CO., INC. 
162 Winter St., Haverhill, Mass. 











STOCKBRIDGE SHOE COMPANY 
7 = 


HAVERHILL, MASS. 





4 








BLEECKER STYLES 


Are the last word in footwear 
for stylish women 


‘BLEFCKEE 
LIne LIVE. \ 
rytias. Py simadow’ 
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their work and either put their whites in 
stock or shipped them out, and those who 
are waiting for warm weather to bring out 
a demand for them. As a result of all of 
these conditions the factories are quiet. 
One factory here predicts a fair boot season 
next fall and is making boots in tan, ma- 
hogany, and tony red. 

One factory which has shipped out most 
of its whites reports they were mostly white 
kid in various strap patterns. Another 
factory has been stocking white kid and 
white reignskin with kid trimmings, both 
of these styles being in one-straps. Another 
factory reports considerable call for fancy 
straps in different shades of brown. Suede, 
also, is very good. 

One of the exceptions to the. general 
situation here is a factory which is booked 
up four months ahead. It is working on ox- 
fords and boots for fall. 


Orthopedic Shoes Featured 


Retail stores here continue to feature 
orthopedic shoes. Most of the larger stores 
are pushing these shoes for both men and 
women. They are being offered in an un- 
usual variety of styles. Another tendency 
noticed recently has been the offering of 
these shoes in cheaper grades. Some of the 
offerings of these shoes are quite modish 
and indicate that manufacturers have 
come to realize that orthopedic shoes may 
be made just as stylish as any other shoe 
without sacrificing any orthopedic 
virtues. Along with the increased atten- 
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tion being paid to orthopedic shoes is an 

increase in the number of comfortable 

walking shoes being offered for both men 

and women. 

Wholesalers Report Demand 
for Colors 


Wholesalers report strong demand com- 
ing from the smaller towns for the fancy 
colors. In addition to the reds, blues, and 
greens, there have been added to the list 
of best sellers, champagne and field mouse. 
Whites for the most part have been in- 
active due to the cold weather. Prepara- 
tions are being made, however, for a big 
white season on straps and cut-outs, plain 
and trimmed. Patent leather is selling 
well. Prices have not advanced, but ad- 
vances for fall are freely predicted. 


Boot and Shoe Firm More 
Than 100 Years Old 


The Philadelphia Chamber of Commerce 
recently gave a luncheon to the Philadel- 
phia business houses which have been in 
continuous existence for one hundred 
years or more. This was the second lunch- 
eon given since the custom was inaugurated 
a year ago. Seventy-eight firms were repre- 
sented, among them being Monroe Broth- 
ers and Company, boots and _ shoes. 
Charles P. Vaughan, president of the 
Chamber of Commerce, and president of 
Dungan Hood and Company, was the 
toastmaster. 





BOSTON 


Warm Weather Stimulates Whites 


Selling Better Than Usual for This Time of Year; Colored 
Sandals Also Taking 


WEEK of pleasant weather, with 

Friday and Saturday real summer 
days, gladdened the Boston retail shoe 
men. Saturday before Memorial Day is 
always a good shoe day. This year it 
proved to be an exceptionally fine one. 
The streets seemed more crowded and the 
stores busier, than for any week-end for a 
long time. 

Most of the shoe shops are showing and 
selling white shoes, more white shoes than 
usual for this time of year. Kid, calf and 
fabrics are all having a good sale. 


Whites on Display 


Manager John J. Buckley of the Regal 
stores has some very attractive center dis- 
plays of white shoes and stockings, that 
are characteristic of his good window 
trimming taste. 

Harry N. Classen,..who engineers the 
window displays for the Rice & Hutchin’s 
stores, outdid himself on several artistic 
white trims, both windows and cases. 

Straps are still having the call in Boston. 


In fact, Mr. Studley, the shoe merchandise 
man of the Rice & Hutchins’ retail outfit, 
says that 70 per cent of all women’s sales 
are straps, and that 70 per cent of this 
70 per cent are blacks, some satins, some 
suedes, but mostly black kid. The tan 
oxfords, usually a staple this time of year, 
are moving very slowly, comparatively. 
Women’s sport shoes seem to be selling 
only in the better grades. Evidently the 
five and six dollar customer, had enough 
of them last year. While this season this 
type of shoe is being bought for the pur- 
pose for which they were originally in- 
tended, that of genuine sports or gallery 
wear. 


Color Contrast With Whites 


Hanan’s windows, with all white and 
whites with a touch of blue or green are 
causing many favorable comments. 

The red, blue and green sandals are 
being shown in great profusion at, all 
classes of stores, retailing all the way 
from $5 to $12. A clocking of Tremont 
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Street on Saturday afternoon, May 26, 
proved that practically only one woman 
in a thousand wore them. Just an average 
of one in nine hundred and fifty-three to 
be exact. 


Blacks Stronger in Men’s Shoes 


In the men’s trade, the lighter shades 
of tans are coming stronger with blacks 
getting better day by day. 
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Arthur Wallace May Move 


It is reported that Arthur Wallace 
is to take possession in December of the 
building that T. E. Moseley & Co. now 
occupy on Tremont Street. The Moseley 
firm has leased the Dr. Reed store on West 
Street for a period of 14 years. The Dr. 
Reed store, it is understood, is consider- 
ing a location on Bromfield Street in the 
new Studio Building. 





HAVERHILL 
Quick Work on New Patterns 


New Developments in Straps and Cut-Outs Put Through in 
Fast Time 


N these days of novelty patterns in 

women’s footwear with the demand 
coming almost daily for more styles, Haver- 
hill manufacturers have to act quickly to 
get business. Illustrating this point is the 
fact that on Friday of last week three new 
patterns were brought into one of the turn 
factories. The shoes were cut and lasted 
that day(there is no Saturday work), and 
on Monday morning all three of these 
shoes (which were still on the lasts), were 
ready for a salesman to start taking orders. 
The patterns are new developments of the 
straps and cut-outs. The shoes were made 
up on the new French last, showing both 
the 14-8 and 16-8 heels. 


Woman Shoe Buyer from the 
West 


Miss Lillian Boley of Bell Sample Shoe 
Store, Salt Lake City, Utah, was in 
Haverhill last week on a brief business 
trip. Miss Boley represents one of the 
largest retail houses in the West mer- 
chandising women’s and children’s foot- 
wear. She is a frequent visitor to Eastern 
markets, making the trips about every 60 
days to buy women’s and children’s shoes. 
She purchases for quick turnovers, and 
through her frequent visits keeps in close 
touch with market conditions and novelty 
styles. Miss Boley says they had a good 
run on bright colors at the Bell store. She 
is now buying white goods, also sand color 
and brown combinations for early Fall. 
She plans to be in the Eastern markets 
again early in July for additional fall 
purchasing. Miss Boley is an extensive 
buyer of Haverhill-made footwear. Last 
year she placed orders with one local house 
to the amoung of more than $60,000. She 
pursues rapid fire tactics in her buying, for 
as she says, with 50 to 60 clerks on the 
floor there must be action all the time. 
Miss Boley left Haverhill for Salt Lake 
City with the intention of stopping off 
at Pennsylvania shoe centers to pick up 
children’s shoes for special sales. Bell 
Sample Shoe Store subscribes for the Boot 
and Shoe Recorder. Miss Boley says she 


finds much in its pages which she can use 
to advantage in her work. 

Hannahson Enlarging Or- 

ganization 

Hannahsons Shoe Company, manu- 
facturers of women’s fabric novelty foot- 
wear, is enlarging the operating forces of 
the in-stock and office departments. Pro- 
duction facilities of the Hannahsons four 
factories are already taxed to the utmost. 
Preparations are being made to take over 
additional manufacturing space. A new 
and novel selling plan has been adopted by 
Hannahsons Shoe Company. In connec- 
tion with the trade paper and direct pub- 
licity this concern is utilizing color pages 
in the American Weekly, with a circula- 
tion of 4,500,000 copies; it being a supple- 
ment to 14 newspapers in as many large 
cities throughout the United States. These 
advertisements feature the ‘Novelty 
Girl” trademark which is already familiar 
to thousands of shoe merchants. The en- 
tire end and aim of the new selling plan of 
the Hannahsons Shoe Company is to 
help merchants to sell more Hannahsons 
shoes by increasing the demand from con- 
sumers in all parts of the country. 


Busy Factory in Seabrook 


F. E. Adams Company, manufacturer 
of women’s high grade turns, is producing 
in its plant in the neighboring town of 
Seabrook, N. H., 800 pairs daily. Frank 
E. Adams of the concern returned last 
week from Brooklyn where he exhibited 
lines of new sampies. On Monday last a 
flag-raising took place at the factory. A 
75 foot pole, cut from the neighboring 
woods, was planted, and amid a gathering 
of factory executives and employees the 
flag was hoisted to the top of the pole with 
appropriate ceremonies. 


Firms Taking More Floor 
Space 

Several Haverhill shoe manufacturing 

concerns are expanding their manufac- 
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Commonweauta Suoe & Leatuer Co. 


WHITMAN, MASS. 








One Pair 
Sells 
Another 














FOR MEN 
().. A. PACKARD CO., Makers (P) 
BROCKTON 





NETTLETON 
Shoes of Worth 


A. E. NETTLETON CO. 
Syracuse, 


N. Y., U.S.A. 
MEN’S FINE SHOES EXCLUSIVELY 














Stacy Adams Co. 
Manufacturers of 
MEN’S FINE. 
SHOES 
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Men’s Shoes 

















Carried «Stock 
11 South Streei 
Besten 
BROCKTON 


“Che 
CoP Shoe Sa 


FOR MEN Side es. 











| Men's Suoes ~ HAND TAILORED 


WHEN East Visit Us 
Wien tn Your Town We Wit Visit You 
Stock Dept. 5 


Is at Your Service 


‘THE STETSON SHOE CO. (Inc.) 
South Weymouth, Mass. 














HENRY LILLY CoO. 
88-90 Reade St. New York 
AUCTION TRADE SALES 


of 
SHOES AND RUBBERS 
Every Wednesday and Friday 











FREDERICK S. PECK 
Worcester, Mass. 
Men's and Women’s 
Spert and College Shoe» 


Boston Salesroom 
207 Essex Street 


Am 


WORCESTER 
HOWARD & FOSTER CO. 
Men’s and Women’s Welts 


Address all Communications to the 
Factory at 
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on wzes 3 toll in Stock 
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turing facilities in response to an increased 
demand for goods. Tessier & Bowdoin Co. 
are taking another floor in the Witherell 
& Dobbins factory; the Triangle Shoe 
Company is increasing its space in the 
buildings on Phoenix row. The American 
Wood Heel Company and the O. A. Mar- 
tin Wood Heel Company are both en- 
larging their production facilities. 


Haverhill Manufacturers at 
Style Show 
Many members of the Haverhill shoe 


manufacturing trade recently attended 
the Brooklyn Style Show and meeting 
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buyers in that city. Several local concerns 
showed their lines of women’s footwear 
and brought out for the inspection of buy- 
ers some of the smartest and snappiest 
patterns which they have shown. This is 
preliminary to the New England Style 
Show to be held in Boston early in July 
for which Haverhill manufacturers are 
now actively preparing. The city will be 
heavily represented as Haverhill has a 
reputation as the center for the production 
of style novelties which will be maintained. 
The fancy leathers which are so much in 
demand now are following a substantial in- 
crease in prices which may later be re- 
flected in the finished goods. 





ROCHESTER 


Sandal Types Selling Well 


Display Devoted Exclusively to This One Style Featured by 
One Merchant; New Stores Numerous 


ON. J. Burke, proprietor of Burke’s 

Shoe Stores, arranged an Egyptian 
display in one of the windows of his Clin- 
ton Street store which attracted consider- 
able attention and was responsible for the 
sale of many sandals. 

Sandals of all colors, patterns and des- 
criptions were arranged in the window 
which was attractively decorated with a 
background of Egyptian figures, and the 
floor of the window was covered with 
white sand which gave it the appearance of 
“A Slice of the Sahara.” 

Hollywood sandals in patent sold for 
$6.00, in beige $7,00. Cleopatra sandals 
in patent $7.00, green kid and smoked elk 

7.95. Other patterns included the Tut 
and Rameses at $7.00. 

McCurdy’s are featuring Barrymore 
pumps in Terra Cotta, Golden, Pheasant, 
Lipstick Red, Belgian Blue and Jade 
Green. These shoes are strap patterns 
with cutout on strap and side and are 
built over stage lasts. 


Several New Stores Open 


New shoe stores are the rule in Roch- 
ester just now. The Walk-Over Shoe 
Store has completed alterations at 320 
East Main Street and opened for business 
at the new location on May 25. With the 
opening of the new store, the old Walk- 
Over stores at 74 East Main and 235 East 
Main Street, have been closed and the 
new shop will combine the business of the 
two former stores carrying both men’s 
and women’s footwear. 

Alterations at the corner of Main and 
North Water Streets are rapidly nearing 
completion and the Traveler Shoe Com- 
pany will open a shop in that location, 
featuring $4.00 and $5.00 footwear on or 
about June Ist. 

Rumors are also afloat that an exclusive 
New York retail shoe merchant is con- 


sidering a location on East Avenue and 
will oper a store in the Sagamore Hotel 
Building. 

Another rumor that has persisted for 
some time is that Forman’s, Rochester's 
leading women’s apparel shop, would open 
a women’s shoe department in the fall, 
but representatives of this store state that 
they are not now planning to open a shoe 
department and will not consider such a 
move until they enlarge their building. 

As their proposed expansion has been 
abandoned due to the high cost of build- 
ing, Mr. Flanigan, advertising manager, 
states that the addition of a shoe depart- 
ment is not being considered. 


New Duson Shop Attractive 


The Duson Boot Shop, formally opened 
for business on May 21, presents an 
attractive appearance and should enjoy a 
good business. The store which is an up- 
stairs shop in the Genesse Valley Building, 
corner East Avenue and Gibbs Street, is 
decorated in gray throughout, with gray 
wicker seats and gray wicker tables and 
gray wicker fitting stools of special design 
carry out the gray color scheme. 

H. P. Weller and W. P. Langenbacher 
are proprietors of the new shop, which will 
feature the Duson’ Adjustable Arch Shoe 
for women, made by the Dugan and 
Hudson Company of this city and Marion 
Shoes for men made by the Marion Shoe 
Company of Marion, Indiana. 


Shoes to Match the Gown 


Gould, Lee and Webster's windows 
present an attractive appearance with 
their display of many-colored footwear, 
backed up with colored paintings of 
attractive women wearing shoes of the 
same pattern as those displayed in the 
windows. 
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BUFFALO 


Getting Ready for White Season 


Retail Merchants Find Increased Demand for Higher Grades 
of Footwear 


ITH weather more nearly like 
Spring than any the city had en- 
joyed this year, the last two weeks of May 
proved decidedly welcome to the retail 
shoe merchant who had begun to worry 
when he was going to dispose of footwear 
he had purchased for the season which 
customarily divided Winter and Summer. 
Stores report a brisk demand for the 
seasonable novelties, particularly pump 
and sport oxfords. Satins and patents con- 
tinue to run neck and neck in popular 
favor, the unexpected call for the latter 
type of shoes furnishing the surprise of the 
season and knocking the prognostications 
of some of the merchants into the pro- 
verbial “cocked hat.” 

It seems to be a question now just how 
long the warm temperature holds off from 
the shoeman’s standpoint and if it re- 
mains bright and cool as has been the case 
during the final half of May, most dealers 
are confident that they will be in good 
shape to handle their white footwear. 


Higher Priced Shoes Selling 


Another unusual feature of the business 
these days, and this applies not only to the 
stores in the shopping districts, but in the 
outlying sections as well, is the ease with 
which high priced shoes can be sold. Deal- 
ers are finding price of slight consideration 
on the part of both the women and male 
customers. They are more interested in 


obtaining the best, both in quality and in 
fit. 

This can be undoubtedly accounted for 
through the general tranquility prevailing 
in all local industries. There’s not a single 
strike rumor in the air as May day ap- 
proaches and in many cases the larger 
plants have voluntarily boosted the wages 
of their employees. 


Baker Boot Shop Closed 


The Baker Boot Shop, which has been 
operated for years at 1374 Main Street, 
near Utica Street, has closed its doors. Mrs. 
M. Baker, the proprietor, who has also 
conducted a branch store at 1269 Jefferson 
Street, will concentrate ali her efforts on 
the latter establishment, which is situated 
in one of the best retail districts off the 
main thoroughfare. 


Egyptian Designs at $6.50 


At a recent sale, Adam, Meldrum & 
Anderson’s department offered to the 
public “Queen Quality” Egyptian pumps 
and sandals for $6.50, claimed to be $8 and 
$9 values. They included one and two 
strap pumps in black satin, black kid, 
brown and black suede and patent leather 
as well as white buckskin sport oxfords 
with. perforated seams, rubber soles and 
heels. 





BROCKTON 


Few Advance Orders Placed 


Most Merchants Buying on Extremely Conservative Basis; 
Autumn Volume Still to Come 


ROCKTON shoe manufacturing con- 

cerns are receiving orders through 
their salesmen or customers direct, most 
of which represent early deliveries. The 
merchants as a rule are buying according 
to their immediate requirements. Fall 
orders have thus far been fair in number, 
yet there is a good deal of buying yet to be 
done on fall and winter lines. Merchants 
will be in the market for goods as their 
stocks are depleted. With practically full 
employment throughout the country and a 
large amount of money in circulation there 
undoubtedly will be continued demand 
for good shoes such as are made in Brock- 
ton. This demand is expected to be heavy 
during the months of June and July. 
Stock-taking has been finished in most of 
the local factories and plants will soon be 


in operation on the fall orders now in 
hand. 


Manufacturer Represented 
National Association 


President Frank S. Farnum of Churchill 
& Alden Company, Brockton shoe manu- 
facturers, represented the National Boot 
and Shoe Manufacturers’ Association in 
New York City recently at a series of im- 
portant meetings. The conferences held in 
that city were in connection with what was 
known as “Arbitration Week.” Mr. 
Farnum, as chairman of the trade re- 
lations committee of the National Boot 
and Shoe Manufacturers’ Association, is 
in close touch with matters pertaining to 
relationsof capital andlabor. The National 
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Children’s Shoes 
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association of shoe manufacturers is de- 
sirous of promoting the idea of arbitration 
in commercial as well as industrial re- 
lations. It is fitting that Mr. Farnum 
should represent the National organization 
in this movement owing to the fact that 
Brockton shoe manufacturers for many 
years have been identified with the ar- 
bitration principle in relations between 
employer and employees. 


Old Colony Advertising Club 
Meets 


Officers for the ensuing year were 
elected by the Old Colony Advertising 
Club, Monday evening, May 28, at its 
meeting held at the Commercial Club, 
Brockton. The following officers were 
elected: president, Burton L. Wales, M. N. 
Arnold Shoe Company, North Abington; 
vice-president, George M. Rand, sales 


B. L. WALES 


Newly-elected president of the Old Colony Adver- 
tising Club 


manager, Tolman Print, Inc., Brockton; 
treasurer, Fred W. Spollett, Boot and Shoe 
Recorder; secretary, John J. Feeley, ad- 
vertising manager, M. A. Packard Com- 
pany, Brockton. 

There was a good attendance at the 
meeting and several guests were present, 
including: W. Percy Arnold, M. N. 
Arnold Shoe Company, North Abington; 
and Paul S. Jones, Commonwealth Shoe & 
Leather Co., Whitman. 

A very entertaining program was pre- 
sented following dinner. Franklin P. Col- 
lier, cartoonist for the Boston Herald, was 
the speaker for the occasion and his ad- 
dress was put across as cleverly as his 
familiar cartoons. In concluding his pro- 
gram Mr. Collier portrayed drawings of 
several of the members which added un- 
usual interest to the meeting. 

At the suggestion of President Wales, 
George W. R. Hill, Boot and Shoe Recorder, 
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served as auctioneer while members vied 
with each other in bidding for the car- 
toons. In most every case the member 
portrayed was inspired to make generous 
financial offers for his own portrait because 
his associates were eager to buy the 
drawing. 

The annual outing of the club will be 
held at Pemberton, Wednesday, June 20, 
and an entertaining program with many 
sporting events will be presented. 

A vote of thanks was extended to Harold 
M. Messenger, Churchill & Alden Co., 
Brockton, and Wilbur L. Longden, Tol- 
man Print Inc., Brockton, for their efforts 
in preparing a unique program for the 
meeting. A napkin, with the initials of 
individual members embroidered, was 
part of the program. 


Brockton as a Demonstration 
Center 


Roger W. Babson, a well known statis- 
tician, has selected Brockton as one of 
40 cities in the United States in which to 
demonstrate a principle which he has for 
many years been interested. He contends 
that the high cost of living is largely due 
to lack of co-operation between retail 
merchants and consumers, and that neither 
can do much to change conditions with- 
out the help of the other. A better service 
association is to be formed in each city 
consisting of 50 retail merchants one from 
each line. The Babson investigators are 
now preparing figures on retail trade fol- 
lowing which a visit to Brockton will be 
made by one of the investigators. 

Preparing for Fiftieth 
Anniversary 


George E. Keith Company is making 
early preparations to recognize in a proper 
manner the 50th anniversary of the 
foundation of that concern. Although this 
does not take place until July, 1924, the 
directors of the company at a recent meet- 
ing: voted to approve preliminary plans 
for this celebration. July 1, 1924, is the date 
of the 50th anniversary and the celebra- 
tion will be scheduled to take place as 
near that date as possible. 


Box Toe Makers Increase 
Output 


The Logan Company, manufacturers of 
box toes, with factory on East Railroad 
Avenue, Brockton, has recently purchased 
a new plant on North Montello Street. 
The present building on that location will 
be extended. When this extension is com- 
pleted the concern will have a factory 250 
feet long with a daily capacity of more 
than 200,000 pairs of box toes. The Logan 
Company was formed in 1921. It manu- 
factured in Brockton, for sale through- 
out the United States, the felt box toe 
originated and patented by Endicott, 
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Johnson Co. Inc., and used by that con- 
cern in its own factory previous to the 
formation of The Logan Company. This 
latter concern has outgrown its present 
quarters and is making the change for the 
purpose of suppling a steadily increasing 
demand for its production. Malcom J. 
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Logan is president of the Company; Maj- 
Gen. Edward L. Logan is vice-president 
and Eugene L. Gowdy is treasurer. Mr. 
Gowdy was for many years actively as- 
sociated in Brockton with the manufacture 
of box toes previous to his association with 
the Logan concern. 





PROVIDENCE 


Footwear Trade Improves Some 


Increase Noted but Merchants Say Business is Still 
Below Par 


ETAIL business is improving mea- 

surably in Rhode Island circles, but 
merchants have not yet attained the vol- 
ume in shoes that was anticipated. This is 
due almost entirely to the prolongation of 
winter temperatures far beyond the time 
it is customary to look for seasonable 
weather. Neigher men nor women, with 
few exceptions, have yet discarded their 
cold weather garments except for a day or 
two at a time and it is a matter or record 
that new shoes are not purchased until a 
new suit makes the old footwear appear 
shabby. 

“Fair” is the word that is’ most used to 
describe the current state of trade so far as 
conditions are concerned. Merchants in 
other apparel lines report similar condi- 
tions. 

Buying Colors Cautiously 


In the women’s shoe field, colored kids 
have appeared on the horizon here and 
there, but most of the retail merchants 
are merchandising the colored kids cau- 
tiously and prefer to lose sales rather than 
to stock them heavily and take a big loss 
in case the vogue suddenly drops out of 
sight. Sentiment is still sharply divided on 
how long the vogue will continue. Regard- 
ing white footwear, the public demand for 
same has not yet commenced, only an oc- 
casional pair being noted on the passerby, 
now and then. 

In the men’s department business has 
improved some with oxfords being favored. 


Meetings Discontinued 


The regular monthly meetings of the 
R.1.S. R. D. A. have been discontinued 
during the,months ofsJune, July and Au- 
gust, announces President Fred S. Fenner. 


New “Super-Six’’ Displayed 


In the large Main Street display win- 
dow of W. P. Butler a very attractive dis- 
play of men’s shoes and oxfords is ar- 
ranged and priced at $6.00 with sales of 
good results. A super quality and value re- 
sults. A super quality and value at $6, de- 
noting “‘Super-Six,” read the paper and 
window advertisements. 

“Eddie” Burns, for many years with W. 
P. Butler shoe store in Pawtucket, has 


recently branched out for himself, open- 
ing a store at 650 Dexter street, Central 
Falls. “Business since my opening a few 
weeks ago has been fine,”’ he said. 





Snugger Heels Seem Prevalent 


‘*Heels of A measurements and foreparts 
of B measurements seem to fit unusually 
well these days. I do not know anything 
about changes in the shapes of heels, 
because people are riding more and walk- 
ing less. But there may be something in it, 
for buyers are calling for shoes that fit 
snugly at the heel. I thought thisdemand for 
snug fitting heels was caused by the com- 
mon wearing of low shoes, especially pumps. 
It may be that heels of feet are thinner. 
But they used to tell us that ankles thick- 
ened, especially in the Achilles tendon, 
after low shoes had been worn for a while.” 

A maker of novelty style shoes for the 
New York trade expressed these opinions. 
Shoes with broad foreparts and snug fitting 
heels have, of course, been a feature of 
health shoe lines for some time. 





A Factory Library 


The A. C. Lawrence Leather Company 
has notified its employees that it is build- 
ing up a library of books, relating to 
leather manufacturing, which may be bor- 
rowed by any employee who wishes to 
learn more about the industry in which he 
is employed. Also, it announces that it 
will secure a copy of any book, for which 
employees may call, and place it in the 
factory library. 


Looking Ahead 


Some Lynn firms are taking stock and 
looking ahead to fall business. Stocks of 
shoes, particularly novelties, seem to have 
an open road through the retail stores, 
and manufacturers are looking for a good 
fall business, to start early. 








Stronger Soles 


“T guess makers of women’s shoes are 
going to make strong shoes for fall,”’ says 
a Lynn sole cutter, “because the demand 
on us for better grades of shoes is better 
than we have had for two years.” 
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LOUISVILLE 


Good Demand for White Shoes 


Sport Costumes with Colored Shoes Noticeable—Gray and 
Beige Preferred in Colors 


OOD weather the latter half of May 

has resulted in a very good demand 
for white shoes, and the retail shoe mer- 
chants and departments handling women’s 
shoes are now doing an excellent volume 
of business on white merchandise, in both 
kid and canvas. There is an excellent de- 
mand for white trimmed in colored leather. 
Gray and beige are also good, while de- 
mand for colored sandals and slippers has 
been excellent, especially just before the 
opening of the Kentucky Derby, which 
was on May 19. At the Derby a consider- 
able amount of colored shoes were reported 
worn with sport costumes, as well as with 
dressy costumes. 


Mahogany Shades for Men 


In men’s shoes demand continues prin- 
cipally for tan. Retail merchants are en- 
deavoring to move light tan stock, which 
is reported good in many sections of the 
country, but local demand is largely for 
the lighter mahogany shades. Sport shoes 
of black and tan, white buck and tan or 
black, and white buck trimmed in fancy 
colors, such as alligator and smoked elk 
are being shown by some of the leading 
houses. Saddles in contrast to the shoe 
leather are moving nicely for sport wear. 
It is claimed that not more than 20 to 25 
per cent of demand is in black, and not 
more than a fifth of this is for patent. 
Creased vamps are not as good as they 
have been. Indications are that the per 
cent of high shoes worn this summer will 
be quite small. 


Baseball for Boys 


A special offer for the young boys was 
made by the Boston Shoe Company, when 
a baseball and bat were offered with every 
pair of shoes at $4 or over. A ball was 
given with every pair below $4. Paper 
ball caps were given to all visitors to the 
boys’ department. The balls and bats were 
cheap grade stuff, but much desired by 
the youths. 


Reeser Shoe Mfg Co. Sells 


It recently became known in Louisville 
that the F. E. Reeser Shoe Mfg. Co., had 
sold out its business on women’s welt 
shoes, and plant and equipment, to the 
United States Shoe Company, Cincinnati, 
L. A. Holters has taken charge as manager. 
The buyers own plants in Cincinnati and 
Buffalo, having five in Cincinnati. It is 
reported that the new owners paid about 
$125,000 for the property. This plant was 
remodeled and re-equipped about two 


years ago following a fire, and at the time 
of the sale was claimed to be one of the 
best equipped small plants in the South. 
Individual motors were used on every 
machine. It is reported that the new own- 
ers are planning to enlarge. 


- Riehl Goes to St. Louis 


Harry W. Riehl, who has been manager 
of the Better Business Bureau of Louis- 
ville since its establishment some years 
ago, recently resigned to take charge of 
the St. Louis bureau. He will be succeeded 
by Ralph W. Bales, formerly connected 
with the Indianapolis Bureau. Riehl took 
charge of the local bureau when it was 
first opened through the efforts of L. S. 
Byck, of Byck Brothers, shoe mercharts, 
and some of the leading retail merchants. 
The bureau has done some excellent work 
in cleaning up advertising, and maintain- 
ing clean sales without misrepresentation. 





Endicott-Johnson Store to 
Close 


Louisville, Ky, May 29—Although it 
has been known in Louisville for some 
months that the Endicott-Johnson store 
was to be closed, announcement was made 
recently at the store, that the store will 
close on July 1. About the time the store 
was opened, some two and a half or three 
years ago, the retail shoe merchants be- 
came quite peeved with the interests for 
entering the retail field. However, the 
company a little later announced that it 
planned withdrawing from the retail shoe 
field as soon as it could get out conven- 
iently. 

The Feltman & Curme interests, have 
recently made an advantageous lease of 
the second floor of the building, which has 
not been used by the company. A cafeteria 
has been opened which should aid in 
bringing business to the corner. Some 
yearsago theSelz interests operated a retail 
shoe store in this building and shoes 
were carried on both floors, but it was no 
easy matter to get people to go up stairs, 
even with elevator service. Later it was 
found that a basement department worked 
better. 





Fedler on Duty Again 


Louisville, Ky., May 29—J. C. Fedler, 
Jr., manager of the Boston Shoe Company, 
has returned to the store after being con- 
fined to his home with illness for 10 days or 
more. 
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Shoes on One-Price Basis 


Louisville, Ky., May 29—The Boston 
Shoe Company, according to Fred Fedler, 
is arranging to put its basement depart- 
ment on a one-price basis. The company 
recently cleared out several hundred pairs 
of men’s shoes at $1.85 a pair, and has 
placed the basement men’s department on 
a $4.50 one-price basis. Several hundred 
pairs of women’s shoes have been sold at 
$1.85 a pair, and it is planned to get the 
women’s basement department also on a 
one-price basis, which will be $4 or $4.50 
a pair, and may be $5 a pair. These prices 
will be regular although some sales will be 
held. 





Agreement to Close Stores 


Louisville, Ky., May 29—Retail mer- 
chants have generally agreed to a plan for 
closing stores all day on May 30, this 
being the first time in the history of the 
city that the day has been generally ob- 
served as a holiday. It is doubtful whether 
a store of any importance in the down- 
town section will be open. Many of the 
merchants for years have favored such a 
plan, but there were always a few who re- 
fused to co-operate. 





Offers Many Assortments 


Louiaville, Ky., May 29—An _ interest- 
ing sale of white kid sandals has been 
offered the public by Husch Brothers. 
There are 648 pairs, trimmed in white and 
red, a part of the stock being of beige 
trimmed in tan, or smoke trimmed in tan. 
Heels are covered, either 11% inch Span- 
ish, or inch low heels. This company just 
recently offered a big sale of solid colors, 
such as blue, green, red, etc., at a similar 
price, around $6 a pair, and cleaned up. 





Wear Same Shoes 15,596 Miles 


Baltimore, May 29—The arrival in 
Baltimore of Mr. and Mrs. R. E. Baxter, 
on a hike of 50,000 miles, was used as a 
feature of an advertisement of the Hess 
Shoe Store, exclusive Baltimore agent for 
“Arch Preserver”’ shoes. At the top of the 
display a picture of Mr. and Mrs. Baxter 
in the hicking garb, was shown. 

“Mr. and Mrs. R. E. Baxter reached 
Baltimore yesterday after having covered 
15,596 miles of their 50,000-mile hike,” 
said the advertisement. ““Mrs. Baxter has 
traveled 14,310 miles in one pair of “‘Arch 
Preserver” shoes. Mrs. Baxter is now 
wearing her second pair of Arch-Preserver 
shoes, after hiking 14,310 miles in her first 
pair within a period of fourteen months. 
During that time she had them re-soled 
eight times and had new heels put on 10 
times. There’s real comfort in these shoes, 
for walking and general wear.” 
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Des Moines Notes 


Sub-Way Store Closes 


The Sub-Way Shoe Company at 5th 
and Locust closed their doors last week. 
The store was one of the oldest in the city. 


Feature Four Price Policy 


The Shoe Department of Frankel Cloth- 
ing Co., Des Moines, which handles men’s 
and boys’ shoes exclusively had a very suc- 
cessful opening last week. The shoes are 
divided along four price lines, one for 
boys, the Selz Six Dollar shoe for men, the 
Drake, which is a shoe made for young 
men to sell at $10, and the Nettleton line. 

Frank J. Crapo, who heads the new 
department, is a man of long experience 
in the shoe game. Local shoe men wish to 
congratulate him in his new position. 





Will Make New Products 


Boston, May 29—Schwarz Bros. Co., 
of Harrison, N. J., tanners of patent 
horse, cordovans, Norwegian calf, suede 
calf, and satin calf, and whose product is 
sold by the Moore Leather Company of 
Boston, is to enter the field with a com- 
plete line of India sheep and goat. 

The manufacturing will be done by the 
Peabody factory, and the product will be 
sold by the Moore Leather Co. 

The company will manufacture and sell 
all the old lines of shoe, book and fancy 
leather and it is expected that in a short 
time its big factory will be running to full 
capacity on red, blue, green, ivory, field 
mouse, etc., for which this concern is 
world known. 

The purchasing, manufacturing and the 
selling willbe under the charge of Fred N. 
Moore as in the past. 





Morse & Rogers Hold Dance 


New York, May 29—Three hundred 
employees of Morse & Rogers, New York, 
conducted a dance at the Winter Garden, 
Hotel McAlpin, Friday, May 18. An en- 
tertaining program was presented and em- 
ployees from the New York, Philadelphia 
and Boston offices were present. 

Guests were entertained by performers 
of New York, who are connected with big 
productions. Lester Hance, of the Phila- 
delphia office, provided one of the features 
of the evening with a black-face stunt. R. 
Gebhardt, New York, was chairman of 
the entertainment committee. 





Shoe Store Changes Hands 


P. J. Maxwell and W. J. Maxwell have 
purchased the interest of J. E. Harrison in 
the Harrison Shoe Store, located at East 
Evans Street, Florence, S. C. The name of 
the company has been changed to the 
Maxwell Shoe Store. 











Where to Buy 


Shoe Ornaments | 











ESSENSE 
FRESH FROM KING TUT’S TOMB 


In line with it style tend- 
ward designs 


BROOKLYN, A.Y. 
bA specialize in Artistic 


te 
Wo 
“y+ 's Shoes, Samples 








D. W. COULTAS CO. 


Manufacturers 


Rhinestone Buckles 
BIG DEMAND 
Write for Samples 
PROVIDENCE - - - RJ. 











For Good Silk or Cotton Tassels, 
— 


ee” or 


Th e "Vi ar nity 
Novelty Works 
1261 Atlantic ive 


Brooklyn, 











“Just Enough Better To Be Thoroughly Werth While” 


BONGIOVANNI BROS. 
Largest Rhinestone Buckle 


Manufacturers in America 
High Class Buckles at Popular Prices 
2927 3RD AVENUE NEW YORK CITY 
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Where to Buy 


Shoe Store Supplies 

















IN-STOCK 
Green, Red and Blue Kid Stitchdown 
Sandals 


Sizes 244-7. Per Pair, $2.75 


BLOG SHOE FINDING CO., UNC. 
147 Duane Street, New York. N. Y 
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“HIKERS” that are no“PIKERS” 
In Stock for Delivery Now 


THE ORIGINAL CHIPPEWA 
SHOES—quality line of the West— 
ready to build a real, honest-to- 
goodness business for you in double 
quick time. Such quality, value, 
comfort and wearing service in 
shoes for Loggers, Farmers and Sports- 
men cannot do otherwise. 


No. 534—Women’s 15-inch Chocolate 
Waterproof Chippewa Chrome, Hand 
sewed vamp, Goodyear welt unlined. 
Single sole. fa stock C and D only.$7.00 


No. 533—Same as above—12 inch. 
In stock C and D only $6.25 


No. 553—Same as above—1l2 inch. 
$6.25 


No. 574—Men’s 16-inch Choco- California Calf only 
late Waterproof Chippewa Chrome. No. 554—Same as above—15 i 
Goodyear Welt, Hand-sewed Vamp. California Calf only $ 
Single sole. Widths A to E. In No. 593—Same as above—12 i 
stock C. D and E only $9.25 Chocolate Elk 

No. 573—Same : No. 594—Same as above 5 
inch.... : $7.75 ‘t Chocolate Elk ids 


No. 571—Same as above—8 inch 
$6. 


No. 584—Men’s 16-inch B. D. Eisen- 

drath’s Waterproof Paris City Veal. 

Goodyear Welt, Hand-sewed Vamp 

and Quarter. Single Sole. Widths A to 
No. 200—Men’s 6-inch Chocolate Water- E. In stock C, D and E only $11.00 
proof Chippewa Chrome. Goodyear Welt 
unlined. Double -Sole Chromeliner, two- 
row stitching. In stock D only aw 


CHIPPEWA SHOE MFG. CO. 


CHIPPEWA FALLS WISCONSIN. 


No. 583—Same as above—12 inch $9.50 
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(This Department isjconducted by Helen M, Haney, Associate Editor) 


Traveling Men Think Better Business 


in the east recently, either on 

trips or returning from trips, seem 
confident that the present business lull 
is due to break soon and that orders will 
come in more plentifully in the not far 
distant future. At least, this is the good 
word passed along by T. A. Delany, sec- 
retary of the National Shoe Travelers’ 
Association, into whose office come most 
of the men when in Boston. 

“It seems to me,” said Mr. Delany, 
“judging from what our members tell me, 
that the merchants have been withholding 
orders for two reasons. The first has been 
the cold spring which has been pretty 
general all over the country and the 
second has been the merchant’s desire to 
go slowly in view of the unsettled style 
situation.” 


“T & aoe men who have been 


Style Show a Stabilizer 


Mr. Delany infers, however, that the 
first reason has about spent its force with 
the advent of seasonable weather and that 
the Brooklyn style show, with its showing 
of footwear, has sufficiently stabilized the 
style program to justify better buying 
and for longer periods in advance than 
has been the case in the past. 

Traveling salesmen, according to Mr. 
Delany, are pointing hopefully to the 
prosperity existing in most all of the 
country’s basic industries. Men report- 
ing from Pennsylvania and Illinois speak 
of the activity in the steel plants and the 
other related industries. Salesmen cover- 
ing the farming and grain-growing dis- 
tricts report the farmers staging a rapid 
come-back. The automobile industry is 
flourishing. So is the building industry, 
even though materials and labor are not 
only high but:scarce. And 80 it goes. 


Better Trip Next Time 


Most of the men seem agreed that they 
will do a far better business on their next 
trip than they did on their last. 


Is About Due 


New Hannahsons Enthusiast 


D. W. Shanahan, until recently super- 
intendent of the Lowell, Mass., plant of 
the H. H. Mawhinney Shoe Company, 
has taken on the Hannahsons line and will 
cover Boston and vicinity, in addition to 
managing his own retail store, devoted to 





GEORGE E. HARRISON 
Well known traveler who has taken the 
Latte: i 


mann line 





men’s and boys’ footwear, in his home 
city. Mr. Shanahan has had invaluable 
experience in the retailing of footwear, is 
a hard worker and should be in a position 
to sell intelligently and well. 


William Crowley Recovering 


William Crowley of Brockton is re- 
ported as on the road to recovery after 
illness. ‘He has been at the Massachusetts 
General Hospital for treatment for nerv- 
ous trouble which was the result of over- 
work. Mr. Crowley is the special repre- 
sentative for ‘the “Arch Preserver Shoe’ 


for the E. T. Wright Company, of 
Rockland, Mass. 


J. T. Murray Eastern Visitor 


J. T. Murray, representing the Hennes- 
sey, Maxwell & Hennessey Co., Lynn, also 
the Brockton Shoe Manufacturing Co., 
Brockton, who has been connected with 
St. Louis houses, was a recent visitor in 
the eastern market. Mr. Murray resides 
in Los Angeles and sells shoes in that 
territory to a strong following. 


A.Gawronsky Goes with Mist- 
wold 


A. Gawronsky, who is well-known and ° 
mighty well liked by the trade in the 
State of Ohio, is covering this territory 
for Mistwold Comfort Shoe Co., of Ray- 
mond, N. H. 

Mr. Gawronsky is much enthused over 
this line of comfort shoes, and we feel sure 
he will be welcomed by his friends, and 
that this new arrangement will prove 
mutually satisfactory. 


Lee L. Lockridge with Ault- 
Williamson Shoe Company 


Lee L. Lockridge, who has traveled for . 
five years for Hamilton-Brown Shoe Co., 
is now carrying ‘Ault-Williamson’s line, 
through the greater part of Missouri, 
and Southern Nebraska. 

Mr. Lockridge knows this field thorough- 
ly, and starts out full of enthusiasm for 
the “CONSTANT COMFORT” line. 
His wife and little daughter will share 
with him the fruits of success that comes 
with spreading “CONSTANT COM- 
FORT” gospel through such a territory 


- where. over-night shipping service § is 


possiblé from the St. Louis stock room at 
414.N. 12th St,‘ ; 
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The man who drives, 
and all who enjoy the 
great outdoors, will 
appreciate this venti- 


lated shoe. 


No. ;¥. 257 Far from freakish, yet a distinct innovation, 

— Keen _— - Bh this shoe“‘caught on” at the first showing and 
nd apron for ventilation. Soft toe. Yale will continue to'increase in favor because it is 
thoroughly practical. It does ventilate—let 

$4.90 the skin breathe—keep the foot cool and 


comfortable—ward off fatigue. 


Thirty Days Delivery There’s prestige for you in being the first in 
your town to show it. 


THE GODING SHOE CO., 833-855 W. Chicago Ave., CHICAGO 


THER, 1419 1: 
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A. W. Kuns with Hannahson 


A. W. Kuns is the new Hannahsons 
representative in Minnesota, North and 
South Dakota. He has been calling on 
Hannahsons accounts in New York State 
for the past four months, but has been 
transferred to the northwestern territory 
to fill a vacancy. 

Mr. Kuns is very enthusiastic about 
the Hannahsons line, and expects to 
interest a great many new merchants in 
the Minnesota territory. He is a hustler 
in every sense of the word. His valuable 
retail experience places him in a position 
to be of real service to Hannahsons 
customers. 


George E. Harrison with 
Lattemann 


George E. Harrison, president of the 
Chicago Shoe Travelers’ Association and 
one of the best known shoemen of the 
Middle West, has joined the sales organiza- 
tion of J. J. Lattemann Shoe Mfg. Com- 
pany of Brooklyn and will cover the ter- 
ritory from Ohio west to Kansas City 
which was formerly made by Frank B. 
King. 

Few men have had wider experience and 
have better improved their opportunities 





A. GAWRONSKY 





in the way of designing and merchandising 
styleful shoes than has Mr. Harrison. For 
a number of years he was in the wholesale 
business in Chicago and since that time 
has been constantly in touch with the 
better class stores in the Chicago territory. 

The successful salesman of today must 
not only know shoes but must be a student 
of conditions and of styles in wearing ap- 
parel. He must be able to see the vision of 
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the woman correctly clad from head to 
foot and have the power of conveying that 
picture to the retail buyer. This is the plan 
of selling which Mr. Harrison has so suc- 
cessfully followed and which will, no 
doubt, form the basis of his sales policy 
with his new line. 

The Lattemann Company is to be con- 
gratulated upon its selection of Mr. Har- 
rison to represent them in the Middle West 
and the customers of the house can rest 
assured that they will be well and con- 
scientiously served by a man who has 
both good judgment and unusual vision. 





Novelty Buttons 


It may interest some shoe buyers to 
know that even small pieces of sole leather 
waste are saved, and are cut up into wash- 
ers for the electrical, plumbing and other 
trades, and, also, are made into floor mats. 
The.Lynn Leather Washer & Mat Com- 
pany has been so saving leather for some 
time. Now it is moving to Manchester, 
Conn. 


Orders for Fall Good 


Baltimore, May 29—Shoe jobbers have 
their men out on the road for fal! business 
and are getting some excellent orders, 
particularly in staple goods. They also are 
getting some satisfactory immediate 
orders. 





To Manufacture in Virginia 
Baltimore, May 29—A charter has been 
granted at Richmond, Va., for the Vir- 


99 


ginia Shoe Corporation, Fredericksburg, 
authorizing it to manufacture and deal in 
foorwear and leather and rubber goods. 
The capital stock is fixed at $300,000. The 
following are listed as incorporators: Ira V. 


~ 





LEE L. LOCKRIDGE 





Woodbury, Cynwyd, Pa., president; James 
F. Penroe, Philadelphia, secretary; La- 
fayette Bean, Abram Bean and W. S. 
Chesley, all of Fredericksburg. 























SATESMEN we sel WHOLESALE. 





HE activity desired in the wholesale 
Po trade has not materialized as 
yet and it is said that the lateness of the 
season operated much to the disadvantage 
of that business. Salesmen on the road 
could not interest the large volume buyers 
while the cold weather continued. The re- 
cent warm wave will help but it is not ex- 
pected that any extensive buying will 
materialize before the Fair or around the 
first of July. The salesmen in this branch 
of the trade report that the demand shows 
a tendency to let up on the fancy or radical 
colors and styles. 


Several Buyers in Market 


There were quite a number of buyers 
in the eastern market the last week in- 
cluding E. F. Meister with W. H. Walker 
Company of Buffalo; S. Frehling of S. 


Frehling & Son, Chicago; N. R. Kreider 
of the A. S. Kreider Shoe Company of 
Annville, Pa.; V. Sinsheimer of Sinsheimer 
Bros., Chicago; Leo Rosenblum of Chat- 
tanooga, Tenn.; J. P. Bittner and Philip 
Selzer of the Boston Store, Chicago; T. B. 
Jeffries of Crowley Millner Company of 
Detroit; and E. C. Gregg of J. L. Hudson 
Company, Detroit. 

J. Vignau, one of the partners of Tapia 
and Company of Havana, Cuba, shoe 
commission merchants, and V. L. Ramery, 
a salesman for that company, have been 
in Boston during the past week selecting 
their samples from a number of concerns 
for the next season. 

The Rantoul Shoe Company of Beverly, 
Mass., have filed an amendment to change 
their name to the Cabot Shoe Com- 


pany. 
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“Honest 
ole 
Leather 


URE Tannin must be 

scientifically combined 
with high grade hide 
fibre— 


ASHLAND OAK is. pro- 
duced with expert Labor- 


atory Supervision. 


SOLE leather cannot be 


judged by its appearance. 


So don’t be deluded into thinking that 
a light, and evenly colored bottom 
means top quality. 


Old fashioned bark tannage may not always make 
a pretty looking sole—but Man! how it wears! 


ASHLAND LEATHER CO. 


BOSTON +: CHICAGO + ST.LOUIS 














RUSSELL’S POPULAR LADIES’ BOOT 


Staunch and Serviceable yet 
with a degree of style and 
Refinement that will in- 
stantly appeal to the most 
discriminating. . 


Built on outing last in sizes 
of from 2 to 7 in- 
cluding half sizes. 


W. C. RUSSELL MOCCASIN CO. 


BERLIN - 


Furnished in 
Chocolate Chrome 
with ‘‘Never Rip” seam and 
medium weight, double soles. 
When water proofed leather 
is unnecessary this boot can 

be furnished in 
Chocolate Elkskin 
with plain seam on toe. 


Send for our Complete Catalog 
and Dealer’s Discount. 


- ~ - WISCONSIN 














Dealer Influence is secured thru advertising in the Boot and Shoe Kecorder. 
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Five Years 
Ago —Today an 
Unheard of— Acknowledged 
Leader! 



































Is the Shoe ‘Retailer 
cA Business -Ptan? 


Every business man today seeks new sources of profit. 
The cigar store sells packaged candy—the jewelry store 
sells optical goods—the drug store -becomes a small 
\ department store—the shoe retailer sells hosiery. 
It pays! We know one New York chain of shoe stores 
that sells over one quarter of a million dollars worth of 
hosiery every year! 
Let Van Raalte show you the way. How much to invest—what 
numbers to sell—how to get rapid turn-over—these will be told you 
in a plan that we’ve developed from a careful study of the hosiery 
business in shoe stores. 
You’re safe in featuring Van Raalte merchandise. It is nationally 
advertised, internationally known, and wanted by women every- 
where. Silk and glove silk numbers in staple and fancy styles. 
Send an inquiry—today. 


Van Raalte Company, 295 Fifth Avenue, New York 


VAN RAALTE 
Silk Stockings | 
» . aia ~ 9 | 
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All That a Hosiery Buyer Could 
Ask for 


NGRAIN and dipped dye FULL FASHIONED and Mock Seam 
silk hosiery for women. Sixteen separate numbers in any “‘wanted”’ 
shade. From heavy pure dye silk to gossamer-like Chiffons of 
reat strength—besides smart Lace Clocks with true full fashioned feet. 

ch ber of peculiar and ual merit and the whole represent- 
ing all that a Hosiery Buyer seeking a complete silk line could ask 
for. Offered through a quick and satisfactory DIRECT from Mills 
service, in any quantity, at one price, for immediate delivery. 


a f 
EPL RN IL AR aR te A 
























Note: Real Outsizes— Knitted. Not Boarded. Made on 
machines specially built for producing outsizes. 








THREE MILLS: 
PATERSON, N. J., RAMSEY, N. J., TACONY, PA. 


. ray PATERSON KNITTING MILLS, Inc. 
VS 7 | 


267 Fifth Ave. New York City 
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HOSIERY FIRST 


Time was when the Hosiery needs of the entire family were filled from what 
was left in the family purse after all the other apparel needs were cared for. 
Today finds this situation just REVERSED. Hosiery needs are among the 
first, if not THE FIRST to be filled. 

“IRON CLAD” has Cooperated with Thousands of Merchants to bring 
this condition about. It has meant INCREASED business—yet not at 
the expense of other lines of merchandise—for thousands of merchants hand- 
ling the “IRON CLAD” Line. 

If your customers are still giving their HOSIERY needs last Consideration, 
something is wrong. The “IRON CLAD” line in many stores is always given 
FIRST consideration. 

Why not start a Hosiery first campaign today by sending for an ‘‘IRON 
CLAD” representative? 


A Real “HOSIERY FIRST” Style 
Is “IRON CLAD” No. 17. 


A black, peeler lisle, fine ribbed leg number, 
with triple knee and double sole. 








Size 6, 61 $3.25 doz: 
Size 7, 714 3.75 doz- 
Size 8, 814 4.00 doz 
Size 9, 914, 10 4.25 doz. 
Size 1014, 11, 11 4.50 doz 


No. 17 AB is same in African Brown. Sised 
and priced same as Black. 


COOPER, WELLS & CO. 


250 Broad St. St. Joseph Mich. 
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An Initial Investment of only 


$346” in 


ROLLINS HOSIERY 


Will Put Any Shoe Store on the Right Road to Hosiery Profits 


We feel that the fear of having to make a large investment has 
deterred many shoe merchants from putting in a hosiery department. 
After much thought we have worked out an unusual plan for the 
merchant who wishes to begin with a reasonable, yet adequate, line. 


We offer a balanced stock of one full-fashioned pure silk style in 
a complete assortment of colors and sizes, together with a plan of 
merchandising hosiery that will prove to you the profit-building pos- 
sibilities of a hosiery department. 


The Style to Be Featured 


is our No. 2501—an unusual full-fashioned pure silk 
stocking built to give exceptional good-looking, long 
wear. It strikes the happy medium by meeting the 
demand for quality at a reasonable price. 

The color range of Style 2501 is complete in all the sea- 
son’s best sellers, and our special $346.50 assortment 
includes them all. 





An investment of a few minutes of your time and a 2c stamp or 
a lc postal card will bring you the details of this unusual offer, in- 
cluding our plan for helping you to properly merchandise an opening 
stock of Rollins Hosiery. 


ROLLINS HOSIERY MILLS 
DES MOINES, IOWA 


Factories: Des Moines and Boone, Iowa 
Salesrooms and Warehouses: 
Chicago, 902 Medinah Building Denver, 1751 Lawrence Street 


Sales Offices: St. Louis, San Francisco, Cleveland, Detroit, Baltimore 
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A Unique Sales Opportunity 


big sales opportunity most shops have 
been looking for. The reasons why it appeals 

so strongly to dealers are quickly seen. 
It is luxuriously rich and beautiful, made of the 


Orie splendid new silk hosiery offers the 


finest silks, full-fashioned, smooth, even. It 
would enjoy big sales on its beauty and quality 
alone but in addition, has behind it Corticelli's 
reputation and powerful advertising in the big 
national publications. 

To millions of American women the name 
Corticelli on a silk product is recommendation 
enough. Corticelli Silks in their 85 years have 


Tue CorrIcELui 


New York Chicago St.Louis Cincinnati Boston 


earned a nation-wide reputation for honesty and 
quality. Hosiery dealers profit from this powerful 
good-will built up through the generations. 


The Corticelli Hosiery Style Booklet supplied 
to dealers free of charge for distribution to their 
trade is a sure means of stimulating sales. It is a 
sample of the aggressive backing Corticelli gives 
its dealers. If you have not seen this live booklet 
write for a copy. 


We will be glad to give further details or to 
take care of your requirements from our office 
nearest to you. 


S1tk CoMPANY 


St. Paul Philadelph‘a Baltimore San Francisco 


ortice lli 


SILK HOSIERY 
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Increase in Demand for Silk Hosiery 
Seems Probable 


HEN we were a boy at school we were 

WW annoyed daily by the persistent effort 

of our geometry teacher to convince us 
that a thing cannot be so and not so at the same 
time. Our teacher was not acquainted with the 
silk hosiery market. If he were he would not have 
been so cocksure. The silk hosiery market is a 
place where the natural laws are suspended and 
anything might happen and things are not what 
they seem—a sort of topsy-turvy land. 

After a trip through the market and a series 
of interviews with jobbers and manufacturers the 
following general impression remains on one’s 
mind: 

The market is quite active but at the same time 
disappointingly dull; it is troubled with a surplus 
of goods, but the stocks of mills and distributors 
are low; manufacturers cannot make goods prof- 
itably at present prices, but they are making 
them in large volume just the same. 


Replacement Business Sub-Normal 

It is practically impossible to say anything in a 
general way about such a market which would not 
violate our geometry teacher’s principles by being 
both true and untrue at the same time. Like every 
other market it has experienced the discouraging 
effects of a between-season’s lull. Spring deliveries 
have been virtually completed, buyers are not yet 
ready to commit themselves for fall in a large way, 
and the volume of replacement business has been 
restricted by the prolonged cold and rainy wea- 


ther, which has put a damper, so to speak, on 
retail trade. 

And yet the silk hosiery market does not seem 
to have been affected by the recent set-back as 
much as other branches of the textile industry. 
Considering the general uncertainty and pessimism 
of the last couple of months, and considering also 
the distinctly unfavorable weather, activity ap- 
pears to have been well maintained. Even retail 
business has managed to stagger along fairly well 
in defiance of the weather, although many stores 
have been forced to maintain volume by offering 
substantial price concessions. The question, how- 
ever, is—What about the future? 


What Caused the Lull in Business 


It is characteristic of the silk hosiery market 
that it has a habit of going its own way without 
much regard to developments in other fields. For 
instance, silk hosiery manufacturers were begin- 
ning to raise their prices just about the time when 
manufacturers of various other textile lines were 
beginning to cut them; while on the other hand 
during the early months of the year when prices 
on other textile lines were advancing rapidly, silk 
hosiery prices remained unchanged, or, in some 
instances, declined. Nevertheless, this market 
must be influenced to a large extent by general 
business conditions; and in order to get a line on 
the future it is necessary to consider the general 
business situation as it stands to-day. 

Business generally, after a short but very brisk 


Issue of Fune 2, 1923 




















The vogue of bright colors in foot- 
wear has given the hosiery manu- 
facturer an opportunity to produce 
some beautifully contrasting effects. 








boom, received a decided set-back during the last 
couple of months. To a considerable extent, of 
course, the set-back was seasonal, and was ac- 
cer.tuated by the unseasonable weather. But the 
main trouble was that business men for the most 
part got a bad attack of cold feet, due largely to 
the prudent, well-meant but somewhat over- 
zealous advice of bankers, economists and Govern- 
ment officials. The business boom was developing 
at a very rapid rate and threatened another wave 
of inflation which would finally get beyond con- 
trol and lead to another smash. Prices and wages 
were beginning to soar in a way that was disturb- 
ingly reminiscent of 1g1g-20. And the financial 
leaders of the country got uneasy. They began to 
tighten the strings on loans, to force out gold, to 
issue emphatic warnings against over-buying and 
over-production. 


Weather Largely to Blame 


Which was all very well—but the buyer is eas- 
ily scared. He still has a very lively memory of 
the painful scorching he got in 1920. He heard all 
the bankers and people urging caution; he saw 
hesitation all around him. The normal seasonal 
lull in the markets assumed a significance to him 
which it would not have in a normal year. The 
hesitation in retail trade, due chiefly to unsea- 
sonable weather, seemed to him the beginning of 
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A full fashioned white silk stocking, 
lisle top and sole, with hand drawn 
clock, embroidered in apple green. 
Shown by courtesy of Mock and 
Judson, New York City. 








a consumers’ strike against high prices. A some- 
what premature Government report on the acreage 
planted to cotton sent that staple tumbling down- 
ward. The big fuss over sugar staggered the specu- 
lative markets. All in all things began to look pretty 
rocky, and the buyer, as already noted, got cold 
feet. 

But the attack seems to be passing. Conditions 
remain fundamentally as strong as they were six 
months ago. The basic industries of the country 
are still fully employed, and promise to continue 
so for quite some time to come. A tremendous 
amount of construction, re-construction and equip- 
ment still remains to be done. There has been no 
general over-production of merchandise, and 
stocks, as far as can be ascertained, are far from 
heavy. Wages are high and employment general. 
The bankers have stopped “viewing with alarm” 
and are beginning to emphasize the encouraging 
features of the situation. The speculative markets 
are recovering. The voice of our old friend optim- 
ism is again being heard in the land. There is still 
a pretty general feeling that costs and prices are 
sufficiently inflated; but there seems to be no way 
ot preventing a considerable inflation on the basis 
ot our enormous gold reserves, and for this reason 
it seems fairly certain that general business ex- 
pansion,with a consequent further rise of costs and 
prices, will continue for quite some time to come. 
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The silk hosiery market naturally cannot remain 
unaffected. It must reflect the influence of rising 
costs, and it is one of the markets that should 
logically benefit most noticeably from a general 
increase in consumer purchasing power. This may 
be demonstrated in the very near future when 
seasonably warm weather encourages the freer 
spending of the recent general wage advances. It 
is frequently said that the radio, the pay-on-in- 
stallments automobile and similar innovations are 
absorbing the spending money of the working 
population and interfering with the natural ex- 
pansion of demand for semi-luxury lines, such as 
silk hosiery. But this is very doubtful. If it came 
to a choice between pretty things to wear and a 
radio outfit or a tin Lizzie there isn’t much ques- 
tion about which way the average woman would 
decide. 

It is probably reasonable to anticipate an in- 
creased consumption of silk hosiery during the 
coming months. That this is pretty certain to mean 
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Above is a window in the Winkelman store 

and to the right, an I. Miller, both in New 

York City. Fixtures by Hugh Lyons & Co., 
Lansing, Mich. 
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higher prices has been pointed out often enough 
in these columns. How much higher prices will go 
seems to depend chiefly on the relation of produc- 
tive capacity to consumer capacity and on the fu- 
ture course of the raw material market. Both of 
these are rather uncertain quantities. It may be 
said, however, that figures on hosiery production 
for the year 1922, issued recently by the Govern- 
ment, show no such expansion of the silk hosiery 
industry as is generally imagined, especially con- 
sidering the undoubted expansion of consumer 
demaid. The industry, it is true, continued to 
expand considerably during 1922; but with surplus 
stocks eliminated and consumer demand revived 
it is not unlikely that the capacity production of 
the industry would be fairly well taken care of. 


Demand Should Increase 


Raw silk continues to be an unsolved problem. 
From a top level of $10 a pound, which it touched 
(Continued on page 113) 


The display of hosiery in a shoe store 
| window should be given as much real 
thought as the display of shoes. 





Issue of Fune 2, 1923 








110 HOSIERY SECTION Boot and Shoe ‘Recorder 


The Hosiery Ganvasser lhits Under the 
Jire. of Good Advertising by Merchants 
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Copy for Ad at Left 

“Fine feathers don’t make fine birds,” nor does, “One swallow make a 
Summer.” Both help some, though. 

That’s why the hosiery pedlar sells hosiery. A fine finish to catch the eye, 
| but as fleeting i in durability as dew on a June morning. A good pair among 
counterfeits to make one feel they are all the same. 

The only way to really test silk hosiery is by wearing. 

So we say, there isn’t a thing you purchase at the door that you can't get 
of us here, and really save money. 

Have you tested our silk hosiery? 

It thrives on water, is soft and elastic, will stand any wearing strain 
longer than other hose, will not lose the silky fineness regardless of washing 
and wear. Protected with ravelstops, a continuous thread that won't “pick.” 

And in the latest shades to match shoe or gown. 

We want you to feel the difference between real silk and artificial silk. We 
have both kinds here, and if you want REAL SILK we'll be glad to show 
you the difference. Better come in today. It may save you many dollars to 
know this. 

There’s always some trick about silk hosiery that can be sold cheaper than 
ours. 
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Copy for Ad at Right 
If there’s real silk in a pair of silk hosiery you will get all the satisfaction 
that money can buy. 





up! Gate Hee, BUT!! 
A) LNCALL Silk can be weighted with iron, tin, tannin, or fats which will cause it to 
_lown— deteriorate without even wearing. In wear the tin will cut the silk. Salt 
be eeeeceee — water and perspiration cause spots to develop which look as though they 
were eaten by acid. 

OR!! 
It’s hard for experts even to tell artificial from real silk. It’s the wearing 
that shows the deficiency of artificial silk. You can’t wash it too much for 
it becomes brittle and loses its lustre. It loses practically every quality that 


























one buys real silk for. - - 
Before we buy our silk hosiery we make sure that it is the brand that will J What's In. A Pain ( 
stand the acid test, burning test, soda test, etc. + ‘ 
Before you buy you ought to be equally careful of quality. That’s why of os ? 
you ought to make this your hosiery headquarters. We have prepared 
laboratory tests to demonstrate the actual value of our hosiery. See the test | = 








made Monday. 











Hosiery Can Be Demonstrated 














Try these tests to show that the difference in the prices of your hosiery is 
really in the hosiery itself, for most customers cannot tell the difference between 
artificial and real silk. 

All silk in a hose will be destroyed in a few moments by strong sulphuric 
acid. What is left represents inferior fibers and weighting elements. ' 

Pure silk is hard to burn. Practically no ash is formed and the end of a 
burnt silk fiber forms a little bulb. The flame is hardly perceptible while 
burning. Weighted silk leaves considerable ash and the entire thread keeps its 
shape after burning. 

Pure silk gives off the odor of burning feathers because it is animal fiber, 
while artificial silk is oderless. 


In caustic potash solution pue silk remains unchanged in color while RNAME E 
artificial silk turns yellow. Ou | | JR E 


To locate cotton in supposedly all-silk hose boil 15 minutes in caustic a Street Towre 
potash; the silk disappears and the cotton content remains. 
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“The Hosiery Ganvasser Ihlts Under the 
Advertising by Merchants 
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DANGEROUS é BUY HOSIERY AT DOOR 
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Throughout the country many merchants have proved to their prospective 
customers the fallacy of buying of pedlars. 

The pedlar, using a mixture of psychology and extravagant claims, gets an 
order, and with the extreme difficulty experienced by experts in judging silk 
there is some basis for paying tribute to the pedlar’s psychology. 

The great outstanding question should be, ‘How does he do it,” with the bal- 
ance drawn against him in a woman's experience with silk goods. 


The Pedlar Capitalizes Prospects’ Weakness 

This psychology is the only thing that need concern the merchant. Everyone 
is interested in saving, so the pedlar talks of eliminating the middleman. They 
are interested in what they are buying, so the quality points (?) are demon- 
strated by use of the nail file trick, trick is right. There is a haunting element 
that proves a salesmaker, moreover. It seems to be a human characteristic to 
grasp anything that we are not sure of having again. Consequently the very 
thing that ought to deter the customer is used to force the sale when the pedlar 
says, “You can’t buy these tomorrow. This is your only chance.” The first im- 
pulse is to buy. 

Oh, he’s a clever fellow. And like the fake auctioneer who takes on an awe- 
inspiring air of greatness with the high-sounding, “I’m here today and gone 
tomorrow,” he is here today and gone tomorrow and with him goes all hope of 
getting satisfaction should anything go wrong with the purchase. 

The pedlar need not concern himself greatly with the worth of what he is 
selling for he knows that distance protects him from making good. 


Peddling Is Conducive to Wrong Methods 

Peddling is done because certain manufacturers don’t want to accept respon- 
sibility attendant upon distributing their product through regular channels. 
And, like everything that is done to avoid necessary responsibility, must prove 
inadequate, therefore, of short life. Moreover, this is a costly way of doing busi- 
ness, to load one article with a cost of selling that is in itself prohibitive. Every 
mail order house, anytcdy gcing direct to wearer, is forced sooner or later to add 
other articles for sale in order to cover this cost. 


What Chance Does the Customer Stand? 


For a time the leading silk producing country was in the habit of weighting 
their product to such an extent that no one knew what was what in silk. That is 
changed now of course, but when it is becoming one of the problems of the 
trade to distinguish between real and artificial silk in the finished article, when 
weighting has so much to do with the wearing qualities of silk and can only be 
detected by chemical analysis, when the difference in wearing quality is so 
great between silk itself and other materials and the appearance so close when 
the article is new can the customer be blamed for going wrong? The merchant 
must bring something of the teacher-and-scholar relation into business, when the 
nail file trick will immediately go into a decline as a business-producer for the 
pedlar. 


The Comparative-Value Window 

If the pedlar is underselling the home merchant there 
must be some reason that will react to the merchant’s 
benefit if brought to light in the right way for the cost of 
selling a pair of hose by canvasser cannot be less than in a 
store. ; 

There are four processes by which artificial silk is made, 
and each results in a very fine product under its proper 
classification, but if sold on rivaling innuendoes, leading 
the customer away from the difference in artificial and 
real silk, the customer is being fooled. 

This is not an original idea, but a good aggressive one 
with a point easily caught and remembered, too, by 
customers. Procure a pair of the peddled hose, stretch it 
on a card in the window with every feature arrowheaded 
and explained. On another card place the hose being sold 
in the store for the same price with its qualifications 
plainly marked. Underneath show the contents of each 
stocking, tell where they come from and what they are. 
A proper display of the hosiery carried with a card read- 
ing, “Hosiery of Accepted Quality and Beauty is Worth 
Our Price in Wear Alone.” 

This window will lead folk to think of and carefully 
measure the value of the hosiery their merchant offers. It 
will prove educational by raising the standards by which 
hosiery is judged. 

Real silk stretches comfortably, fits perfectly; is 
lighter than any material; is cleaner, sheds dust, and 
germs find it hard to live in it; contains the same elements 
as water so is benefited by ,washing; it is the strongest 
and finest fiber known. 


Is It Any Wonder It Is Imitated So Generally? 


Our windows ought%to show you how to actually save 
money on hosiery. Don’t fail to see the difference be- 
tween real silk and that weighted down with metallic 
salts mixed with cotton and variously treated to /ook like 
pure silk. : 
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If You Bought Your Shoes at the Brooklyn 
Show, Here’s the Hose You Need 


By SARAH CARROLL 


EFLECTIONS of the style show held last 
week by Brooklyn shoe manufacturers 
would be incomplete without mentioning 

one’s first impression of the difficulty of any one 
but a shoe buyer or exhibitor being admitted. 
Here was one show where the elasticity of the press 
pass was unknown. Present abode and nativity 
entitled me to entrance at either of two registra- 
tion tables but official capacity admitted me only 





A hand embroidered clock on a full fashioned, all silk hose, selec- 

ted from the line of the Philadelphia Knitting Mills. The clocks 

come in all colors, and are designed to match the colored trim of 
the shoe. 


at the expense of another representative of the 
press surrendering his ticket. 

So I was duly impressed with the privilege of 
gaining sidelights on the hosiery situation that the 
new styles in footwear might reveal and while the 
men in my box exchanged opinions as to which 
exhibitor’s manikin was most beautiful, I scribbled 
footnotes on my program in the dark. 


Brown Shades Prevailed 


Without my notes, I remember two facts most 
clearly. One was that browns prevailed and the 
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other that the children were the hit of the show. 
Not that the grown up girls weren’t lovely, for 
they really were. 

To even a casual observer it was obvious that 
shades of brown from beige to Congo led in the 
colors of shoes shown, with a varied middle register 
of intermediate tones of rich woody hue. Compara- 
tively little gray was shown and though brown 
seems to be having a particularly long run, it is 
entirely consistent for autumn to call for the 
warmer rather than the cooler tones. 

From the shoes shown at the Commodore ex- 
hibit every indication is for the continuance in 
popularity of hosiery of the “brown” family, from 
the lighest shades of nude, atmosphere and skyn 
through medium and dark brown. 


Leather Cut-Outs Emphasized by Contrasting 
Hosiery 

On the runway the cut-out effects of the shoes 
shown were greatly emphasized by the wearing of 
light contrasting hosiery. It is quite natural that 
the shoe manufacturer who at this date succeeded 
in display ng a new motif in footwear, was glad to 
call to his aid stockings that displayed to best 
advantage the distinctiveness of the effect he had 
achieved. 

For sport wear with the low-heeled oxford type 
of shoe, matching hosiery is suitable and apt to 
be selected. But for trotter and afternoon costumes 
the lighter contrasting tones will undoubtedly be 
preferred. This is particularly concluded because 
of the many slippers exhibited in combinations of 
leathers. Many are those shown in dark brown 
with appliques, strappings or incrustings of lighter 
hue, and just as often a beige slipper was bound 
or heeled with a contrasting darker leather. In 
either case hosiery of the lighter shade or lighter 
than either shoe or hosiery makes for the most 
pleasing combination. 


Where Silver Grays Are Good 

Though brown led in the number of daytime 
shoes exhibited, there were several attractive 
models in gray. These were mostly dressy models 
for wear, with which silver or piping rock in hosiery 
will combine harmoniously. 

As a woman will include navy blue in her ward- 
robe of wearing apparel, regardless of what else 
fashion may dictate, just so the shoe exhibitor 
realizes that let what novelties and styles come 





Boot and Shoe Recorder 


as will, black patent leather will always be in- 
cluded in the shoe wardrobe of all classes of 
women. As long as sheer effects continue in popu- 
larity—and it is generally forecasted that they 
are to endure longer—stockings of gun metal 
worn with black slippers give a more interesting 
effect. Many women know this but still more will 
be glad to find it out, and the effect that they 
make on a passerby is often obtainable by wear- 
ing very dark gray stockings instead of black. 


Sheer Hose With Kid and Suede 


Black kid and suede form a very attractive 
combination and were offered in several styles, 
the suede emphasizing the sheerness of the hosiery 
worn with it. 

One type of sensational slipper shown, if 
adopted, will call for a perfect match in hosiery. 
It seemed to be a very light shade of kid with an 
appliqued all-over lattice work of straps. So per- 
fectly did the hosiery match the kid that even 
close observance gave the effect of a slipper made 
completely of small cut out sections. Yet it was 
just the background of the slipper showing 
through the many appliqued strappings, and the 
stocking being just the color of the background 
of the slipper created the allusion. 

Colored shoes were conspicuous by their ab- 
sence. Where colored leather appeared as trim- 
ming it will have no influence upon hosiery. I re- 
call one pair of orchid kid slippers most attrac- 
tively supplemented a chiffon gown of the identi- 
cal shade. The effect was most pleasing and the 
kid shimmered in the limelight like the finest of 
satins. For wear with a party frock or dinner gown 
these light leathers would be very suitable and 
will demand hosiery of the selfsame shade, prefer- 
ably dyed to order. 

It is a bit early to determine the exact shades of 
hosiery to be worn. Fashion is fickle and no sooner 
makes up her mind than she starts to cast her 
glance in another direction. The shoes at the 
Commodore were very beautiful and the buyers 
will order them for fall so that hosiery deductions 
made here must in a great measure follow. 





Increase in Demand for Silk Hosiery Seems 


Probable. 
(Concluded from page 109) 


for a brief period, it has declined during the last 
month or so to a level of about $9.50, or slightly 
less. Considering the general depression in business 
this decline is not over encouraging to those who 
confidently look for $8 silk. There is still the hope 
that when’ stocks are increased by the arrival of 
new crop silk, the long-desired $8 silk will become 
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a reality. The writer, however, continues to be 
skeptical on this point. The world demand for silk 
is very great, and the new Japanese crop is not a 
bumper one, even though it is somewhat larger 
than last year’s. Because of increased wages the 
crop has been raised at a high cost, and the farm- 
ers are getting correspondingly high prices for new 
crop cocoons. There is no reason to suppose that 
demand for raw silk will decline during the coming 
months; there is more reason to believe that it will 
expand, as manufacturers have been holding off 
as far as possible during recent months in the hope 








A new lace clock on a full fashioned, all silk chiffon stocking 
from the Dakin Mills. There are five open work clocks on each 
stocking. 


of a lower market, and cannot be very heavily 
stocked. 


Present Prices Too Low, Is Belief of Cost 
Experts 


If raw silk remains around its present level, silk 
hosiery prices must be advanced considerably, be- 
cause current prices are far below the replacement 
cost of raw material. If it drops to $8 manufac- 
turers can just about maintain their prices and 
come out even. -While if it goes still higher—well, 
there is no use emphasizing the obvious. It may 
be said, at least—although this too seems obvious 
enough—that the present silk hosiery market is 
about as safe a buy as can reasonably be ex- 


pected. 
Issue of Fune 2, 192} 
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When the customer says: 


“Show me something a little better” 


—you can sell her Style 
“Florida” in the 
Arrowhead line— 


Style “Florida” in the Arrowhead line is a 
beautiful pure silk stocking—with hand drawn 
and embroidered clocks. The top, heel, sole 
and toe are of mercerized cotton, strongly 
reinforced for greater milage. 
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In all the extensive Arrowhead line there is no can price style “Florida” in the Arrowhead Line 
more striking example of our ability to combine — to you at $18.00 per dozen. 
beauty, wearing quality and a reasonable price. 


Arrowhead Hosiery is advertised in the leading 
Pure silk! A rich looking stocking if ever inere magazines—Style “Florida” is featured particu- 
was one—particularly when the tasteful hand- larly. IF YOU HAVE NOT ALREADY PUT 
drawn and embroidered clocks and their touch of THIS BEAUTIFUL NUMBER ON YOUR 
individuality. Style “Florida” clings to the an- SHELVES SEND YOUR ORDER IN RIGHT 
kle—creating that beauty of line that is charace NOW SO THAT YOU CAN BE ASSURED 
teristic of Arrowhead Hosiery. OF PROMPT DELIVERY. 


It wears! This is not a “one or twotime” stock- A full exhibit of the Arrowhead Hosiery line 
ing. Style “Florida” will give the kind of service _ will be displayed at the National Merchandise 
that adds lustre to your prestige and brings cus- Fair to be held in the Grand Central Palace, 
tomers back for more. New York, July 23rd to August 3rd. 


It is only by means of an extreme- RICHMOND HOSIERY 
ly economic manufacturing policy hai P 


—under ideal condit:ons, that we iy; ' Be S.>- MILLS, Inc. 
. as ‘ Established 1896 


Chattanooga Tennessee 
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Ankle~Clinging Hosiery 
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Drop stitch effects are quile le fs 
the rage in infant's kose. ‘i 
© 
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From the line of the Triple- 
wear Hosiery Mills. 


No One Style Dominant in Hosiery F ield 


Women Are Buying More Heavily, However, of Silk 
Hosiery Which Is Admittedly Durable 


and Obviously Economical 


HE moderate amount of business passing 

recently in the hosiery market seems to 

have been well spread over the different 
styles, and nothing appears to stand out very con- 
spicuously—not even chiffons. Chiffons continue 
noticeably strong, of course; particularly so as their 
production is relatively restricted. But in volume 
of production they do not challenge the leader- 
ship of the more staple weights, and it is to be pre- 
sumed that they never will. In addition to appear- 
ance, women seek in silk hosiery durability and 
economy—to an increasing extent durability and 
economy. They are becoming more and more edu- 
cated to look for satisfactory wear in silk hosiery, 
and this is affecting the market in a variety of 
ways. 


The Leadership of Silk Boot Hosiery 


For example, it is bringing about—in fact it has 
brought about—the established leadership of silk 
boot hose. The medium weight stocking with 
cotton top and foot is the big seller because— 
granting reliable quality—it gives the maximum 
of durability at the minimum price. Next is the 
all-silk chiffon with cotton foot, for the same rea- 
son. Here fashion has a decided influence, of course, 
since, everything else being equal, chiffon hose 
cannot have the wearing quality of the heavier 


weights. The all-silk stocking of good quality pure- 
thread silk is handicapped by its necessarily high 
price, and cannot sell freely to those with whom 
economy is an important consideration—which is 
the majority of the population. 

The artificial silk mixtures, as well as the so- 
called thread-silk stockings which are heavily 
loaded with metallic salts or otherwise adulterated, 
depend on the price appeal almost exclusively, and 
it is worth noting that the public seems to be get- 
ting more and more suspicious of this price appeal. 
They have been stung so often that they are get- 
ting wise. This is not meant to cast any reflection 
on honestly made hose in which artificial silk is 
employed. There are many lines of this kind on 
the market, frankly offered and advertised for 
what they are, produced by manufacturers who 
know how to use the artificial fibre to advantage, 
and giving the consumer excellent value for the 
money. But artificial silk has not the quality of 
natural silk. It is not always used honestly or 
advantageously. 


Cheap Silk Hosiery Suspected by Most Women 


And too much hosiery made with mixed yarns 
is offered to the consumer as silk hosiery, without 
any qualification, although it cannot give the ser- 
vice the consumer has a right to expect from silk 
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Gordon Hosiery Advertising 
regularly appears in 

Ladies’ Home Journal, 
Woman’s Home Companion, 
People’s Home Journal, 
McCall’s Magazine, 
Happer’s Bazar and Vogue. 





HOSTERY 


EATURE Gordon Hosiery. Link and fancies in all the latest shades for 
your hosiery department with men, women and children. 
Gordon and you will have quick turn- 





overs, small stocks and good profits. Reap the benefit of our national ad- 


vertising. Carry the line that is easy 
When you buy the Gordon line you 
get Quality, Price, Service and satis- 
fied customers. 


to sell and which will bring you sat- 
isfied customers. Sell them Gordon 


; , ; Hosiery, which has been established 
There is no need of having big stocks 
and duplicate lines. Make your de- 


partment a “Gordon” department 
and watch your sales and turnovers Feature H300 and H600, the two 


for 50 years with a reputation of 


honest values and perfect satisfaction. 


grow. leaders in pure dye silk stockings, 


The Gordon line is so complete you known everywhere for their wonder- 


can get every desirable style in staples ful service and refined appearance. 


BROWN DURRELL COMPANY 
Gordon Hosiery - Forest Mills Underwear 
New York Boston 
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hosiery. As often as not this is the retail merchant’s 
fault. But the net result is that the consumer is 
getting more and more suspicious of cheap silk 
hosiery; and when she is unable or unwilling to 
pay a good price for silk hosiery she is turning to 
lisle or mercerized cotton instead. 

The use of cotton for the top and foot enables 
the manufacturer to offer a good quality 18- or 
20-inch silk boot at a comparatively low price, 
and the response of the public seems to show 
clearly enough what the average consumer wants. 
As to the relatve favor shown to mock-seam and 
full-fashioned goods the situation is not so clear. 
It is reported generally around the market that 
full-fashioned goods are being decidedly preferred, 
and the report is given here for what it is worth. 

Now that the battle royal is under way over the 
relative merits of mock-seam and full-fashioned 
hose, one has to be wary of becoming unconsciously 
the agent of propaganda. If full-fashioned lines are 
so decidedly preferred as is reported around the 
market the preference can hardly come from the 
consuming public, because it still remains true 
that the overwhelming majority of the public don’t 
even know what full-fashioned means, and couldn’t 
tell the difference between a full-fashioned and 
a mock-seam stocking on a bet. 
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The color trend shows comparatively little 
change, except perhaps that it seems even more 
conservative than it promised to be at the begin- 
ning of the season. The weather, however, may 
have something to do with this. In any case black 
continues easily the leader, and there is also quite 
a good demand for the darker browns. Next to 
black the most favored shades seem to be the 
grays, and after them the light tan and near nude 
shades, such as beige and atmosphere. The develop- 
ment of white is still retarded by the weather, but 
from those favored localities where the weather 
has been benign, white is reported to be very 
strong. In these localities white with colored clocks 
is much in favor. 


High Colors Are Not High Style 


Some houses report a good demand for mock- 
seam grades in high colors, such as red, blue, green 
—and even yellow and purple. This would indi- 
cate that they are being taken to a considerable 
extent by the popular priced trade, and the im- 
pression is confirmed by a glance at the sort of 
people who are wearing them on the streets of 
New York. As a style proposition they are, in 
theatrical parlance, a “flop.” The Recorder never 
expected them to be anything else. 
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These children’s socks are at the top, a red pure Fapan silk; and below, from left to right, 

a blue sock, art silk plaited over full mercerized; a peach-colored sock made of highest 

grade Fapan tram silk; a buttercup color art silk plaited over full mercerized—from the 
line of Toewear Hosiery, Inc. 
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ong wearing quality and enduring beauty~ 
Long wearing chiffon and heaviest silk 


For one occasion the delicate beauty of the chiffon; for 
another the smooth richness of the heavier silk. Time, 
purpose and individual preference, each influences your 
customer in her hosiery selections. 

Whatever her choice, one thing is certain. She will expect 
long-wearing quality, and beauty that does not fade with 
laundering—that holds its lustre through a period of reasonable 
wear. 

Gold Seal] silk stockings are the perfect answer to the 
demands of discriminating custom. 


No. 315 is a chiffon number of gossamer 

beauty and perfect texture. No. 73 

a popular number in heavier silk. Both 

are outstanding Gold Seal leaders. 
Full fashioned. In colors. 


Philadelphia Knitting Mills Company 
16th St. and Indiana Ave., PHILADELPHIA 
1270 Broadway, NEW YORK 


GOLD SEAL Silk Stockings 


Quality first since 1889 














order Boot and Shoe Recorder HOSIERY SECTION 





WEAR PROOF 


GLOVE SILK 
HOSIERY 


YOUR TRADE DESERVES 
THE BEST— 
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Ladyfair Hosiery is the best you can 
buy — there has never before been any 
glove silk hosiery with the wearing 
quality of this line of stockings— they 
give wonderful service— and our guar- 
antee of satisfaction follows every pair. 
Our net numbers 520, 521, 522 and 550 lace are tremendously popular and 

many stores are having excellent success featuring them. All Lady‘air 

hose are made with a trim fitting ankle and the popular pointed heel. 

WHITES— Do not be without a sufficient supply of novelty white hose— a mistake 
very often made—to meet the demand which is now increasing daily. Our numbers 
500, 501 dropstitch, 521. 522 nets and 550 lace are all excellent numbers in waite 
They have that rich lustrous sheen owing to the high quality of silk used. In the illustration 


We have these and other numbers for immediate delivery. Write in for sample boxe No. 520 fine sheer 


which will be sent you promptly for your approval. net much in vogue 
now, like all Lady- 


Justa word of thanks to the accounts who responded fair numbers of 
so liberally to our ‘‘ad™ in last month's issue unusual wearing 


ADYFAIR HOSIERY COMPANYS) 


267 Fifth Avenue New York City 


Nga! 
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The first shoe shop to sell silk hosiery— 


JJ SLATER inc. of FIFTH AVE., NEW YORK 


VER fifteen years ago, before necessary in every shoe store. Your 
Slater’s installed a hosiery depart- customers do not like to carry shoes 
ment as part of their service, they all over town trying to find stockings 
were selling McCallum Silk Stockings. to match. It is far easier and far more 
Slater’s has grown to be one of the _ satisfactory for them to buy stockings 
most successful hosiery departments that match exactly, when and where 
in New York City. In catering to an they buy shoes. 
exclusive Fifth Avenue clientele, per- McCallum colors match the smartest 
haps the most exacting in the world, shoes. McCallum styles are exclusive 
Slater’shave found thatoverseventyper and authoritative. McCallum presents 
centof their hosiery sales are McCallum. a complete hosiery line, starting at two 
From the very first, women have dollars, with profitable opportunities 
appreciated the convenience of buying for stores that concentrate upon the 
stockings at the same time they buy $3 to $5 McCallum styles, recognized 
their shoes. Now the vogue of colored as the finest and most beautiful silk 
footwear makes a hosiery department stockings made. 


“You Just Know She Wears Them” 


McCallum 


SILK HOSIERY 


McCatium Hostery Company, NorTHAMPTON, Mass. 


New York . Philadelphia . Boston . Chicago 
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Artcraft Artcraft Artcraft Artcraft Artcraft 


Fashionable Women Walk on 
Artcraft GIil Silk Full 
Fashioned Chiffon HStockings 


THE REASONS WHY! 


Longer in length—3/ to 32 inches. 
Deeper welt— prevents garter runs. 








Finer guage—beautifying texture. 

Forty-five perfect colors—to match or conirast with 
all popular shoe shades. 

Heavy and narrow heel—guaranteeing wear. 


Narrow sandal sole—which will not show thru present 
style shoes. 

Heavy and short toe—guaranteeing extra wear and 
prevents showing thru present style shoes. 


Absolutely clear and free from streaks and clouded 
lines — made from finest silks especially selected 
for our chiffons. 

Prompt service and delivery. = 


Narrow ankle and fashioned to fit snugly. 4 wr 




















ACTUAL PHOTOGRAPH 

rtZLra ¢ Style No. 300 on which we specialize. 
Your request for samples will 
have my careful and prompt 
~] LLS attention. You will find the 
OSIERY prices on this number very 

interesting. 

Reg. U. S. Pat. Office 


Erie Avenue and Amber St. 
Philadelphia, Pa. resident. 


“@ Work of Art—Its Dainty Flawless Jexture Wears Like Fron” 
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Government Issues Report On Hosiery 
Production 


Washington, D. C., May 24, 1923 





ailed statistics relating to production of hosiery for the years 1921, 


1919, and 1914 are given below. Certain minor corrections have been made in the 1921 figures; however, this 
report is preliminary and subject to such changes as may be necessary from a further examination of the 


original returns. 

















Ig2!I 1919 Igl4 
Quantity Quantity Quantity 
(Dozen Value (Dozen Value | , (Dozen Value 
pairs) pairs) pairs) | 
Hosiery 80,185,965 | $290,707,876 84,645,757 $308,662,377 | 75,164,911 $98,098,590 
Full-fashioned 8,309,592 92,738,830 7,566,741 66,5 39,10; (1) (1) 
Seamless 71,876,393 197,969,046 77,079,016 242,123,272 (1) (1) 
Hose ee §2,025,609 229,406,439 §1,425,340 216,651,368 44,186,412 | 63,144,569 
Full-fashioned 75534,942 88,784,321 6,323,934 56,458,008 (1) (1) 
Seamless 44,490,667 140,622,118 45,101,406 160,193,360 (1) (1) 

All-cotton 30,180,77 62,350,409 36,835,602 105,647,876 | 36,952,380 | 38,399,194 
Full-fashioned 1,659,873 4,294,546 2,940,641 10,896,610 (1) (1) 
Seamless 28,520,902 §8,05 5,863 33,894,961 94,751,266 (1) (1) 

All-wool 1,124,074 7,190,664 395,268 2,139,960 1,369,492 | 2,548,047 
Full-fashioned 26,030 248,744 26,974 219,195 (1) (1) 
Seamless 1,098,044 6,941,920 308,294 1,920,765 (1) (1) 

Cotton and wool mixed 2,631,919 10,290,633 1,029,371 45456,430 | 7235433 1,414,118 
Full-fashioned 32,151 309,948 31,396 | 252,867 (1) (1) 
Seamless 2,599,768 9,980, 68 5 997,975 4,203,563 (1) Lo (1) 

All natural silk 2,590,588 35,825,155 1,848,554 Pipa 2,354,048 | 13,851,251 
Full-fashioned 9735253 19,203,617 935,463 2,390,702 | (1) (1) 
Seamless 1,617,335 16,621,538 913,091 | pene (1) (1) 

All artificial silk 1,595,988 5,621,673 740,804 | 35737,621 (1) (1) 
Full-fashioned 46,171 465,947 49,680 381,457 (1) (1) 
Seamless 1,549,817 55155,726 691,124 35356, 164 (1) (1) 

Natural and artificial silk mixed with other 

fibers 1 3,902,265 108,127,905 10,575,741 | 79,070,053 | 2,786,459 6,940,959 
Full-fashioned 45797,464 64,261,519 *2,339,780 } * 3253175177 (1) (1) 
Seamless 9,104,801 43,866, 386 8,235,961 | 46,752,876 (1) (1) 

Half-hose 28,160,356 61,301,437 33»220,417 92,011,009 ~ | 30,978,499 34,954,021 
Full-fashioned 774,650 3,954,509 | 1,242,807 10,081,097 | (1) (1) 
Seamless 27,385,706 57,346,928 | 31,977,610 81,929,912 (1) (1) 

All-cotton 20,658,350 31,624,565 2337773740 47,849,610 | 24,457,195 21,241,280 
Full-fashioned 98,094 164,716 199,077 640,624 (1) (1) 
Seamless 20,560,2¢6 31,469,849 23.578,663 47,208,986 (1) (1) 

All-wool 389,644 1,685,642 651,782 35256,g10 616,341 153275439 
Full-fashioned 15,038 91,708 39,053 260,959 (1) (1) 
Seamless 374,606 1,593,934 612,729 2,995,951 (1) (1) 

Cotton and wool mixed 1,836,203 6,130,050 | 3,164,007 | 10,541,696 2,335,861 | 3,384,831 
Full-fashioned ma —~=i| 49,006 | 225,741 (1) (1) 
Seamless 1,835,203 6,130,050 3,115,001 10,315,955 (1) (1) 

All natural silk 1,540,392 8,385,956 1,080,825 6,851,906 | 1,305,792 45701,969 
Full-fashioned 45,708 323,399 84,416 1,051,050 (1) (1) 
Seamless 1,494,684 8,062,557 996,409 5,800,856 (1) } @® 

All artificial silk 451,214 1,445,606 846,170 2,906,113 (1) (1) 
Full-fashioned | sf | | @ | @ 
Seamless 451,214 | 1,445,606 846,170 | 2,906,113 | (1) (1) 

Natural and artificial silk aie ohh aie | 

fibers ,285,553 12,029,618 | 3,699,893 | 20,604,774 2,263,310 | »298,502 
Full-fashioned 615,810 35334,686 | 871,255 7,902,723 | (1) (1) 
Seamless 2,669,743 8,644,932 2,828,638 | 12,702,051 | (1) (1) 








(1) Not reported separatel: y. 


* Includes a small amount of other kinds of fiber, not Specified, to avoid disclosure of individual operations. 
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Reseda Cater 


220 Fifth Ave. New York City 





Rosaine Aosierv 


comes in these 


COLORS 


Camel Silver Gazelle Fawn Atmosphere Polo Grey 
Suede } Royal Biue 


French Taupe French Nude Cinnamon 


















Gold Cardinal 











Gun Metal 














MEANS RIGHT PRICE—BEST QUALITY— 
PROMPT SERVICE 
And Don’t Forget Rosaine Hosiery Builds 
Business by Making Satisfied Customers 





No. 1209 This is the first popular-priced chiffon made 
in America. its sheerness and durability are responsible 
for the success of Chiffon Hosiery today. Colors: Black, 
Gun Metal, Mode, Nude, Taupe, White, Gold, African, 
Dune, New Otter, Polo, Cinnamon, Gazelle, Greve, Flesh, 
Changre, Neutral, Med. Grey, Fawn, Silver, French Nude, 
French Taupe, Atmosphere, Camel, Cedar, Suede, 
Cardinal Red, Emerald Green, Royal Blue, ners 

0O 


No. 1212 A Full Fashioned Chiffon Hose with an 8-inch 
lisie top, silk foot. Colors: Greve, Atmosphere, Camel, 
White, Suede, French Nude, French Taupe, Cardinal Red, 
Emerald Green, African Brown, Cinnamon, Gun Metal, 
New Otter, Black, Dune, Med. Grey, Polo Grey, Bronze, 
Fawn, Silver, Royal Blue, Brown, Pearl, Smoke, Oakwood, 


Immediate Delivery. 


No. 1213 A full fashioned All Silk Chiffon Hose recom- 
mended for sheerness and durability. Colors: Black, 
Cinnamon, African, Gun Metal, Greve, Neutral, French 
Nude, Suede, White. Price $21.00 


No. 1210 A Twelve Strand Pure Dipped Dyed all Silk 
Hose. No better stockingcan be made, no matter whatthe 
cost. Colors: Black, Dune, Changre, Silver, Neutral, Nude, 
Brown, Greve, Polo, Gold, Fawn, Medium Grey, Taupe, 
African, Mode, White, New Otter, Suede. Price. .$21.50 


No. 5017 Pure dipped dyed Silk Hose with 8-inch lisle 
top. This stocking is made of the finest material only 
and is an established leader in its class. Colors: Black, 
White, Silver, Greve, Medium Grey, African, Dune, Polo, 
Neutral, Suede, French Nude, Cordovan, mae 


No. 5017 Out Size, African Brown, Black, White. 
Price $18.00 


Prices Subject to Change After July 1st. 


Resenhain Co. Ine. 





220 ‘Fifth elve. 


New York City 
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How Cotton Is Made to Look Like Silk 


eMercerized Hose, the 


esult of an Accidental Discovery, 


Now Plays Important Role in Retail Field 


HE preceding article in this series was de- 

voted to the manufacture of artificial silk, 

and in the present article will be con- 
sidered some of the other imitations and adulter- 
ations of textile fibres. The word imitation is not 
used here in a derogatory sense. Artificial silk, as 
its name implies, is an attempt to reproduce the 
qualities of natural silk and is consequently an im- 
itation, even though it is a very valuable fibre 
on its own account. Similarly the process of mer- 
cerization is an attempt to reproduce on cotton 
the characteristic lustre of silk, but mercerized 
cotton is none the less a highly valued and honest 
article of commerce. The word imitation, therefore, 
is used merely for convenience. Even the word 
adulteration is not necessarily derogatory, for 
adulteration, when frankly and conscientiously 
done, may serve a useful purpose. 


Discovered by Accident 


Of all the textile processes which may be classi- 
fied loosely under the head of imitation, merceri- 
zation is one of the most important. It is a finish- 
ing process pure and simple. It takes its name from 


John Mercer, an English textile chemist, who 
patented the process in 1850. Mercer’s process 
was designed merely to give strength to cotton 
fabrics. In 1890, however, two men named Thomas 
and Prevost, who were employed in a textile plant 
in Crefeld, Germany, in trying to overcome the 
shrinkage caused by the process, discovered that 
stretching gave the product a beautiful lustrous 
finish. Since this discovery the use of mercerizing 
has grown until it has become the most wide- 
spread method of producing imitations of and sub- 
stitutes for silk. 

Mercerizing is done by soaking the yarn in a 
caustic alkali solution, usually caustic soda and 
sometimes caustic soda, potash or sodium peroxide. 
The bath is heated to a temperature of about 65 
degrees, and the material to be mercerized is im- 
mersed in it for no longer than ten to fifteen min- 
utes. Sometimes the yarn is run through the bath 
in a stretched condition, but more often it is 
stretched immediately after the bath. It is then 
rinsed in water, to which some acid has been added 
to counteract the action of the alkali. Sulphuric 
acid is used generally, but acetic acid is often em- 


There is Nothing 
More Beautiful 
Than White 
Silk 
To the right is a full fash- 


ioned all silk stocking with 
combination hand drawn 
Mexican clock in white, from 
the line of the Lehigh Silk 
Hosiery Mills. To the left is 
a number from the Brown- 
Durrell line with open work 
lace clock of dainty pattern. 
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The Hheerest Hosiery 
This Side of Paris 
at Balf the Price 


Dakin Silk Hosiery represents the highest develop- 
ment of the weaver’s art. It is designed to attract the 
woman who comes to your store for the finest quality in 
footwear. And the fact that you can offer it at prices 
which are unusual for hosiery of this grade means a 
double attraction. 








oc 
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The following three numbers are now selling in large 
volume through the retail shoe trade: 


Our No. 2500—A Paris Clocked Hose, Frenchy and 
beautiful, looking for all the world like those wonder- 
ful imported chiffons, and only half the price. 

$36.00 per Dozen 


Our No. 1000—This stocking is beautiful, plain 42 
gauge, all-the-way-up sheer hose of pure thread silk, in 
many colors. Hundreds of American stores and shops 
are using this hose as their standard, as are also some 
manufacturers. We positively believe this hose to be 
unsurpassed in any feature that goes to make a prac- 
tical and satisfactory hose for both seller and wearer. 


$22.50 per Dozen 
Our No. 100—A sheer silk hose, with an eight-inch 


lisle top and sole, the most transparent full-fashioned 
hose manufactured to date. A Two-Dollar retailer. 


$16.50 per Dozen 
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We will gladly forward sample pairs of each of our num- 
bers to any responsible shoe merchant, for his inspection. 


JOHN E. DAKIN 


Manufacturer 


Full-Fashioned Silk Hosiery 


New York Office 
Milton, Pa. 267 Fifth Ave. 
Telephone Milton 385 Telephone Madison Square 
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ployed instead, as it gives the cotton the rustle of 
silk. As a result of physical and chemical changes 
caused in the cotton fibre by the mercerizing pro- 
cess, mercerized cotton is stronger than the un- 
mercerized article and has a greater affinity for 
dyestuffs. 

Making “Silk Surfacing” 

Mercerized cotton goods are usually sold as 
such, although mercerized yarns are sometimes 
combined with silk yarns without anybody being 
the wiser. In the hosiery trade, however, there is 
comparatively little deception of this kind, and 
hosiery made either partly or altogether of mer- 
cerized yarns is sold, as a rule, for what it is—an 
honest and valuable article of commerce. The 
same cannot be said for some of the other silk 
imitations. One of the most curious of these imita- 
tions is silk surfacing. This consists of coating 
cotton yarns with a film of real silk. The yarn is 
soaked in an acid solution, usually tannic acid, and 
is then immersed in a solution of pure silk made by 
dissolving silk waste and silk shoddy in acid. Sub- 
sequently it is dried, calendered, gassed and pol- 
ished. A similar process should be applied to those 
who would sell such stuff as silk. 

Such processes as silk plaiting and the mixture 
silk with cotton or artificial silk in the yarn may 
also be classed as imitations, but they are in them- 
selves honest and justifiable devices for lowering 
the production cost of goods and are not object- 
tionable when the goods are sold frankly for 
what they are. Silk-plaited hose are simply hose 
made in such a way that the outside is of silk while 
the inside is of cotton. Wool plaited hose are made 
in similar fashion. When they are advertised and 
sold as silk-plaited or wool-plaited hose there is, 
of course, nothing deceptive about them. The same 
is true of hosiery made from yarns of mixed silk 
and cotton, silk and wool, or silk and artificial silk. 
Such hose is sold regularly on the market in large 
volume. 


How Silk Is Weighted 

When it comes to adulterations there is one 
practice which is widely prevalent. This practice 
is what is known as loading or weighting. It takes 
its rise from the fact that silk has great absorptive 
power and can absorb several times its own weight 
of certain substances without any apparent 
change. The Chinese started this pleasant practice 
long ago by weighting their silk with acetate of 
lead, and were much abused by their foreign cus- 
tomers because of it. But their foreign customers 
have since developed the trick very skillfully 


themselves. 
Good—If Properly Done 


The loading of silk is defended on the ground 
that it reduces greatly the cost of the merchandise 
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without impairing its wearing quality to a serious 
extent if it is properly done. About 18 to 25 per 
cent of raw silk is gum, and is lost in the boil-off, 
thus increasing the cost of the silk to a correspond- 
ing extent. And it is pretty generally contended 
in the trade that it is legitimate to load the silk 
to the extent of the boil-off. In fact, it is considered 
legitimate to load silk up to the limit of about 16 
ounces for organzine and 22 ounces for tram— 
which, in the case of a 25 per cent boil-off, would 











oS 


Three new styles in all wool golf hose imported by P. Cente meri 








mean 4 ounces and 8 ounces, to the pound re- 
spectively. Some manufacturers have been known 
to weight their silk as high as 60 ounces. In the 
case of a 25 per cent boil-off this would mean 48 
ounces of loading to a pound of silk. This, of course, 
is an extreme case. , 

The substance generally used for loading silk is 
salts of tin dissolved in muriatic acid. Salts of iron 
also are used, mostly for black dress silks. The 
loading is done usually during the dyeing process. 
The silk will absorb about two ounces to the pound 
when it is immersed in the metallic solution. It 
is then washed, treated to a bath of phosphate 
of soda, washed again, and again immersed in the 
solution, when it will absorb two more ounces of 
tin or iron. This process is repeated until the neces- 
sary amount of loading is obtained. 


The Evil Side of Weighting 


No matter what may be said to the contrary 
there is no doubt whatever about the fact that 
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all weighting is injurious to silk—the greater the 
weighting the greater the injury. Heavily weighted 
silk soon develops rust spots, cracks, rots and falls 
to pieces. All weighted silk deteriorates quickly 
under the effects of sunlight, perspiration or salt 
water. Even granting the contention of some 
manufacturers that a reasonable amount of weight- 
ing when properly done, enables the consumer to 
get an article at a much lower price without seri- 
ously inpairing the wearing quality of the article 
for ordinary purposes, it still remains true that 
the consumer has a right to know whether a stock- 
ing she is offered as all-silk is really all-silk or 75 
per cent silk and 25 per cent tin. The reputation 
of ingrain dyed hosiery has been hurt greatly and 
unfairly because of this loading practice. 


Wool Imitations and Adulterations 


Since wool is not such an expensive fibre as silk, 
adulterations and imitations are not so common 
in the manufacture of woolen merchandise, and 
they are confined largely to such comparatively 
obvious devices as palming off cotton-and-wool 
mixture as all-wool or labeling low-grade woo!en 
merchandise with names such as “merino” or 
“cashmere,” by way of indicating that it is made 
from wool of a fine grade. The Federal Trade Com- 





Wool Sock Sales 
Bring the Crowds 


You, yourself, know how all wool 
hosiery has grown in popularity. Why 


not cash in on this big demand by 
featuring Olde Tyme All-Wool Socks? 
There is every reason why you should. 
For instance—— 


Olde Tyme Socks offer you a splendid 
profit. They are all-wool, pure worsted, 
ome in style—and popular in price. 

here are eight fine colors, including 
smart heathers and solids—with or 
without fancy clocking. Knit of the 
finest.pure wool yarn, their durability 
is extraordinary. Packing: Single pair, 
3-pair, or 6-pair display cartons, as 
ordered. 


Olde Tyme Socks provide you with a real 
leader for your special sales. Over 18,000 re- 
tailers have Sak found them splendid money 

lay for samples, and full de- 
tails of our Special Sales 
Plan, on which we offer you 
special i terms. 
Free window displays and 
sales helps. Exclusive sales 
rights to large purchasers 
in selected territory. 


The 


makers. Write 


Auto Knitter 
Hosiery Co. 

Genesee Street 
Buffalo, N. Y. 
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mission, however, is on to such little dodges pretty 
closely and is making the practice of them rather 
uncomfortable. 

A word may be said about that much-abused 
term “‘shoddy,” even though its importance to the 
hosiery trade may be slight. Shoddy is re-worked 
wool; that is, wool which has already been used in 
yarns or fabrics. Contrary to a general impression 
it does not contain cotton nor is it obtained by 
grinding up an indiscriminate mass of fabrics. It 
is recovered by an elaborate process from waste 
yarns, clippings of new wool fabrics gathered in 
mills and clothing factories, and old wool rags. 
These materials are sorted by dealers according 
to grade, and are sold in graded lots to converters, 
who turn them into fibres suitable for spinning and 
weaving. Usually these fibres are mixed with 
virgin wool or cotton before being spun into yarn. 


Various Grades of Shoddy 


Obviously there are many grades of shoddy, and 
some of them are superior to some grades of virgin 
wool. Consequently, to say that one article is 
made of shoddy and another of virgin wool does 
not necessarily mean that the former is inferior 
to the latter; it may be decidedly superior. How- 
ever, the fibres of shoddy are very short and are 
difficult to work into satisfactory yarns. Conse- 
quently they have not as a general thing any- 
thing like the wearing quality of virgin wool. But 
some spinners have by careful experimentation 
overcome the technical difficulties of manipulating 
shoddy and are able to make yarns which are su- 
perior to many grades of virgin wool yarns. Here 
again the reputation of the manufacturer is really 
the one safe guarantee for the buyer. 

When a thoroughly reputable manufacturer uses 
substitutes or adulterations he uses them for a 
good reason and to the best advantage, and his 
product may always be depended upon to be and 
to do all that he claims for it. Which is about all 
that one can reasonably expect. 





Philadelphia Hosiery NGll Bought 
By Marshall Field 


Chicago—Another manufacturing plant has 
been added to the more than twenty already owned 
by Marshall Field & Company, of Chicago. The 
concern has purchased and will operate the Sar- 
fert Hosiery Mills of Philadelphia. In adding this 
mill to its many other lines of manufacture, Mar- 
shall Field & Company is not only taking over a 
well built, modern hosiery mill including the pres- 
ent operatives and knitting machines of various 
types, but the entire organization and personnel 
as established and developed by its founder. 
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Yawn seins asl at cy atadiny “> 


“Easy to sell? I'll tell the 


world it is!” 


Your sales people know the value of 
“Onyx” advertising. They feel its 
immediate effect .... the readiness 
of people to buy. 





Sh > 7 ae “Cmun” a\ 


“tyre 
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Why the U. S. Government 
Sranted a patent on Grip Sures 


HEN a new device or process has 

been perfected, which involves a 

better means of doing a thing than has ever 

before been attempted, the Patent Office at 

Washington stands ready to grant a patent 

upon it. Because the moulded suction cup 

soles of Grip Sures offe ran advantage over 

the ordinary rubber-soled shoes, they have 
been patented. 


Since this moulded suction cup sole feat- 
ure of Grip Sures is considered worthy of a 
patent, it is equally deserving of special at- 
tention from every shoe merchant. 


Grip Sures prove fine leaders for thou- 
sands of merchants. They will do the same 
for your own rubber soled canvas footwear 
business. These staunch hand-made shoes 
give perfect satisfaction—the only kind of 
service in footwear that secures repeat busi- 


ness. Write our nearest branch for details— 
today! 
Send for this book 
You will beinterestedin ‘“Top Notch Dealer 
Cooperation”’, a new service book for mer- 
chants that contains helpful articles, such as: 


How a city store can influence trade in 
rubber shoes 

A simplified percentage table to figure 
profits 

Details of national advertising campaign 
to boost your sales 

Sales letters to your customers 

Store and window displays 

Dealer helps 

Dealer newspaper advertisements 


and many other features to increase your 
business. Ask for this book. It does not in- 
volve any obligation on your part. Send for 
your copy today. 


Advertising Department 
BEACON FALLS RUBBER SHOE COMPANY 
Beacon Falls, Conn. 


Branches at: 


NEW YORK MINNEAPOLIS BOSTON 


KANSAS CITY CHICAGO SAN FRANCISCO 


Grip Sures—Ideal outdoors for sports like 
hiking, climbing, baseball, etc.; indoors for 
high speed with safety on slippery gym 
floors. Sizes for men, boys and youths. 


TOP NOTCH 


A GUARANTEE OF MILEAGE 





Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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No. 261—$3-15 - No. 260'2—$2-75 
Women’s Oxford. Black calf tip Women’s Oxford. White buck tip 
and trim. Recede last. strap and trim. Recede last. 


No. 262'%—Brown calf—Recede Last—$3.15 No. 210%2—White buck—Medium Last—$2.75 
No. 225 —White buck—Brogue Last—$3.15 No. 262 —Black calf—Recede Last— $2.75 


- in stock for 
quick delivery 


No. 250%—$2-50 ot No. 236—$3-25 
Women’s Oxford. Recede Last. — Women’s Oxford. Black 
Plain white canvas. calf saddle. 


No. 4250—Recede last —$1.85 No. 238—Brown calf —$3.25 
No. 4254—Growing Girls’ last—$1.85 No. 211—White buck—$3.25 





No. 290—$3-15 u . No. 130%—$2-85 


Women’s Strap Sandal. Black Men’s Oxford. Plain white 
calf tip and saddle. canvas. Recede last. 


No. 289—Brown calf—$3.15 No. 4120—Full Last—$2.25 





These Regent Keds can be ordered from our nearest branch. 








June 2, 1923 


Good Profits Offered in Camp Shoe Trade 


Conventions and Summer Events at Resorts Have Tendency to 
Boom Sales of Rubber Soled Footwear 


ers may look like a weary and worn 

topic. But some new points come up 
in it. Merchandising shoes to this class of 
trade is more than a within-the-store prop- 
osition. It requires some outside work. 
For instance, the sporting goods houses, 
which are getting a pretty large part of the 
camp shoe business, send out agents among 
campers. And department stores usually 
feature camp shoes in combination with 
other camp equipment. It seems to be a 
“lot” business, meaning the buying 
of goods in lots, rather than a 


~ ELLING rubber sole shoes to camp- 
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shoes required. Sometimes they suggest 
where camp equipment can be bought to 
good advantage. 

Another way is to bring the campers to 
the store. 

One Boston store recently had a 
special display of camp equipment, in- 
cluding footwear. It had chairs and tables 
about the display, so that shoppers could 
sit down and inspect goods, and check up 
their shopping lists. A New York sporting 
goods house has in stock 60 different 
camp equipments, including footwear. 


or bathing slippers. They want them when 
the recreational program is started. 

The probability is that the bulk of the 
camp shoe business is handled by the 
sporting goods houses, for they are in a 
position to provide everything. Some 
camp equipments range from shoes and 
foot powders to radio outfits. 

The average retail shoe merchant sim- 
ply cannot provide such complex equip- 
ment. 

But he has a chance to sell camp 
shoes here and there, especially to cus- 

tomers who patronize him be- 








single-pair game. Of course, many 
a regular shoe retailer may not 
care to go to the effort of 
seeking the camper’s trade. But 
there are others who will follow it 
up. 

The camp shoe trade is made up 
of sales of rubber sole or other 
sport style shoes to boys and girls 
in summer camps, to young men 
who are going into the military 
training camps, to the art colo- 
nies, to the old-fashioned relig- 
ious camp meetings, a few of which 
flourish; to the summer schools; 
to the rest 
maintained by welfare workers, 
such as welfare departments of 
factories and the welfare organi- 
zations of large cities. 


camps, which are 


Thousands in Camps 


The membership in the boy and 
girl camps in New Engalnd alone 
will total 50,000. That is business 
worth seeking. For some time, 
agents of sporting goods stores 








made by the rubber com 
medel from the —— 
ui 





The shoe for campers isn’t the only type of footwear 
nies, as witness this strap 
eds line of the United States 


t 
bber Company 


cause he fits shoes right. 





Good Possibilities for Sales 


It is often worth while to watch 
this business in camp equipment, 
because it offers ideas that can be 
turned to good advantage in sell- 
ing shoes to the stay-at-home 
trade, the same as the Palm Beach 
trade offers retail merchants sug- 
gestions in types of shoes for their 
summer lines. Many retail mer- 
chants carry rubber sole shoes for 
the playgrounds trade, and there 
are thousands of children on the 
playgrounds of cities during the 
vacation season, as well as the 
adults, who play tennis on public 
courts and bathe at beaches. This 
is a new field of trade, compara- 
tively speaking, and there are 
good possibilities for its develop- 
ment. 


A Suede Finish Sole 


A retail merchant demonstrated 
a suede finish rubber composition 
sole shoe the other day. Perhaps 














have been going after it. Member- 

ship in some of the art colonies is up to 
100 or more. And there are various rest 
camps, for men and women, with 100 or 
more members. The religious conventions, 
and camp meetings, often bring together 
thousands of people. 


How to Get Trade 


The usual means of getting this trade is 
toapproach the leaders, and influence them 
to recommend certain types of shoes for 
camp wear. Sometimes a paid agent is em- 
ployed. Sometimes just friendship suf- 
fices. 

Directors of summer camps for boys 
and girls usually send out specific instruc- 
tions pertaining to camp equipment, even 
to the detail of the number and kinds of 


Mail Orders Common 

The average camp is located miles from 
stores. So equipment is bought ahead. Ad- 
ditional equipment, especially of foot- 
wear, shoes, which are always wearing 
out, is ordered by mail. Stocks of country 
merchants may be small and unsatisfac- 
tory. That is why the camp heads send to 
the big city stores for goods. 

Summer conventions, camp meetings, 
and like events often take place at sum- 
mer resorts near big cities. In that event, 
it is worth while for retail merchants in 
near-by cities to post at the headquarters 
of the convention the location of stores 
where extra pairs of shoes can be bought, 
for it is common for attendants at these 
conventions to come without tennis shoes, 


some would call it a non-skid sole. 
However, the bottom of the sole was 
snuffed on an abrasive wheel, so that a 
nap was raised on its surface, something 
like the nap on a piece of suede 
leather. 

The demonstrator put his hand inside 
this shoe, and pressed it against the 
smooth board side wall of a shelf. He tried 
in vain to push the shoe up or down. It 
stuck to the wood like a leech. Then he 
tried to push it across the surface of 
a glass showcase. But it would not 
budge. 

The retail merchant is selling shoes 
with this suede sole in two types, one be- 
ing made up of sport shoes for tennis, 
baseball, or basketball, and the other in- 
cluding work shoes. a 





This trade-mark appears 
only on the highest-grade 


products that we can build. 
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Forward |! 


Once before there was a great forward 
stride in heel making that carried 
with it the whole rubber heel industry 
to new levels of quality and volume. 


Those responsible for that advance 
are concentrating today on a still 
higher standard—a heel of added 
quality, restricted rigidly in sale to 
the shoe of quality and style. 


SEIBERLING RUBBER COMPANY ° AKRON, OHIO 








SEIBERLING 
RUBBER HEELS 
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Model in Lorraine Russia Calf, 


Combining Colors No. 52 in Vamp 
and Quarter, with No. 50 in Top, 
by 


J. I. Melanson & Brother 


- - - Mass. 
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Calf, suede, top grade 


Calf. smooth, black, ‘top grade 
Side leat 


Genuine buck 


Elk, heavy side 


Kid. an 
Chrome, patent sides and kip 
Patent kid 


No. 1 oak bends, finders’ use 


Branded cows, for light sole 
No. 1 buffs, for heavy up 
No. 1 Chicago City 


Kips for upper leather 
B. A. hides for  ~ leather 





Calf, smooth colored, top grade 


hers. colors, top —- ‘i 
Side leather, black, top grade... . 


White buck, top grade (side leather).. Be 


No. 1 oak — shoe mfrs.” use 


Heavy Texas steers, for sole leather. 
Light native cows, for side tor leather 
ather . 
r and side lea. 
fskins for fine 
calf a Laanievedeeeues 


Comparative Leather and Hide Prices 


Upper Leather (Price Per Foot) 


December, 1922 
$0.65 $0.75 


Saessssa ssssssy 


Sole Leather Price Per Pound) 
$0.32 @$0.33 $0.56 @$0.58 $0.34 
..@ .36 ‘90 a “46 
55 
60 


1. 15@ 1.25 -70 


Raw Hides and Skins (Price Per Pound) 


(1913 Av.) 
$0.18% $0.52 @$0.55 
18 .-@ 50 
‘17% 

17% 

“15 


Native steers, as used in sole leather, 


07 


1S 


80@ 1.02% 
-65 80 13 


-42 -26 


17 
-16 
-30 


©88 8889 


12%@ 


14% 


S 


@HOHHHHHD OHOHHDOOO 


@HHHOHHHHHDHHHSHA® 


@OOOO 


@$0. 14% 








Leather Prices Remain Firm 


HE leather situation, while showing 
T no material change over last week, 

is certainly showing a state of firm- 
ness which indicates higher cost leather. 
The demand is naturally affected by such 
a serious situation as prevails on the South 
Shore which it is hoped will not be of long 
duration. 

The conservatism of leather buyers con- 
tinues to be shown in their small pur- 
chases or their endeavors to buy leather 
as close to their needs as possible. The 
experience of two years ago has left a 
spirit of caution which tends to restrict the 
general volume of business. 

Although the raw material markets are 
not reporting large sales of hides and skins, 
prices still remain high and a considerable 
percentage higher than a year ago, which 
is very likely to be reflected in higher 
prices for practically a‘l grades of leather 
and more especially when it is realized that 
the bargain stocks of leather which were 
so heavily depended upon last year are 
now a thing of the past. 


Sole Leather Receipts Taken Up 


The sole leather market still shows the 
same firmness which has been the feature 
for the past few months. While the actual 
volume of trading is somewhat below that 
of a few weeks ago the aggregate is still 
sufficient to take up the tannery receipts 
and values are showing a gradual advanc- 


ing tendency as the sole leather which was 
made from higher cost hides, comes into 
the warehouses. Union steer backs are 
firm at 55c per pound for heavy; medium 
51e to 52c. Sole cutters report a good vol- 
ume of business and they are cutting 
fairly large amounts steadily. A good busi- 
ness is also reported in the best grades of 
heavy oak sole, with oak backs ranging 
from 45c to 55c and bends from 55c to 65c. 


Calf Leathers in Fair Demand 


In the upper leather market the flurry in 
colors still continues to be something of a 
feature although tanners are rather cau- 
tious in making these colors in any large 
volume and they expect an early return to 
the more staple shades. There is a good 
call for the higher grades of chrome finished 
calf but principally in the tan and brown 
shades in the men’s weights. The lighter 
weight calf skin is not moving so well. 
While prices are substantially the same as 
last week the choicest selections of the 
best tannages of calf are bringing 50c per 
foot. The popular high grade calf leathers 
are quoted at 45c, 40c and 35c for the 
three selections. Some cheaper leather is 
available below these figures for medium 
or lower priced footwear. The call con- 
tinues strong for suede leather, top selec- 
tions bring 50c to 60c per foot; medium 
grades 35c to 45c. Fancy colors of suede 
are in best demand and there was practi- 
cally no lull in business between seasons. 


Side Leather Volume Moderate 


Side upper leathers are in good call 
comparatively as the many finishes in 
leathers which are all designated as side, 
embrace a large percentage of the upper 
leather business. Prices on such leathers 
range from 18c to 30c per foot and for 
some of the special tannages for sport 
shoes as high as 44c. Good grades of buck 
for women’s slippers and pumps range from 
30c to 40c. There is a fair call for veal, kip 
and elk at the same prices which have pre- 
vailed for some months past although 
more firmness is evident. 


Glazed Kid Tanners Busy 


Kid tanners have been busier than 
usual for some months past although they 
are going slow on the fancy colors. It is 
their intention to have no large supplies 
left on their hands should the color de- 
mand cease, that is to say on the radical 
colors. The price range is very wide from 
$1 per foot down depending on the quality 
of kid desired. What are generally known 
as the top grades of kid are quoted at 65c 
to 80c and the medium from 40c to 60c. 


Patent Leather Demand Active 


A fair demand for ‘patent leather is 
noticed. The best chrome sides are quoted 
at 45, 40 and 35c per foot for the first three 
selections. Top grades of patent kip bring 
48 to 50c. Japanners and finishers are busy. 
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MILLER RIDING BOOT TREES 


There is probably no type 
of footwear in which correct- 
ly fitting trees are more es- 
sential than in connection 
with Riding Boots. They keep 
the tops in perfect shape and 
prevent che wrinkling at the 
ankle, which causes the dis- 
agreeable sagging of the top. 
The incorporating of an ex- 
tension feature has proven 
most desirable, the extension 
is secured at both top and 
bottom; at the bottom by a 
metal plate with a series of 
holes, and by the changing of 
a pin the extension can be 
varied; at the top the exten- 
sion is varied by the steel 
screw. 


Cur catalog gives complete information for ordering Boot Trees. It also illustrates Boot Jacks and Boot Hooks 


SHOE TREE DIVISION 
QO. A. Miller Treeing Machine Co. Brockton, Massachusetts 














We deeply appreciate the kind consideration our 
many customers have shown us for the few days delay 
in filling their orders caused by several groups of 
operators remaining away from their work. 


On Monday of this week, these same employees re- 
turned to work again, and we are now able to fill all 
orders promptly, whether made to order or to be 
shipped from stock. . 


NOW 
IN 


Tony Brown Calf 
Polo Oxford, (Har- 
a ness Stitch) 
K Eric Calf A-B 7-11 


Saddle Lace Oxford, Crepe CDell 


saeicacasieg M. A. PACKARD COMPANY 


Brockton, Massachusetts 
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B595—$2.35 


B595 White Whipcord One Strap, Two 
Button, White Kid Trimmed, Side Cutouts, 
ow turn 12-8 Cuban heel, widths B to D, 
code “ Pola’ $2.35 


B576—$1.85 


B576 White Canvas One Strap, Patent 
checker board trimmed, Imitation turn, 12-8 
Cuban heel, widths B to D, code “‘Erato”’. $1.85 


B210—$3.50 


(Levor’s) White Washable Kid One 
: Imitation Turn Leather Lined, Covered 
I-8 $ Heel. widths B to D. code “Trixie” 50 
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IN STYLE - IN STOCK 


Now is the time to complete 
your stock of white shoes—to 
“spice it up” with the latest 
novelties. 

Hannahsons is ready with 
new, up-to-the-minute styles— 
prepared to help you make this 
your biggest and most profitable 
white season. 

Hannahsons National Advertising 
is introducing this famous footwear to 
millions. It will pay you exceedingly 
well to tie up with this advertising 
right now and secure your share of the 
new business it is creating. 

Wire today for a Hannahsons sales- 
man and catalog. 

No extra charge for single pairs. 

HANNAHSONS SHOE CO. 


HAVERHILL, MASS. 
Manufacturers 














B587—$2.35 


B587 White Whipcord Two Button One 
Strap, Green Kid Trimmed, Imitation Turn, 
9-8 Heel, B to D, code “Cannes”. . .. .$2.35 


B589 White Whipcord Two Button One 
Strap, Red Kid Trimmed, Imitation beat 9-8 
Heel, B to D, code “Reviera”’ . $2.35 


B650—$2.35 
B650 White Whipcord One Strap Genuine 
turn 14- 8 Jr. Full Louis heel, widths A to D, 
code “Etta’ . $2.35 


B582—$1.85 


B582 White Canvas Patent Trimmed One 
Strap, two button, imitation turn, 9-8 heel, 
widths B to D, code “Enid” . $1.85 


B580 Same as above oeaenge with 12-8 Cuban 
heel, code “Thelma’”’... . $1.85 


B250—$4.25 
B250 Levors White Washable Kid, One 
Strap Genuine Le 14-8 Full Spanish heel, 
A to C, code “‘Billie’ $4.25 
B252 As above, except Genuine Turn and 
12-8 Cuban Heel, widths B to D, code “Buddy” 
$4.00 


Dealer Influence is secured thru adverzising in the Boot and Shoe Recorder. 
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makes shoes look new 


EPCO is a liquid enamel which 
restores that much desired new- 
ness to sole edges and to heels. 


Your customers prefer Repco to any 
other brand of enamel because Repco 
is easily applied without danger of soiling 
hands or clothes. 


Repco contains no varnish, shellac or 
other gummy substance —- but materials 
that protect the leather and prolong its 
life. And, best of all, Repco clings 
firmly and evenly to the surface. It does 
not rub off. 


Repco is made in every stylish color 
-- white, ivory, light gray, dark gray, 
champagne and Havana brown. 


























For sale by Shee Findings Jobbers 
Better order some Repco today 


UNITED SHOE MACHINERY CORPORATION 
Boston, Mass. 


San Francisco Branch, 859_Missica St. 


J. K. KRIEG COMPANY, New York, N. Y. 


UNITED SHOE REPAIRING MACHINERY CO 
Bosten, Mass. 


Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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(Above) 


IN STOCK 


At-Once Delivery from 
eccusmnen. t0ne ; BOSTON to CHICAGO 


Style 4026-A Price $5.50 
AUTUMN BROWN KID 


“A Magic Name with our Trade” “BELMONT” | 1-STRAP PUMP 
Cut-out in arter, with Brown 
Is the Testimony of Merchants 15-8 Rubber ‘Top Heel 


Welt Sole Pasadena Toe 


to the Power of this Brand---- des «3 33 US 148 


“WV ENind it getting business for us along the lines of least resistance”’ is the common experience 
that one merchant has expressed in these words. “The longest, strongest advertised line of 
medium-priced shoes in the country”’ says another. 


Out of the experience of thousands of merchants comes proof of the trade-drawing power of the 
QUEEN QUALITY line for women, misses and children, and of the influence of the name as 
established through a full quarter-century of expansion and progress. 


The QUEEN QUALITY Agency Franchise offers advantages to progressive merchants unrivalled 
in the women’s shoe field. 


THOMAS G. PLANT COMPANY 
101 Bickford St., BOSTON, Massachusetts 


NEW YORK: 125 Duane St. ‘CHICAGO: 207 W. Munroe St.! 











—--——-— on a 
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Q : Q 
Pe) High Grade Footwear 

Priced for Quantity Buyers 





Makers of Fashionable 
Footwear, Specializing in LILLIAN PUMP 


all up-to-date colors in 
hich de imi : Skinner's Black Satin—Black Suede Calf 
igh grade imitation turns. Collar—17-8 Full Spanish Heel—Imitation 
d Turn—aAlso made in a variety of combinations. 
Made on exclusive style 
The Jonas Line of Flexible Process 


patterns and lasts. McKays has proved to be a Profit 
Full Chrome Patent—Red Trim—9-8 Rubber Maker for scores of quantity buyers 


Heel—Imitation Turn—Also made in Levor’ , , ; } i 
White Kid end Blok Sete vor's who want High Grade Imitation Turns. 


ARLINE SANDAL 











Inquire for other style features 


J. A. JONAS SHOE CO. 
HAVERHILL ~ - - MASS. 


Boston Office: 207 Essex St., Room 220 


=] Q 
SMI I ISSO BOVIS DOV OOOS SOOO OOOO OOA 








\ 

















A LACE THAT OUTWEARS 
BY MONTHS ORDINARY LACES 
AYS TIED AND NEVER LooKs| 




















Have you Oxford lengths? 


If not use the order form for convenience. 





Send to__—. 
Address 








QUANTITY 7 The round lace is No. ae 


| 
| 
| 





| 


pL RRR rt ", $4.59 the gross 
28-inch length................ 4.76 the gross 


NUMBER | LENGTH | COLOR 
— } 


30-inch length. . ...se++. 5.10 the gross 
Colors: Black, Tan, Mahogany, Cocoa and 
| White 








LACE DIVISION 


O. A. Miller Treeing Machine Co. Brockton, Massachusetts 
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In Stock 
shoe 


Now! 
TO RETAIL AT 


5c > baad 


Vireo get more than your share of 






the oxford business with these genu- 
ine full grain Calf oxfords that will 
sell at popular prices. 





They are built right from the last up of 
sturdy material—a combination of style 
and quality at a low price. 








Your customers will be satisfied with them 
and that’s what we want for through them 
we satisfy you. 







“GENUINE 
FULL 
GRAIN 

CALF” 











A5260—Blue Ribbon Last, Claret 
Red Full Grain Calf, Nine iron oak 


outsoles, Grain inner sole, Ist 
quality rubber heel. . .$3.70 e 
[——} 


A5288—Same as above full grain 
PE Ss odo A pclee c.<-vcokl $3.70 

















In stock C and D widths, immediate 
delivery; other four weeks. 


DAVIES SHOE MFG. CO. 


RACINE -!- -!- -!- WISCONSIN 
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In Stock 
Newest Designs 
No. B 314—Patent Colt § bins Sendel, | ~ -m 








Heel with Rubber Toplift, Ne; B gr a eg Pump, made in Color 
* Ooze Calf (Sand Color), trimmed with 


Field Mouse Kid around Suir and hie pe? 15-8 

— Covered Heel igh-Grade Hand 

$6.50 
No. B316—White Buck Theban Sandal, 8-8 
White Ivory Heel with Rubber Toplift, Welt. 
$4.50 
No. B315—Sand Buck Theban Sandal, 8-8 
Heel with Rubber Toplift, Welt $4.50 


No. B307—All Patent Colt, Two-Buttoned 

Sire | Pump ag - Tip, 10-8 = = 48 No. B 311—Beige Suede, Sunset Russia Trim 

Rubbe es Wakes séetuseees ,c,D me Wa Backstay, 8-10 Heel with a 
ift, elt .. 


Terms : Net 30 days 
Joy, Clark & Nier, Inc. 
Rochester, N. Y. 
New York Office, 127 Duane Street 


No. B 308—Two-Buttoned Strap ie Bp All . 
Patent Colt with Gray Kid Strap onl 2 pron od 
Underlaid with Patent Colt, 10-8 Heel vith MURRAY KLEIN, Representative No. B 309—White Kid One-Strap ne 16-8 
Rubber Toplift $4.90 Sa Heel, High-Grade Hand’ Turn. .$6.10 


Ciraiford Shoe IN STOCK 


Every Number a Proven Seller 


STOCK No. B-980 
(ILLUSTRATED) 
Men’s Blucher Oxford. Imported Mahogany Boarded Calf. Single Sole. 
Brown Welt. Orange Sole Stitch, Goodyear Wingfoot Heel. Widths A to D. 
Last Ovation. Code Walter. 


PRICE $5.90 


10 cents extra for less than three pairs. Sample pair sent prepaid n 
request, and will be charged at the regular case lot price. No price 
marks on shoes or carton. Terms on all stock shoes NET 30 DAYS. 
































Send for Spring and Summer Stock Style Catalogue 


CHARLES A. EATON COMPANY 








**The Sterling Shoemakers of New England” 
WOMEN’S STYLES 1 MEN’S STYLES 


— BROCKTON, MASS. — 


BOSTON—207 Essex Street - NEW YORK—127 Duane Street ' ATLANTA—238 Peachtree Arcade 
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Tes MULLS ALL 


Popular Sellers In Stock 


Ready To Ship 
EVANGELINE 


(Reg. U. S. Patent Off.) 


Stock No. 4867 Whites Stock No. 4868 


White Ostex One Strap, White Ivory . — 

Sole, White Welt, 1} inch Heel, White Sole, White Welt. 15¢ inch Heel, White 

Rubber Top Lift, Goodyear’ Welt, Rubber Top Lift, Goodyear’ Welt 

95 Last. 96 Last. : ° ssa 
A-D $3.25 Widths A-D $3.25 


CRUMBS OF COMFORT 


(Reg. U. S. Patent Off.) 


Send for Complete 
Catalog of Stock 


Shoes 


Stock No. 4442 
Black, Kid Oxford, Imitation Stitched 
Tip, Rubber Heel, 68 Last. Stock No. 3606 


Price $2.50 Kid Oxford, Kid Tip, Rubber Heel, 


No. 4444—Same style, Brown Kid. 76 Last, Turn. 
Price $2.75 Price $2.50 


A. H. BERRY SHOE CO. 


PORTLAND, MAINE 
BOSTON SALESROOM -- 186 LINCOLN STREET -- = (4th Floor) 


Es ss UT LU > MIs MILL» MI aL 
Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 


eee ee ee eT eT eT eM eT MTT eMInenniiiiiieniiiiiiieniiiiiniieniiiiin 


: 
; 





BOOT AND SHOE RECORDER June 2, 1923 


Mr. Shoe Merchant 


Buying the right merchandise at the right price—is satisfactory to the buyer and seller. “Starensier” shoe 
ornaments answer that purpose, they add beauty and attractiveness to any shoe. 


Yourorderwill receive prompt 
attention In Stock 


Rhinestone Straps for immediate shipment 
Standard numbers Announcement 
> 4 sellers ° 
Popular sellers We are featuring colored 
y 2 Pai “1. ° : 
No 2 Pair alike Rhinestone straps, with 


No. 1—$4.80 Doz. Pr. splendid success—beautiful 


No. 2—$6.00 Doz Pr. 
No. 3—$7.20 Doz. Pr. 





colorings—artistic designs— 
fine workmanship—Exquisite 
ornaments. 

No. 7—$12.00 Doz. Pr. 


Assortment 


Assortment of 12 Pair each 


Nos. 3022 is included in assortments-Nos. 3 and 7. 


S. STARENSIER 


Manufacturers & Importers 
21 R. R. Square 
HAVERHILL, - MASS. No 3026 $6.00 Dozen Pair 


No. 3011 $7.20 Dozen Pair 











ASK YOURSELF 
THESE QUESTIONS! 


If you want the maximum of advertising 
results, ask yourself these questions when 
selecting mediums: 

What is the evidence of READER 
ANNUAL INTEREST? 

Is the paper essential to its field? 
BOSTON SHOW Is reader interest proven by volun- 
tary paid subscriptions? 

ULY 9, 10 7 a “a great days. Be Are the paid subscriptions audited 
J on hand to sce what's new. paest the boys. by the Audit Bureau of Circulation? 
joy the comfortable feeling of knowing that (Twelve Thousand “Boot and 
“ESSEX floome, light and any, Beds that Shoe Recorder” paid subscrib- 
inne dengueanin. ers are audited by the Audit 

Bureau of Circulation.) 
Is the character of the paper veri- 

The Essex Hotel Co. fied by the Associated Business 
J.J. McCarthy, Pres. T. A. McCarthy, Treas. Papers, Inc.? 

(The character of the “Boot and 

Shoe Recorder” is verified by 

the Associated Business Papers, 


Boston Mass) ssa 





RATES ARE LOWER 
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| $72 Gold Wald Eversharn Pencil 
FREE to Window Contestants 
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Actual size of Eversharp Gold Pencil in Gift Box ready for shipping 


You can make your windows powerful 


business producers during Foot Comfort Week 


That fact is vouched for by thousands of live dealers who have participated in 
Foot Comfort Week drives for the past six years. If you have never enjoyed the 
additional business which this drive brings to your store, you have been overlook- 
ing, one of the finest opportunities ever placed within your rasp. 


When you put in a Foot Comfort dis- 
play we want you to be thoroughly sold 
on it asa business producer. We want 
you to feel that the time and energy spent 
in plannin® and installing this display 
is Boing to be the best investment you 
ever made. 


But, as an afterthought, we do not want 
you to forget about the elegant Gold 
$7.50 Eversharp Pencil which you will 
receive if you will send in a photograph 
of your window. 


As everyone knows, the Eversharp Pen- 
cil is standard the world over. When it 
is advertised that you are %0in% to get a 
$7.50 Gold Eversherp it means just what 
it says. 

This pencil has a Sterling Silver base,cov- 
ered with 12 k.gold. The gold is so laid 


that a silver design is brought out, Rivin3, 
it a decidedly beautiful duo-tone effect. 


We want you to enjoy a wonderful Foot 
Comfort Week business, as well as one 
of these pencils, but to do this you must 
pet right back of this drive in a whole- 
hearted manner. If you do, your suc- 
cess is absolutely assured. 


Today—right now—before it slips your 
mind, fill in and mail us the coupon 
below. Get in this foot comfort move- 
ment with both feet and let your cash 
register be the judge as to its success. 


Mail Coupon Today 


THE SCHOLL MBG. CO. 


213 W. Schiller St., Chicago Mail to nearest 
62 W. 14th St., New York City office 


Gentlemen: 


for Foot Comfort Week, June 16th to 23rd: 
O Window Display D Booklets, Imp-inted 
O Newspaper Electros O Inserts, Imprinted 
Movie Slide 


Please send at once, charges prepaid, the following, material 
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A Working Principle— 


Not an Embalmed Ideal 











A BP STANDARD No. 2 














**To subscribe to and work 
for TRUTH and honesty in 
ALL departments.”’ 




















EW there are who do not know 

of the great TRUTH and 
BETTER BUSINESS movement, 
which was inaugurated by the Asso- 
ciated Advertising Clubs of the World 
about ten years ago. 


It was the fused and awakened 
sentiment of the publishing and ad- 
vertising interests, that to them be- 
longed the responsibility for purifying 
the stream of publicity and keeping 
it clean. 


Since then these men have pro- 
cured the adoption of clean advertis- 


ing laws in nearly every state, with 
Vigilance Committees to enforce 
them. The crooks and swindlers have 
been driven from the pages of reput- 
able publications, and the power and 
virility of straight truth-telling has 
been brought home to all advertisers. 


As the Business Press Department 
of the National Advertising Commis- 
sion of the A. A. C. of W., The Asso- 
ciated Business Papers, Inc., is proud 
and glad to be a part of this work. We 
have incorporated the TRUTH mo- 
tive into our own standards and our 
practices. 


Note well the word “ALL” in 
Standard No. 2. It applies with equal 
force to all departments of our papers 
—editorial as well as advertising. 


As a logical sequence of Standard No. 2, we adopted Standard No. 5 











ABP STANDARD No, 5 


‘*To decline any advertisement which 
has a tendency to mislead, orwhich does 
not conform to business integrity.”’ 

















HIS imposes a definite obligation upon ABP papers which can not be misun- 
derstood. Inthis Standard, ourpublishersplainly acknowledge their responsi- 
bility to their subscribers, and pledge themselves tokeep the trusteeship inviolate. 


Do you not begin to see why business papers aspire to A B P membership; 
why membership carries the prestige that it does; and why ABP papers are 
getting preferred consideration from those who believe in high standards espec- 
ially when coupled with practical achievement ? 


THE ASSOCIATED BUSINESS PAPERS, INc. 


JESSE H. NEAL, Executive Secretary 


HEADQUARTERS: 


220 WEST. 42nd STREET 


NEW YORK CITY 








The Boot and Shoe Recorder is a member of The A B P Inc. 
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SNUGLERS 


Reg. U.[S. Pat. Off. 


There are three ways to extend winter profits 
in felts through spring and summer. First— 
feature the fast selling quality line of Snug-lers. 
Second—replace your missing numbers with 
smart new Snug-lers styles, one of which is 
shown above. Third—through effective win- 
dow and interior display identify your store 
with the best in felt footwear— Snug-lers. 


United States @ Rubber Company 
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Co) dhe 
"KING TUT’ 
SANDACS 


Old Tut 
himself 
would strain 
his eyes 
admiring 
them 


June 2, 1923 


Window Cards Play Prominent Role in 
the Selling of Footwear 


TT T'S pretty hard today to make a definite statement 
| about anything that has to do with what will and 

what won't make shoes sell but among the fellows 
who are in the “know” there’s a mighty definite feeling 
that good window cards have a lot to do with it. 


The reason is simple—if the cards are attractive— 
for it is high grade salesmanship concentrated at the 
point closest to the sale. 


Cards Have “Direct Contact” 

Mail advertising is good—newspaper advertising is 
good but they both work a long ways away from the 
actual point of sale while the show card in the window 
is a nice pleasant invitation to step right in and be 
satisfied. 

Show cards or window cards make windows talk. 
They make a window that the merchant pays a high 
rent for, produce dividends. 


Selling Timely Styles Quickly 
The Recorder knows that probably every merchant in 
the land has many of the so-called King Tut sandals as 
well as sport footwear and as a result is interested in the 
sale of those shoes among the Recorder readers. 
The Recorder knows that it is a part of its duty to its 
subscribers to help them sell their shoes quickly and 


profitably. 
Here Are Some Good Examples 


The two cards illustrated on this page are very apt 
for window use in the next two months. They are in 
color and of a size that will attract attention in any 
window. They are well enough drawn to be appropriate 
in any window setting. 

The Recorder has secured a large quantity of these 
cards for distribution to its readers at the very low 
price of fifty cents each. They may be had on receipt 
of that sum at our western office at 189 West Madison 
Street, Chicago. 
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The Practical Meaning of the Mennen 
Decision 


the Mennen case and its probable effect on general 

business. The case was then just being argued 
before the United States Circuit Court of Appeals; it 
has now been decided and the decision is of very great 
importance to all lines of business in which wholesalers 
or co-operative buying exchanges are factors. Before 
I discuss the decision let me refresh everybody’s re- 
collection by stating briefly how the Mennen case arose 
and what it involves. 

The case arose through a complaint made to the 
Federal Trade Commission that the Mennen Co. was 
guilty of unfair competition. The company apparently 
would sell anybody who would buy the quantity— 
jobbers, co-operative buying organizations or large in- 
dividual retailers. But when it sold 100 cases, let us say, 
of something to large retailers, or to a retailers’ co- 
operative buying organization, it would charge a higher 
price than if the 100 cases had been sold to a jobber. 
This was done on the theory that the jobber rendered 
service which the retailer or buying exchange didn’t 
render, and was therefore entitled to a better price. 
This practice of charging different prices to two 100- 
case customers was the alleged act of unfair compe- 
tition. 


Stine Men months ago I wrote an article about 


Must Sell at Uniform Price 


The Commission upheld the complaint and found the 
Mennen Co. guilty of unfair competition on the ground 
named, holding that if the company sold the same quan- 
tity to retailers or co-operative exchanges that it sold to 
jobbers, it must sell it at the same price. Then came the 
appeal. 

The wholesalers of the land realized that the case held 
great possibilities of weal or woe to them, and em- 
ployed special counsel to sit in on the case and put in a 
lick for the jobber wherever he could. 

The United States Court of Appeals has now decided 
the case, upsetting the Federal Trade Commission 
again and reversing the trade principle for which the 
Commission has probably fought harder than for any 
other, viz.: the principle that prices must be uniform 
among all buyers of the same quantity. The Appeal 
Court held that the Mennen Co. is perfectly within its 
rights in making a lower price to the jobber than to the 
retailer, though both buy the same amount. 


Extracts from Court Decision 


The following from the Court decision will be in- 
teresting :— 
The Mennen Co., acting independently, has un- 
dertaken to sell its own products in the ordinary 
course, without deception, misrepresentation or 


oppression and at fair prices, to purchasers willing 
to take them upon terms openly announced. * * * 
The company is engaged in an entirely private 
business and it has a right freely to exercise its own 
independent discretion as to whether it will sell to 
wholesalers only, or whether it will sell to both 
wholesalers and retailers. 

And if it decides to sell to both, it has a right to 
determine whether or not it will sell to the retailers 
on the same terms it sells to the wholesalers. It did 
not discriminate as between retailers, but sold to 
all retailers on one and the same scale of prices. 
And it did not discriminate as between wholesalers 
but sold to all wholesalers on one and the same 
scale of prices. 


Company Can Fiz Own Prices 


In accordance with these opinions we have no 
doubt that the Mennen Co. had the right to refuse 
to sell to retailers at all, and if it chose to sell them 
it had the right to fix the prices at which it would 
sell them and that it was under no obligation to sell 
them at the same price it sold to the wholesalers. 

There is nothing unfair in declining to sell to 
retailers on the same scale of prices that it sold to 
wholesalers, even though the retailers bought or 
sought to buy the same quantities the wholesalers 
bought. 

The court is not unmindful of the fact that the 
Mennen Co., in classifying its customers into two 
groups, wholesalers and retailers, placed in the 
group of retailers all mutual or co-operative corpor- 
ations, buying exchanges or associations; that be- 
cause these individuals for their own convenience 
organized themselves into a corporation which 
they constituted their agent for purchasing purpos- 
es did not change their character or the character 
of their purchases and convert them into whole- 
salers. 


Decision Affects Retail Merchants 


Whether the buyer is a wholesaler or not does not 
depend upon the quantity he buys. It is not the 
character of his buying, but the character of his 
selling which marks him as a wholesaler. * * * 
The persons who constitute these mutual or co- 
operative concerns are buying for themselves to 
sell to the ultimate consumers and not to other 
“jobbers” or “‘retailers.”” The nature of the trans- 
action herein involved is not altered by the fact 
that they make their purchases through the 
agency of their corporation. * * * The impor- 

(Continued on page 152) 
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When Customers Pay Their Bills With 
Other People’s Checks 


CASE has just been decided which brings up an 

important phase of law I don’t remember to have 

written anything about for a long time, if ever. 
The question is this: is a debt settled when paid with a 
check or draft of a third party which subsequently isn’t 
paid. 

In the case I have just read, A went into the market 
to buy some goods from B. He paid for them with a 
check signed by C, which in this case was made payable 
to B, though the legal situation would have been the 
same had C given a check to A, for a debt due A, and A 
had simply indorsed it over to B as part payment of 
his, A’s, debt to B. 


Court Rules on Issue 


The check wasn’t paid and of course B sued A for the 
price of the goods. A said, “No, 1 don’t owe you any- 
thing; you took C’s check in full payment and after 
that the risk of the payment of the check was on you.” 
The lower court didn’t agree with this and gave judg- 
ment in full against A for the value of the goods he 
bought. This seems sound, because certainly there had 
been no payment of the bill, the check given in part pay- 
ment having been dishonored. The situation shouldn’t 
be considered as materially different from a case in 
which A would give his own check in payment which 
would subsequently not be paid. In that case of course 
the law would treat the debt as unpaid and give B 
judgment for it. 

The appeal court, however, reversed the judgment 
and took B’s judgment from him, holding that when 
he had accepted the third party’s check in payment he 
had settled the debt and assumed the risks of the check 
being paid. This was a somewhat revolutionary decision 
and has led me to study the condition of the law of 
this country rather carefully for the purpose of learn- 
ing just what the weight of opinion on the subject is. 
I was glad to find it to be what common sense would 
seem to dictate it should be, viz.: that where a buyer 
pays his debt with the check or draft of a third person 
which is subsequently not paid, the original debt is not 
to be considered settled but the seller can go after the 
buyer as if no payment had been made. 


Buyer Usually Responsible 


There are a,few exceptions to this, but not many. 
And all cases lay down the principle that where it is 
evident that the parties intended that the third person’s 
check should be accepted in full settlement, the risks 
of payment to be on the taker, the law of course would 
treat the transaction that way. Naturally, however, 
those conditions wouldn’t be present once out of a 
thousand times, for a seller who is tendered payment 


in a check made by somebody other than his buyer, 
always proceeds on the assumption that if the check 
isn’t paid the buyer will make it good. If the weight of 
authority were that the loss was the seller’s and the 
buyer wouldn’t have to make it good, you can be sure 
that a third party’s check would never be accepted in 
payment of bills. 

A great many business men often find themselves 
tendered third party’s checks in part payment of their 
own claims, and usually freely accept them. If they 
aren't paid they immediately go back on their debtor 
and demand that he make the thing good. Usually he 
does it without demur, although I have known cases 
in which the same flimsy contention was put up: “You 
took the check at your own risk.” 

Every man taking a third party’s check in this way, 
however, must remember one thing, viz.: that the law 
places on him a very strong obligation to cash the check 
or draft promptly. lf he doesn’t do it, and if when he 
does do it the paper isn’t paid, the law everywhere will 
then place the loss on him, treating him as if he had 
taken the check or draft in full payment and shouldered 
all the risks of payment. The case books hold many 
cases in which business people taking third party checks 
have delayed in presenting them for payment. Finally, 
for some reason, they were dishonored. If the dishonor- 
ing was in any sense due to the delay in presenting the 
check or draft for payment the man who took the 
check in payment stands the loss. 


(Copyright, March, 1923, by Elton J. Buckley, Esq., 
643 Land .Title Building, Philadelphia, Pa.) 





The Practical Meaning of the Mennen 
Decision 


(Continued from page 151) 


tant fact is that the members of the corporation are 

all retailers who buy for themselves to sell to the 

ultimate consumer. The Mennen Co. is within its 
rights in classifying them as retailers. 

The decision is of very great importance to the 
jobber, and also to co-operative buying exchanges, for 
the latter were classed by the Mennen Co. as retailers. 
The Federal Trade Commission’s order, which is now 
set aside, forbade the Mennen Co. to adopt any sys- 
tem of discounts upon the basis of a classification of its 
customers as jobbers, wholesalers, retailers or any simi- 
lar classification which relates to the customers’ form 
of organization, business policy or business methods. 


(Copyright, March, 1923, by Elton J. Buckley, Esq., 
643 Land Title Building, Philadelphia, Pa.) 





BOOT AND SHOE RECORDER 


IN STOCK 


Imported hand braided Bast Slippers, 
for bath, beach and camp. (Bast is a very 
tough fibre from the inner bark of a tree.) 
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No. 904 
Ladies’, 3 to 8. .60c 
No. 903 
Men’s, 6 to 11. .65c 
Minimum quantity, 36 
airs perrun. No samples. 

tisfaction guaranteed 


Golo Slipper Company 


129 Duane Street NEW YORK 











SHOE BUTTONS 


of 
Finest Quality 
Fresh Water Pearl 
White 
Black 
and 
Size 14 Colors Size 16 


Shanks guaranteed for machine sewing. If you cannot 
procure our buttons from your jobber, write us and we will 
supply them. 

Prices and samples sent on request. 


ARCH GUIDE HEEL 


“The Heel Guides the Foot as the Rudder guides the Boat” 


HAWKEYE PEARL BUTTON CO. 


New York Office Muscatine 
930 Broadway Iowa 


“Unquestionably the Most Important 
Part of Any Shoe’’ 


Arch Guide heels constitute the final 
step in footwear equipment. They are 
necessary for the proper effectiveness of 
inner appliances and of all corrective 
footwear. 


They automatically guide the foot in a 
straight forward line. Specify Arch 
Guide heels for all your better lines. 


PIETZUCH 


PRONOUNCED PITS- YOU 


WONDER ARCH GUIDE HEEL CO. 


Station O, Cincinnati, O. 


Artificial Flowering Plants and Trees, with 
Pots, Complete, from 10c Up 


Our Illustrated Catalogue No. 32 with illustrations in colors of Art- 
ificial Flowers, Plants, Vines, Trees, etc., Mailed Free for the Asking. 


FRANK NETSCHERT, INC. 
(1 Barclay St. New York, N. Y. 





Save Money On Thread 


When you can get the 


APPROVED BY 





best for less why not 
buy it? Every penny 
earned in shoemaking 
counts toward profits in 
selling. Let us send you 
samples of Meyer 
thread for a practical 
test on any part of the 
shoe. Shoe merchants 
operating repair depart- 
ments should use Meyer 
thread. 


: = . = # 
JOHN C. MEYER THREAD CO., Lowell, Mass., U.S.A. 








MEDICAL MEN 


As a stard ipport for ankles of 

eta o hr hctheycaies Fe vote 
in” uoesodlled. "We 

Developer is 

surgeons recommend ty 


VENTILATIONS: 


Make your stock 
PATENTED compote by shoes 


order 
Brockton 2138 
for immediate actioe. 


BURKLEY 
SHOE CO. 


1156 Ne. Main St. 
— Mass. 


Dealer Influence is secured thru advertising in the Boot and Shoe Hasavi. 
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Lacing Hooks Make Sales 


Lacing hooks on shoes are an additional argument 
toward the sale of the shoes. 

They are a feature of shoe completeness in comfort 
and convenience and satisfy a long established and 
ever present demand. 

To show shoes with lacing hooks; to point out their 
advantages to the customer is to offer another 
item of selling service greatly appreciated by the 
majority of buyers. 

You can increase your sales by featuring shoes 
with lacing hooks. 


TUBULAR RIVET & STUD COMPANY 
BOSTON, MASS. : 


Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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RED --- BLUE --- GREEN 


PATENT LEATHER - PEARL ELK - SMOKED ELK 
BROWN LOTUS - CHERRY CHROME 


Stamseyp Patented Sandals 


Growing Girls’ and Ladies’, One Strap Sandals—Colored Leathers— 
Rubber Heels 


116—Blue Upper Leather, Oak Shoulder Sole. 
117—Green Upper Leather, Oak Shoulder Sole 
118—Red Upper Leather, Oak Shoulder Sole 


Growing Girls’ and Ladies’ 2 Strap Sally Sandals _Rubber Heels 
4-7 
100—Cherry Chrome, Oak Shoulder Sole $i'85 
109—Patent Leather, Oak Shoulder Sole, Sheepskin Lined . 
111—Pearl Elk, Oak Shoulder Sole. : 
113—Smoked Elk, Oak Shoulder Sole. 
115—Brown Lotus, Oak Shoulder Sole 








Growing Girls’ and Ladies’ One Strap 
Sandal, Colored Leather 


Growing Girls’ and Ladies’ Silly Sandal Children’s and Misses’ Sandals—Bend Soles—No Heels 
5-8  8%-1l 

9—Patent Leather, Oak Sole, Sheepskin Lined $1. $1.40 

15—Brown Lotus, Oak Sole. ~ -. 1.05 1.20 
16—Blue Upper, Oak Sole.... ach ¢ 
17—Green Upper,-Oak Sole. . 

18—Red Upper, Oak Sole... 

61—Pearl Elk, Elk Sole 

63—Smoked Elk, Elk Sole 


DELIVERIES SEND YOUR 
IN ONE ORDERS 
WEEK NOW 


347 Rider Ave., Bronx, New York 


t 


sszeze2 



































EGYPTIAN WELT 
SANDALS 


’) STOCK for Immediate Delivery 


(12 pair lots or more) 





BASEBALL 
SHOES 





High Grade Materials—Perfect Fit 
Sound Quality 


Why Don’t You Bid for This Business? 


“FOOT-LITE”’ 
BALLET SLIPPERS 


Hard Toe--Soft Toe 
IN STOCK 





All Patent Sandal. ‘aig er 
Patent Sandal with Guy Collar. ee 
Smoked Elk Sandal. . $3.50 
Smoked Elk Sendal—Ruesla Calf Collar. .$3.50 
White Elk Sandal—Green Collar........ .$3.75 
White Elk Sandal—Red Collar. a 
White Elk Sandal—Patent Senthher Collar. $3.50 


Terms 5% Ten days—-Net Thirty 
STERN BROS. SHOE CO. 


40-42 LINCOLN ST., BOSTON, MASS. 
Pett htt ttt ttt | 





Write for Catalog 


° 
Teams Are Outfitting Now j 
. 


1731-41 N. SIXTH ST., PHILADELPHIA 
CHICAGO BRANCH, 119 S. WABASH AVE. 


BROOKS SHOE MFG. CO. 


Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 





An Orthopedic Shoe 


It looks as if the rubber shoe trade has 
broken into the health shoe game, for 
there has appeared a line of white canvas 
shoes with rubber soles, that is made over 
an orthopedic last. The sole is of white 
rubber composition. It has a steel shank 


and a leather insole. The heel is low, and‘ 


treads flat like the heel of a regular health 
shoe. The edge is wheeled, to get a welted 
look. 

This shoe is offered especially for those 
women who want a comfortable fitting 
white shoe, with a white rubber sole. 


Rubber Heels Attached at 
Show 

Baltimore, May 29—One of the feature 
of the big Better Homes Exposition, held 
all last week at the Fifth Regiment Ar- 
mory, Baltimore, was the booth of the 
Selis shoe repairing concern, which con- 
ducts five establishments here. The con- 
cern had an attractive booth and between 
the hours fo 7 and 7:30 o’clock each even- 
ing attached rubber heels to visitors’ shoes 
for 25 cents. The work was done by five 
men. 





Shoe Stores’ Efficiency Dis- 
cussed 


Baltimore, May 29—An open forum 
was conducted recently by the Hutzler 
Shoe Club, an organization of the members 
of the shoe department of Hutzler Broth- 
ers Company, Baltimore. It was the 
monthly meeting and the discussion was 
in regard to the department’s efficiency 
and how it might be improved. 


Rubber Soles Outwear Uppers 


A retail merchant has the sole of a pair 
of basketball! shoes which were worn until 
the uppers came apart. But the sole is in 
good condition. Indeed, new uppers could 
be attached to the sole, and it would wear 
much longer. The merchant displays the 
worn sole when a customer asks about the 
wearing qualities of this line of rubber sole 
shoes. 
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Tooth Test for Rubber 


A buyer of rubber sole shoes for a retail 
store tests the rubber of the sole with his 
teeth. He bites the soles. If he can bite 
through them, he considers them poor 
rubber. If he cannot bite through them, 
he considers them good rubber. If he can 
get a good grip on the sole with his teeth 
and stretch it a bit, showing it is elastic, 
he believes that he has an extra good sole. 





MISCELLANEOUS 








Milbradt Rolling 
Step Ladders 


| pe a te gm 
tyles to suit all eee 


—=4| Write for our latest cata- 
| ied showing 18 an os of 
| as well as 
res. 


Milbradt 
Manufacturing Co. 


2416 No. 10th Street 
ST. LOUIS, MO. 


Bicycle 
STEP. 


LADDERS 


‘are made 
in many 
styles and 
to fit all 
kinds of 
shelving. 











67 a St. 
Chicago, Ill. 
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MISCELLANEOUS 








Metal Shoe Fitting Stools 


and Floor 
Mirrors 


No. 141 


wre fe THE CHICAGO 
od Pris WIRE CHAIR CO. 


621 N. La Salle Street 
Chicago, Ill. 








ligh and most 
a . aeekne, stool on the market. 





Finished Golden Oak or 
Mahogany 
Price. ............ 98.50 ench 
Carried in stock by all wholesale shoe and 
findings houses. If your jobber cannot 
supply you, order direct from us. 


MILBRADT MFG. COMPANY 
2416 N. 10th St., St. Louis, Mo. 


For ace ive years manufacturers of 
lbradt Rolling Step Ladders 











No matter what policy you may 
pursue in selling to the shoe trade, 
nevertheless, you need the 


Beot and Shoe Recorder 
All the Time 











Fine Calf Leathers 


Manufacturers of 


Velvetta Calf— 





Tuscan Calf — 





Russia Calf — 





Strictly Fine Full-grain Calf Leather 





HUNT-RANKIN LEATHER CO. 
106 Beach St., Boston, Mass., U.S.A. 


In Black or Colored 
Kid. 36pair lots 
only. 











If Your Jobber Cannot Supply You, Write Us. 
A. W. GREELEY .°. 


GREELEY 
BOUDOIRS 


You can retail my 
Boudoirs at best prices 
and be most certain 
that they will please 
your customers. Made 
in new time styles in 
the old time way. 


Haverhill, Mass. 
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High cut Boots—$2.90 to $3.65 
Write for samples 
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Reece’s E. Z. Walking 


Wooden Sole Footwear 


Oil Grain and Wax Veal—Leather uppers 


1 buckle shoes 
$1.42 4 to $1.95 


REECE WOODEN SOLE 
SHOE COMPANY 


Columbus... .. Nebraska 








FOR RENT 

















Women’s 
Shoe Department 


FOR RENT 


Remarkable Opportunity 


There is just one of the “Fifth Ave. and 
42d St.” of the “State and Madison 
Sts.’’ sort of location in every city. In 
Toledo, a city of 243,000 population, 
this location is the southwest corner 
of Adams and Superiér Sts., one-half 
block east of LaSalle and Koch—be- 
tween it and the Lion store, on the 
main artery from the fashionable west 
side—seventy-foot front, entirely new. 


On this corner, on August Ist, we will 
move our Parsons Garment Company, 
a high-grade business fourteen years 
old, with an of 
Toledo’s best. 


On the second floor we dre fixturing in 
the handsomest and most modern 
way about 1000 square feet for a wo- 
men’s shoe department. On this floor 
there will be sales in coats, mien dress- 
es and furs of over $600,000 the first 

year. The shoe department should do 
$75, 000 at least. 


Somewhere there is the right sort of an 
experienced buyer who wants to get in 

if with a minimum 
of risk and a small investment. To bim 
we will lease this department on a 
commission basis. We do not -wish to 
lease to a manufacturer, and prefer- 
ably not to a “chain.”’ 








We may also lease a Hosiery, Sweater, 
Underwear and Blouse department on 
ground floor. Address 


THE BLACKMORE CO. 
1331 Euclid Ave., Cleveland, O. 

















WANTED TO PURCHASE 








FAMOUS GLASS 
FIXTURES 
Shown in Catalog 18 
Weed Fixtures 
Catalog No. 14 
Metal Fixtures 
Catalog No. 20 
Window Valances 
In Stock—Ask for Samples 
Window Rugs and Plush 
Write for Samples 


The Hecht Fixture Co. 
Medinah Bidg., Wells and Jackson, 


| NEW TORK SHOW ROOM 





70 West 36th Street Chicago 


Just East of Broadway 








SHOE STORE 
CHAIRS 
SETTEES 


WINDOW DISPLAY FIX 


The OSCAR ONKEN CO. 
1181 4th St. CINCINNATI, OHIO 
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PUBLISHER'S NOTICE 


SUBSCRIPTION—The subscription price of the 
Boot and Shoe Recorder is $5.00 a year in ad- 
vance, ne oh includes pos' 


in the United 
States, one. Hawaiian I iy 
Alaska, Canada, Mex- 
ico, =. — Dominican Republic, Hon- 
duras, Ni a, El Salvador, Argentina, 
Bolivia, Brazil, Colombia, ador, 
Uruguay, Spain, The Balearic Islands 
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FOREIGN SUBSCRIPTION—The price to all 
foreign countries aon oh the ne ie is $10. 00 
er year, including pos 

ll subscriptions are Peesette t in advance. 

ADVERTISING RATES—Card of Advertising 
Rates furnished on application. For rates 
for Wants, For Sales, etc., see Want Page. 

ecaution is taken by the BOOT AND 

SHOE” ECORDER to avoid printing any 

statement likely to mislead its readers. The 

publishers reserve the right to reject any 


ter which is not in 
line with this policy. 





OFFICES IN 


BOSTON OFFICE: 207 South Stree 
ae OFFICE: 224 Fens al St. Geo. 
. R. Hill, Manager. Telephone 507. 
CHICAGO bag tog ty: West Madison St. Tele- 
PO Main 1089. B. C. Bowen, Manager. 
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HAVERHILL OFFICE: of C 

a, Lo Notional Bank Bldg. Geo. 
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a L. Seward, Western New York Repre- 
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We bu 
for yd 


“For 30 30 —- our re our wpecially. 
snneen ae PURCHASING SYNDICATE 
Proprietor 


jh -- ya 
Phone Stagg 1757 


nnd whaewals stocks A. yy Ay 
Quantity no object. 








Information for Shee Merchants 
“Where to Buy” constitutes a source of 
so that he who runs through these 
pages may read—and learn. 








WANTED TO PURCHASE 








THE NEW YORK EXPORT 


PURCHASING CORPORATION 
06 BROADWAT, NEW YORK. NT. 
FOR 


WILL (stow SELLERS 
BUY (ENTIRE stocks /}'CASH 
Gupte & cies Soe + aaa 
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ae = Mr. H. Gomez, Corrales, 2A Havana, 
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_ oy OFFICE: Yokohama. J. F. Wager, 


SPAIN: Ge Gerente, Leoncio de Miguel, Librere Ed- 
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CLASSIFIED AND OPPORTUNITIES DEPARTMENT 
——— rates for space less than one-eighth page per Minimum  emouot accept Smreny-ive. on each a. 
Space ltime 7 times 13 times 26 times 52 times Minimum amount accepted. $1 $1.25. Ade under this heading will be 


> ed noon T r week 
H | Se ore = a “= 7 - tf oon Tonaday of in ae ie words 
in. eeecces le le ° le \e 


advertisers 
. 12.00 10.50 9.00 7.50 Camve cepiien, Serwarded their coch word of the 
6h... ’ 16.00 14.00 12.00 10.00 address must be counted in the advertisement and paid for accordingly. 


Answers to ads must be sent under letter 
Payment in advance is required, except when regular advertisers, as amounts are too small to open accounts 














SALESMEN WANTED 


SALESMEN WANTED 


SALESMEN WANTED 





/ISCONSIN MANUFACTURER of ladies’ and 
men's sporting shoes and high-grade work 
on will have fe lowing territories open July 1: 
Mi I Nebraska, North 
—— South Carolina, ve inia and West Virginia, 
Pennsylvania, New “4 Ohio, Iowa, Illinois, 
Washington, and 4a, ‘England States. Only men 
with established business and capable of showing 
clean record will be considered. Address E-26, care 
Boot and Shoe Recorder, 189 W. Madison St., 
Chicago, Il. 


ANUFACTURER of popular price Goodyear 

Welts has opening in Ohio for real producer. 
Established trade will turned over. State refer- 
ences in first letter. Also live man wanted for Penn. 
Address E-15, care Boot and Shoe Recorder, 207 
South St., Boston, Mass. 











SAL J,ESMAN wanted to carry short line of grow- 
ing girls’ welt novelties to big buyers. Address 
E-16, care Boot and Shoe Recorder, 207 South St., 
Boston, Mass. 


GALESM EN WANTED—Resident representa- 
~ tives wanted on a commission basis to sell high- 
rade Brooklyn turns for following territories: 
ennsylvania, Maryland, Ohio, Pacific Coast. 
Must be acquainted with department stores and 
the better trade. References in first letter. Address 
K-508, care Boot and Shoe Recorder, 127 Duane 
St., New York. 








GIDE- -LINE SALESMEN to sell four numbers 
of women’s McKay strap sandals. Specializa- 
tion in these numbers gives easiest selling slipper 
on the market—best value in the country. Only 
hustlers wanted, to take care of increased produc- 
tion. Territory and references. Correspondence 
confidential. Address E-17, care Boot and Shoe 
Recorder, 207 South St., Boston, Mass. 





\ ANTED—A live wire, thoroughly reliable and 

experienced, to take charge of shoe department 
in a retail department store. Must be experienced 
in buying as well as selling. First-class references 
required. Prefer a man from Wisconsin or Northern 
Michigan. Write: Krom’s Department Store, Iron 
River, Michigan. 





GAL JESMEN WANTED—To carry well-estab- 
lished line of ballets and comfort slippers in 
several desirable territorics. Adequate commis- 
sions paid. State experience, etc. Address E-10 
care Boot and Shoe ft ecorder, 207 South St., Bos- 
ton, Mass 





‘ALES VPN WAN TED—dhoue salesmen tu carry 
as side line on commission basis best medium 
[aero line of spats, gym shoes, woolskin slippers. 
eather and canvas Irggings. We invite repli» 
from all parts of the United States. Tell us what 
territory you cover and send references in first 
letter. We pay liberal commissions and our goods 
are priced to sell. Apply The Brown Warner Mfg 
Co., Franklin, Ohio. 





Opportunity 


Excellent opportunity is of- 
fered to salesmen in various 
parts of the country to carry 
specialty side line of three or 
four Goodyear welt work shoes. 
Splendid value. Easy to handle. 
Write giving full particulars as 
to territory. Indiana Shoe Cor- 
poration, Marion, Ind. 














Good Salesmen. 


Wanted 


We want a limited number of sales- 
men to carry four staple numbers in 
ladies’ welt Auburn-made shoes, along 
with a non-conflicting line of men’s or 
children’s shoes in the Central and 
Western States. This company is now 

lling a plete line of ladies’ welts 
im the East, but have never sold in the 
West, excepting on special occasion 
where we have been requested to do 
so. These four styles are our best num- 
bers and will make friends with new 
customers. Wonderful opportunity for 
the right man to make connection 
with a thriving concern. 


Address E-28, care Boot and Shoe Re- 
corder, 207 South St., Boston, Mass. 























SALESMEN WANTED 


Completion of new addition, doubling 
output, enables us to add choice terri- 
tory for one of the fastest growing, 
high-grade and complete lines of in- 
fants’ to growing girls’ shoes, consist- 
ing mainly of welts—also a few stitch- 
downs at a price. Big volume business 
ean be had by experienced salesmen 
acquainted with quality trade in fol- 
lowing territories: New York State: 
Pennsylvania; Indiana and Kentucky; 
Southeastern States; Montana, Utah, 
Nevada, Idaho, Wyoming; Nebraska 
and Dakotas. Good proposition for real 
salesmen with established trade—no 
others considered. Write fully. Address 
E-13, care Boot and Shoe Recorder, 207 
South St., Boston, Mass. 




















SALESMAN WANTED 
Live, experienced salesman for Mid- 
Western States by Eastern manufac- 
turer of Growing Girls’, Misses’, and 
Children’s Welts. Large efficient stock 
Department. Give full experience in 
first letter. Address E-14, care Boot and 
+ Recorder, 207 South St., Boston, 
Viass. 





WANTED 
Salesmen That Can 
uce 


im a big way; territories, Southern 
Illinois, oa parts of Missouri, eastern 
Iowa and the State of Minnesota. The 
Menzies Shoe Company, Fond du Lac, 
Wisconsin. 














POSITION WANTED 


RETAIL SHOE GALEISAN—Vasng man, 27, 

married, six years present position, desires to 
change. A fitter of Dr. Scholl" 8 "Orthopedic Appli- 
ances. Address E-27, care Boot and Shoe Recorder, 
207 South St., Boston, Mass. 


OUNG man, with eight years’ retail experience’ 

desires connection with manufacturer or job- 
ber for women’s or children’s shoes for Southern 
territory. Possesses A-1 character, neat appearance 
and fine personality. Address E-18, care Boot and 
Shoe Recorder, 207 South St., Boston, Mass. 


BUYER AND MANAGER, 30 years of age, 
married, ten years’ experience, at present em- 
loyed, is in the market to make change. Address 
kK: 511, care Boot and Shoe Recorder, 127 Duane 
St., New York. 


ITUATION WANTED—Young man, thor- 

oughly experienced in shoe retailing, now con- 
anual as district manager with chain-store con- 
cern, wishes to connect with any large firm with 
good proposition. Address E-19, care Boot and Shoe 
Recorder, 207 South St., Boston, Mass. 

















7XPERIENCED retail shoe salesman desires 

connection with reliable manufacturer of popu- 
lar-priced women’s and misses’ shoes. Prefer mid- 
West or Western territory. Age 25; married; ref- 
erence. Address E-20, care Boot and Shoe Recorder, 
207 South St., Boston, Mass. 








I Want to Get Into the 
Shoe Business 


I have just completed my course in the 
College of Business Administration of 
Boston University, and am looking for 
an opportunity to get into the shoe 
manufacturing or shoe wholesale 
business. Have had seven years’ expe- 
rience in shoe retailing. Salary no ob- 
ject; am looking for real opportunity 
first. Best of references furnished. 
Address J. B. SHEA, 595 Haverhill St., 
Lawrence, Mass. 


























Job Rubber Salesman 


A salesman for Pennsylvania. Must 
know territory and trade. Preference 
given to  ~ acquainted with rubber 
footwear. Apply by letter only. S. B. 
THING & CO., INC., 301 Congress St., 
Boston, Mass. 





TO SELL VOLUME BUYERS 

I wish to confer with a progressive 
shoe manufacturer who knows the 
value of an experience gained wholes 12 
years close contact in selling wholesale 
and large volume yers of this 
country. Highest references a. 
Letters held in strictest con’ 
Address E-29, care of Boot and Shoe 
Recorder, 207 South St., Boston, Mass. 
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POSITION WANTED 


FOR SALE 


FOR SALE 








FIRST class shoe man now employed, desires 
position as manager with reliable retail shoe 
concern; 14 arg e ience, progressive and can 
furnish Excellent references. Address D-955, care 
a and Shoe Recorder, 207 South St., Boston, 
Mass. 





TO LET 


T?2 LET—Up-to-date [loft, 50x95, at Subway 
Station. Inquire on premises,.5107 Fourth Ave., 
Brooklyn, New York. 
T?2 LET—One-half of office in Shoe and Leather 
Building at 207 Essex St. to responsible firm 
making non-competitive line. Address inquiries to 
E-23, care Boot and Shoe Recorder, 207 South St., 
Boston, Mass. 











TO LEASE 


~ HOE DEPARTMENT FOR LEASE—In a live 

town of 100,000 lation, an established cor- 
ner specialty store t does over one-half million 
a year, wishes to sublet the shoe d ment on the 
second floor. This ge will be leased on a 
commission basis only, granting ample window 
space to the right leasee. The leasee must be thor- 
oughly experienced and successful in this line and 
be amply financed. Address E-24, care Boot and 
Shoe Recorder, 207 South St., Boston, Mass. 








LINE WANTED 








in the first rank. 


St., Boston, Mass. 





For Sale 


A mail order business with a list of customers numbering 5,000 
—together with an accurate mailing list numbering 13,000, 
with equipment for handling same and a right to sell_a trade- 
marked line of novelty shoes to the retail trade. 

Thousands of dollars have been spent to advertise this line 
to the consuming public. This line is recognized as one of real 
merit. Approximately a half million dollar business by mail 
already in hand, with tremendous possibilities. 

An unusual opportunity for a live young man, with some 
capital, to make a start with a going proposition. Backed up 
by a product made in a mill and by an organization recognized 


This arrangement can be made on easy terms forjacquiring this. 
Address E-11, care Boot and Shoe Recorder, 207 South 








For SALE—Shoe store, best location on busy 
corner in thriving city of 75,000. Five-year 
lease. Bargain basement and first floor fully 

ipped with shelving and fixtures throughout. 





SALESMAN, ladies’ novelties, ten years’ experi- 

ence, seeking connection with reliable Eastern 
or Western house to represent them in Greater 
New York and Pennsylvania. Address K-510, care 
Boot and Shoe Recorder, 127 Duane St., New York. 


TWO live-wire shoe sal have of d an of- 
fice in Chicago for the purpose of representin 
popular-priced lines of men’s and ladies’ shoes an 
novelties. Manufacturers with or without in-stock 
departments seeking an outlet in Chicago and sur- 
rounding territory communicate at once. Address 
E-25, care Boot and Shoe Recorder, 189 W. Madi- 
son St., Chicago, Ill. 
SALESMAN, selling to the New York jobbing 
_and bigger retail trade, desires line of popular- 
priced women’s turns or McKays. Address K-509, 
one Best and Shoe Recorder, 127 Duane St., New 
ork. 














AM OPEN for a manufacturer's line in the ter- 
 Fitory of Iowa or Illinois, with home in Chicago. 
Sixteen years’ experience; ten years with one manu- 
facturer. Best references. Address E-21, care Boot 
oad Shoe Recorder, 189 W. Madison St., Chicago, 





WANTED by reliable man, a line of boys’ and 
irls’ shoes. Goodyear welt or McKay, or both 
for Northern New Jersey. Address G-507, care 
Boot and Shoe Recorder, 127 Duane St., New York. 


Will sell with or without stock as desired. Own r 
has other interests. Address Shoe Store, 235 5th 
Ave., McKeesport, Pa. 





R SALE—Shoe stock, fixtures and building for 

sale in Central Illinois town of 47,000. Business 
established 37 years. Address E-22, care Boot and 
Shoe Recorder, 207 South St., Boston, Mass. 





For SALE—Two shoe stores—uptown and down- 
town. 500,000 and growing best corner in New- 
ark. Low rent. Lifetime opportunity. Interested in 
other business. Chain stores. Apply G. and L., 93 
Mercer St., Newark, New Jersey. 








FOR SALE 


Will close out 5000 pairs of very fine 
Imported Men’s Spats at a price. 


ROSTEX COMPANY 


1261 Broadwa New York City 
Phone Reumestvanta 6219 























throughout the country 


Mass. 


Attention! Shoe Manufacturers of 
Women’s Novelty Footwear 


_ Tam open for a proposition with some factory that is manufacturing 
Women’s Novelty footwear, either turns or flexible McKays, that I can 
sell to the large trade, such as department stores, chain stores, and the 
better class of jobbers. My wide acquaintance with the many large buyers 


(especially through the Middle West and 
South) and my past experience as a style man in women’s footwear should 
enable me to obtain good results for such a factory. 
substantial proposition, that must be mutually satisfactory. I would, of 
course, be willing to travel throughout the country in order to sell their 
output. Address E-12, care Boot and Shoe Recorde:, 207 South St., Boston, 


I want a sound and 











WANTED TO PURCHASE 


CASH PAID 


for entire shoe stocks or surplus stocks of 
shoes or other merchandise. Any quan- 
tity. Prompt attention given. 


KIRSCH-BLACHER CO., Inc. 


293 Church St., New York, N.Y. 
Phone _ Canal 0679 














DO YOU CONTEMPLATE 
Retiring or going out of business? We will 
pay value for your entire or surplus stock of 


shoes. Leases having a short term torun taken 
over. Established 25 years. 


I. OLENICK 


650 Broadway, New York Tel. 0095 Spring 








CASH PAID 


for shoe stores or eurplus stocks of shoes or 
for other merchandise. Leases taken over. 
We will send a representative to investigate 
and make offer upon request 
Kalter Cerf. Mercantile Co., Inc. 
591 Broadway, New York City 
Phone Spring 5160-5161-5162 








HIGHEST CASH PRICES PAID 
for entire shoe stocks. We also’ buy your 
surplus or slow sellers. Quantities no object. 
Retail or wholesale. Short term leases taken 
off your hands. Wire or phone us. 
spondence confidential. Established 1890. 
MAX GLAUBERG 

52 Lispenard Street, New York Cit 
We also purchase clothing, hats, furnishi 
goods, etc. Phone Canal 963 




















The subscri 
Hawaiian Islands, Philip 


El Salvador, Argentina, livia, Brazil, 


Cable Address BOOTRECO 








ion price of the Boot and Shoe Recorder is $5.00 a year in advance, which includes postage in the United States, Cuba, 
Islands, Viewia Islands, Alaska, Canada, Mexico, Costa 





Member of the Associated Business Papers, Inc. Member 
Each issue copyrighted by the Boot and Shoe Recorder P 


ISSUED EVERY SATURDAY AT 207 SOUTH STREET, BOSTON, MASS., U. S. A. 


Rica, Dominican Republic, Honduras, Nicaragua, 
. Peru, Uruguay, Spain, The Balearic Islands and the Canary Islands. 


No Subscription Accepted for Less Than One Year 


the United Publishers Corporation. Member of Audit Bureau of Circulation. 
ishing Co. Entered at the Post Office, Boston, Mi class 
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Stockbridge Shoe Co., Haverhill, Mass 
Stonefield-Evans Shoe Co., Rockford, til... 


Tepple Shoe Co., Waupun, Wis 

Tessier & Bowdoin, Haverhill, Raw 88 
Thompson Bros. Shoe Co., Brockton, Mass. 4 
Thomson-Crooker Shoe Co., Boston 


United States Rubber Co., New York City 
er 





Utz & Dunn Co., Rochester, N. Y 
Wall, Do fo & Baty Inc., Brockton, 
Watson Shoe , Lynn, M 

Weber Bros. J vend Co., 

Whitman & Keith, Y eg 9 i 
Williams, Clark & Co 

Witherell, E. A., & MG 


HOSIERY 


Artcraft Silk Hosiery Mills, am = ia, Pa. = 4 
Auto KnitterHosiery Co.,Inc., B ‘alo, N.Y.E 


Brown-Durrell Co., Boston and New York. .116 


r-Wells & Co., St. J 


Coope 
a Silk Company, e, Now York os 
t 


Dakin Knitting Mills, Milton, Pa 

Everwear Hosiery Co., Milwaukee, Wis 
Ladyfair Hosiery Company, New York City 119 
McCallum Silk Hosiery, New York City... .120 
Onyx Hosiery, Inc., New York City 
a Knitting Mills, Inc., New York 


Cit 
Philadelphia Knitting Mills Co., a. 
ia, 


a Hosiery Mills, Inc., Chattanooga, . 


Ten 
Rollins Hosiery Mills, Des Moines, Iowa. 
Rosenhain Co., Inc., New York City. . 


Van Raalte Company, New York City 


FINDINGS AND SHOE STORE SUPPLIES 
Alterson, L. & Co., New York City 


Bieveie Step Ladder Co., Chi 
by Co., New 


156 
ork City.... 
| on dad Bros., New York City 9 


Chicago Wire Chair Co., Chicago 
Coultas Co., D. W., Providence, R. I 


Ellis, W. E., Co., Haverhill, Mass 
Hecht Fixture Co., Chicago 


Kahn, Edw. E., & Co. Breshiva,, N.Y 
Kahn & Buick, Inc., Brook! lyn, N. Y 


Lyons, Hugh & Co., Lansing, Mich 
Milbradt Mfg. Co., St. Louis, Mo 


. Meyer, John C., Thread 


Miller, O. A., Treeing Mach. Co., Brockton, 
Mass 


Netschert, Frank, Inc., New York City 
Onken, Oscar, Co., Cincinnati 


Scholl Mfg. Co., Chicago, 
Starensier Co., “Haverhill, Mass 


Vanity Novelty Works, Brooklyn, N. Y 


LEATHER AND OTHER MATERIAL 


Armstrong Cork Co., Lancaster, Pa 
Ashland Leather Co., Boston 


Cedar Cliff Silk Co., New Las City 
Chamberlain, B. F., Bosto: 

Creese & Cook Co., estes. 

Hunt Rankin Leather Co., Boston 
Jones F. E. Co., Boston 
Kenworthy Bros., Stoughton, Mass 


. 
Lawrence, A. C., Leather Co., Boston... . 
Levor, G., & Co. Inc., New York City 


New Castle Leather Co., Boston 


2 
Pinteescis Wonder Arch Guide Rubber Heel, 
Cincinnati, O 153 


Rousmaniere, Williams & Co., Boston 


Standard Kid Co., Boston 
Surpass Leather €o., Boston 


Thomson-Field Co., Inc., Brockton, Mass.. 94 
Tolman, Dow & Co., Boston 25 


MACHINERY, LASTS, MFRS. SUPPLIES 
DRESSINGS, ETC. 


Beckwith Mfg. Co., Boston 

Griffin Mfg. Co., New York City 

Hawkeye Pearl Button Co., Muscatine, Ia..153 
Laing, Harrar & Chamberlin, Philadelphia. 16 


MeNichol & Taylor, Inc., Lynn, Mass 36 
Co., Lowell, Mass. .153 


Tubular Rivet & Stud Co., Boston 

United Fast Color Eyelet Co., Boston 

United Last Co., Boston 22 
United Shoe Machinery Corp., Boston . 140-161 


Wilson Process Inc., New York City 


MISCELLANEOUS 
Papers, Inc., New =. 


Achenuis Printing Co., Boston 
Audit Bureau of Circulations 


Brooklyn Purchasing Syndicate 
Calderwood & Preg. Inc., Boston 
Glauberg Max, New York City 


Hotel Essex, Boston 
Howard Print, Inc., Brockton, Mass 


Kalter Cerf. Co., Max., New York City 
Kirsch-Blacher Co., Inc., New York City. . .159 


New York Ex Purchasing Corporation, 
New York City er 


Root, F. S., Company, Boston 
Sheridan Plaza Hotel, Chicago, Ill 
Tolman Print, Brockton, Mass 


United Hotels of America, New York City... 
University Electrotype Foundry 93 


War Dept., Surplus Property Div 
Waskow Co., Inc., Chicago 


A . 
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‘Nothing inthe shoe 
but the Foot” 











Wy i Ti i 





























‘““In-Built” Comfort 
and Protection 


From the viewpoint of shoe specialists, 
shoes built with Crawford Arch Sup- 
ports are scientifically correct. From 
the viewpoint of your customers, they 
are unusually: desirable because they 
correct fallen arches in a pleasant, natu- 
ral way. 


The Crawford Arch Supporting Shank 
is built right into the shoe—fitted be- 
tween the insole and outsole and locked 
to the insole. It is part of the shoe— 
in-built support and comfort that give 
ease to the foot and preserve the shape of 
the shoe, assuring lasting fit and comfort. 











Show your customers shoes with 
Crawford Arch Supporting 
Shanks. They'll buy! 
On the head of the rivet which locks the 
shank to the insole, and which is flush 














with the insole, you will find this trade 
mark. Look for the trade mark. It is 
your protect: 


United Shoe Machinery Corporation 


Boston, Mass. 
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oo the Visible Eyelet 


Through the use of the eyelet has been created true style 
distinctiveness in footwear. 


Shoes with visible eyelets are shoes of style. Shoes with 
Diamond Brand Fast Color Eyelets are shoes of both style 
and quality. 


United Fast Color Eyelet Company 


Boston, Mass. 
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No. 7035R—A beautiful one-strap 
on a perfectly fitting last 


Good to look at. Comfortable as an old slipper. Made with the 
careful attention to detail which characterizes every Grover Shoe. 
Built on a last that fits more different types of feet than any other 
you’ re likely to find in a day’s journey. 


There you have some of the reasons why it will be one of the best 
sellers in your stock as it is in ours. 


Made of black kid with slenderly graceful toe, glove fitting throat, 
close-hugging top. Kid quarter lining, perforated imitation tip, turn 
sole, 15 inch heel with rubber top. 


IN STOCK. AA3%to9,A3to9, B-C-D 2% to 9. 


$4.35 


J. J. GROVER’S SONS CO. - Lynn, Mass. 


**Soft Shoes for Tender Feet’’ 


Established 1865 





BOSTON OFFICE concace + Sag 
NEW YORK OFFICE esner Building 
Little Building : ’ 5 North Wabash Avenue 
80 Boylston Street Marbridge Bldg., 47 W. 34th St. Corner Madison 





Vol. 83, No. 12. Published every week by the Boot and Shoe Recorder Publishing Company, 207 South St.,j Boston, Mass. 
Entered as second class matter April 15, 1922, at the Post Office at Boston, Mass., under the act of Congress of March 3, 
1879. Subscription price, $5.00 a year. Printed in U. S. A. 
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(ornell Turn Footwear 
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Reviewed and Approved 
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The exquisite as well as exclusive 
array of styles in fine turn shoes for 
women which won the approval as 
well as the orders of many of 
America’s most discriminating buy- 
ers during their recent visit to New 
York City, 


ARE NOW ON DISPLAY 
at our Factory-Showrooms in 
BROOKLYN - - - NEW YORK 
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(Cornell Shoe Company 


Designers and Manufacturers 
61-67 Navy Street, Brooklyn, NG, 1. 
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BEAVER BROWN 


LEADING COLOR FORLATE 
SUMMER AND FALL 


Cite Vo We. NI 


Janners 


Levor Grain Kid 
Cabrettas 


so ay 


Distributi lin 7‘ Force 


Artaur §. Patton + ibe ©, Stlouis 
Mc Gaw6&' Atkinson , Chicago 


Geo. W. NEWMAN LEATHER CO, tncinnatt 
Epwarp ZouRLAut, Sam francisco 


NEW YORK GLOVERSVILLE 
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GALLUN’S 
Norwegian Veals & Calf 


was originated and named by 


A. F. GALLUN & SONS 


TWENTY YEARS AGO 


@. Norwegian Veals and Calf is a line of 
leather of hand boarded finish which we 


have 


Sold Continuously For Twenty 
Years Under This Name 


q@. Itisa Gallun Quality Leather and so 
consistently good that it never fails to live 
up to its reputation. 


@_ Retailers who are interested in this 
kind of leather will be best served by 
spectying Gallun’s Norwegian. 


Aztee Calf Viking Calf 


A smooth finished leather that Available in black and five 
is pliable, strong and pleasing colors. A Smooth Finished 
to the eye. Offered in the leather of superior merit. 
Fashionable shades. 


A. F. GALLUN & SONS CO. 
MILWAUKEE, WIS. 
A. F. GALLUN & SONS, INC., H. A. Ely, Mgr., 11 East St., Boston 
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2X 


TONY RED CALF 
BROWN SEAL TOP 


(11X—Same style in black) 


— ($4.65 








IN STOCK 
B-C-D WIDTHS 


BE SUCCESSFUL PICK STYLE LEADERS 


75% of your success is due to your having picked quick 
selling styles. Our sales have doubled because we are 
hitting the “style nail’’ squarely on the head this spring. 
12X stands out as the season’s predominating style. Whip 
last. 12 edge. Wingfoot heel. It’s selling fast. Mail 
your order tonight. Go home with the satisfied feeling 
that you've picked another winner. 


MARION SHOE CO. 
MARION, INDIANA 


ial 
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TANNERS N& 
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SPRAMDUNT 
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. Y RS <7 “A — 
TANNERS NS 7 \\\ 
AMDU EA < A PARAMOUNT BUCK Leather 
jy —\ in 12 shades — never “mats down,” 
EATHERS £5 . always “fluffs up’—always uniform 


in color. 


Leathers of 
Merit — 
PARAMOUNT PATENT 
Leather has kept pace with progress. 


It is now more than ever demanded 
by progressive retail shoe merchants. 





THAYER-FOSS CO. 


17 South Street .*. Boston, Mass. 
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The 


STICKLES 


SHOE 





No. 9595—PATENT—one strap—tight weight in 
appearance, exceptionally good fitting— 
sturdy in construction ,popular priced. 
Goodyear welt—Rubber Heel, Sizes 
2% to 8, Widths AA to D Price. .$3.60 


CARRIED IN STOCK A, B & C. 


No. 9567—RUEBUCK—one strap—Desert Sand 
Shade with brown cf. trim. Distinctive 
style appeal—very <— Goodyear 
welt—Rubber Heel, Sizes 2% to 8, 

Widths AA to D. Price.......... $4.50 


DELIVERY IN FOUR WEEKS. 




















— 


Strap Pumps! for Growing Girls! 


A Winning Combination NOW! 


STICKLES PUMPS are designed Fit that assures comfort, in Styles 
and modeled for growing girls. They that are pleasing and Popular— 
embody Maximum FIT, STYLE and Service because of most careful selec- 
Service—three necessary essentials tion of very best materials. 

in Growing Girls’ Footwear. 


THE L. D. STICKLES SHOE CO. 


MANUFACTURERS 
RED WING MINN. 
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Johnson’s Orthopedics for 1923 


A GOOD TIP TO PROGRESSIVE DEALERS 
FOUR OXFORDS READY TO SHIP 


“ARCH SOLACE” Oxfords have proven extremely popular with the trade that appreciates 
staple selling merchandise of honest value. 


Ls is 


— Brown Kid Lace Oxford, 13-8 Goodyear No. 301 — Brown Kid Lace Oxford, 11-8 Goodyear 
Wingtoot | Rubber Heel, Metal Arch Support, Wingfoot Rubber Heel, Arch Support, 123 Last $4.35 


No. 303 — Same style in Black Kid ........... $4.10 


No. 302 — Same Style in Black Kid ........... “— 10 


Sizes: AA, 4 1-2 to9; A,4to9; B,31-2to9; C,31-2to9; D,3to9 
Sizes 8 1-2 and 9, 25c extra 


Made in aed a Tine Tree State. 


E MEG. Co. 
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LUNDIN SHOE NO. z 453 
Rueping’s Seminole Calf No. 31 
brown bal shoe—Zip last 

Made by 

Lund-Williams Shoe Co. 

St. Louis, Mo. 


% 


{ 
| 
| 
weal 


RUEPIN 
1) SEMIN OLE CALF 


COLOR NO.31 


Smooth calf is the ‘‘first-call’’ leather right now— 
and will undoubtedly continue in strong demand 
through the fall. 


The consumer is daily becoming more and more 
discerning. He wants smooth calf to be truly 
smooth. He appreciates mellowness of feel. And 
these qualities find their fullest expression in 
RUEPING’S SEMINOLE CALF. 


Rueping’s Color 31 is the coming shade of brown. Not a dark 
shade and not light, but a happy medium, with just the right 
admixture of red and yellow in its composition. 


You'll see it in the new sample lines of 
many makers of good shoes. 


“ Swatches on request 


FRED RUEPING LEATHER Co. 


FOND DU LAC, WISCONSIN 


ches: Boston Cincinnati Milwaukee St.Louis New York 
eanciens Chicago San Francisco Montreal Northampton, England 
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No. 741 


Madison Last, Velour Calf, dark tan piping P. & V. Black Velour Calf, plain toe, one-half 
around quarter, plain toe, one-half light leather leather box, permanent crease up vamp. .$5.50 
box in toe, Calf quarter lining, permanent crease io. 858—Same as above, in Tan Gallun’s 
up vamp, sloop edge $5.85 Viking, color No. 4 . 


favor the store that features the CERTIFIED 
Shoe because experience has taught them that 
this shoe embodies in fullest measure those 
elements which they regard as essential to shoe 
satisfaction—style correctness, individuality, 
solid comfort, and solid value. The name 
CERTIFIED means much to them, but they 
need{pay nothing extra for it. 








SM SS 


Twenty-two styles IN STOCK 
Write for Catalog 


STONEFIELD-EVANS SHOE 


ROCKFORD, ILLINOIS 
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The White Season Is Here 





These Stock Styles Will Be 
In Demand During the 
Next Three Months 


B 496L $4.60 
Net 30 days Net 30 days 
Women’s Domestic white kid quarter and vamp, 
one-strap Oakmont sandal, white kid trim, Mc- Women’s White Wyclo Cloth Quarter and Vamp, 
Kay, Berkeley last, 134-inch wood-covered Spanish One-strap Oakmont Sandal, black kid trim, Mc- 
heel. Kay, Berkeley last, white ivory sole, and 13-inch 
white ivory Cuban heel. 


A 5 t8 
B 4%to7% 
C 4 to7 


While We Have a Complete 
Run of Sizes on Hand 


Net 30 days 


Women’s white Delhi calf Camp oxford, perforated Women’s White Delhi Calf Coronado Oxford, 
4 gray elk trim, welt, Cumnock last, white ivory 
on bk Ss pena soles, 1 34-inch ivory heel with rubber top lift. 


Net 30 days 


Shipments Made Same Day As Order Is Received 


UTZ & DUNN CO. 


ROCHESTER «~ NEW YORK 
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DENVER OFFICE NEW YORK OFFICE . LOS ANGELES OFFICE 


218 Charles Bidg., Denver, Colo. Bush Terminal Sales Building 709 Forrester Building 
TIGER & McNUTT 130-132 West 42nd St., Room 1521 Los pres Cal. 
Representative S. A. McOMBER, Representative G. C. McATEE, Representative 
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makes shoes look new 


EPCO is a liquid enamel which 
restores that much desired new- 
ness to sole edges and to heels. 


Your customers prefer Repco to any 
other brand of enamel because Repco 
is easily applied without danger of soiling 
hands or clothes. 


Repco contains no varnish, shellac or 
other gummy substance — but materials 
that protect the leather and prolong its 
life. And, best of all, Repco clings 
firmly and evenly to the surface. It does 
not rub off. 


Repco is made in every stylish color 
~-white, ivory, light gray, dark gray, 
champagne and Havana brown. 


























For sale by Shee Findings Jobbers 
Better order some Repco today 


UNITED SHOE MACHINERY CORPORATION 
Boston, Mass. 


San Francisco Branch, 859 Mission St. 


J. K. KRIEG COMPANY, New York, N. Y. 


UNITED SHOE REPAIRING MACHINERY CO 
Boston, Mass. 


Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 





June 9, 1923 


BOOT AND SHOE RECORDER 











No. 522—Price $4.15 
Pearl Elk Glory Cut Out Sandal, 
Leather Sole, % Ivory White Rubber 
Heel, Welt, Belmont Last, A to D 








CUT-OUTS 


for immediate 
shipment 


The Newest and Best in 
KING TUT EFFECTS 


Special Quick Service 
On These Styles 





No. 249—Price $4.00 No. 250—Price $4.00 
Patent Cut Out Bonnie One Strap, Levor White Kid Cut Out Bonnie One 
Single Sole, Military Wood Heel, Strap, Single Sole, Military Wood 

Newport Last, B to D Heel, Newport Last, B to D 





No. 196—Price $4.15 No. 195—Price $4.15 
Levor White Kid Cut Out Glory One Patent Cut Out Glory, Single Sole, 


Strap, Single Sole, Full Louis Covered Full Louis Covered Heel, Euclid Last, 
Wood Heel, Euclid Last, AA to C AA to C 


THOMSON-CROOKER SHOE CO. 


18-26 STATION STREET 
BOSTON 20, MASS. 
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Beckwith 
VULCO-UNIT DF LL, Lh hh hte 
BOX-TOES 
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Stylish Toes make Stylish Shoes 


There’s Beauty in a Vulco Reproduction 
Vulco-Unit Box Toes are used by leading manufacturers and 
specified in the orders of progressive retailers everywhere 

THE GENUINE VULCO-UNIT BOX TOE IS MADE AND SOLD ONLY BY 


BYCKWITH MEG. CO. 


argest Manivfacturers of Box Toes tn the World 
111 SUMMER STREET. BOSTON. 
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Chicago GW. KIBBY & CO. ‘¢ $ }) GEO.A.SPRINGMEIER CO. Cincinnati 





OSCAR E WRIGHT CO. St Louis 
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THEY SELL 


WHEN OTHER 


2 
Youths’ $2.65 eo TRADE 
Boys’ 2.90 sate NO IS DULL 


Men’s 3.25 


IN STOCK 
C,.D & E Widths 


OY 


ge TRADE MARK _ REG/STERED. 











@They sell to a new trade—they create new business. 
@Here’s an every purpose shoe for outdoor wear— 


Q@Goodyear welt—smoked elk uppers, single chrome. 
soles, wedge heels. 


QA soft, comfortable shoe for camping, tennis, boating, 
and general outdoor uses. 


QFill in the “‘dull spots” in business by showing these 
shoes to your trade. 


They Sell Themselves 


Sample on Request 


An attractive window display featuring 
these shoes that will help you sell 


“That Extra Pair’’ 


WITCHELL SHEILL CO. 


DETROIT - - MICHIGAN 
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distinquished for their 
regularity in tone and shade- 


Many a new customer has been made by the 
richness of EVANS’ Colors—particularly 
CHIPPENDALE BROWN. 


And in most every case, the new patron has 
become a constant one, because the color is 
always that same richly aged shade of old 
mahogany. 


EVANS’ Leathers are made to give duplicate 
service in shoe after shoe, and thus make and 
hold long friendships. 


JOHN R. EVANS & COMPANY 


Camden, New Jersey 
(BRANCHES IN ALL PRINCIPAL CITIES) 
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After reading this 
testimony, what’s going 
to be your verdict? 








from Foot Comfort Week. Your success is absolutely assured if you 
will get back of this big, drive as thousands of dealers do. 


Read these letters —then send in your orders for the necessary material 
and be all set to do a record-breaking? business. 


¢ THERE is no guesswork about the returns dealers receive 


“T trimmed our window a week before the 
17th and it is still in. It sure is some attrac- 
tion, as I have watched hundreds look in the 
window and come in later to have their feet 
examined.” 

—John F. O’ Kelly, Jr., Concord, N. H. 


“I was very much pleased with the business 
I did on Dr. Scholl’s Foot Appliances durin3, 
Foot Comfort Week; the sales increased con- 
siderably.” —Harry Pauzar, Dayton, Ohio 


“Will say am already well repaid for partic- 
ipating in Foot Comfort Week, not only by 
increased sales, but by increased friendship.” 

—A. B. C. Shoe Co., La Fayette, Ind. 


“We found our Foot Comfort Week win- 

dow display increased our sales of Dr. Scholl's 

Appliances this week more than 100%.” 
—Star Brand Shoe Store, Schoolfield, Va. 


“During, the few days of this display we 
sold more supports and appliances than we 
did for several weeks previous.” 

—Sample Shoe Store, Mankato, Minn. 


“Have had more sales from our Foot Com- 
fort Week Window than any window dis- 
play I have ever put in.” 

—H. A. Peine & Co., Minier, Il. 


iT) . . 

Business showed a marked improvement 
during, this week, not only in appliances, but 
in shoes.”” —Greenberger’s, New York, N. Y. 


“We considered your Foot Comfort Week a 
national event and treated it as such.” 
—Buster Brown Shoe Store, Seattle, Wash. 


“You will be interested to learn that the re- 
sults from our display were very successful, 
resulting, in a noted increase of sales for Dr. 


Scholl’s Foot Comforts.” 
—England & McCaffrey, Inc., Utica, N. Y. 


“Our Foot Comfort Week is bringing people 
into the store. We find it helps all depart- 
ments, at this time of year when business 
is slow.” —Killian Bros., Inc., Wahoo, Neb. 


“We are enclosin?, a photograph of our win- 
dow display and still have it in, as we could 
not take care of all of our customers in one 
week, so we are going to make every week 
Foot Comfort Week at our store. We feel 
that this Foot Comfort Week was the bipzest 
ever pulled in our locality, as we went after 
it with ‘pep’ and got results. We sold over 
$200.00 worth of foot appliancos durin’ Foot 
Comfort Week and are still sellin}, them.” 

—Henry Vogel & Sons, Cumberland, Md. 


Dr Scholls. 
Foot OmfortWeek, 


June 16th to 23rd 
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| Fashioned by 
“BRAVER” 


Smart patterns decidedly different, in welts 
and McKays, is a feature in Brauer footwear. 


The “Chase” can be made in many beautiful 
combinations on a choice of three beautiful 


lasts. 


Fashion cards sent regularly upon request. 





BRAUER BROS. SHOE. @. ‘UCU! 
Fashioners ti Women’s —— Footwear 
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be pi Se : Pick These Winners! 


i T ant 
) Brown 61 No. 14(Medium Brown) 


6é " ' No. 21 (Dark Brown) 
A AC Red - No. 31 (Light Tan) 
Black and Brown Suede 


Tan ‘Seneca Dull Calf 


Whoever finishes first in the big leagues’ race, 
1923 pennant winners in the shoe game are 








Write for Samples of These “Sunpru” Shades in 
BROWN’S QUALITY CALFSKINS 


CD BROWN & CO. INC. 





NOR RTH WELLS ST. 


EXECUTIVE OFFICE AND —— ‘| 


> 
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Wipe Maly) 
ete rom The WALK-OVER Industry 
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in shelf warmers ? 


ye large is your stock of “unknowns”—awaiting the bargain 
counter—styles that have been played for profit—and Jost. 


Shoe-wise merchants are daily recognizing Famous Walk-Overs as 
Standard Styles that are always in season. Reliables that for fifty 
years have created a demand responsible for our growth to the posi- 


tion of one of the largest shoe manufacturers in the world. 








Secure greater volume of sales—enjoy more rapid turnover—make 
greater profits—play safe for better business with these and other 
Famous Walk-Overs. 


CARRIED IN STOCK 
—DEPT. 6— 
CAMPELLO and ST. LOUIS 


he 
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MANALI 
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CAMPELLO-BROCKTON, Vassachusetts 
St. Louis, Missouri 
~o.A. a ntlitll 
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Send for the Four Knights of 
Quality which will help you 
sell more shoes 
by the Armor- 
tred Heel Route. 


They are Free! 





the Better Rubber Heel made by 
Quabaug Rubber Company, North Brookfield, Mass. 
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Don’t Merely Hold It 


Style and color have wonderful appeal to women. They want the newest 
thing and love to harmonize colors. 

That’s one reason why CosyToes Slippers are so popular with women. 
They are distinctive in style—many numbers come in no other line. 
They offer a wide range of beautiful colors enabling women to match 
other garments. 

Their quality makes unusual styles and attractive color shades possible. 
Their tailored appearance gives them a finish that appeals to discriminat- 
ing buyers. 

So CosyToes Slippers win business—for women, you know, love to 
recommend to friends anything that pleases them. 

Enjoy these slipper profits. Build your trade on the foundation you 
already have by stocking CosyToes in felt, satin, leather and brocade. 
If you have not already seen our line, we shall be glad to forward samples 
and prices at your request. CosyToes are sold direct to the retail trade. 





Sales Hints No. 5 
Vacation time is here. CosyToes are de- 


They Build Business 


C Oo SY felt. ‘Ss cidedly useful to the traveler—the vaca- C oO SY brocade Ss 


New York 
115 E. 23rd Street 


tionist. They stimulate rest and relaxa- 


sales you make. 


Cosy Ioes 


The Restful Slipper 











WEST ALHAMBRA, CALIF. 


Chicago 


COSYSALINS | Vertise thom for vacation uses. Wate tne | COSYleathers 


STANDARD FELT COMPANY 


San Francisco 


404 S. Wells Street 693 Mission Street 
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SAT & SHO SOT & SHOE Spr &S ROT & SHOE 
WORKERS UNION WORKERS UNION WORKERS UNION WORKERS UNION 
union ram UNION {STAM Union YstaMe 


Factory Factory Factory 










































































Do You Realize 


—that the Boot & Shoe Workers’ Union is affiliated with the 
American Federation of Labor? 

—that the A. F. of L. has 4,000,000 members, to say nothing 
of those dependent upon them and for whom they do the 
purchasing? 

—that this mighty buying force demands and secures Union 
made products? 

Would it not seem that the purchase and display of Union 
made footwear, bearing the stamp of the B. S. W. U., would 
be a way of winning additional sales at no expense or extra 
effort on your part? 


Boot and Shoe Workers’ Union 


Affiliated with the American Federation of Labor 
246 SUMMER STREET -- -- BOSTON, MASS. 
COLLIS LOVELY, Gen’l President CHAS. L. BAINE, Gen’l Sec’y-Treas. 
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G HEADQUARTERS} 


“There’s a Shoe Store in Your 
Neighborhood Specializing 
in Athletic Footwear ! 


HAT will be the slogan of an advertising 

campaign this Fall in some leading pe- 

riodicals, including the Saturday Evening 
Post. 


The campaign will appear in response to the 
widespread interest of the public in health 
culture and in “‘Keeping fit” during the Fall 
and Winter months. 


Will the oval sign identify your store as 
HEADQUARTERS FOR HOOD INDOOR 
ATHLETIC FOOTWEAR? 


Full information on request 


Watertown, Me, 
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CHTHHIHOHCOUTHITE 


‘*Only the Finest Leathers are Used ad 


From the Siock Catalog of M. N. Arnold Shoe Co. 


(Oxford) (Boot) 


Model 570 The Stroller Model 574 The Stroller 
Circular Oxford Bal 
TONY TONY 
RED RED 
CALF CALF 


(Oxford) (Boot) 


Model 435 The Pacer Model 458 The Pacer 
Arnold ‘‘Glove Grip’’ Bal Arnold ‘‘Glove Grip’’ Bal 
TONY TONY 
BROWN RED 
CALF CALF 











Creese and Cook leathers have been liberally 
used for many years in this line, the — 
of which is so well known and appreciated. 


TON Y 


Reg. U. S. Pat. Off. 


RED TAN. 
BROWN BLACK 


CREESE & COOK COMPANY 


SALESROOMS 
95 SOUTH ST., BOSTON 


P. A. HENRY & CO. 
706 Broadway, Cincinnati, O. Lry 39 SPRUCE STREET 


LeatherTrades Bidg., St. Louis, Mo. ‘STON AP: NEW YORK CITY 


ee 








see ST Se = OT MT SM TMM = Le se = TT 
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Skinner's 
Shoe Satin 


Made by a firm that for 75 years has set the 

standard for wearing quality in satins for many Shauna’ Sine Cees, sn 
expressly for use in shoes, are 

purposes. Careful study of footwear needs has . 36 inches wide and sre sup- 


resulted in a shoe satin of extraordinary strength. plied in four different quali- 
ties to meet all the require- 


ments of the trade. 


Women know Skinner quality. The prestige of 
the name helps sell shoes made of Skinner’s Shoe 
Satin. 


*“*‘Look for the Name in the Selvage’’ 





~ WILLIAM SKINNER & SONS Established 1848 


NEW YORK, CHIGAGO, BOSTON, PHILADELPHIA, MILLS — HOLYOKE, MASS. 
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DONO. OTP. 


Do you realize that the best 
wearing sport and sporty leather 


WILO ELK 


Ten Colors 
BEIGE SILVER GRAY 
LIGHT SMOKE DARK GRAY 
DARK SMOKE RED 
COFFEE BLUE 
CHOCOLATE WHITE 


WAU TANION 


1M 


NNN 


(4 
c 


—More colors coming, to 
harmonize with the fall 
Sport costumes. 


eee vt a 


C. D. Kepner Leather Co. 


139 South Street, Boston, Mass. 
10 Spruce Street, New York 
308 Leather Trades Bldg., St. Louis, Mo. 





WAV TANT ATAT TOTO OOM" 











WHITE LINEN OXFORDS—BLACK SATIN PUMPS 


In Stock 





HEE ASI Ly No. B 438—White Linen Oxford, 223})Last, 
No. B 427—Black Satin Strap Pump, Black Ivory Sole, 12-8 White Heel, Welt.] $8.25 


Ooze Trimming, 247 Last, 14/8 Wood Cuban 
Heel, Welt $5.0 Not Stocked in D Widths. 











Terms: Net 30 Days 


Write for In Stock Catalog 


C. P. FORD & CO., Ine. - Rochester, N. Y. 


NEW YORK CITY: 127 DUANE STREET 
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Suppose It Rains on Some 
Rubber Gathering Day 
Water is going to get into the latex (fluid 


rubber) and vary the uniformity of that partic- 
ular day’s crop over a normal one. 


Our exclusive process in making RAJAH Soles takes care of 
that-and produces absolute uniformity day in and day out. 


All RAJAH Soles are, therefore, alike in service. 








Remember— 


Genuine Rajah Soles are 
hranded ci this mark 


Do Not Jud Rajah Sole 
by any ywhich do rol bearit 


ALFRED HALE RUBBER CO. 
ATLANTIC, MASS. 
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SENSATIONAL 
SUMMER SELLERS 


are these Wobst Comfort Slippers 
when advertised and displayed. 


IN STOCK 


Genuine Black Glazed Kid Comfort Strap — 
Leather Insoles —_ 9-8 +. wee Heels. One wi 
fits an-"body. Sizes, 24 to 


Two strap, same as above. Sizes, 24 to 
No. 601 [33 Rubber Heels D and E width, $1.85 


Misses’ Patent Leather Two Button Instep seed Sli Gen Black Glazed Kid Comfort Ox- 
Singie Sole, McKay. C and D. Sizes 11 to 2 $1.96 No. 602 fea Leather Insoles and 9-8 ‘Rubber 

ss Heels. One width. Sizes, 2 4 to $2.05 
Children’s, 8% to 11 


Infants’, 5 to 8 


606 Same as above, 13-8  yemeed Heels, D and L 
Growing Girls’, 2% to 8 =e 


width. Sizes, 24 to 


MA ALO) Clos Ue) 5 (0) &) COMPANY | 


ALG @ Ons. 4 OF (SO Dp A 2 1 OO 


No 6520 tee, ‘ 7029 Gray Saddle, D and E, Patent Vamp, and 
— . Ss Quarter, 48.. a 
Patent Chrome 60 e571 Patent Vamp and Foxing. Gray Suede, 


Cut Out a 7025 Same, Red Saddle... . coecereee ‘aot and Collar, Rubber Heel. D & E, 
11%-2.. eekeces . $2.50 
pay oy VE. __ See ne ren 6572 D&E. 8% toll.......... $2.30 
4643 2\%to 7C ‘ on x 6573 D&E. 8%to ll, Spring Heel . . .§2.30 
(Narrow Toe, Growing Girls) Same Red Trimmed. 
6592 D&E. 11% to 2, Rubber Heel... ... 
6593 D&E, 8% to 11 Rubber Heel 


THESE ARE ALL 3W’s ““ **°""™" 
LENOX SHOES AND 
ARE ALL IN STOCK 


No. 6535 


is pea, ours WEIMER, WRIGHT & WATKIN CO. 


1.95 Spring heel 
1. 


ID&E 1.96 rubber heel 35 S. SECOND STREET, PHILADELPHIA 
dy hd RR AFTER JUNE 20 WE WILL HAVE IN STOCK SOME UNUSUALLY 


(Narrow Toe) ATTRACTIVE RED AND BLUE SANDALS. 
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HE Goodyear Wingfoot name is widely 

known. Wingfoot is recognized instantly as 
the name of that longer-wearing heel, and 
therefore it helps make sales. 


Along with its wearing quality, the Goodyear 
Wingfoot Heel has better style and better fit. 
There is no substitute for Goodyear Wingfoot 
Heels. More people walk on Goodyear Rubber 
Heels than on any other kind. 


Goodyear Means Good Wear 


WENGFOOT 


Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 








Put this New “Snap” in 
Your Sport Shoes— 


Equip them with Air-Peds—the new three piece 
rubber sole. People are looking for them. They will 
make your shoes easier to sell and bring you larger 
profits. 


We can"make immediate delivery in any quantity you 
desire. Write now for specifications and prices. 


THE REPUBLIC RUBBER COMPANY 
Youngstown, Ohio 
New York Chicago Philadelphia Minneapolis 


Kansas City Cincinnati Atlanta Pittsburgh 
Boston St. Louis 











YOURE buying true 
and tried Weber value 
in these Smartly Styled 
Summer Oxfords. 


TO RETAIL AT 


Style 899 Style 825 $ 5 OO —_ - —e 
Tan Calf - Color 6 Gun Metal Calf Pa&v tus Veal Color 
No. 93 Lace Oxford e No. 91 Lace Oxford 
TO DRAKE LAST 


Six rows stitching across tip, around 
vamp and eye row \% Wingfoot Rubber Heel 
DRAKE LAST Width C — Sizes 6 - ll 


Fa wis foot Rubber Heel Width D — Sizes 5 - ll 
fidt 4 — Sizes 6% - ll ° 
Width C — Sizes 6 - 11 m Price $4.35 

- ll 


Width D — Sizes 5 


Price $4.35 
Weber Bros. Shoe Co. NORTH ADAMS, MASS. 


New York Office: 1328 Broadway, Marbridge Bldg., H. Harris. Rep. 
I. F. STAPS, 735 Boston Block, Minneapolis, Minn. 
The Famous 


Cc. E. QUIGLEY, Maryland Hotel, St. Louis, Mo. 


Shoe 2 for. en 
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Sell Them With Color! 


We illustrate here a group of new and attractive white 
fabric novelties harmoniously and tastefully trimmed 
with color. 





Feature these colored trimmed shoes 
in your window display. We are sure 
the results will quickly convince you of 
the great value of color in footwear as 
a sales stimulator. 


No. 597—$2.35 . 
White Whipcord Cross Strap, No. 587—$2.35 
with Blue Kid Trimmed Cut-outs, White Whipcord Two-Button 
Imitation Turn, widths B to D, One-Strap, Green Kid Trimmed, 
code “Aldea. Imitation Turn, 9-8 Heel, widths 
B to D, code “Cannes.” 


IN STOCK IN STYLE 








No. 595—$2.35 
White Whipcord One-Strap, 
Two-Button, White Kid Trimmed, 
Side Cut-outs, Imitation Turn, 
’ ~ ~ 28C , ol , x 
No. 379—$1.35 12-8 Cuban Heel, widths B to D, No. 377—$1.35 


, code “Pola.” ae 
White Canvas Lace Oxford, White Canvas Lace Oxford, 


Tip Toe, 12-8 Cuban Heel, Red Tip Toe, 12-8 Cuban Heel, Green 
Tassel Lace, widths B to D, code Tassel Lace, widths B to D, code 
“Kyra.” “Katia.” 








No. 582—$1.85 
White Canvas Patent Trimmed 
One-Strap, Two-Button, Imitation 
Turn, 9-8 Heel, widths B to D, 
code “Enid.” 
No. 589—$2.35 Same as above, except with No. 376—$1.35 
White Whipcord Two-Button, 12-8 Cuban Heel, code “Thelma. White Canvas Lace Oxford, 


One-Strap, Red Kid Trimmed, Imi- No. 580—$1.85 Tip Toe, 12-8 Cuban Heel, Blue 
tation Turn, 9-8 Heel, widths B to Tassel Lace, widths B to D, code 


D, code “Reviera.” “Katia.” 


ANNAHSON 
SHOE CO. 


HAVERHILL, MASS. 
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Fashionable Satin Novelties 
Reflecting the Mode of the Moment 











867—Black Satin One-Strap, with 
889 Black Satin Cross St 





rap Fore Strap, Suede Trimmed Cut- 

Suede Trimmed Side Cut outs, outs, Imitation Turn, 14-8 Spanish 

Genuine lurn, 15'5 Full Louis 837—Black Satin One-Strap, Steel Heel, widths B to D code, “The 

Heel, Pearl Buttons, widths A to D, Beaded Vamp and Strap, Imitation ts $3.25 
code ** Mabel” $3.85 rurn, 14-8 Jr. Louis Heel, widths 
B to D, code “Janette” $3.15 


























830—Black Satin Two-Button, 
One-Strap, Suede Trimmed, Imi- 
805—White Satin Brocaded One- sastoe Turn, widths B to D, code 
Strap, Leather Lined, 14-8 Louis Rainbow”....... $3.15 
Heel, widths B to D, code 
885—Black Satin One-Strap, Sou ee ws ee 
tache Braid Trimmed, Pearl But- 800—As PRD iain i 
tons, Genuine Turn, 1544-8 Full Sat je “Hele ee $3.1 
Louis Heel, widths A to D, code Satin, code lelen ee 
“Elaine” : . $3.60 
| 
| 
| 
855—Black Satin Two-Button, 
One-Strap, Soutache Braid Trim- 
med, Imitation Turn, 14-8 Jr. Louis 
Heel, widths B to D, code ay 
. , 862—Black Satin Two-Button, 3.10 
Seeds Tried tthe | lg One-Strap, Suede ‘Trimmed, Satin 856—Black Satin Two-Button One- 
sation Tera. 14-8 Seanich Feel Inlay, Imitation Turn, 14-8 Jr. Strap, Soutache Braid Trimmed, 
widths B to D, code eet -”” $3 25 Louis Heel, widths B to D, code Imitation Turn, 12-8 Cuban Heel, 
= — aoe — “Lille” ‘ eee widths B to D, code “Denice” $3.10 








ANNAHSON 
IN STOCK SHOE CO. IN STYLE 


HAVERHILL - MASS. 
MANUFACTURERS 
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TWO REAL SALES BOOSTERS 
IN STOCK 





THE SPHINX 





AA-D, 2-8, White Calf Trimmings. AA-D. 2%-8 


These numbers have a “style appeal” and “quality 
value” that will bring buyers 
into your store 


A trial order will give convincing proof 


see crt e223 SP scaouesaen ae een assesses sasesensaessassass=asu == = = = == 
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Increase Real 
CH RES << HH RES> 
Onrsmout® QRISMoU 
>} ~ 2 NOV. 
: No. A 5146—Brown Kid...................... $5.50 ; 
Your Profit Neo. A S140—Blnck Kid.............cccccceass 5.00 Business Builders 

No. A 5392—Patent.... . Le SeeeCoCSedeeceresece 4.65 
No. A 5269—White Ostend.................... 4.10 


Arch Rest Welts 


Send for illustrated catalogue showing our complete 
line of IN STOCK Styles 


THE IRVING DREW CO. 


PORTSMOUTH 
OHIO 


ee eee eee ee ee ee ee ee 
Se a a ee ee 
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OXFORD 


THIS ONE IS MADE ON ORDER 





New “Runaway” Last 
: Get 


This Vacation 
Oxford 
Will have the call 
for June, 
July and August 











SSS MADE everybart 
$3.50 ome? | SOLID LEATHER 


No. 89 Sport Oxford (to be made on order) Spanish Red Calf, Quarter and Vamp, with Patent Leather Apron, 
Patent Leather Tip, Patent Leather Tongue, and Patent Leather Back Stay, a very striking combination of red 
and black, fitted white throughout: flat eyelets, leather-lined quarters and leather heel pad; Goodrich Rubber Heels; 


channel bottom, made in B, C, D widths. Price $3.50 less 4°% 20 days. 


This number is a new creation and will be shipped by “Carter Express” at freight rate. Next open 
date of delivery on stock No. 89 (June 25th) for orders received immediately. 


ORDER BY “CARTER EXPRESS” AT FREIGHT RATES 


J.W. CARTER & COMPANY - 
Specialty Manufacturers of f J.W. \ 
MEN’S AND BOYS’ | Caster 
GOODYEAR WELT DRESS SHOES POPULARLY PRICED \ y 
‘a COMPANY _ 


Ra SOTA NASHVILLE, TENNESSEE 


Our salesman will call without obligation on your part. Write or wire. 
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SOLE 


S Men's Kid Comfort Shoes 
the fit,— 





bgp AEE 
ph ta eae, 
“site ¢ 
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, the unusually flexible 
Y sole. — 


the Taylor Quality,— 


have made an extraor- 
> dinary number of loyal 
customers. 





, [hey are the profitable 
P kind. 


Ask Your Wholesaler 


P OO 
OO... 





i_Weatdd, 
y, foods 440d « Brockton New Ledford e Nushen NH 


cide with 4 
0 


read number 
leading 


~~ WHOLESALERS 
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In Stock 


3 No. 79 Last 


CAHILL’S 


ANATOMACALLY CORRECT 
ARCH BRACE SHOE— 


is winning the favor of the entire trade. Last 79 is specially 
designed for those who want a medium toe and medium 
heel. This is one of the most stylish orthopedic shoes ever 
produced, and its fitting qualities are rarely equalled. 


In stock with Flexible Arch Brace. 
Heels, 1’, 114”, 1 6-8”; Sizes: 3 to 
10; Widths: A to D; Black Kid, 
$5.00; Brown Kid $5.50; Made in 
four weeks—2% to 10. AAA to EE. 
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IN STOCK 
JUNE 18ru 


Medium Color Gray Kid, with Color 
“E” Ooze Collar and Straps. 32 
Last. 15/8 Spanish Heel. 48 Pair 
Cases. Widths AAA to B. 
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Write for exclusive agency ' Price $8,25 
‘ or have our salesman call. 
/ The CAHILL SHOE Co. W ( A 
" Cincinnati, Ohio Trade Mark Registered OLNI R SHOE CO. 
' : BROOKLYN NEW YORK 
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SHOE — Ss 


Finest , 
Fresh Water Pearl 


White 
Black 
and 
Size 14 Colors Size 16 


Shanks guaranteed for machine sewing. If you cannot 
procure our buttons from mney = sag write us and we will 


Sose samples sent on request. 


HAWKEYE PEARL BUTTON CO. 
i} New York Office Muscatine 


| 930 Broadway Iowa 
Fine Calf Leathers 


Manufacturers of 


Velvetta Calf— 
Tuscan Calf— 
Russia Calf— 





















ON OCEAN FRONT FIREPROOF 


Che Breakers 


Atlantic City, N. J. 


SPECIAL SPRING RATES 
American Plan $7 up European Plan $2.50 up 


The fa for fa 
people when service, food 
and comfort are at their best. 


PLAN YOUR TRIP NOW! 
Garage Concerts Dancing Golf 
JOEL HILLMAN, ee 













































Strictly Fine Full-grain Calf Leather 


HUNT-RANKIN LEATHER CO. 
106 Beach St., Boston, Mass., U.S. A. 
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White Canvas Shoes 


For many years we have been volume manufacturers 
of canvas shoes, produced by methods such as have 
established the standard basis of quality for popular 
priced fabric footwear. 





We are maintaining this quality to the extent that 
our customers can always handle these shoes with a 
justifiable pride. 


Our product is sold only thru the wholesale trade. 
Dealers should specify this line when filling their 
wants for the prevailing styles of fabric footwear for 
men, women, misses and children. 


Dkie 


\DINGLEY FOSS SHOE COMPANY, 


Manutacturers of ‘Fabric Shoes 
“For the Wholesale _ 


AUBURN -MAIN 
Boston Offices 54 Lincolnst 


f D 
UX 
as 








4G 
— 








BOOT AND SHOE RECORDER June 9, 1923 


— 
= 





| 
; 
: 


|X KRESS ETRE EEE IEEE 


DEPENDA BLE MATERIALS 
PLUS HIGH-STYLE 
WIN FEMININE APPEAL 














Daily many women customers turn instinctively to the 
Rothman line of high-style footwear. There are many 
reasons for this. Leathers of national reputation, materials 

““. 4. NNET TE _ of dependable source, welded together by experienced 
craftsmen, assure a strong feminine appeal. 
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One of our principal numbers which won high favor at the 
recent style show in New York, is shown here. 


, 


5 

2 

: 

: | BENJAMIN ROTHMAN INc 
: Goring. on "sides Manufacturer, of 
Sy 





A ca WOMEN'S HIGH GRADE FOOTWEAR, 


any leather or com- 43,:TO- 4] - WEST: 1OTH - STREET- NEW: YORK 


bination to suit. 
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‘Best Shoe Jor The Least Money | 


Profitable turn-over rewards the mer- 
chant who serves his customers com- 
pletely and stylefully. 


The shoes of R. H. Mitchell Company 
are strictly in accord with fashion’s dic- 
tates. In style—in fit—and in value they 
appeal to the most exacting taste of your 





women customers. 


R. H. MITCHELL CO. 
M-C MSKays JH tym Mass 72 Lincola Street 
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Brand New Model! 





a 


~ 


$4.70 






“ft 


< 





a “ Style 2510 


Made of the best Patent Colt on “‘Charle- 
<-—ne roi’ Last. Best quality leather counter 


Tteaannnet and sole. Made in A, B, C and D..$4.70 


-** 
* 
* 
-?* 


LW | _ is Our newest production in a handsomely-shaped oxford, 
¥K on a fine-fitting French last, that is in strong demand at retail 


stores for dancing and other midsummer gaieties. 


This style stocks perfectly with our numbers 3100 (in soft Gun 
Metal) and 3500 (Patent Colt Pump), and the three models give the 
dealer an unusual showing for this particular kind of trade. 


In building this particular group we use nothing but the most 
appropriate and choicest materials and workmanship. The fittings 
are exceptionally fine, and every little touch that helps produce top- 
notch shoemaking is included. 


You’ll understand why we say ORDER NOW 
A. J. BATES COMPANY 


Webster Massachusetts 
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Saks Shoes Sell—and Repeat 


Women of refinement carefully discriminate when selecting their 

P ” footwear. Once pleased by the style and quality offered—they be- 
MIGNOR come satisfied customers. 

SAKS Shoes are dainty Shoes—for dainty women—each num- 

ber satisfactory in mode and at an attractive price. 


They’re business builders because they sell—and repeatedly re™ 
peat. If you want shoes like these, write for samples and prices 





Black Satin Evening Slipper with Gold 
Kid Trimming—Gold 16/8 Spanish Heel. 


Saks Shoe Co. 


54 Classon Avenue, Cor. Flushing Avenue 
Brooklyn, N. Y. 


Telephone, Williamsburg 5124 
Established 1895 




















WHITE POLAR KLOTH 
IN STOCK 


ALSO 


BLACK SATIN 


bom Quick and sure: 


No. B-770—White Polar Kloth One Strap. 


White Kid Front Strap and Girdle. 4 Cut-outs ll No. B-670—White Polar Kloth One Strap. 
jirdle. B SCLIeTS White Kid Collar, White Polar Kloth Inla 


in Girdle. 15 Last, 12-8 Cuban Heel. AA, A, B, ze 
vee .. Pr 20 Last, 14-8 Spanish Louis Heel. AA, A, B, C, 


C Widths....... ice $4.25 
D Widths Price $4.00 


YOU WILL LIKE THESE GOODS 


GEO. H. LEWIS, Southern Representative 
GENE RICKER, Boston Office, 183 Essex St. 
L. W. STOCKBRIDGE, New England and Penn. 


Terms 5% 10 days 


Less than four pairs, 25 cents 
service charge 


“Shirley” Use code names for telegrams 
““Nita”’ 


No. B-780—White Polar Kloth One Strap. ' 

Wistar Samana Gute deus = COLLINS & STAPLES yo. a.sse—nuce suin ong sorp, Back 
zi Last, 14-8 S i el. . e x lay. 14- 

A. B.C Widths. Coan soe Price $4.46 HAVERHILL, MASS. Heel. AA, A, B, C, D Widths Price $4.60 
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No, 573—P & V 104 TAN CALF $4.70 
Brogue (124) Last, Rubber Heels 
B, 6 to 10; C, 6 to 10; D, 6 to 10. 


No. 563—BLACK CALF $4.70 
Details and sizes as above 


REAL HELP IN A PINCH 


100,000 PAIRS IN STOCK 


ORTUNATELY our stock policy enables us to 
cover you on immediate needs in spite of the strike. 


Every high light in seasonable styles is represented 
—fresh new numbers such as are the best sellers for 
Summer. 


While the supply is well distributed in widths and 
sizes, it would be wise to anticipate June’s fill-in 
needs at once. Refer to catalogues and recent 
circulars. 


Hiamend Shee TF 


196 CHURCH ST.. NEW YORK CITY 


Two Factories: Brockton 























Staple 
White Shoes 


FOR 
MEN, WOMEN 
AND CHILDREN 


IN STOCK 
(Manning 
‘Meadow-Brook” 


White Shoes 


NATIONALLY ADVERTISED 
How is your stock of summer 
Footwear? We can give you prompt 
service if you will send in your orders 
at once. We ask your particular at- 
tention to some of our best sellers 
presented on this page. 
For our complete line see our 
Spring Catalog 











No. R2440 Bto D 2.35 
Nurses Strap Pump paces White Essex Cloth, Turned, er 
. ~ 4 « ee dD 
No. R2039 BtoE $2.35 R2063 Same, Junior Louis Heel $2.35 
Comfort 1-Strap Pump R2373 Same Style, as R2062 except voter 
Medium Wide toe, Rubber Heel Kloth, Junior Louis Heel 
R2039 White Essex Cloth, Turned, Rubber R2374 Same as R2373, except Military Het 
Hee $2.35 $3.10 


No. RX2926 CtroE $1.50 
Rubber Heel 


RX2926 White Norfolk Cloth, Military Heel, 
White Enamel Sole and Heel with Rubber Heel 
$1.50 


Black Satin Strap Pump 
Full Junior Louis Heel 
Turn, A to D 
Black 


Same Style other Grac > 
Same eons as R27 


No. R3046 CtoE $1.70 
R3046 White Duck, McKay, Rubber a 


R3047 Same in Palm Beach, Rubber — 
1.7 

R3051 Same in Grey Canvas Blucher Oxford 
$1. 


OUTING SHOE CO. 


| Stock Dept. at 530 Atlantic Ave. 


Factories at HAVERHILL and WORCESTER Massachusetts 


- BOSTON 9, MASS. 
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RENCH.SHRINER & URNER 


MENS SHOES 


GOLF 
SHOES 


—that fit as perfectly as the best 
tailored dress shoes. 











With Imported 
Crepe Sole 
—that wear, that will not lose their 
shape, and are as impervious to 
weather conditions as golf shoes can 
be made. 


—that are so comfortable and 
light, that they can be worn with 
equal satisfaction upon the street. 


You Can Sell 


French, Shriner & Urner 
Golf Shoes 


Style 77—Brown Elk, 
Russia trimmed, with im- 


ported crepe sole. 

Style 86 — White Buck, 
Russia trimmed sport ox- 
ford with imported crepe 
sole. 

Style 95—Norwegian Golf 
oxford with imported 


to hundreds of men who have pre- 
viously bought only from sporting 
goods houses. 


Try it! 





crepe sole. 














FRENCH, SHRINER'& URNER 


Factory and Salesrooms 


63 MELCHER ST., BOSTON MASS. 














Not Rubbed On 


Superiority fullt in, 
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In Stock 


Now! s pos 


TO RETAIL AT 


522. > 6° 


TBs: the warmest trade builder 


any merchant ever offered a cus- 
tomer. 


Style plus the best quality money and effi- 
cient workmanship can put into a shoe. 


They’re low priced because they sell fast 
in our line—You can price them low for 
they’ll sell fast in yours. 


We stand solidly behind them as super- 
values. They will soon convince you of 
their quick selling appeal. 


QUALITY 
CLEAR 
THRU 


P6760— Modified French Last, 


Mahogany Veal, Nine Oak outsoles, 
Ist - seed rubber heel, en inner 35 
RR . - $3.35 ° 
P6780—Same as above in black, 

$3.35 : 


In Stock, D only, immediate deliv- 
ery; other widths, four weeks. 


DAVIES SHOE MFG. CO. 


RACINE “= -!- “f= WISCONSIN 





Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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Footwear 
of 


Distinction 


FOR 
NOW 


“THE MOST FOR THE MONEY” 


is uppermost in everybody's mind. 
Keep the Lax & Abowitz thought 
in your buying—that every 
style produced by us 
represents the 
utmost in 
VALUE, in 
DESIGN, 
MATERIALS 
and WORK- 


“NEW GRECIAN SANDAL” 


Modified Toe, Lucille Last, 12/8 
Box Heel. 


Made in following various combinations, 


Gray Suede with Patent trimmed 

Biege Suede with Calf trimmed to match 
Brown Suede with Brown Kid to match 

All Patent 

All Red and Green and Blue Kids 

All White Kid | 

White Reign Skin, with White Kid trimmed 
White Kid, with Red, Green, or Blue trimmed 


MAN SHIP. 


It is for this big 
fundamental 
reason that our 
shoes sell on 
sight-—develop 
turn-over in 
stores large and 


small— create good-will 


“THE DAISY” 


Medium Toe, Dansant Last, 
16/8 Spanish Louis Heel. 


Made in following various combinations: 


Gray Suede with Patent Trimmed 

Brown Suede with Brown Patent trimmed 
Black Suede with Black Patent trimmed 
Otter Ooze with Kid to match 

Mat Kid with Patent trimmed 

Black Satin with Black Ooze trimmed 
Brown Satin with Brown Ooze trimmed 


and NEVER, Never, never shelf-warm, 
Be EXCLUSIVE with Lax & Abowitz footwear. 


Phones, Triangle 5112-6169 4 ax eAbowitz Originators and Designers 


MANUFACTURERS OF 
. LADIES’ HIGH GRADE TURN FOOTWEAR 


: FACTORY AND SHOWROOM 
17 SMITH STREET, BROOKLYN, N. Y. 


S| YES 
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RICE & HUTCHINS 


INCORPORATED 














YT 








World Shoemakers for the 
Whole Family for 57 Years 


eee 
—_—mn—reeee 


A few of our National 


Standard Lines 


SIGNET 
ARMADA 
EDUCATOR 
ALL AMERICA 
ARCH KEEPER 
MODIFIED EDUCATOR 


at wholesale through our distributing branches 


THE RICE & HUTCHINS’ ATLANTA CO. THE RICE & HUTCHINS CLEVELAND CO. 
THE RICE & HUTCHINS BALTIMORE CO. THE RICE & HUTCHINS NEW YORK Co. 
THE RICE & HUTCHINS CHICAGO CO. THE RICE & HUTCHINS ST. LOUIS CO. 
JOS. T. MEANY INC., PHILADELPHIA THE ATLAS SHOE COMPANY, BOSTON 
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Is Business Recovery Being Retarded by 
Unduly Heavy Taxation) 


have more to say on the principles of taxation 

from now on. Under the stimulus of war-time 
patriotism, any amount of taxatien was accepted as 
being necessary and, following the war, realization on 
the part of business that it takes time to “muddle” 
through, made heavy taxation endurable. But things 
have reached a crisis. 

Merchants and manufacturers are beginning to 
realize that taxation is so high that it is time to con- 
sider the future. 

A code of taxation has been studied by representa- 
tives in the National Association of Manufacturers in 
conference with conservative agricultural leaders. 
They are asking for a repeal of all present excise taxes 
and urge that the form and amount of taxes should be 
such as not to discourage individual initiative, or the 
establishment of new enterprises. 

How important this item of taxation is in the business 
world can be seen by utterances made by Congressmen, 
that the costs of doing governmental business will not 
be lowered in the next five years. Every new com- 
mission starts off with an ambition to spend a million 
dollars for a survey of its duties, and then hopes to 
continue tapping the public till for all time. There is 
no end to the possibilities of new duties by the govern- 
ment, paid for by the taxpayer. The tentative schedule 
of taxation principles endorsed by the two groups are 
as follows: 

First—All costs of government must be paid by its 
citizens and ought not to exceed the smallest sum 
necessary to essential government activities. 

Second—The Federal government should appro- 
priate no new sources of taxation. The fullest co- 
operation should be developed between Federal and 
State governments to limit and define the sources of 
their respective revenues. 

Third—Every person should be taxed in just pro- 
portion to his ability to pay. 


"Tires business men of this country are going to 


Fourth—The form and amount of taxes should be 
definite and discourage neither individual initiative in 
the operation of existing production, nor the establish- 
ment of new enterprises. 

The other clauses deal with personal income tax 
according to the ability to pay, and that taxes should 
be definitely assessed in advance of collection. These 
items of taxation should be remembered by you when 
your friend, the local politician, brings up the subject 
of his return to office. 

We never realized how valuable a merchant in a 
small town could be until the hide schedule came up in 
the recent Congress, for one alert merchant put it up 
very frankly to his Congressman, that if he wanted to 
fit in right with the men who were paying his campaign 
bills and who were citizens of a community where the 
hide was known only as a covering for steak, taken off 
by interested packers, it was up to him to vote for 
free hides, or lose his job. The personal side comes into 
politics, and it is a wise Congressman who comes to a re- 
alization that business cannot be taxed out of existence. 


The Dollar Is Worth Less but 
There Are More of Them 


HENEVER you find that you are getting stale 

and discouraged as to the future of your store 
and its community, the one best thing to do is to start 
off on a journey. If there is one outstanding thing 
that will come to your attention, it is this—‘‘Americans 
love to work’’—for by their various labors they get the 
money to spend for apparel, homes, automobiles, and 
all the complex things that go to make up a pleasant 
existence in the United States. Hop on a train in any 
direction and you will see that the prevailing habit of 
all people is that of work. There is less indolence per 
person in America than in any place on the face of the 
globe. The Englishman frankly admits that the Ameri- 








50 


can workman does twice and a half the amount of 
work in an eight hour day as any of the industrial 
workers in that tight little isle. 

You can see examples everywhere of energy applied 
to getting the job done so that the money derived 
therefrom can be put into the necessary and pleasurable 
things of life. Prof. Fisher of Yale has estimated that 
the dollar of 1913, which had a full buying value of 100 
cents, went down to a 40-cent value in 1920, and that 
today it stands at about 62 cents. The consoling thing 
about this is that with a 62-cent valuation upon it, 
there are more of them. We will not go back to the 
hundred-cent dollar of 1914 as long as we have a three 
billion dollar government on our hands. We will not 
go back to the $3.50 shoe of 1914, because by the same 
measuring stick of values, that is the base price shoe 
at $5.00 today. 

What we had in 1914 was a tremendous national 
interest in footwear at a price with very little style in it. 
Today we find the first item in the selection of footwear 
is that of style, with price playing second fiddle. 

It is a mighty good thing to see how other merchants 
are solving the self-same problem that you think is 
insurmountable in your own community. People are 
appreciative of good footwear, and if there is a fair 
degree of prosperity in a community the price is a 
matter of the courage of the merchant to ask it, pro- 
vided he has something interesting to prove that it is 
worth it. 

Clothing has graded up considerably in the past five 
years. The girl in the store and office enjoys a very 
wide range of costumes, which at one time were only 
he prerogative of the well-to-do. But today the girl 
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who works for money oftentimes gets far more value 
in style out of every dollar, as well as good taste, good 
colors, and good dress. The model for the merchant to 
look to in the distribution of better footwear is not ihe 
well-to-do woman for she is likely to be very conserva- 
tive, whereas the girl who works for her money estab- 
lishes the average dress standard of the town. 

On your trip also you will find that shoe stores them- 
selves are changing. The old stuffy model of early 
General Grant architecture, of front and jobbing house 
shipping boxes for the interior has given way to the 
smart and up-to-date shoe store that has illumination 
like that of a hotel, rugs like those in a home, appropri- 
ate color schemes, comfortable seats, and courteous 
attendants. Times have changed, and in their changing 
there has come greater opportunity for profit, and 
you must not forget, greater risks as well. “‘Nothing 
ventured, nothing gained,” is one of the mottoes of the 
trade today. 

Step out of your store and look about. You will find 
that your banker will be far more ready to advance you 
money for store development if you have brought back 
a number of good ideas to brighten up your town. The 
shoe store is one of the substantial elements of a good 
business community, and it should be given all of the 
financial assistance that is tendered a promoter of a 
movie, or a fancy restaurant. 

Summer rides into Main Street with a rush this June 
for the dull business of May brought some pessimism 
to the merchant who had seasonable goods with very 
little demand. Now he is thanking his lucky stars that 
he bought an adequate amount of pretty shoes, for 

(Continued on page 54) 








A good strong foot of a marketman. 


He wants a low shoe. 





Problem No. 4 in the Fitting Contest 
for Retail Shoe Salesmen 


This week’s problem is the foot with a broad heel. 


What do you suggest for size and kind? 

The measurements were taken while the customer was 
seated and are: length, 95% inches; ball, 9 inches; length, 
ball to heel, 634 inches; waist, 9 inches; heel, 123% inches. 
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Boot and Shoe Recorder CREED 


Getting More Shoes Sold Right: not only “more” but “right; sold for the right purpose, to 
the right wearer, in the right fitting, for the right price, at the right profit. This is the great 
problem of the retail shoe merchants. The chief purpose of the Boot and Shoe Recorder is 
to help solve it; for this is the basic problem upon which depends the progress of the 
entire allied industries relating to shoes and leather; their production and distribution. 
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First the Seed—Then the Bud 
Then the Fruit 


The other day a friend (and I like to think of him 
as honest) said to me: 


“With every issue of the Boot and Shoe Recorder 
I can see a distinct change for the better. It is my 
opinion that in the last two years, your publication 
has taken some tremendous forward strides.” 

“But don’t forget,” I said, in thanking him, “‘that,it 
has taken forty years to make possible the strides which 
we have taken in the last two years—forty years of hard 
work—forty years of intensive study of conditions in 
our own industry and in other industries affecting ours 
—forty years of a real desire actually to serve and not 
merely to flatter.” 

A big man once said: 


“It takes years of effort to make a success 
overnight.” 
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New Features 
in Patterns 


Style looms ever larger as a 


4 nS 


merchandising factor to be 
seriously reckoned with in 

the conduct of your store, no 

matter where situated. The 

advance ideas shown on these 

two pages come from highly 

authoritative sources. They 

are representative of the best 

thought of the designing and . 
of our industry. 
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The Style Wind Is Blowing 














Diversified 
Materials 


If the merchant has stylish 
footwear on hand there is no 
reason for following the pre- 
cedent of years past and 
holding clearance sales dur- 
ing Fuly and August. This 
is one season of the year 
when women are paying 
more attention to their foot- 
wear than their head-gear, 
and a pretty shoe has as good 
a chance then as at any other 
time of the year. 
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Brooklyn Style Show models grouped on the runway in the ball room of the Hotel Commodore, New\York City 


Darker Colors Forecasted for Street Wear 


Suits and Coats of Blacks, Browns and Dark Blues Will Be Good 
Next Fall and Winter, with Brighter Colors in Millinery 


By EUGENE PEIRCE 


LACK, browns and grays are to comprise the 
bulk of the selling in dress goods and in coatings 
during the coming fall and winter. 

All doubt on this subject has been removed by recent 
merchandising events of the utmost importance. 
Manufacturers of the largest producing capacity have 
sold their output on the foregoing basis with deliveries 
covering a period up to December 1 next. 


Black Leads in Woolens 


Of interest, too, is the statement that the production 
of important mills has been contracted for by the lead- 
ing manufacturers of ready-to-wear who visit Paris 
periodically to keep in close touch with new develop- 
ments. 

In the apportionment of percentage in woolens, black 
has been given 50 per cent, dark browns, 30 per cent 
grays, 15 per cent and scattering 5 per cent. 


Blue Leads in Worsteds 


In worsted dress goods and in coatings, 54 per cent 
has been apportioned to midnight blue; cordovan, a 
dark brown, 15 per cent; beaver, 5 per cent; light rabbit 
gray 10 per cent; light beaver, 1 per cent; light navy, 1 
per cent; and black 13 per cent. 

Apparently as if by concerted action, all divisions 
engaged in the weaving, dyeing and finishing of woolens 
and of worsteds together with style authorities have 
joined forces to put over dark colors for street wear as 
will be seen in the following: 

All of the French color cards signal dark colors for 
street wear. In addition millinery colors have a strong 
representation of vivid colors which gives opportunity 
for high color effects in millinery. 


Finally, blouse waists intended for wear with sepa- 
rate skirts have color in abundance. 





The Dollar Is Worth Less but There Are 
More of Them 
(Continued from page 50) 


whites are moving as well as the new shades of brown. 
Many a merchant has been planning for a real summer’s 
business, and hoping that July and August would be 
prosperous months. If the merchant has stylish footwear 
on hand, there is absolutely no reason for clearances 
at a loss. This is one season of the year when women are 
dressing their feet with more care than they are their 


‘heads, and a pretty shoe has as good a chance in July 


and August as in any month of the year. 


These are observations that come from a practical 
study of conditions in the merchant-field. If you know 
you are right, you are ready for a demonstration of 
your own ability to make good business in July and 
August. A good runner makes a flying start, and June 
gives you that opportunity. All the indications are 
that people the country over will have money to spend 
in these two mid-summer months. The point for you to 
consider is: Are they going to spend it in your store? 





Addition to Hosiery Plant 


The Hayward Hosiery Company, manufacturers of 
high grade hosiery, is adding a new unit to its plant at 
Ipswich, Mass. W. E. Hayward, president of the com- 
pany, says that the increased demand for the com- 
pany’s products necessitates this enlargement. 









| 
| 
| 


re 


June 9, 1923 





BOOT AND SHOE RECORDER 





European Business Trend Continues Upward 


Economic Situation Looking Better Is Optimistic Report 
of Harry I. Thayer, Home from Long Tour 


HE economic situation in Europe and the Orient 

is looking better as the direct result of persistent 

struggling by the people of the respective sec- 
tions of those countries, according to the opinion of 
Harry I. Thayer, president of the Thayer-Foss Com- 
pany, 15 South Street, Boston. - 

Mr. Thayer, who is prominently known in the shoe 
and leather industry, recently returned from a tour of 
five months, which resulted in obtaining a personal sum- 
mary of industrial conditions in foreign countries. Mrs. 
Thayer accompanied Mr. Thayer. 


Unemployment in England Decreases 


The beginning of an upward trend 
for British trade and industrial im- 
provement was noted in the 1922 re- 
port of the Department of Commerce. 
Unemployment decreased and the value 
of the pound sterling increased, while 
exports and imports grew steadily. 

Italy has shown a strong tendency 
to recover while in Germany there has 
been substantial improvement in Eng- 
lish trade. It is reported that English 
exchanges are practically restored, while 
many other European exchanges are 
getting firmer. Stability is expected to 
increase each year because all of the 
purchasing power of Europe is on a 
gold-value basis. 


German Question Important 


The uncertainty of the settlement of the German 
reparations still affects the world’s business vitally, al- 
though it is anticipated that the French Ruhr policy 
will hasten a settlement, Mr. Thayer said. 


Commodities Have Same Relative Value 


One vital fact noted by Mr. Thayer in his travels 
touched on the standard value of commodities the 
world over. 

“Standard commodities such as hides and skins, rice 
and foodstuffs have the same relative value the world 
over,” Mr. Thayer said. “In the Orient, the people have 
had a hard struggle with the depreciation of commo- 
dities, but things are looking better now. The shoe 
business there has little opportunity to thrive inasmuch 
as the great masses wear no foot coverings. Of course, 
the English speaking people and other well-to-do 
residents wear shoes, but they are in the minority.” 

“In India, which is an unlimited source for skins and 
hides, business conditions are improving. Although 





HARRY I. THAYER 


Business the world over is picking up, FGRigy " 
he says pred “P*  which is the direct cause for a tendency 


materials for footwear are produced there, the natives 
play a small part in wearing footwear. In most cases 
nothing is worn on the foot, although a fabric covering 
built on a wooden sole is preferred by some natives.” 


United States Dollar Acceptable 


Commenting on the fact that a recent statistical re- 
port of the Chamber of Commerce showed that the im- 
ports of the United States exceed the exports, Mr. 
Thayer said he interpreted that as sort of a signal that 
the United States dollar might depre- 
ciate in certain foreign countries, pro- 
viding economic conditions there should 
become nearly normal. ‘Nowhere did I 
see the validity of the American dollar 
questioned,” said Mr. Thayer. 

American-made shoes are frequently 
seen by tourists in all foreign countries. 
Mr. Thayer said: “In every city I saw 
American-made shoes worn and they 
were of modern styles.”” He added that 
in his opinion the English language is 
spoken universally and more so than 
any other language. 


Spirit of Thrift and Hard Work 


A spirit of thrift and hard work pre- 
vailsin most of the European countries, 


to establish economic conditions on a 
firmer bases. As a result industrial and commercial life 
is being revived. 

Mr. and Mrs. Thayer sailed from New York in Jan- 
uary and visited the following places: Cuba, Panama, 
Hawaiian Islands, Japan, China, Java, India, Egypt, 
Italy, France and England. They visited Shanghai, 
Singapore and Hong Kong in China and Calcutta, 
Bombay and Delhai in India. Suez, Port Said and Cairo 
in Egypt were included. 





New Salesmanager for Commonwealth 


Boston, June 6—A. G. Matless, formerly sales- 
manager for the W. H. McElwain Company, and later, 
when this company was bought out by the International 
Shoe Company, salesmanager for the Eastern factory of 
the International, has been made a director of the 
Commonwealth Shoe and Leather Company of Whit- 
man, Mass., and will assume charge of the sales depart- 
ment of that company onJune 15. Mr. Matless will spend 
most of his time at his office in the Whitman factory, 
but will make occasional calls on the trade. 
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Fifty Per Cent of This Store’s Shoe Volume 
Comes from “Call” Trade 


The Remarkable Story of How Retail Salesmen Have Been Able to Increase 
Their Individual Sales by Working on a Scientific Basis 


By H. F. PODHASKI 


time ago at Augusta, Ga., I heard a well known 

Atlanta shoe merchant deliver a very interest- 
ing talk in which he expressed himself as whole-hearted- 
ly opposed to ‘call’ trade. 

“We do not encourage the salespeople in our store to 
develop a ‘call’ trade,” he stated, “for the very simple 
reason that we have always found such trade a money 
losing proposition in the long run. Sounds rather 
strange, perhaps, for me to stand up here and make a 
statement like that, a statement that I admit is directly 
contrary to the belief of a 


A T a convention of retail shoe dealers held some 





instance, we did the largest volume of business in this 
department we have ever done in the thirty years 
history of the store. It was what we term our ‘call’ 
trade that enabled us to accomplish this result.” 


Applied Science Does the Trick 


“Why, then,” I asked, “should this merchant I was 
telling you about be opposed to the development of 
‘call’ trade? He declares even that he has found such 
trade a detriment to his business in the long run. But 
you state that it represents almost fifty per cent of 

your gross sales. Why should 





great majority of successful 
merchants. But I speak 
from an experience which ex- 
tends over a period of many 
years, and I repeat that we 
have found ‘call’ trade to 
be a detriment to our busi- 
ness, rather than an aid to 
its upbuilding.”’ 

The Secret of Call Trade South. 

Success 

Frankly, I confess that this 

statement did sound very 





house”’ poison. 





What Is Good Salesmanship? 


Years ago, and not so very long ago at that, 
it was customary to do business on a social 
basis. Bill bought from Harry because Harry 
was “a good fellow.’ And we all bought our 
neckties from Jim because he belonged to the 
same little club of which we were members. 

Nowadays, however, it’s satisfaction with the 
merchandise bought which forms the bond be- 
tween seller and buyer. And it is on this basis 
that a highly remunerative “call trade’’ has 
been built up by one of the leading stores in the 


Read how they did it and then turn over in 
your mind the possibilities of using itin YOUR 
business as an antidote to the 


it prove a detriment to one 
business, and have an exactly 
opposite effect on another 
business in the same field? 

“That, I think, is prob- 
ably because the merchant 
you speak of has not devel- 
oped this trade along what 
Imight term ‘scientific lines’,”’ 
he told me. “Ordinarily, 
you know, ‘call’ trade is 
really a matter of friendship 
between the salesman and 
the customer; that is, the 





“house-to- 








strange to me, for I had heard 
dozens of successful merchants at dozens of conven- 
tions express an opinion precisely the opposite of this; 
and they spoke, too, as did the above merchant, en- 
tirely from experience. Yet the dealer in question is 
recognized as one of the most successful retail shoe 
merchants in the South, operating three large stores in 
Atlanta, Louisville and Savannah. 

A few days ago I was talking with a friend—a retail 
shoe clerk in one of the downtown Atlanta stores—and 
this matter came up for discussion between us. 


How the Salesman Feels About It 

“You are a clerk yourself,” I said, “and you un- 
doubtedly must have some ‘call’ trade. What is your 
opinion of such trade? Do you find it a detriment or an 
aid to the upbuilding of your sales?” 

“Well, in my particular case,’ he answered, “I find 
that ‘call’ trade alone totals very close to fifty per cent 
of my gross sales. In fact, that is true of all the salesmen 
in this department. During the latter part of 1922, for 


latter goes to a certain store 
to buy because this salesman happens to be a per- 
sonal friend of his. And that sort of trade may indeed 
prove a detriment to a store in the long run. I have 
known salesmen and salesladies to chat for half an 
hour or more with a customer of this kind and make 
nothing more than a dollar sale, while other cus- 
tomers have been kept waiting. That principal is all 
wrong. ‘Call’ trade should be a matter of satis- 
faction, rather than of personal friendship. This would 
perhaps work out more satisfactorily in a retail shoe 
store than elsewhere, and especially as concerns male 
customers. If the average man buys a pair of shoes that 
fit him well, that are comfortable, that he is entirely 
satisfied with, the chances are perhaps about five to one 
that he'll go to that same salesman again for his next 
pair of shoes; that he’ll want the same sort of a shoe, 
same pattern, size, etc. In fact, we find that our ‘call’ 
trade is largely a matter of duplicate business—that 
is, duplicating the same shoe the customer had before. 
And if developed from this angle—that of satisfaction 
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The Frank W. Siebert Family Shoe Store and Children’s Cozy Bootery of Springfield, Illinois, 
recently has remodeled its windows so that the three departments of the store may have a display every 


day of the year. 


The north window is devoted to men’s footwear; the south to women’s and the center of the arcade 
shows children’s and youth's boots, shoes and slippers. It is surprising how many persons stop to ad- 
mire the center window and to comment upon the clever conceptions in footwear for the wee tots and the 


juniors. 


The whole window is unique and striking, yet in excellent taste. At the rear of the men’s, as well as 
the women’s sections is a small shelf peeping out from behind a latticed window over which a harmoniz- 
ing velvet is thrown. On the shelf is a boudoir lamp with a pink shade or a warm red, as during the 
winter season, toning, with its soft light, the entire window. 

On each side of the boudoir lamp is a dress shoe or dainty boudoir slipper—the latest style or the 
daintiest color being given the place of vantage behind the French windows. The drapes are of rose silk 
with gold fringe and gold tie-backs, held back against the window panels. The background is in panels 


done in a delicate rose and iwory. 


—our experience has taught us that such trade is a 
splendid thing for any business.” 


Fifty Percent With Call Trade 


The store in question was the George Muse Clothing 
Company, of Atlanta, one of the largest men’s furnish- 
ings stores in the South. The salesman to whom I was 
talking was Joe Waldrop, who has been with the men’s 
shoe department of this store for some years. 

He had told me that almost fifty per cent of this de- 
partment’s sales represented ‘call’ trade; and the Muse 
store probably sells more men’s shoes at retail than 
any other store in Dixie. 

How, then, had they succeeded in developing this 
trade to such an enormous volume, while another mer- 
chant in the same field had found such trade a detri- 
ment to his business? I asked him about it. 


A Fine Opportunity for Profit 


In what Waldrop told me about the system that is 
used at this store in the development of ‘call’ trade, it 
seems to me that there is a wonderful idea that should 
afford the average merchant a splendid opportunity for 
profit; and especially, of course, the shoe merchant, 
where fit and comfort plays so important a part in the 
making of sales. 


But, after all has been said and done, it is results 
that count; while a majority of the other retail shoe 
stores were falling below the normal sales level the 
latter part of 1922, here was a store that was establish- 
ing the biggest sales records of its thirty years because 
of the ‘call’ trade its salesmen had developed. 


System Practically Perpetual 


The system, just as Waldrop explained and as doubt- 
ess you can see, is practically perpetual. Each day the 
salesmen are jotting down in their little memorandum 
books new and possible new customers names: and at an 
average rate of 150 to200 names per month, 1,800 to 2,500 
per year. Naturally, all of these people are not going to 
become regular customers of the store, but a goodly 
part of them will if they are properly followed up. The 
ratio, of course, will depend on the exact nature of the 
business in question. In a men’s shoe store, or a men’s 
shoe department, it should prove unusually large if 
built up from the standpoint of satisfaction; in a ladies’ 
shoe store, or a ladies’ shoe department, it probably 
would not be nearly as large, for the changing styles 
would have an important bearing on this class of trade. 

And here, too, is provided a mailing list of inestimable 
value, that should, and undoubtedly will if properly 
appealed to, result in a big percentage of returns. 
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he Modern {dea Expressed 


in Hofheimers Childrens Department 


NCE upon a 
QO time there 
were chil- 
dren’s departments 
as stifling and digni- 
fied as a schoolroom. 

The child was ig- 
nored in a transac- 
tion thought to cen- 
ter in all its phases 
in the parent who 
had long since out- 
lived the charm of 
mythology and whose 
make believe mind 
chambers had become 
crowded with everyday cares and complexities. 

Then someone in looking backward saw the rapidity 
with which children became grownups and forthwith 
customers demanding the latest; and the child mind be- 
came recognized for its influence direct and indirect in 
the sale of children’s shoes. Then the relation between 
parent and child became the pivotal of sales. 


Children Open Parents’ Purse Strings 


With the parent nothing really matters but the child. 
If the child is pleased the parent is pleased. Thus the 
child influences the actual sale indirectly through the 
parent. 

The child itself is won by friendship, and their un- 
canny sense of detecting this business-builder should 
never be underrated; their remembrance is lasting, and 
their quickness to like or dislike is perpetuated in the 
latter attribute, which, simply put, means the develop- 
ment of a children’s department depends upon one’s 
aptitude in studying child life. 

In this instance the child directly picks the place of 
patronage. 


Requisiles of Children’s Department 


Childhood is frankness itself. It is later that those 
walls of reserve, dignity, etc. come to encircle folk after 
varying contacts with life’s rough edges. 

Childhood just thrives on friendship; no half-way 
about it, when a child is given reason for friendship the 
reciprocal feelings are as lasting as they are spon- 
taneous. 
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Meet the Child Half- 
Way 


Youngsters are 
forever trying by 
make believe they 
live in the grown-up 
world. They are al- 
ways trying subcon- 
sciously to take that 
long step between 
them and maturity, 
the little girl with 
her dolls, the boy 
with his first pants 
with pockets trying 
to be men and wom- 

en. And when the shoe merchant or anybody else tries 
to live in childhood’s world there is immediately a com- 
mon ground of interest, a real “meeting of minds” that 
authorities tell us is the Alpha and Omega of successful 
salesmanship. 

Child minds are keen enough to sense the friendliness 
that placed a rocking horse, a shoot-the-chutes and a 
merry-go-round at their disposal. Their sense of values 
begins to develop under friendly surroundings and 
that’s a good beginning. Such a department to them 
isn’t just a place where their shoes come from; the feel- 
ing is more of a personal nature and is never lost. You, 
your shoes, your store, all have a value that’s far above 
the danger line of price competition. 


Lots of Room for Action 


The actual floor space in the department shown 
above gives the child plenty of room for “action.” 
Actual fitting or waiting never becomes irksome. The 
gold fish, the Mother Goose mural decorations, the 
canary are there to satisfy roving spirits and ceaseless 
changing of interest inherent in youth. 

The Hofheimer Children’s department is built to in- 
sure the entire business against a shifting of taste and 
habits of buying in its patronage of the future. Nothing 
appears as an item of cost in that department that isn’t 
there for some logical and easily explained reason. 

Moreover, each piece of equipment with its dumb 
but sure-to-be-felt suggestion, “This is a good place to 
come for shoes, Kiddie,” would be found to be selling if 
it were possible to apportion its share of the general 
growth to each of the contributing elements. 
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When She Ought to Wear a 6-AAA and 
Insists on a 5-A 


First of a Series on Examples of Shoe Fitting as Seen from the 
Viewpoint of an Orthepedist 


By HERMAN W. MARSHALL, M.D. 


NSWERS to the question, WHAT CONSTI- 
TUTES PROPER SHOE FITTING, may differ if 
opinions of customers, of fitting clerks, and of 
orthopedists are sought regarding individual cases. It is 
of value therefore to assemble various viewpoints from 
a group of selected actual customers. 
As a beginning, a single case record will be presented 
and discussed; and others will follow at irregular inter- 
vals in subsequent issues of the Boot and Shoe Recorder. 


When the Customer Insists 


The person whose feet are figured is a young married 
woman. She was fitted by a very competent shoe sales- 
man who found by measurement that a 6 AAA shoe was 
indicated; and he suggested at first an attractive low- 
heeled shoe made on a last shaped like the foot. 

This type, however, did 

not appeal to the customer, 
and instead she finally pur- 
chased after trial of various 
styles the one that is shown 
in the illustration, and the 
size 5A instead of 6AAA. 
Now, the matter of interest 
is, what can be said in favor 
of, or against, this decision of 
the customer. 


Correct Fit Feels “Queer” 


She contends that larger 
sizes of shoes which are more 
nearly the shape of normal 
feet, feel queer, feel less nat- 
ural on her feet, and do not 
look as attractive as those of 
her own choice. She insists 
also that in the past she has 


it was impossible to mislead this particular individual 
very much concerning sizes. Her feet had become famil- 
iar with the snugness of the size, 5A, and deviations 
from it were quickly recognized. 


What Caused Her Calluses 


Facts were brought out, that in the past she had had 
very few hard sore calluses on the toes, although after 
continued cold wet snowy weather there had been some 
trouble between the toes occasionally. 

A chiropodist informed her truthfully that such soft 
sore spots between toes are caused by the continual 
wearing of rubbers in the winter. He might have added 
another and more important cause with equal truth- 
fulness if he had explained that short tight fit- 
tings of shoes contribute to development of 

such troubles. Continuous 
wearing of rubbers may be the 
final trivial influence very 
often which causes actual 
development of sore spots 
between toes; but feet that 
are more loosely shod in more 
roomy shoes are less likely 
to exhibit such toe troubles, 
even though rubbers are in- 
cessantly worn. Responsibil- 
ity rests much more heavily 
with shoes than with rubbers, 
in short, snug, pointed toed 
_ shoe types. 

This customer’s feet were 
very flexible and _ strong. 
There was no arch trouble of 
any sort. Toes extended near- 
ly straight without over- 
lapping whenshoes and stock- 


always managed to wear 
similar shoes without appre- 
ciable trouble, with the 
amount of wearing which she 
has subjected such shoes to; 
and therefore she will not be 
unduly persuaded by special 
ideas of shoe salesmen or 


orthopedic surgeons. 
In trying on various shoes, 


In this case, the salesman recommended an at- 
tractive, low-heeled model on a foot shaped last, 
size 6 AAA. Above is shown the shce the customer 
finally chose, however, and she took size 5A. 

Her feet had become so accustomed to misfit foot- 
wear that she felt positively uncomfortable in a cor- 
rectly fitted, correctly shaped shoe. Arguments tend- 
ing to show that occasional sore places between the 
toes and some calluses were caused by short, narrow 
shoes, were of no avail. She could not be misled as to 
size and took what she wanted. 

Some day she will probably wish she had taken the 
advice of the retail salesman who fitted her, or who 
tried to fit her. 


ings were removed. There 
were no calluses on the soles. 
Heels were small, and weight 
of the body was about 105 
pounds. Longitudinal arches 
were of average height and 
they sagged under weight of 
the body an average amount. 
The feet represented a slender 


type. 





BOOT AND SHOE RECORDER 


Saved by House Shoes 


Further questioning revealed the fact that at home 
she wore loose house shoes a part of the time; and to 
this circumstance must be attributed the existing good 
condition of her feet, coupled with the light tasks that 
she imposes on them while they are confined in tight 
footwear. 

Persons who wear short, high heeled, pointed toed 
styles have diminished liabilities toward development 
of longitudinal arch troubles, yet simultaneously the 
chances for anterior arch troubles are increased. 

If muscles and ligaments weaken while such shoes are 
being worn, the shortness and tightness assist muscles 
of longitudinal arches to keep the latter from sagging; 
but at times, there is a soreness from strain. which 
develops on upper sides instead of under surfaces of the 
feet. 

What a Short Fit Does 


Feet bulging upward in short shoes and bearing 
unusual tensions on ligaments binding bones together 
on their upper surfaces, are liable to buckle upward, 
although they cannot sag downward. 

Postures of feet in high heeled, pointed toed types 
throw relatively more strain on toes and ball of each 
foot, so that, if foot weakness develops then it is front 
parts, the anterior foot arches, that give out from pres- 
sures and counter-pressure first instead of longitudinal 
arches. 

This customer has not yet injured her feet appre- 
ciably. The bulging noticed while feet are held in con- 
tracted posture by her short shoes, disappears as soon 
as shoes are removed. She had not yet caused the bones 
to change their shapes gradually into an appreciable 
upward bulging deformity, as so often happens with 
long continued exclusive wear of a single deforming 
type. Feet have not been held continuously enough in 
one position to permit them to adapt themselves to 
any improper shoe shapes. She has not walked enough 
in her partially crippling shoes to develop trouble- 
some calluses or bunions, although she walks as much 
as she desires. She is still able to walk without dis- 
comfort without shoes, indicating that intermittent 
squeezings of front parts of feet have not yet weakened 
foot structures. She is still able to walk comfortably in 
low heeled slippers. Heel cords have not shortened. 
Nor is there noticed the sensation of tipping backwards 
in walking, as is complained of by persons with short- 
ened heel cords, who put on low heels again after per- 
mitting their muscles to adapt themselves to contin- 
uous use of high heels. 


The Penalty of Persistence 
She is managing to get along with a moderate degree 
of activity like very many other women do, who treat 
their feet similarly; and, she has not yet had as much 
trouble as some persons who wear most approved 
shapes and sizes of shoes. Scientific accuracy demands 
explanations of her type of feet, as well as careful study 
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of normal foot shapes and variations in forms of feet. A 
new topic must be introduced therefore, namely, foot 
functions. 

Foot functions may be normal or abnormal. They are 
dependent to important degrees on variations in foot 
shapes and presence of foot deformities. Foot functions 
also vary independently of shapes and deformities. 
Some deformed flattened feet still retain exceptionally 
good functions, while some unusually well formed feet 
under certain circumstances may become weakened or 
stiffened and exhibit very poor functions. 


Foot Adaptability a Normal Condition 


Foot adaptability is one of the most important func- 
tions of normal feet, and it should not be lost or im- 
paired. It deserves at the present time even more 
emphasis than familiar anatomical foot defects. 

Anatomy is not the sole consideration in shoe fit- 
ting; because appreciation of stylish features in foot- 
wear is extremely widely spread, and furthermore 
stylish qualities determine selections of far greater 
numbers of shoes than extremely correct anatomic 
shapes do, or ever will. The latter must be advocated 
strongly enough however to ensure their recognition. 

Anatomists denounce stylish types of shoes as foolish 
from a scientific standpoint; and their condemnations 
are just; but they are unwise when they consider sim- 
ply the effects of one correct shoe shape, or one incor- 
rect one, on foot shapes and foot functions. 


How the Patient Escaped 


There are orthopedists who will quickly condemn the 
shoes that are figured in the accompanying illustration, 
for they can say truthfully that such shoes interfere 
with most natural healthful walking to an appreciable 
degree; that these feet are temporarily partly crippled 
at least, and that: there are excellent opportunities for 
permanent deformities in the future with permanently 
lowered efficiency of foot functions, if these shoes are 
worn exclusively. 

Let these predictions be readily accepted, and then 
let attention be turned to the manner in which dangers 
of permanent damage have been avoided. Let stress be 
laid on the ways that this patient has escaped serious 
trouble. 

The importance of possessing more than one type of 
shoes and of making frequent changes in them then 
looms large. Nearly everyone knows that changing 
one’s shoes is conducive to foot comfort usually; but it 
requires scientific discussion and approval to establish 
the great importance of this simple matter. 


Advantage of Changing Shoes 


If any normal healthy individual, who is not too 
advanced in years, will make repeated slight changes in 
sizes and shapes of shoes that are worn, then the feet 
may not develop any single tendency in unfavorable 
degrees. Feet then are likely to retain their normal 

(Continued on page 63) 
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The boy’s father had a fleck of kids, just the 
average husky, healthy, ever-hungry youngsters 
and they wore out clothes and shoes, as such young- 
sters always have and always will. To keep this brood 
somewhat satisfied on the hunger question and to have 
an occasional Sunday suit, the boy’s father kept a 
country store. This was before the days of accurate 
stock-keeping, scientific buying charts, etc. Goods were 
bought by the dozen and cases. Of course, then, even 
as now, some things bought were left on the shelves. 


ie started about 50 years ago. 


Where the Trouble Started 


When Jimmie, Jennie or Jack absolutely needed 
something to wear, father would take a quick inventory 
of what was selling slow, having the children wear that. 
So it was that the boy Jimmie started quite young to 
wear shoes to cover his feet, rather than shoes to fit his 
feet. 

As he grew older, about the time he commenced to 
slick his hair down, select his own clothes and call on 
his own girl, the masculine vanity in him prompted him 
to wear as small shoes as he could squeeze on his feet. 


And How It Grew 


Jimmie was called Jim now, helping his father out in 
the store. He wanted to get married and have a business 
of his own, so decided that a store selling only one class 
of goods was better than a general store. Consequently, 
like many a misguided youth, with only one father 
to advise, Jim started a shoe store in lowa, and con- 
tinued to wear shoes that looked good on the other 
fellow, but were steadily ruining his feet. 

Jim is now James and is 56 years old, still operating 
his shoe store in Iowa. The store has a modern front 
and all the new fixings, but James has some dreadfully 
old-fashioned feet. 

At the Brooklyn Style Shoe, James was there, for he 
takes in all the big shows now, as a manof his reputation 
should. In nosing around, he came to the X-Ray 
machine exhibit of the Brock Sales Co. As a clincher to 
their sales talk, James was induced to have his feet 
X-Rayed and above is the picture. 
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“Physician, Cure 


Thyself” 


Being the Real Story of a Real Shoeman’s 
Feet and Why He Is Now Almost 


a Fanatic on the Sub- 


ject of Fitting 


For a man who has spent 32 years fitting other 
people to shoes, how does his foot look to you? A better 
exemplification of the evils of ill-fitting shoes could not 
be found anywhere than this prosperous shoe mer- 
chant’s own feet. True, the trouble was started when 
he was a child, but he completed the bad job himself. 


A Job for the Surgeon 


Call them bunions, hallux valgus or what not, they 
certainly are not beautiful to look at and must cause 
their owner all sorts of trouble. 

At this late day there is possibly only one thing for 
friend James to do, and that is to see the best ortho- 
pedic surgeon he knows. The chances are that this 
medical man will tell our hero (or villian, just as you 
wish to classify him) to submit to an operation, said 
operation being to chisel off part of the bone of the 
metatarsal digets, keeping James’ foot in splints for 
a matter of three months or so. During this time the 
feet need to be massaged twice a day to insure flexibility. 
As 95 per cent of such cases are curable, James may have 


’ this done. i 


Honestly, now, isn’t this all a terrible price to pay 
for just neglect and pride? 

You can just bet that the children and the grown 
folks too, for that matter, who are fitted in James’ 
store, are fitted right or they are not sold at all. 





About Foreign Footwear 


Washington, May 31—Demand for foreign-made 
boots, shoes and slippers continues to grow, as the 
61,665 pairs of beautiful leather footwear valued at 
$210,419 were imported in March, as compared with 
24,976 pairs during February. The Bureau of Foreign 
and Domestic Commerce reports that the boots, shoes, 
and slippers imported from foreign countries during 
March, and not subject to duty, comprised 93,508 pairs. 

The Department has also been advised that under a 
Canadian custom decision cotton yarns, natural and 
mercerized, coarser than number 40 for the manu- 
facture of shoe laces, are declared not entitled to entry 
free of duty under tariff No. 534. 
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Putting Efficiency Into the Repair Trade 


National Leather and Shoe Finders Discuss What Can Be 
Done to Increase Business 


HE 19th annual convention of the National 
[eather and Shoe Finders’ Association, which 

opened at the Statler Hotel, Detroit, June 4, 
proved to be one of the most enthusiastic in years. 
While the attendance was not as large as at Boston, 
there was a greater attendance of members who showed 
real interest in the sessions. 

The morning was taken up with the registration of 
members and guests and a meeting of the executive 
committee. The afternoon session was opened with an 
invocation, followed by the usual addresses of welcome 
and responses. 


trict; Herbert L. Marx, New York State district; A. H. 
Schmidt, Southwestern district; C. L. Garver, North- 
western district; Walter Wendt, Central West district; 
Louis Lichtenberger, Pacific Coast district. 

In summing up the reports, George A Knapp re- 
solved the situation into one involving 16 points, under 
which heads every situation possible could be consid- 
ered. 

A credit reference book was also considered, the sub- 
ject being presented by Peter Nutz of Indianapolis, Ind. 

The afternoon session was devoted to the adoption of 

a code of ethics, Sam W. 





The slogan of the conven- 
tion “Knowledge is Power,” 


How to Increase Business in the 


Burtchaell of San Francisco, 
presenting the topic. Bad 
business practices was also 


was emphasized throughout. 
Albert J. Ehlers, president, in 
his annual address, intimated 
that the education of the re- 
pairman was considered of 
paramount importance. 


Better Repair Service Important 


“It has been our aim and 
purpose to educate these cob- 
blers to a realization of the 
dignity of their occupation, to 
the necesisty of having attrac- 
tive shops, to the need of 
catering to men and women, 
and to the ultimate benefit of 
doing good work. Repairing 
shoes is a public service and 
one that calls for mechanical 





Repair Department 


In presenting the report of the Publicity 
Committee to the members attending the 
Convention of the National Leather and Shoe 
Finders’ Association, Frank W. Whitcher of 
Boston reported that there were two ways in 
which the association may profitably do 
national advertising, as follows: 

Advertising direct to the public and encour- 
aging repairers to advertise in their home 
localities, rendering them assistance in this 
matter. 

It was pointed out that an advertising cam- 
paign to be successful should be preceded by 
the education of the repairman to do better 
repairing, fully 70 per cent not giving satis- 
factory service. 

Investigating the cause of the great falling 
off of shoe repairing the committee found that 
the greater use of the automobile, the use of 
galoshes and rubber boots by women, attach- 
ing of rubber heels by manufacturers, style 
shoes, attempts at home repairing and lack of 
thrift and ec ya g the people all con- 
tributed to the slump. 











discussed. 


How to Advertise a Repair 
Shop 


Wednesday morning’s ses- 
sion was largely devoted to 
the report of the publicity 
committee, which was pre- 
sented by Frank W. Whitcher 
of Boston. 

He prefaced his report with 
an analysis of the situation 
at the present time. He 
pointed out that the repaired 
shoe gave comfort and econo- 
my to the owner. Advancing 
costs had increased prices of 
repairing until many consum- 


cleverness,” Mr. Ehlers said. He called upon the man- 
ufacturers and wholesalers to recognize the importance 
of better shoe repair service and pointed out thenecessity 
of educational effort on behalf of the repairmen. 

The report of the treasurer, P. W. Peterson, Chicago, 
showed the association to be in a very satisfactory 
financial condition. 

The annual report of George A. Knapp, secretary- 
director of St. Louis, Missouri, embraced many im- 
portant matters and contained a resume of the activi- 
ties during the past year, especially those dealing with 
dredits and collections, which concerned the members 
most seriously. 


Credit Conditions Discussed 


Tuesday morning, the session was occupied with a 
discussion of credit conditions, the following reporting 
for their districts: David Feidelson, Southeastern dis- 


ers thought it unwise to have shoes repaired. The 
vogue of style shoes have also been detrimental to 
repairmen. 

“Shoe repairing is on the up-grade and manufactur- 
ers and wholsealers should assist the repairmen by a 
national advertising campaign showing the economy 
and comfort of repaired shoes,”’ he said. 

The report deals with the scope of the investigations 
made by the committee, which included questionnaires 
to repairmen, manufacturers of stitching machinery, 
jobbers and others. 

It was found that there are two ways the association 
may profitably do national advertising: 

The introduction of shoe machinery in repair shops 
and the resulting inefficiency of the work done by in- 
experienced operatives was responsible for a distaste 
among consumers for repaired shoes. 
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Advertising Committee Recommended 


The following recommendations made by the com- 
mittee were unanimously adopted: 

1. That this convention appoint an advertising com- 
mittee of five to consist of the president, the chairman 
of the executive committee, the secretary of the as- 
sociation, and two others with the privilege of calling on 
any branch of the trade for advice and consulation. 

2. That this committee be authorized to engage an 
assistant secretary of the association, whose headquart- 
ers would be in St. Louis and who would be subject to the 
direction of Mr. Knapp, but whose time would be en- 
tirely devoted to the development of educational plans 
along the lines suggested in this report and along any 
other lines which might seem advisable to the advertis- 
ing committee. 


To Co-ordinate Educational Work 


3. That such secretary should assist Mr. Knapp in 
co-ordinating the educational work which may be done 
by all groups in the industry to the end that every 
means would be employed to raise the standard of shoe 
repairing throughout the country. 

Carl Trieschman, Milwaukee, advocated the re- 
building of shoes in place of repairing, illustrating the 
greater benefit to the customer, the repairman and the 
wholesaler and manufacturer. “You must satisfy the 
personal pride of the customer. Price is no objection to 
the consumer, but value is,” he declared. 

Norman Shaffer, Chicago, gave an inspiring talk on 
the greatness of the business of shoe repairing, but also 
pointed out the need of the shoe repairman getting more 
repairing to do. This could only be accomplished by ad- 
vertising shoe repairing for those repairmen who do good 
repairing. 

Billboard Ads in Chicago 

He said that in Chicago a huge billboard advertising 
campaign was being launched for the benefit of shoe 
repairmen who became affiliated with the Shoe Re- 
builders’ Company, which was sponsored by the Shoe 
Finders there. An emblem had been adopted and would 
only be given out to shoe repairmen who passed an 
examination before twelve jurors. 

Mr. Shaffer spoke from a knowledge of the repair 
business, having found it necessary to take over the 
management of a shop, most unfavorably situated in 
Chicago, to save himself from loss. A solicitor was em- 
ployed, being allowed 40 per cent on first jobs and 20 
per cent on subsequent repairs. This worked out suc- 
cessfully. 

Merchandising Drama Given 


W. S. Anderson spoke of the national advertising by 
American Sole and Belting Leather Tanners and J. A. 
Waddle spoke for the Rubber Heel Club of America, 
both associations agreeing to co-operate with the 
National Leather and Shoe Finders’ Association. Dur- 
ing the afternoon a very enjoyable sketch was drama- 
tized by members of the association which brought out 
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the need of better merchandising methods in a very 
impressive manner. 

Thursday morning the topic considered was Com- 
position Settlements, the rest of the time being given 
over to reports of committees and election of officers. 

The entertainment features were much enjoyed by 
both members and their ladies, including delightful 
automobile rides to Belle Isle Park and other interesting 
points and a moonlight ride on the river and lake. 


When She Ought to Wear a 6-AAA and 
Insists on a 5-A 
(Continued from page 60) 

shapes, and also their adaptabilities will be preserved 
better probably than by any single style and size. Mod- 
erately high heels and moderately pointed toes even 
may possess positive merits in assisting in maintenance 
of foot adaptability when they are judiciously used, 
namely, when they are used a part of the time along 
with other shoes of different shapes and different 
balances. 

When the fact is recognized widely and fully that 
normal foot functions are as important as normal foot 
structures, and that functions are favorably influenced 
by frequent changes in shoes, then anatomical con- 
siderations will sink from an unduly prominent posi- 
tion to their true level of real importance among other 
factors which determine foot efficiency. 


Should be Changed Often 


Frequent changes may not be productive of as great 
foot comfort as is derived from wearing a single type 
of footwear; but comfort and healthy functioning of 
feet are not identical. Continued healthy functioning 
demands alternating periods of repose and activity, 
even to a degree of moderate discomfort at intervals 
caused by exertions. These healthful requirements are 
well supplied by a number of pairs of shoes which are 
skillfully changed when occasion demand. 

What can a shoe salesman do when a customer will 
not listen to his suggestions? He cannot force the in- 
dividual to buy; antagonism is useless; and it may be a 
valuable point for storage in his memory and for suit- 
ableretailing, that fashionable shoes which are not too 
extreme in their type may possess real virtues, and may 
be compatible with continued good foot functions if 
discretion is exercised in their use. The National Boot 
and Shoe Manufacturers’ Association has adopted the 
slogan—WALK AND BE HEALTHY. It might adopt 
also profitably another perhaps—CHANGE YOUR 
SHOES OFTEN AND BECOME MORE HEALTHY. 








Sale on Trench Shoes Re-opened 


Washington, May 23:—Bids received by the Direc- 
tor of Sales of the War Department for the sale of 
2,606,300 pairs of unused trench shoes on May 16 were 
too low and were rejected. The War Department has 
re-opened the sales and asks for sealed bids for June 15. 
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Merchants in Southeast Find Business Good 


Optimistic, Also, as to Future, They Report While Gathered at 
Birmingham for Convention 


HERE is nothing the matter with the South. 
‘ki merchants, who attended this week the 

Annual convention of the Southeastern Shoe 
Retailer's Association at Birmingham, were in good 
spirits and looked forward with a spirit of optimism to 
their business for the remainder of the year. There was 
not a pessimist in the group. There was no fear and 
trembling and no weak-kneed brothers were there. If 
there are any merchants in the Southeast, who look 
with fear upon future conditions, they stayed at home 
and nursed their grouch. 

J. W. Clisby of Macon, Georgia, elected president 
last year, recently tendered his resignation because he 
is retiring from the shoe business, but sent a telegram 
of good cheer which was read at the first session of the 
convention. 


Vice-President Dave Rich Presided 


Rich of Birmingham, first vice-president, 
occupied the chair as presiding officer. The delegates 
were made doubly welcome; first by a representative of 
the city government and second by Roy P. McGowan, 
Chairman of the Program committee. The report of 
the secretary showed the association had a substantial 
growth in membership during the year and the Treas- 
urer s report showed it to be in a healthy condition 
financially. 

M. A. Condon of Charleston, S. C. in replying to the 
address of welcome, called attention to the growth 
of the new South and the rapid increase in manufac- 
turing mining and argicultural activities. The increased 
pay rolls in the industries and the increased revenue 
obtained from products of the soil mean a wide and 
lasting prosperty, the beginning of which is just being 
realized and the widening process is sure to continue 
for several years to come. The merchant, who cashes in 
on this coming prosperty, will be he who dedicates him- 
self to service of the public whom he serves. 

Dave Rich, in his short presidential address, paid 
high tribute to Mr. Clisby and thanked the members 
of the Association for the co-operation and assistance 
given him during the last few months during which 
time he has been the nominal head of the organization. 


Dave 


Earl C. Logan’s Timely Address 


Earl C. Logan, western editor of Boot and Shoe Re- 
corder, chose as his subject: “Net Profit or nit Profit.” 
He said: “‘Every buyer will occasionally pick a lemon, 
but with all of his bad picking he takes more losses on 
wrong selection of sizes than on wrong selection of 
styles. The bargain counter and the afternoon section 
of any shoe department or retail shoe store will prove 


the truthfulness of this statement. A customer buys 
size. No matter how beautiful may be a pair of three A 
shoes, or no matter how good the value may be they 
are useless to the woman who wears a six B and there 
are about thirty-five times as many women who wear 
six B as there are who wear Three A and yet look at the 
bargain counter in almost any store in the country and 
you will find three times as many three A sizes as you 
will find six B. 

In every store in each particular grade, there is one 
size that sells better than any other size in the sched- 
ule. In placing an order, if the buyer will buy that one 
bull’s eye size first, then graduate up and down, he will 
have more turnovers and less leftovers. 


Turnovers Provide Profits 


“The profit is in the turnover and the loss is in the 
leftover. Right buying of sizes will go a long way to- 
ward eliminating the return and exchange evil that is 
costing the shoe merchants of the country millions of 
dollars every year and is growing every time the sun 
rises. 

“There can be no profit until a sale is made, mer- 
chandise delivered to the customer and the money in 
the cash drawer. A woman may have a pair of shoes 
sent out and on the books of the store it is recorded as a 
sale, but the profit cannot be counted until the money is 
in the coffers. Some stores receive back as high as 18 to 
20 per cent of the merchandise sold. No percentage of 
market can be large enough to show a net profit on 
business conducted in this way. Unless the percentage 
of returns and exchanges are reduced that store, when 
the books close December 31, will show a nit profit 
rather than.a net profit. 


Odds and Ends Rob Merchant 


“There is another profit in business that short- 
sighted merchants lose sight of, that is the profit to the 
customer. No business transaction is greatly made un- 
less it is profitable alike to both seller and buyer. The 
accumulation of odds and ends rob the merchant of his 
profit. If to overcome this, he attempts an excessive 
market, he robs the customer of his or her profit. In 
either event prestige and good will are sacrificed and in 
every such transaction somebody takes a loss and even- 
tually that loss must be assumed by the merchant. In- 
stead of playing both ends against the middle, play the 
middle and forget the ends.” 


Discuss Returns and Exchanges 


An open forum discussion on returns and exchanges 
occupied over an hour of the convention session. Mr. 
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UALITY SHOE STORE 








Augusta, Maine, June 4. The Quality Shoe store at 234 Water Street, operated by the 
Hillson-Labbe Co., after extensive alterations at the present location, presents an un- 
usually pleasing appearance. The front is white enamel with gray trimmings while the 
display windows are so arranged that they allow a full view of every exhibit. Hard wood 
floors are in the windows with natural finish, and white panel work in the rear. Walls are 
finished with white enamel. White enamel and gray trimmings are used in the interior of 
the store. Eighteen comfortable chairs are installed, and since the opening of the store 
several weeks ago business has been good. Arthur C. Labbe is manager of the store. 


Byck of Atlanta was of the opinion that too often the 
sale was not finished before the customers left the store. 
Salesmen are too apt to urge customers to take shoes out 
hoping against hope that they will remain sold, while 
in his own soul he feels they are going to come back. 

In Mr. Byck’s store they are minimumizing returns 
and exchanges by issuing credit slips to the customer 
and after the customer is fitted, she uses her credit slip 
as so much cash. The salesman, who made the sale in 
the first place, loses the commission and the one who 
completes the transaction gets the compensation due on 
the sale. All the salesmen know this and as a result they 
use every possible means of completing the sale rightly 
before the merchandise leaves the store. 

Another merchant keeps a check on the trading habits 
of his customers. He keeps a card index for each cus- 
tomer and once a week goes over the cards and cus- 
tomers who have contracted the habit of returning 
merchandise beyond the limit are taken off the list and 
not allowed to take merchandise from the store unless 
they pay cash when the purchase is made. 


Atlanta Merchant's Solution 


Charles Brady of Atlanta, who sells only men’s shoes, 
says he has solved the problem in his department by 
really giving the customer something to kick about. He 
persistently had to trouble with a half a dozen men, who 
would wear a pair of shoes for two or three days, then 
return them for some trivial reason. He resorted to the 
plan of selling them a pair that would not fit after which 


he either converted them into good customers or lost 
them entirely. 

Jack Embry of Birmingham lead a round table dis- 
cussion on “Closing Out Short Lines and Waning 
Styles.””" Mr. Embry’s plan is to consolidate all short 
lines that will fit in together so as to cover a range of 
sizes and then put a price on them that will be at- 
tractive to the customer. By buying lightly on sizes that 
are heavily represented in the stock a balanced-size 
schedule can soon be attained and there are fewer 
markdowns on account of wrong size and wrong styles. 

Fred Stewart of Atlanta lead a discussion on “‘or- 
thopedics’”’. In opening the discussion, Mr. Stewart 
stated that in his opinion both soft shanks and rigid 
shanks were necessary in order to properly fit people with 
all types of foot troubles. There are certain types of feet 
that can best be fitted with soft shanks and other types, 
especially those with fallen arches that have become 
rigid that are best served with rigid shanks. He is also 
in favor of selling arch supports, but all corrective types 
of shoes and arch supports should be fitted by special- 
ists, who have made a thorough study of foot anatomy. 
In his store he sells from $600 to $800 a month in foot 
app'iances and the business is growing because of the 
expert service given by his foot specialist, wo fits all of 
these appliances. 


Sam Davis on “Get Together” 


Sam Davis, field secretary of the N. S. R. A., ad- 
dressed the convention on “Get Together.”’ He said: 
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“Co-operation is the greatest driving power of busi- 
ness. Only through organization can big enterprises be 
handled and big problems solved. Organization is neces- 
sary to progress in science, in music, in religion, in so- 
ciety and in business. Pay-up week has been made 
popular and profitable by the co-operation through or- 
ganization of the retail credit men of the country. Clean- 
up week has worked wonders in beautification of cities 
and in the health of the citizens through an organized 
effort of civic authorities.” 


Wednesday Afternoon Session 


Fred S. Stewart of Atlanta; one of the largest and 
most progressive shoe merchants of the Southeast, made 
a strong plea for reducing of the style program to four 
seasons a year. He said: “The public is skeptical and the 
merchant does not know where he is at because of the 
riot of style. It should be possible that the National 
Shoe Retailers’ Association and the Southeastern Shoe 
Retailers’ Association should be in position to tell the 
Consumer what is good and proper styles to buy. They 
should never register 100 per cent, of course, but they 
should be in position to register 75 per cent. Retail mer- 
chants are bewildered and customers are bewildered 
and consequently the retail salesman cannot register 
correct sales more than 25 out of 100. 

“Styles recommendations in my judgment should be 
made on January | for March, April and May selling, 
again on April 1 for June, July and August selling, on 
July 1 for September, October and November selling 
and on October 1 for December, January and February 
selling. This would give four periods, Spring, Summer 
Fall and Winter. 


The Value of Style Knowledge 


“I advise you to get close to the traveling salesman 
and the manufacturer, have them keep you posted and 
have the salesman instruct his factory to send you new 
samples of the new styles as they come through the 
factory. Buy on a basis of 60 to 90 days. Make a good 
round profit and sell your short line for there is your 
real profit.” 

“My advice to retail merchants here is to inspect 
every line of goods on display; place your orders for 
early fall selling—you cannot do business without the 
right kind of goods.” 

“The Biggest Problem Before the Shoe Industry,” in 
the opinion of James H. Stone, President and Editor of 
the Shoe Retailer, is to increase the per capita con- 
sumption of footwear.” Government statistics were 
shown showing that the per capita consumption of 
shoes has remained with slight fluctuation at a_ trifle 
under three pairs per year for the last 36 years. The 
American public is able to buy five pairs per year and if 
through co-ordinated efforts of the various associations 
in the industry the public could be educated to consume 
the additional two pairs per capita, the excess capacity 
of factories as shown by a recent report of secretary of 
Commerce Hoover’s department, would be absorbed. 
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Endicott-Johnson Acquire St. Louis 
Property 


St. Louis, June 7—Managing officials of Endicott- 
Johnson Corporation-made announcement today of the 
fact that they had purchased this week land in St. 
Louis for the purpose of erecting a distributing ware- 
house for the middle west and southwest. 

This property is located at the corner of Spruce and 
Twelfth Streets, being approximately 400 feet long and 
152 feet wide. 

Plans are under way for the erection of a large build- 
ing to contain upwards of 200,000 square feet which will 
be fitted with the latest efficiency equipment for re- 
ceiving and distributing shoes. It is expected this 
building will be completed, ready for business about 
January 1. This move of Endicott-Johnson marks 
another step forward in their aggressive policy of ex- 
pansion. 

Recently they acquired control of a large building in 
Jersey City, N. J., for similar distributing purposes to 
handle quickly, deliveries to New England, New York 
State, New Jersey and other Atlantic Coast states. 

The Endicott-Johnson Corporation’s retail store 
located at 456 Fourth Street, Louisville, Ky., has been 
closed. On July 1 the location will be taken over by the 
Child’s Restaurants. 

The Corporation has declared the regular quarterly 
dividends of $1.25 on the common and $1.75 on the 
preferred, both payable July 2, to stock of record, June 
16. 


April Retail Sales More Than in 1922 


Washington, May 28—Analysis of retail trade by 
Federal Reserve Board today shows that sales in April 
were larger than a year ago for all reporting retail stores 
except shoe chains. The largest increase was in sales of 
mail order houses and amounted to 32 per cent. In com- 
paring retail sales with those in April, 1922, it must be 
remembered that there has been a three per cent in- 
crease in cost of living and an addition of many new 
stores by most of the reporting chains. 

This expansion of chain organizations has been par- 
ticularly important in the grocery business. Depart- 
ment store sales were slightly larger than a year ago, 
despite the fact that Easter buying occurred in April 
last year. The largest increases were reported by the 
Chicago, Minneapolis, and San Francisco districts, 
while the Phildaelphia and Richmond districts showed 
decreased sales. Stocks of 265 reporting department 
stores were nine per cent larger on April 30, 1923, than 
on April 30, 1922. 


Decrease in Center and South 





However, the retail trade was smaller in most lines of 
business in April than in March. Study of retail figures 
by Federal Reserve districts shows that most of the de- 
crease occurred in the central and southern sections of 
the United States. 
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LTE MOTE TE Eh REINO EE 


Sve coupled with salability was the leading 


factor in the sample lines in our rooms and the 


displays on the runway. In no models were 
these two essentials more pronounced than in 
the shoe shown. 

Of course, back of the designing as well as the 
last, there is that excellence of qualjty, per- 
fection of fit and sterling workmanship char- 


acteristic of our product. 


F. Albert &P Son 


557-507 DeKalb Ave. Brooklyn, N.Y. 
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F our many patterns shown at the Commodore, 


none secured more commendation for its prac- 
ticality and beauty than the mcdel illustrated. 


Elastic goring perfectly concealed assures snug- 
ness and ease, while the lines reflect the true 
mode. 

Shoe shown is of Log Cabin Suede with 
Meadow Lark Kid trim, but pattern lends it- 
self to any combination. A good example of 


Algier style. 


Alger Shoe Mfg. (0., Inc. 


28-142 Broadway Brook’vn, N.Y. 
mS A it > 
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“The Titian” 


(ommixation, Black Satin, Striped 
Metal Cloth. 
An example of semi-dress shoe that won 
instantaneous approval. 


aeeinaeiiae dn aan eee 


Geo. W. Baker Shoe (Co. 


323-343 Classon Avenue, Brooklyn, N. Y. 














en maanas 
1 
nee ne ee 














Boot anv Suoe Recorper, June 9, 1923 











————— — = —_ 
OS ee a ee oe em Mm ee oe me ee a 
eee mers nm 


ES ES 

















ae in this runway model, Modease 


is the comfort shoe that’s also smart. 


Character and style are combined with 
true orthopedic features in this and many 
other patterns that appealed to style show 











visitors. 


TF. & T. Cousins Co. 


373 DeKalb Avenue Brooklyn, N.Y. 
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DISPLAY 
CREATES 
SALES 
Ts 


2 


O better proof of the correctness of our motto— 

Display Creates Sales—could be offered than 
the reception accorded our showing of De-Lipp 
Shoes on the runway. 


Here we show one that proved of out-of-the- 
ordinary interest to representative buyers who 
were present. This shoe will more than. dress a 
window. It will please a customer and keep her 
pleased. That is your objective and ours. 


Degen-Lipp, Inc. 


133 Floyd Street Brooklyn, N. Y. 





























Tv EYRE LINE—always expressive of 
supremely good shoe craftsmanship—is 
well represented by this model. Eyre foot- 
wear of artistic perfection is only found in 
those stores which demand shoes of unique 
distinction in style and the fine workman- 
ship which differentiates the leader from 
the mediocre. 


Fred A. Eyre & (0., Lne. 


242 Greene Avenue Brooklyn, N.Y. 
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Fen is shown a Garside model which 
we feel maintains the traditions of this 
firm for correctness of style and quality 
of production. Need more be said? 


“A. Garside & Sons, Inc. 


Long Island City New York 
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The Fulia 


1 beautiful Bronze Kid 
slipper with gold beaded 
throa avd front straps. 


UST to prove how correct in style our turns are, 
many merchants bought at the show a style 
which was so good in the show of a year ago, 
that they wanted more and more of the same 
type, thereby paying us the compliment of say- 
ing that we are consistently correct in good turn 


footwear. 


The Griffin- White Shoe (. 
SPECIALISTS IN HIGH-GRADE TURNS 
227 Grand Avenue Brooklyn, N.Y. 
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Brooklyn Shows the Road to Profit 


i Exhibition in (Commodore Hotel Is an 
4 Education in Good Taste and 
| a Buying Guide as Well 


| ROOK LYN has fired the imagination of the Ameri- 
' can Shoe Merchant. That feat in itself is worth a lot 
-- for cu riosity keeps up interest in shoes as well as in 





“<“T™ shows. 


Brooklyn aims to make style a pleasure for the ultimate feminine 
consumer and for the shoe merchant as well. Is it not to be ex- 
pected that with a little more experience in footwear fashion, the 
goods in it would be made profitable, while what is poor in taste 
and freakish in material would begradually eliminated? It istaking 
collective experience to prove that style can be made profitable. 





cA Show for Buyers Only 


| \H E shoe buyers of America were paid a suitable com- 

| pliment at Brooklyn’s great style show, for not only 
| were style ideas exclusiv ely for their eyes but admit- 
“S® tance carried with it first showings, perfect run-way 
examination and an atmosphere to the whole affair equivalent 
to that of a fine club putting on a choice performance. Business was 
i the base of the entire structure of the style show -- but it was 
selective and intelligent, a free and fair competition of design and 
pattern, material and last of one house with another -- friends all. 





(Combining Foot Beauty and Foot Health 


| First to convince the buyers of fine shoes that it is possible to 
| combine both beauty with health, pretty pattern with normal 
| foot shaping, this style show stands out conspicuously in its con- 
tribution to trade intelligence. If there has been a revolution of 
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style in footwear there has been equally as important an evolution 
in lasts. ‘The pretty shoe is now possible on lasts containing all 
the health features of old ladies’ comfort shoes. Taking both ex- 
tremes -- that of high style and of maximum comfortand perfecting 
each -- is an achievement of Brooklyn. 


Guiding the Buyer on His Way toward Profit 


) A] CAREFUL study of these models is an education 
{\\ 4 “| in the fine feminine footwear for Fall. ‘They are in- 
'| dicative of great lines, properly telling the story that 
= style can be made profitable and can encourage more 
pairs per person then ever before. 








‘The greatest compliment you can pay the women of your town 
is to select shoes of these types in a diversity of materials--and be 
sure to say it in sizes. 


No review of the Brooklyn show would be complete, however, 
without mention of its estimated effect on the buying policy of 
retail shoe merchants. 


It seems almost self-evident that the 
style trend has been sufficiently stabil- 
ized to allow the merchant to antici- 
pate perhaps a little farther in advance 
than has been the case in the recent 
past. And this feeling is intensified by 
the recollection that, almost without 
exception, the styles seen on the show 
runway followed very closely the trend 
as laid down by the Joint Styles Com- 
mittee composed of manufacturers, 
retail merchants and tanners some 
weeks ago. 
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TYLFE—through and through! 

Stvle—visible and invisible! Style—sparkling with 
originality, style speaking the language of good 
shoemaking, style indicating swift sales and repeat 
orders. 

All this is another way of saying “Lorette,” the at- 
tractive new model shown above, a black satin 
pump, with black suede collar, trimmed with cut 
steel beads. 

We have yet to hear of a merchant who regretted 
buying this style—except to regret that he did not 
buy more of them! 


Wm. Henne &S Co., Inc. 


Known Since 1875 for Quality 

057-971 Kent —T 

20M Brooklyn, N. 
Avenue 


Vakers of the Phy sical Culture Shoes 


STYLE PLUS COMFORT 
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The Indies 


This is the pattern which 
made the big hit on the 
runway. Select it in all 
materials and combinations 


far streel wear. 


a century of service in footwear for women, 
misses and children. 

Our sales staff is now out so be sure to meet 
Elliott T. Williams, Mortimer C. Seaman, 
Larry H. Sass, George Kk. Harrison and Justus 
]. Lattemann. 


a 


X 


Fohn F. Lattemann Shoe 
Mie. (0., Inc. 
St. Edwards Street Brooklyn, N.Y 


Chicago Office, 1020 Republic Bldg. 
Georce FE. Harrison in charge. 





EAL and salable style combined with Master 
Shoemaking has been our aim for nearly half 
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/ HE beautiful shoes of I. Miller are available to 


dealers interested in building prestige and big- 


Boor anp Suoe Recorper, Fune 9, 1923 


ger profits. 


With the services of our stock, advertising and 
merchandising departments, your problems 
are reduced to a minimum. 


Get acquainted with this line. 


Ll. Miller & Sons, Inc. 


1 Carlton Avenue Brooklyn, New York 



































eA Style -Model 
(Cantilever Shoe 


Fass useful things can be made beautiful is 
demonstrated in this light welt, log cabin 
suede, strap pattern. It is also made in grey 


suede and all satin. 


We displayed as well many other effective pat- 
terns with the style motif accented, but all the 
Cantilever merits retained. 


Morse & Burt (0., Inc. 


Flushing and Carlton Avenues, Brooklyn, N. Y. 
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Perfec-Tred 


o JA weir of peculiar excellence and exacting care 


in construction. Modelled on orthopedic lines, 


yet designed to meet the needs of the woman 


who cares. 
This example, exhibited on the runway, is 
typical of the styling of many patterns. 


Pincus &? Tobias, Inc., 


13 Lexington Ave. Brooklyn, N.Y. 
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HIS example of style footwear for juveniles is 
but one of many that won approval in the Dr. 
Posner line on the runway, and in the sample 
rooms. We sense more than ever, since the 
show, the solid appreciation of the trade for 
Dr. Posner’s Scientific Shoes—a fact also true 
of Dr. Posner’s Scientific Hosiery. 


Dr. A. Posner Shoes, Inc., 
140 W. Broadway New York 
Factory Brooklyn, N.Y. 
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/ HE inspiration of good style comes from a 


knowledge of where and how fashion originates 
and an experience in knowing when and why 
it is salable to the smartest women of America. 
There was a tremendous interest in our styles 
at the show. What we now want is your buying 
attention on what we are making—the smart- 
est shoe styles in America. 


Strassburger-Stiles, Inc. 
99-105 Myrtle Ave. Brooklyn, N.Y. 
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Line all S. Weil & Co. models — this 
number catches that elusive style spir- 
it which delights the woman who loves 
pretty shoes. Merchants selling S. Weil 
& Co. numbers know by a profitable ex- 
perience that this firm can blend good 


shoe making and salable styles into a 
completely satisfactory line of footwear. 


S. Weil & Co. LIne. 


379-385 DeKalb Avenue Brooklyn, N. Y. 
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The Talk of the Show! 


Propper Blue Edge Distinctive Chiffon Hose 


‘* No Hose Like Chiffon —No Chiffon 
Hose Like Propper Blue Edge”’ 
a a 


PROPPER SILK HOSIERY MILLS, Inc 
276 Fifth Avenue, New York 
Mills Lon; Island City and Elmhurst, L. I. 
















































































Yolors for Beautiful.Shoes in 

<<: AHarmony with the demands 
of Style and: Good Taste are found 
»* in the Sehmidt Calf Leathers 


9 


Color K Color CD ana Black-in 
Smooth’ana Gric Grain-mneet 


‘the recommendation: of the 
National Style Conference 
mee) 





Cith these Colors your line 
: Wwill-be complete 
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How to Buy Shoes Right 


FEW important factors always enter into the 
A problem of shoe buying. Some are national, 

some more or less local and others are purely 
individual. 

This is the way the successful buyers from all over 
the country who attended the style show in New York 
are looking at present day purchasing of advanced 
footwear styles. 

From room to room these buyers travelled, making 
notations of certain types of footwear that were repre- 
sented in all of the various 


with gore fastenings, it develops that almost invariably 
the type of pattern was not well adapted to the last 
and height of heel. 

This type of fastening has now been used and ex- 
perimented with until most all high grade manufac- 
turers have reached the conclusion that side gore and 
block heels go together and front gore and Spanish 
and Louis heel make a desirable combination. 

Laces as a fastening of women’s footwear, will from 
present indications be confined almost wholly to oxfords 

almost without exception 





lines on display. From this 
analysis, they caught the 
trend of fashion which is 
national. 

The next point considered 
involved materials, lasts and 
heels that would fit in and 
harmonize with the particu- 
lar trade they were serving 
in the local communities 
from which they came. 





Important Factors in the 
Buying Problem 


1. The trend of fashion is national. 


2. Materials, lasts and heels are con- 
siderations of locality. 


3. Patterns, stitching and ornamen- 
tation are individual. 


carrying welted soles and 
block or military heels. 
This, in a broad way, out- 
lines the trend of fashion so 
far as fastening is concerned, 
and this trend can be fol- 
lowed from coast to coast in 
stores of almost every size 
where style footwear is a 
dominating feature. 
Materials, lasts and heels 








The third consideration in- 
cluded patterns, trimmings and the little touches of 
the designer which appealed to the individual taste of 
the buyer. 

These three factors, harnessed together and aes 
monized, form a program upon which the buyer can 
safely bank in writing out the details of his purchase. 

It is apparent that light, airy footwear will continue 
as the high spot in styleful footwear. Undoubtedly, 
strap patterns will predominate and in the average 
store, will constitute 65-80 per cent of the sales for 
late summer and early fall. 

The new note in shoe fastening is goring. Stores that 
have tried out gorings for a season or two have found 
this type of fastening pleasing to women because they 
hug the foot neatly and closely and are easy to put on 
and take off. 

In talking with a number of merchants who have 
been disappointed with their experience in selling shoes 


are selected by the progres- 
sive buyer to suit conditions in his local community. 

A woman’s Scotch grain, lace oxford with a rather 
heavy welt sole was selected by a progressive buyer 
from Minneapolis as safe and sane, while the buyer 
from Texas beside him would have nothing to do with 
it because the material was too heavy to be attractive 
to the women of his community. 

A buyer from Iowa placed his orders for the most 
part on lasts bearing heels ranging from ten to thirteen- 
eighths with vamp around three and one-half inches, 
while the buyer from New Orleans playing the high 
style game wanted: a three-inch vamp and a sixteen- 
eighths Spanish heel. 

Both of these buyers lay the big bet on straps and 
the small wager on gorings but selected the materials, 
lasts and heels which in their opinion were going to 
prove more popular judged in the light of the past 
season’s experience. 
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CHICAGO 


Retail Shoe Merchants Busy 


Sales Very Encouraging—Preference for More Subdued 
Colors in Brown Rather than Brilliant Shades 


HILE a prominent authority .on 

conditions in retail shoe stores says 
that the retail salesman is busy only 25 
per cent of his time, right at this time 
the majority of retail merchants must dis- 
agree with him, as a visit to the various 
shoe stores here in Chicago finds every 
salesman busy, and at the popular shop- 
ping hours, customers waiting to be waited 
upon. 

Sales for the past week have been very 
encouraging and several of the stores re- 
port unusually good business on the days 
preceeding the holiday. 


Colored Shoes a Problem 


The retail shoe merchant who carries a 
large stock of colored shoes, such a large 
stock that his name has been synonymous 
with colored footwear for the past three 
months, surely has a hard life. 

When a woman thinks of buying a 
colored shoe, and sees so many different 
colors and shades, she feels she ought 
to be able to buy just what she has in 
mind, or be able to match up any dress, 
regardless of color. 


Attitude of Women 


When she goes to select her shoes very 
often she finds the color she wants, but 
the heel is not always the right height, it 
is either too high or too low; or very often 
she does not like the last, the toes are too 
broad or too narrow. They have just the 
style she wants, but it is in some other 
color or shade. Sometimes she satisfies 
herself by taking what they do have, but 
very often goes out of the store without 
shoes, but with the hope of finding just 
what she wants elsewhere. 

Many Kinds of Requests 

Since the new sandals have come out in 
so many different colors, any color one 
could want, there is no end to odd de- 
mands. Each customer seems to feel that 
the retail store should carry just what 
style she wants, in the color she wants, 
just to suit her own mental picture. 

Of course, while there is a lot of that, 
there is also some joy, as many customers 
will be satisfied with any last or pattern, 
the only important item being color. 

It is quite impossible to have in stock 
all of the colors in the different styles and 
sizes to please even 50 per cent of the 
customers. 


More Subdued Colors 


While at the first showing, and for the 
past two months, reds, greens and blues 
in colored footwear were the leading 





sellers, there is a noticeable tendency 
among the higher class trade to select 
the more subdued colors at this time. 
Different light shades in the brown family 
are very good sellers, with grays and ivory 
taking their share of the business. 


White Business Gaining 


While whites have not as yet appeared 
on the streets, because of the unusual 
weather, they have started to sell very 
well in the retail stores. 

Under ordinary weather conditions at 
this date, the season for summer clothes 
would be on, but because of the continued 
cold the summer season is late in getting 
started. But with the last two days of 
extremely warm weather, there is no 
doubt but what the white season is start- 
ing in earnest. 


Whites in Pretty Patterns 


Many extremely pretty patterns in this . 


class of footwear have made their appear- 
ance in the various stores. There are dif- 
ferent sandal effects, sport oxfords and 
strap pumps of kid, canvas, calf, elk and 
nubuck, of all white, combinations of 
materials, and a good amount of them 
with trimmings of different colors. 


Suede Stocks Diminishing 


While the cold weather has not been 
conducive to the buying of summer foot- 
wear, it has given the retail shoe merchant 
an opportunity to clean out on ooze, suede 
and nubuck shoes. Several of the stores 
have entirely sold out on this type, while 
others still have sport models on their 
shelves, which they feel confident they 
can dispose of to their customers for spo 
wear this summer. , 


The Wholesale District 


An afternoon spent in the wholesale 
district tends to show that conditions 
there, with very few exceptions, are good. 
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The in stock departments, especially 
those carrying women’s shoes, have done 
much more business than any year since 
the Armistice was signed in 1918. 

There is a question as to whether the 
marked increase in business is the reflec- 
tion of the improved financial condition 
brought about by the betterment of the 
employment situation, or whether it is 
because several shoe concerns have dis- 
continued their Chicago in stock depart- 
ments, and the smaller town retail mer- 
chant, who comes to the city to buy shoes 
for immediate delivery, has fewer places 
to shop. Consequently those concerns, 
which have shoes on the floor ready to 
ship, are favored with the business. 


First Sale of the Season 


O'Connor & Goldberg are staging one 
of the first clearing out sales of the season. 
Advance notices have been sent out to all 
of their customers to give them first 
choice, before the newspapers carry their 
advertisement and invite the general pub- 
lic to come and select their shoes. 

Their spring stock has been reduced in 
price, and they aim to make a big clean- 
out of these styles, as well as much of their 
colored footwear, especially of the brighter 
colors. 


New Queen Quality Store 

Mr. J. F. Fox of the Thomas G. Plant 
Company’s Chicago office has left for a 
trip in the West, the objective point being 
San Francisco. He will attend to the pre- 
liminary work necessary to the opening 
of a Queen Quality retail store in that 
city. 


Celebration and Social 


Saturday night, May 26, was the date 
chosen by the Association of Shoe Factory 
Superintendents and Foremen for a cele- 
bration and social evening. 

The members, with their wives, mothers 
or sweethearts, numbering about 50 in all, 
attended a performance at the Apollo 
Theater. This entertainment was followed 
by an after-theater supper at the Terrace 
Garden tendered its members by the 
association. 





ST. LOUIS 


Style Trend Thoroughly Analyzed 


Shoe Retailers’ Association Hear Timely Addresses—Colors 
Predicted to Wane in Favor of Whites 


HE monthly meeting of the St. Louis 
Shoe Retailers’ Association was held 
Tuesday evening, May 29, at the Ameri- 
can Annex Hotel. The program for the 
eyening consisted of two addresses. 
Howard Stephens of Johnson, Stephens 


and Shinkle Shoe Company discussed the 
style situation for fall as it affects the 
women’s end of the business and Wylie 
Creel of Creel, Mauldin and Chambers, 
Inc., led the style discussion pertaining 
to the men’s business. 





June 9, 1923 


Outlines Men’s Style Trend 


Creel, who occupied the first part of the 
program, outlined the men’s situation. 
He just returned from a trip to a number 
of large cities, and his ideas on the men’s 
style trend for fall were that in the north- 
ern part of the country more oxfords will 
be sold than in the South. At present the 
southern merchants are buying at least 90 
per cent boots for fall. In colors it was con- 
ceded that blacks would have an even 
break with tans of the light brown and 
Russia shades. 


Blacks Strong Favorite 


A tendency for an increase in blacks 
was noted. Patent leather is expected to 
be better for fall. It is predicted that the 
lighter tans will slip a little in the later 
selling. Scotch grains will be better in 
higher priced shoes, but not in the popular 
priced grades. In the lasts the round toe 
and medium brogue patterns will continue 
to be good. In higher priced shoes the 
medium wide toe with some leaning 
toward an English effect was observed. 
French toes will be better for fall than 
they were six months ago, especially in 
light leathers. In trimmings, stitching will 
predominate with just a touch of light 
perforations. Creased vamps are not ex- 
pected to be very popular for fall. In 
heavier leathers they may have some de- 
mand. For immediate selling they were 
considered good. But it was doubted if 
they would be a second seller. 


Crepe Sole Selling Well 


Creel stated that 15 per cent of their 
output carried crepe soles. On sport shoes 
to be worn this summer it was expected 
that a good many pairs will be seen on the 
Streets. _ 

He concluded his talk with the statement 
that in this community his opinion for fall 
is that it will be a fifty-fifty break of 
oxfords and boots. 


Stresses Style for Women 


Howard Stephens, who concluded the 
program, believes that women’s style 
changes are worked out gradually. It was 
necessary to watch the sales on shoes that 
were slipping in order to observe this 
change. Style predominates today and 
the retail shoe merchant, who is a style 
picker will get the choice business of his 
community. His profits will be greater 
and his turnover will naturally increase. 


Few Colors for Summer 


He illustrated his point by comparing 
a high boot that cost $6 or $7 and being 
unable to get $1 per pair for them today, 
while a satin slipper will bring $9 and $10, 
because it is fashionable. Women’s shoes 
for fall will be fancier than ever. Having 
gone through a colored kid flurry there 
will be a come back for more for summer 
wear. In the reds, greens and blues for 
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summer, not many were bought and there 
is at present no oversupply of these shoes. 
Red will be the first to die. The greens 
and blues are expected to sell through the 
summer. They are predicted to harmonize 
with the all-white costume and beige 
stockings. The colored shoes for summer 
are expected to be extra pair business. 


Gorings Expected to Flash 


For the first fall flash, Stephens recom- 
mended goring shoes as the real bet. He 
recommended shoes with the small gor- 
ings on the side and said the goring should 
be camouflaged. He emphasized this par- 
ticular style as a big number for early fall 
selling. 

He said: “After this style a wide one- 
strap pattern and other strap effects will 
be very good. A one inch wide one strap 
slashed down the center or cut-out of the 
strap either buckle or button will find a 
big demand. Ankle straps will also be 
shown in a number of varied patterns as 
well as cross straps. A fancy tie pattern 
will also be good. A tie effect is one of the 
best selling numbers we ever had in our 
line. Ties in proper combinations are ex- 
pected to go over in good volume. Few 
Colonials and strap pumps will be sold 
except in high grade shoes. Fancy braid- 
ing will be popular. Along the vamp in 
contrasting colors seems to be one of the 
popular effects. Braiding on the tips is 
also expected to be successful. 


Short Vamps for Fall 


“Short vamp lasts will be unusually 
good for fall. On the round toe, the vamp 
should not be over three inches while on 
the more pointed effect three and one-half 
at the outside. 


“In materials and shades, colored suede 
and colored kids are the big bets, with 
the lighter hues of kid for early selling 
such as champagne and field mouse. As 
the season advances the darker shades of 
brown will find increased demand. Black 
suede is touted as a winner. Trimmed in 
mat kid or patent calf, many fancy pat- 
terns are anticipated in these combinations. 
A falling off in black satin is expected.” 


An increase in brown satin is looked for. 
Patent leather will have a good come-back. 
Colored kid is favored for the advance 
selling. 

Spanish Louis Heel 


A Spanish Louis heel is considered better 
than a full Louis. The heights should not 
be over 16-8 or 17-8. The Spanish Louis 
should not be extreme, but carry some 
curve and grace to its make up. 14-8 
Louis will also be good. The best pre- 
diction, however, will be 13-8 or 11-8 box 
heel. Stephens believes that business for 
fall will be good. 

“The retail shoe merchant, who played 
the style game agressively, will find pros- 
perity and profits justifiable with his 


91 


efforts,”’ the speaker said. At present there 


is no price advances anticipated, unless 


shoes get fancier, where production will 
be curtailed, which will increase cost of 
labor on the shoes. 


Keep Posted on Styles 


He advised strongly against buying 
shoes too far in advance. Buy them just 
far enough ahead to be able to secure 
deliveries, he advised. “Believe in the 
shoes you buy. If you do you'll get the 
business, provided the styles are within 
the general trend of fashionable footwear,” 
Mr. Stephens said. 

Meetings for June, July and August are 
suspended and the next one will be in 
September at one of the country clubs. 
Women will be invited. Golf and other 
sports will be included in the afternoon 
program and a dinner and dance in the 
evening. The committee appointed is as 
follows: Arthur Ebbs, chairman; Joe Sen- 
senbrenner, and Robert Huette. 


Hold Golf Tournament 


The Shoe and Leather Club held a golf 
tournament for its members at the Glen 
Echo Country Club, May 25. There were 
10 foursomes consisting of dealers, leather 
men and shoe manufacturers, among them 
being Frank Rand, president of the Inter- 
national Shoe Company. The affair was a 
blind bogy contest and prizes were awarded 
to all participants. A silver cup which 
must be won twice before it becomes per- 
manent was won by F. W. Conden, super- 
intendent of one of the Brown Shoe Com- 
pany factories. The cup was donated by 
W. D. Nannery of the Tanners Cut Sole 
Company. 


Manufacturers’ Association 
Meets 


The St. Louis Shoe Manufacturers’ and 
Wholesalers’ Association met at the 
M. A. A. for their monthly meeting on 
May 25. The principal business transacted 
was the decision to exhibit at the 
N. S. R. A. Convention in Chicago next 
February in a group display. This has 
been the policy for the past four years 
and the arrangement will again be carried 
out at the coming convention. 


Brauer Bros. Convention 


Brauer Bros. Shoe Company of St. 
Louis, fashioners of women’s novelty foot- 
wear, held its semi-annual salesmen’s con- 


‘vention, May 14, 15 and 16. Every sales- 


man was called to the factory and given a 
complete new line of samples, embodying 
all the newest patterns.and combinations 
for early fall. Each number in the line was 
exhibited on models in a style review to 
thoroughly test the selling and fitting 
qualities of each pattern. 
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MILWAUKEE 


Weather Stimulates High Colors 


Slippers in Cut-Outs and Fancy Effects Strong Sellers— 


INE spring weather bestowed liber- 

ally upon a hitherto winter like city 
served to really open up business in sev- 
eral lines of footwear. Colored slippers 
came out as if by magic and the dealer’s 
problem as to what had become of the 
hundreds of pairs of colored slippers sold 
this spring found ready solution. They 
were waiting for warm weather before 
making their appearance. 

Sale of this type of footwear has been 
greatly stiumlated by the appearance of 
much of it sold early in the season, and by 
the warm weather itself. In addition suede 
slippers in cut-out and faricy effects have 
made appearances in large numbers. 
Black, beige, and high colors are all com- 
manding attention, and the color situa- 
tion is difficult of analysis. A strong im- 
petus has been given to the sale of sport 
wear of a!l kinds and the warm weather, 
if continued, will yet make the purely 
sport lines successful this season. 


Black Proves Surprise 

Merchants handling men’s footwear 
have been surprised at the tenacity dis- 
played by black footwear, in clinging to 
the affections of the public. Sale of black 
oxfords in calf was particularly heavy this 
spring, but occasioned little comment 
among retail merchants. However, when 
the latter part of April and early May 
showed no falling off in the popularity of 
black as color, local merchants began to 
be anxious about the large stocks of lighter 
colored men’s footwear lingering on the 
shelves and in the stock rooms. 

Little change has been observed as yet 
in this trend. Retail shoe merchants report 
that the ratio of black to lighter colored 
footwear in men’s is still fifty-fifty. 
Further, it is stated that even this ratio 
prevails because tan and brown footwear 
is being really sold to the men, while the 
men who buy blacks are just buying them. 
A pick-up in tan oxfords has been com- 
mented upon the past two weeks, but this 
is to be expected. If June will not bring 
forth a demand for light colored footwear, 
no other month can. Great interest at- 
taches itself in Milwaukee, to the struggle 
between the blacks and the tans. 


Children’s Business Steady 


Milwaukee retail merchants report that 
children’s footwear business is holding 
steadily to the favorable volume maintained 
throughout the spring months. With the 
end of school days in sight merchants feel 
that some slight falling off in volume may 
be expected and that sandals and summer 
footwear of all kinds will have the brunt of 
business shifted to their offerings. 


Men Fond of Black Oxfords 


Production of footwear in Milwaukee 
and Wisconsin factories continues to be 
thoroughly satisfying to the plant mana- 
gers. While production figures of a few 
months ago, when records were being 
broken right and left, have not been main- 
tained, a heavy output of shoes is never- 
theless characteristic of present manu- 
facturing activity. Men are being taken 
on for regular shifts, and special shift men 
have been transferred, whereever pos- 
sible, to regular hour work. Salesmen have 
been doing well on the road, although con- 
servatism is the slogan of practically all 
merchants. 


Notes King Tut Influence 


W. H. Kuehl, veteran shoe merchant of 
Neenah, Wis., obtained publicity in his 
home town papers by narrating for their 
benefit some of the types of footwear that 
he felt predominated on Chicago’s streets. 
King Tut sandals, according to Mr. Kuehl, 
were evidently favored by Chicago women 
as they easily carried the burden in style 
footwear lines. Mr. Kuehl spent several 
days in Chicago on liis annual buying tour. 


Shoe Factories Adding Help 


Despite the talk of slowing down in pro- 
duction, shoe factories in Milwaukee and 
throughout the state continue to take on 
help, although not in the quantities em- 
ployed several months ago. Harsh & Chap- 
line Co., of Milwaukee, continues to em- 
ploy men, boys and girls for their several 
departments under an increased produc- 
tion plan, while in the state the Chippewa 
Falls and Fond du Lac, as well as Merrill 
and Tomahawk shoe plants, find it difficult 
to obtain the proper type of skilled work- 
man, and are glad of an opportunity to 
take on such help. 


Postpone Idle Insurance 
Action 

Due to the illness of Professor John R. 
Commons of the University of Wisconsin, 
author of the bill, the first vote on the Wis- 
consin unemployment insurance measure 
was postponed for two weeks from May 24. 
Prof. Commons, one of the staunchest ad- 
vocates of the bill, was to have spoken 
before the legislature prior to taking a vote 


Utilize Post Card Ads 


Ground Gripper shoes are being brought 
to the attention of Milwaukee buyers 
through a campaign of mail advertising 
which reaches practically every prospective 
buyer in the city. The ads are printed on 
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the reverse side of a penny post card, and 
are comparatively inexpensive promo- 
tion mediums. The cards all emphasize 
the combination of style and health found 
in the Ground Gripper product. Both men 
and women are included in the list of po- 
tential customers. 


Opening Highly Successful 
Hundreds of shoppers of Superior, Wis., 
and surrounding territory, attending the 
formal opening of the new Tradehome 
Shoe Store located at 1204 Tower Avenue 
in that city. Maurice Cohen, manager of 
the Superior branch of the national chain 
store organization, asserted that the 
opening was one of the most successful 
held by any of the stores. Visitors were 
given flowers in token of the opening, and 
during the course of the day, nine pairs of 
shoes were given away as an opening at- 
traction. 


Observe Fiftieth Birthday 


Albert J. Schoenecker, secretary of the 
V. Schoenecker Boot and Shoe Co., re- 
cently observed his fiftieth birthday anni- 
versary. Mr. Schoenecker is a Boy Scout 
commissioner, an active member of the 
Milwaukee Credit Men’s association, 
Knights of Columbus, T. P. A. and Ozau- 
kee Country Club, in addition to being one 
of the most widely known shoe manufac- 
turers in this section of the country. Mem- 
bers of the family, near relatives, and a few 
intimate friends were guests at a dinner 
on May 27, in honor of the occasion. 


Less Drastic Taxes Proposed 


Compromise tax measures aimed to 
modify the stringent bills which drew forth 
protest from practically every industrial 
plant and business house in the state, have 
been prepared for presentation in the 
Wisconsin legislature. Senator Kuckuk 
and Huber have submitted compromise 
tax measures which will probably be 
adopted by the Senate and the house, and 
which will, to a certain extent, mollify 
industrial and financial interests which 
were savagely attacked by previous mea- 
sures. One bill by Huber would raise 
$14,000,000; wipe out the personal prop- 
erty offset for corporations and retain it 
for individuals, and otherwise re-act to 
the disadvantage of business, and it is this 
measure upon which modifications are 


proposed. 


Hiking Interest Influences 
Buying 

With Milwaukee newspapers employing 
trained hiking experts to lead hikes at- 
tended by as many as 1,000 persons, and 
with general interest in walking greatly 
stimulated through attractive advertising 
and propaganda, local retail shoe mer- 
chants are reaping a harvest of hiking boot 
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business. Charles Collar of Gimbel’s shoe 
department has probably taken the fullest 
advantage of this athletic trend with his 
Martha Washington Hiking Boot. Com- 
ing in pearl or chocolate elk and selling at 
$9.85, this boot has enjoyed as big a sale 
as any individual type offered in the city. 


Stage Clever Style Show 


Merchants of Monroe, Wis., co-oper- 
ated with the domestic science depart- 
ment of the local high school in an unusual 
style show which featured garments made 
by the school children themselves. The 
latest in footwear with the neat home- 
made dresses made a fine appearance, and 
the show was so successful that the school 
plans to make it an annual event. 


Shoe Company Incorporates 


Articles of incorporation have been filed 
at Madison, Wis., for the B-B Shoe Co., 
of Milwaukee. The new concern starts 
out with 1,000 shares of stock at no par 
value. Incorporators of the concern are 
Joseph Brindis, W. Klaus, and G. Peterson 
all well-known in Milwaukee and all in- 
terested in the shoe or leather industry. 
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May Abolish Signs 


“**Stop, Look and Listen’ may soon be 
limited to railroad crossings and will not 
be headings for signs telling that John 
Jones sells the best shoes in town,” says 
the Superior Telegram in speaking of a new 
bill before the legislature to abolish high- 
way advertising signs. Shoe merchants 
of Superior take may pride in the com- 
pliment to their ability implied in the 
above, and may rightly feel that their ad- 
vertising is so conspicuous that the writer 
of the story thought first of shoe signs as 
being affected and not gum or cigarette 
advertisements. 


Chippewa Falls Exhibit 


Products made in Chippewa Falls will 
form the entire exhibit at a Products Show 
to be staged by business and manufactur- 
ing interests of that city within the next 
few weeks. Plans are being made for an ex- 
hibit that will include every product made 
in Chippewa Falls. In the single item of 
footwear alone, the exhibit is assured of 
an unusually attractive display because of 
the progressiveness of the shoe manufac- 
turing plants. 





CINCINNATI 


Summer Footwear Going Well 


Plain Whites and Whites with Varied Colored Trimmings 
Selling Freely—High Colors Reach Peak 


ALES of men’s, women’s and child- 

ren’s shoes have been good throughout 
May, according to reports of Cincinnati 
retail merchants. The early part of the 
month was not as productive of business as 
the latter part when the weather got 
warm and people began to purchase sum- 
mer footwear. 

However, considering the unfavorable 
weather which prefailed during the first 
two weeks of May, the volume of sales 
throughout that period was extremely 
satisfactory. With the handicaps, includ- 
ing bad weather which have been im- 
posed on retail merchants, the sales of 
footwear have been remarkably good. 
Many of the stores, in fact the majority of 
them, claim sales are ahead of last year. 


Demand for Trimmings 


May was also a splendid month for shoe 
trimmings in Cincinnati retail stores. 
There seemed to be quite a revival of 
buckles and other ornaments, and those 
stores which cater to the quality trade, en- 
joyed a very good business on trimmings 
and ornaments. 


Whites in Good Demand 


The past week has brought a big de- 
mand for whites due to the real opening of 
the summer season which came with the 


advent of summer weather. The demand is 
both for all-whites and whites with colored 
trimmings. These trimmings are in red, 
blue, green and dandelion shades and are 
extremely popular. The sale of sandal 
effects with the low heel is holding up well 
in the popular-priced footwear. 


Colors Reach Peak 


In ultra-fashionable circles the Spanish 
Louis heel is preferred in footwear which 
has a slightly fuller toe than is generally 
worn in this type shoe. Cincinnati retail 
merchants feel that the brilliant colored 
shoes are at the height of their popularity, 
but that they will continue in demand for 
some time, probably throughout the sum- 
mer months. Whites, however, will pre- 
dominate. 


Call for Blacks by Men 


The prediction was made by a retail 
merchant, who follows closely the trend in 
men’s footwear, that the Scotch grain 
leathers and other shoes made of heavy 
leathers, will not have the usual sale in the 
Cincinnati market. The past winter was 
so mild and so little cold weather was ex- 
perienced that there will be a reaction next 
fall and men will not purchase the heavy 
leather shoes unless the weather should 
become more severe than it has been for 


93 


several years past. Merchants have noticed 
that there has been a pickup in the volume 
of blacks and patent leathers which have 
been sold to men. Browns are leading. 


Abundance of Fall Orders 


The shoe factories have been encouraged 
lately by the orders for fall shoes which 
have been placed. Salesmen are sending in 
more orders than at any time since they 
left for their territories in April. Local 
plants are turning out suede, ooze, calf, and 
buck leathers. The log cabin color has the 
first call with beige second, and dark 
brown third. With few exceptions these are 
to be trimmed with kid or calfskin to blend 
with the autumn or wood shades. 


Many Buyers Visit 


The local market has had a number of 
buyers visiting it during the past week. 
Included in the list of buyers are George 
Waring of Salt Lake City; Mr. Gough of 
Hamberger’s, Los Angeles; Thomas Staple 
ton of Louis Pititz, Birmingham, and 


Frank Register of Litt Brothers, Philadel- 


phia. 

_ The executives of the Cincinnati fac- 
tories state that they are pleased with 
the volume of orders which have been 
coming in. There were a number of weeks 
when the retail merchants were holding off 
placing their orders for fall shoes and 
this fact kept factories running only part- 
time. But this situation is being rapidly. 
remedied and the amount of fall business 
being placed is very encouraging. 


Issued 18,000 Invitations 


Invitations have been mailed to retail 
merchants within a radius of 300 miles of 
Cincinnati by the Merchants and Manu- 


facturers’ Association, asking them to 


attend the Twice Yearly Market Sales 
held here June 4, 5, 6 and 7. Work of 
sending out the invitations was supervised 
by John W. Irvine, secretary, and Samuel 
Mayer, president of the association. 
According to Mr. Irvine, 18,000 invitations 
were mailed. The association refunded 
railroad fare to merchants who came to 
Cincinnati during the sales. 

Invitations were lithographed and were 
in three colors and more elaborate than 
those sent in former years. They set forth 
the advantages of Cincinnati as a market. 
The geographical location of the city is 
stressed as being the logical distribution 
point for the Middle West and the South. 
Rail and river terminals and facilities are 
described. 


Orders for Fall Delivery 


The Cahill Shoe Company reports that 
it is receiving some fine orders for fall 
delivery from its salesmen, who are now 
on the road. The production of footwear 
by this company has increased greatly in 
volume during the past few weeks. 
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LOS ANGELES 


Shoe Colors Match Millinery 


Preference for Various Shades in Women’s Footwear Re- 
tarding White Season—Hosiery in Innumerable Shades 


OLORS are very much to the fore 
+ in footwear and for the present the 
public is taking to them eagerly. They are 
worn with all sorts of costumes, but the 
idea is to have the head millinery and the 
feet millinery match. For instance green 
straps with beige or gray hose and green 
hat, parasol and bag. The shoes and hose 
may either match or be contrasted. Many 
of the sports costumes consist of white 
skirt and colored sweater, or blouse with 
shoes and hat to match. Strictly white 
shoes are not moving as fast as they 
ordinarily would, owing to this preference 
for colors. However, it is believed in some 
quarters that the fad for colors will have 
a lull along about July, when the white 
season reaches its height. 


Colors Low at Some Stores 

Retail shoe merchants are unanimous 
in stating that business is good, both as to 
shoes and as to hose. More hose must be 
sold to satisfy fashion’s demands and with 
the innumerable shades now to be had it 
is an easy matter to be correctly hosed. 
While some merchants were a little wary 
of colors in shoes and are now losing sales, 
others played them up strong and are now 
reaping the benefit. They made attractive 
displays and the shoes sold themselves. 


Window Displays Seasonal 

Many of the better grade stores have 
dispensed with price tags in their windows, 
at least temporarily. Attention is drawn 
away from price to style. A great deal of 
artistic ability is shown in the window 
displays and Los Angeles can boast of 
some of the most attractive displays. 
Seasonal events are mirrored in the dis- 
plays and frequently posters, cards or 
other mediums are used in gaining atten- 
tion and interest. At this season of the 
year, when all out-doors is calling, the 
sports motif dominates. 


San Francisco Convention 

The California Shoe Retailers’ Associa- 
tion is engaging the attention of local 
retail shoe merchants and there will be a 
large delegation present from Los Angeles 
when the convention opens in San Fran- 
cisco June 11. Paul Jesburg, chairman of 
the style committee, says this is going to 
be a wonderfull gathering, and he ought to 
know, as he has been giving considerable 
thought to the subject of style. 


White Oxfords for Men 


Little change is noted in men’s styles. 
Most of them are wearing mahogany and 
light tans, with the new mahogany tie to 


match, or they are wearing two tone or 
white sport oxfords. Blacks are passe, it 
seems. It is only a step now into colors for 
men’s shoes, as they have shown a tend- 
ency to brighten up. 


Reports Business Good 


Mr. Bierce, of Rosenthal’s has just 
returned from a short visit to San Fran- 
cisco. He states that business is good at 
the various Rosenthal stores. 


Brooks Co. Has New Office 


The Brooks Shoe Mfg. Co. of Philadel- 
phia announces that it has opened a 
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branch distributing office and warehouse 
in Los Angeles. This office is located at 
1240 S. Main St. and is in charge of J. B. 
Dick. 

Arrangements have been made to carry 
a stock of base-ball shoes, athletic shoes, 
gymnasium shoes and ballet slippers at 
this office so that immediate deliveries 
can be made to dealers on the Pacific 
coast. The demand for Bruxshu athletic 
shoes and ballet slippers on the Pacific 
Coast has grown so large that it was found 
necessary to take this step. 


Fitzpatric Opens New Store 


The newest shoe store in Los Angeles is 
Fitzpatric’s, located on 7th Street next to 
Bullock’s Sportswear Shop. 

Mr. Fitzpatric has been for a number of 
years with Nettleton Shoe Co., Los 
Angeles, and has a host of well wishers. He 
carries nothing but women’s high grade 
footwear at popular prices. 





CLEVELAND 


Marked Increase in Retail Business 


Appearance of Sport Clothes and White Footwear Result of 
Change in Weather—Colors Enjoying Generous Sales 


HE final week of May and the first 

two days of June brought about a 
great spurt in retail sales of shoes in this 
city. 

June opened with a rush and if the good 
weather continues, retail merchants pre- 
dicted that it would bring sales that would 
exceed the record for the same month a 
year ago. 

The final days of May saw a sudden 
change of temperatures to what the 
weather prophets signalized as “real sum- 
mer days.’ Overcoats were cast off over- 
night and straw hats and light suits ap- 
peared. It was as if Cleveland has been 
transported from around the Behring 
strait and located within a few degrees 
north of the equator. 


Shoe Stores Benefit by Weather 


This change brought business to the 
shoe stores, and also to retail establish- 
ments in other lines, such as dry goods, hat 
millinery, etc. 

Sport clothes began to make their ap- 
pearance early in the week, and along with 
them came white shoes, sports and colors 
of the brightest hue that have ever been 
seen on the streets of the city. 

Red shoes, with red hats or red sweaters, 
green shoes with green skirts, mottled 
shoes with tan dresses and the combina- 
tions that were presented were as varied 
and as attractive as are the colors in the 
rainbow. 

This first rush of business to the stores 
in the first hot days of the year indicated 
that the bright red, green, blue and mottle 


colored shoes are going to have a splendid 
run in the city. The women, whose tastes 
run to the louder colors, are going in for the 
bright colored shoes and there are just 
enough of them in the city to make busi- 
ness on this class of shoes fairly good. 


Colored People Favor Colors 

There is a large colored population in the 
city and the red, green and blue colors are 
magnets that are drawing them. It is hard 
for a colored woman or girl to lay down a 
pair of red shoes after she has held them 
and her eyes have feasted on the bright 
tint. The straps and cut-out effects are all 
the rage in these models. 

The “Tut” and Egyptian effects in 
sandals are still going well and merchants 
look for the demand to continue through 
June and well into July. 


Hirsh Brothers Have New 
Store 

Washington—May 31—Hirsh Brothers 
of the Hirsh Shoe Store, 1026 7th St., 
N. W.,on Saturday, May 26, took over the 
Family Shoe Store operated many years 
by Joseph Strausburger, 310 7th St. The 
Strausburger store has nationwide reputa- 
tion as dispensers of conservative foot- 
wear, at conservative prices. 

Henry A. Hirsh will have direct charge 
of the Strausburger store and will continue 
the policies of the business which have 
been responsible for its growth and long 
life. He will, however, add a department of 
styleful high grade and medium grade 
footwear for women. 
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Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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NATIONAL PARK 


REG. U. S. PAT. OFF. 


48 PAIR ASSORTMENT 


MOST COMPLETE 
ADVERTISING-- 






















NOTED FOR EXTRA 
PAIR SALES- 














: NATIONAL PA PARK | 
| HIKING BOOTS~eOXFORDS| 
Ba tEAR ROUND WEAR | 


FOUR OF A KIND 
ARE UNUSUALLY GOOD 


They are especially good when they are NATIONAL 
PARK Boots or Oxfords--the aces of the NATIONAL 
PARK line. 


Backed by such extensive advertising co-operation as 
we include, gratis, with every assortment order, you 
are assured of a ready demand and a profitable sale 
| throughout the vacation and early fall seasons. 

















This assortment costs $252.00; it will bring you sub- 

stantial profits--increased business--and, you will find 

our NATIONAL PARK ADVERTISING co-operation 
adds to the prestige of your shoe department. 














Wire or mail order today. 






Terms--2% 10 days, 30 days net. 










-- MANUFACTURERS -- 


THE JUVENILE SHOE CORPORATION 
MISSOURI 











CARTHAGE 





STOCKED FOR 
CALIFORNIA AND PACIFIC TRADE 








SOUTH COAST-- By NORTH WEST-- 
WILLIAMS - MARVIN CO. FITHIAN BARKER SHOE CO. 
SAN FRANCISCO AND 






LOS ANGELES PORTLAND, ORE. 
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HIKING BOOTS 4% OXFORDS 


TODAY’S BEST SELLERS 
---IN STOCK--- 


ORDER 
IMMEDIATELY 


No. 31508—Mahogany Eric Calf, No. 16312—Mahogany Elk Cor- 
Modified English Last, rective (Round Toe) 
Plain Soft Toe, 14 Last, 14 Inch Boot, 
Inch Boot..........$6.25 Moccasin Pattern . .$6.50 


No. 31504—Mahogany Eric Calf, Modified No. 16302—Mahogany Elk Corrective (Round 
English Last, Plain Soft Toe Toe) Last, Gusset Tongue Ox- 
Blucher, Gusset Tongue . ford, Moccasin Pattern .. $4.25 


Stock Department 


THE JUVENILE SHOE CORPORATION 


OF AMERICA 
CARTHAGE MISSOURI 


Dealer Influence is ‘secured thru advertising in’ the. Boot and Shoe Recorder. 
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For speedy, positive action-- 


the new 





GHOE stretching is a little art in itself. 

The Repco Shoe Stretcher is designed 
scientifically and stretches shoes easily, 
quickly and without injuring them. 


The Repco Shoe Stretcher contains no 
springs, arrows or other troublesome parts. 


The blocks—shapely and carefully finished 


Repco Shoe 
Stretcher 









Repco Shoe Stretchers 
are made in nine sizes— 
No. 000 down to No. 6. 
Each stretcher is packed 
in an individual carton. 
Corn and bunion plates 
come with each stretcher 











—are made of fully seasoned maple and 
held together at the back by a strong steel 
hinge. The toggle-jointed mechanism is 
controlled by a square-threaded screw of 
large pitch. 


For up-to-date shoe stretching use the new 
Repco Shoe Stretcher. 


For Sale by Shoe Findings Jobbers. 


UNITED SHOE MACHINERY CORPORATION, Boston 


San Francisco Branch, 859 Mission Street 


J. K. KRIEG, 39 Warren Street, New ot 
UNITED SHOE REPAIRING MACHINE COMPANY, Boston 


LL LL LL LL Ss 
MMe MMe MN © MN © Me MM MMMM eM Me TEE Ut 
Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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Sell the Right White Cleaner 
For the Right White Shoe — 


and Double Your Profits in the 
Coming Big White Season! 


Don’t make the mistake some merchants have committed of selling one white polish 
for all white shoes. Sell a special product for the particular leather or fabric — 
pleasing your customer by a better result and making your cash register jingle twice 
instead of once! Griffin makes a complete and practical line of white cleaners — 
each a real cleaner — not a mere dirt coverer or whitener. 


mam fl B ND 
COLLATE: TAS 7 pA 





























$4, CANVAS 


“PEUERWHITE CLEANER” 


The super white cleaner for all White shoes 
except Kid and Satin. Produces a quick and 
beautiful white without stiffening or harden- 
ing the canvas or leather. Will not coat the 
shoe. 
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ft Guaranteed not to Stifter or 








Marden the Leather or Canvas. 


GRIFFIN MFG. CO. 


69 MURRAY ST. WY. CHV SA 














= 
Cleans and Whitens Equat to New ty, 
Nubuck, Buckskin Suede 
Canvas, Linen, Yachting, Tennis a 
ané Nappy Leather Shoes. - 
Dees aot cover the dwt Dut removes ‘ 








PRICES 


PEUERWHITE 
Small (314 oz.) $18.60 Gr. $1.70 doz. 
Large (50z. ) 21.60 1.90 “ 


WHITE KID 


“WHITE KIDINE” 


The thorough White Kid cleaner. Good for 
either Glazed or Dull Kid. Leaves the 
leather soft and pliable. Produces a dull or 
glossy finish. 
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KIDINE 
Small (21% oz. Adv) $18.00 Gr. $1.55 doz. 
Large (41% oz. Adv) 21.60 1.90 
Transportation charges paid on six dozen 
orders. 


GRIFFIN MFG. CO., Inc. 


67-69 MURRAY STREET NEW YORK CITY | 


Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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- IN STOCK NOW!!! 














Stock No. 2346 
Black Calf Blucher, Plain Toe, Creased 
Vamp Oxford, Rob Roy Last. In Stock 
C and D Widths, 6 to 10. 
PRICE $5.25, 5% 30, net 45 
Tan No. 2746, Price $5.25 


OGDEN SHOE COMPANY - - MILWAUKEE, WISCONSIN 
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4) $3.50-Special Offering--$3.50 
While . 
they 


ee 


Win 


HNN 


il 


i) 


voll 


last 


Attractive 


, —_—" : . . Styles at 

Stock No. 829—Welt—Price $3.50 y ; y ca tain 

oN S : Widths A, B and C P Stock No. 836—Welt—Price $3.50 

Heel 9-8 R L Light white stitched Attractive Last No. 54 Widths A, B and C 

sole ’ Heel 9-8 R L_ White Stitched Sole 

Color No. 31 Grey Suede Calf Skin Prices : 
Trimmed with Black Calf Pateni—Grey Suede Trim 
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Stock No. 830 Price $3.50 
Same as above except in Terms 3% 10, 
Olive Elk — Cocoa Calf Trim 
Last No. 50 8-8 R L Heel Net 30 days 
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Try to Walk 


When Baby Walks 


Mothers do not want to jump babies from soft shoes to 
stiff ones. ““Tri-To-Walk” Shoes are a happy compromise 
which have delighted .thousands of mothers—and 
brought an easy, quick profit to lots of merchants. 
Are you getting yours? 


Blucher Boot 
of First $12.00 
Quality Elk per 
in All Popular Dozen. 
Shades 
Pearl Chrome Terms . 
Sole 5% 10 
Guaranteed 30 Net 
not to rip. 


Send for catalog of In Stock — Soft Soles, “‘Tri-To-Walk” 
and Hard Soles 
LITTLE WITCH SHOE CO. 
(With which is s Saft Sole Shoe Co.) 
144 WASHINGTON ST., SALEM, MASS. 
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Imported hand braided Leather Slipper—For 
travel, bath, beach and camp. 


es bccccorncenavadeeed 65c 
i a ce ts ae 70c 


Minimum quantity, 36 pairs per run. No 
samples. Satisfaction guaranteed. 





Golo Slipper Company 
129 Duane Street, New York, N. Y. 








Shoe Laces: 
“OLD RELIABLE” Brands 


Mercerized and Cotton 


‘“*RADCLIFFE” Narrow, Flat, Tub, Mercerized 
‘“*YALE,”’ Round, Mercerized 
“DUDLEY” and “C,’”? Round 


Your Jobber Can Supply You 


| FRANK W. WHITCHER CO. 


| Boston, Mass. MFRS. Chicago, III. 














GUESS 


Why tanners of smooth, white 
leathers recommend Cinderella 
White Kid Polish and Cleaner to 
the shoe manufacturers to whom 


they sell their leathers. 
THEN 


Guess why over 100 slipper 
manufacturers mail-order Cin- 
derella Silver Slipper Cleaner. 





Retailers sell these polishes put 
up in attractive packages for 
home use. 


Produced by 
EVERETT & BARRON CO. 


Providence, R. I. 


Makers of highest quality ~ 
footwear finishes 


Fer, Profit M Deal, Fill Out 
and Send Coupon 











Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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Pigskin, as a leather, moves in most exclusive 

society. 

Noted Outfitters to gentlemen will readily agree that 

pigskin 1s a favorite leather for cigar or cigarette 
MCE L cases, as well as numerous other dailyfcompanion 


«> appurtenances of the man about town. 

ky For long continued. “never-grow-shabby” service, 
Reg. U. 8. Pat. Of. \ there’s no leather like Pigskin. 

se PIGSKIN 
COUNTERS / 
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Full of Elastic Conforming 
Strength—and Twice as Light 


The call for light, airy shoes for women has greatly in- 
creased the use of HUB Pigskin Counters. 


Especially in the very popular sandal styles, manufacturers have 
found that HUB Pigskin Counters afford the important “‘stand- 
up, shape retaining properties, with fifty per cent less weight than 
sole leather counters of equal strength. 


Such is the elasticity of HUB Pigskin that it conforms most 
readily to the graceful, delicate lines of the new last. 


Once shaped to the last, the inherent streng thof HUB Pigskin 
Counters prevents any possibility of bulging or spread- 
ing. The original graceful lines are there to stay. 





Most every day we hear some manufacturer say, 
“I wonder how we overlooked such a perfect 
counter before—especially at such an interesting 
saving in price.” 


A. C. Lawrence Leather Company 
210 South Street, Boston, Mass. 


Branches: 


New York Philadelphia Chicago St. Louis 
Rochester Cincinnati 


HUB Counters are made 
of choice pigskin, selected 
from a very limited area of 
the skin—the prime flex- 
ible leather suitable for 
just counters, and nothing 
else. 


Yo 
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WHITE 


The season is here 
for pretty white 
footwear— These 





Fairy 2144—White Calf One Strap Sandal, 
White Goodyear Welt, A to D 2% to 8 .$3.85 


TRADE MARK 


With allthemerits  paicy 2153—White Calf Centre Strap 
this name stands Sandal, White Goodyear Welt, A to D, 


IN STOCK 
NOW 


Grieb Shoe Mfg. Co. 


Fairy 2150—White Calf, 3 Eyelet Tie, White 309 Arch Street, Philadelphia 


Goodyear Welt, A to D, 24 to 8...... $4.00 Factories: Palmyra, Pa. and Annville, Pa. 











“CLIFTON” 
Gem Duck 


Has Stood the Test of Years 


Used with our wet process, it pro- 
duces a perfect innersole, as it is 
easily formed in, and hugs the lip, ; 
producing strength where strength is 7 i. a 
most needed. ee 


The Trade Prefers . Sy . 
. 99 1e most wondertu lela Came ueiehuneliaelae 
“‘Clifton Gem Duck for marking pus esi tae| seal ee 

when once tried Chemically perfected to clean instantly. 


As the stick wears down it can be easily 


} Cwvp 


‘wy #Telere 


projected from the sanitary holder by 


4 >’? . 
“Clifton shoe covering cloths, also : pushing up onthe metal disc at the bottom. 
“Clifton” backing and plumping 54.55 oil’ dec. Whise o Gath 
cloths give satisfactory results. a hie or Com 


CLIFTON MFG. CO. GT) 


BROOKSIDE AVENUE, JAMAICA PLAIN The E. T. Gilbert Mfg. Company 
BOSTON 30, MASS. ROCHESTER, N. Y. 
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Light native cows, for side u; 

Branded cows, for light sole 

No.1 i for heavy u 

No. City 
flee 





Heavy Texas steers, for sole leather. . 
leather 
leather. . 
and side lea. 
fskins for fine 


Comparative Leather and Hide Prices 


Upper Leather (Price Per Foot) 


Peak 
a si. 
i'30 


3 
1.40 


Pt tbl fet pet pt 


:20 
85 
1.40 


Sole Leather (Price Per Pound) 
$0.32 @$0.33 $0.56 @$0.58 $0.34 
..@ .36 0@ .. 
‘92@ .95 $ 
:98@ 1.05 60 
1.15@ 1.25 70 


SRRSSESA BSBSssuu 


—— — 


Raw Hides and Skins (Price Per Pound) 


(1913 Av.) 


Native steers, as used in sole leather, 
etc 


12% 


er 18 - ° 4 
112 $0.14%@ «15 
10 113 

" 12% 3 


14 14% 
‘ll 16% 
20%@ .21 








Sales Confined Mostly to Immediate Needs 


HERE has been an uncertainty in 

the quietness evident the past week 

which has produced a rather dull 
leather market. The principal transactions 
were confined mostly to immediate needs. 
Leather buyers have been less inclined to 
anticipate future wants unless concessions 
were available, and tanners believing that 
the situation is fundamentally strong and 
with hide and skin values on a high basis, 
are not inclined to reduce prices even to 
make sales. For such business as exists 
there has been keen competition and shoe 
manufacturers noting the conditions 
have been shrewd enough to push harder 
bargains than might otherwise beexpected. 


Fair Volume of Business 


There is, of course, a fair volume of 
business all the time, but it is smaller than 
should be reasonably expected when 
industries on the whole are enjoying an 
era of activity. The prosperity, however, 
seems slow in reaching the shoe and 
leather field. Supplies of leather on hand 
are not excessive as tanners have been 
proceeding cautiously and do not intend to 
load up with large supplies of leather on 
the present market. The period of con- 
servatism seems to be more prolonged 
than conditions warrant. Supplies of 
leather need replenishment and it is con- 
‘idently expected that the larger buyers of 
leather will take larger blocks within a 


short time. No radical changes in values 
are expected within the immediate future. 
On the present basis of hide and skin 
values tanners can not replace their leather 
on the prices existing today. 


Sole Leather Market Firm 


The call is not so active for sole leather 
as it was a few months ago. Sole cutters are 
not so busy as they were some weeks since 
and strikes now in progress have had a 
tendency to cut down the sales. Consider- 
able oak sole is going forward on existing 
contracts although new sales are mostly for 
immediate needs. Packer hide oak backs 
range from 45c to 50c according to tan- 
nage. Shoe manufacturers’ bends are 
quoted at 55c to 60c and finders’ bends 
from 70c to 85c. Union steer backs are 
still quoted at 54c to 55c for heavy and 52c 
for medium. Green hide sole is bringing 
from 30c to 34c for No. Is. 


Calf Leather Conditions Quiet 


Quiet conditions continue in the upper 
leather market. The principal feature con- 
tinues to be the fancy colors, although 
there is a better demand for the staple 
shades particularly the mahogany and 
various shades of brown. The call for calf 
upper leathers has naturally had a falling 
off due to the labor difficulties on the South 
Shore. The trouble has not extended far 
enough yet to have an effect on prices. 


The standard tannages of calf are still 
bringing 45c, 40c and 35c for the first 
three selections and some tannages of 
plump weights of colored calf are quoted at 
50c per foot. There is an active call for 
fancy colors of suede calf, prices ranging 
from 50c to 60c per foot, medium grades 
from 35c to 45c. 


Prices Maintained on Side Upper 


Side upper leathers show no material 
change in demand or prices. Tanners are 
adhering firmly to quotations on standard 
leathers although they could do a larger 
business if they receded to the demands of 
the buyers. Full grained chrome colors are 
quoted up to 32c for the best selections. 
The medium selections of chrome colored 
side are quoted at 24c to 26c per foot. 
There are cheaper tannages of side leather 
which bring anywhere from 16c to 20c and 
even less for snuffed leathers in job lots. 
Manufacturers of heavy shoes are taking 
considerable leather in the aggregate such 
as veal, kip, elk and water-proof chrome. 
Prices range from 20c to 30c per foot on 
such leathers. There is a fair call for buck 
for women’s shoes. The white and gray 
bring from 30c to 44c according to quality 
and tannage. 


Kid Tanners Busy 


Glazed kid tanneries continue busy and 
report a good call for the fancy colors. 
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“It’s enough sight better to 
sell Whittemore Shoe Polish 
for which there’s a wide de- 
mand, than to struggle to 
sell shoe polish lacking a 
prominent ingredient—pub- 
lic confidence.”’ 


RED, GREEN, BLUE AND 
BUFF SHOES REQUIRE 
SPECIAL TREATMENT 
WHEN IT COMES TO 
CLEANING .... . 

















You are perfectly safe in advising frequent 
use of Bostonian Cream for the new Red, 
Blue, Green and Buff shoes. Keep your 
stock up on these colors. Sell it WITH 
the shoes. $2 $2 32 $2 


More than 27 National Magazines carry Whittemore 
consumer advertisements, stirring up business for you 


™ Send for Catalog and Price List 


WHITTEMORE BROS. 
CAMBRIDGE MASS. 
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Retail Salesmen 
Wanted 


A SPLENDID OPPORTUNITY FOR 
THE RIGHT MEN 


The J. C. Penney Company needs capable salesmen for 
managers of its new stores. Would you like to be manager 
of a retail store in which you own a one-third interest— 
paid for out of the profits of the business? 


If you are between 25 and 35 years old, have good hab- 
its, can give us the highest references, have had thorough 
experience in small or medium size department store, or 
are experienced in general store work in special lines— 
either clothing, shoes or dry goods, 


We Want You 


While of course we want to secure the very best experi- 
enced men, we are not expecting the superman. Experi- 
ence has taught us that.some of the greatest successes 
come from the ranks of average men. We believe that every 
man has within him “that something’’ which will lead 
him to success if properly guided and given the right op- 
portunity. Limited experience, plus Seeneten, a lot of 
ambition, industry and a desire to achieve are the prime 
factors we are looking for in young men. Investigation 
will prove that this is an exceptional opportunity. 


The investment of money is not necessary for your 
success with us. The financial backing of our company is 
ample. What we need are young, healthy, vigorous and 
capable salesmen who are determined to go to the top 
while they have youth and energy. We pay you while you 
are proving your ability. 


Here is our proposition outlined briefly: 


Men come to us first as retail salesmen in one 
of our stores. During the period of proving their 
ability they learn the greater possibilities of co- 
operative effort. Their progress depends upon 
their ability and effort. As our new stores are 
oa. the managers are selected from our sales 

orce. 


When a man makes a success of the manage- 
ment, he is sold one-third interest in a new store 
and becomes its manager. He may afterward ac- 
quire a partnership in other stores which are the 
outgrowth of the one in which he first received a 
financial interest. To those who do not possess 
the capital to purchase a one-third interest in a 
new store, the money is loaned by the J. C. Pen- 
ney Company and is repaid from subsequent 
profits of the store. 


The J. C. Penney Company, started in 1902 with one store, now op-~ 
erates 371 stores in 29 states, selling , shoes, clothing, for 
men, women and children, and kindred . Our cash sales for 1922 
amounted to $49,035,729. Plans are now being made to open 104 ad- 
ditional stores this year. If you have had experience in one 
or more of the above lines, it is to your interest to investigate our plan. 


Write today for our booklet, ““Your Opportunity,” which fully ex- 
plains our plan. Give your age and number of years’ experience 
in our lines of merchandise in your first letter. We may arrange 
for a personal interview later. All correspondence strictly confidential. 


Address your letter to 
J. C. PENNEY COMPANY, Inc. 


Wm. M. Bushnell, Manager of Employment, 
Star Building, St. Louis, Mo. 
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There is, also, a larger interest in the var- 
ious shades of brown, champagne, field 
mouse, gray and similar colors. Kid prices 
have not shown any change. The top se- 
lection of the choicest colors bring $1.00 
per foot. The standard tannages of the 
best kid range from 65c to 80c and the 
medium grades from 40c to 60c. Other kid 
leather is quoted downward in price ac- 
cording to quality. 


Patent Leather Sales Fair 


Sales of patent leather are fair in the 
aggregate. Patent leather japanners and 
finishers are busy in filling orders. Prices 
are on the same basis as at our last report 
with chrome side patent quoted at 45c, 
10c and 35c for the first three selections. 
Medium grades bring around 30c per foot. 
Patent kid is quoted from 55c to 65c per 
foot and is in fair demand. 


Barnet Company Changes 
Location 


The Barnet Leather Company Inc. has 
moved from the old leather district in New 
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Avenue, at the corner of Forty-fifth 
Street. The company occupied a business 
residence in the old leather district for al- 
most 50 years. 

The company’s new place of business is 
ideally located. It is convenient for visit- 
ing buyers to approach. It is within easy 
access to the allied branches of the shoe 
and leather industry and in anticipation 
of development will be advantageously 
located. The telephone number of the 
company has been changed to Vanderbilt 
9974. 


Lynn Leather Co. Plant 
Moved 


The Lynn Leather Company, formerly 
of Lynn, Mass., has recently been re- 
organized and removed to Manchester, 
Conn., which is on the main line of the New 
York, New Haven and Hartford Railroad. 

The Company is under entirely new 
management, and Mr. Roy H. Magwood, 
of Boston, formerly sales representative of 
the Company, has been appointed mana- 
ger. 





New Home of Barnet Leather Co. 


York and is now located in the Grand 
Central section. Executive and sales 
o'ices have been established in the Aber- 
crombie & Fitch building at 360 Madison 


Mr. Magwood is widely known through- 
out the findings’ trade, especially in the 
South and Southwest, and hismany friends 
will be glad to hear of his appointment. 


107 


His early training in the leather business 
was with the United States Leather Com- 
pany, starting with the tannery and end- 
ing in the selling department. Later he 
associated himself with the Southeastern 
Leather Company, Atlanta, Ga., with 
headquarters in that city and later in 
Birmingham, Ala. While with this con- 
cern he covered the South and Southwest. 
In December, 1922, he went with the Lynn 
Leather Company. 

Mr. Magwood has been fortunate 
enough to secure the services of Mr. E. W. 
Urquhart, formerly works manager of the 
Tanners Cut Sole Company, Boston. Mr. 
Urquhart will have entire charge of the 
production. 

Mr. Magwood will reside in Manchester 
and will make frequent trips calling upon 
the trade in all parts of the country. 


Colored Calf and Kid in One 
Tannery 


The American Hide & Leather Co. at 
its Peabody (Mass.) plant is making a 
wide range of fine colors in glazed kid 
finish light weight calf for women’s shoes. 
Their method of coloring givesaresult that 
does not change in the lasting process, even 
on the most delicate shades. The close, 
fine grain and excellent glaze make a 
practically true reproduction of the best 
kid leather. It is reported their plans in 
manufacture enable a comparatively quick 
shipment of orders on new shades. 

In the same plant fine colored kid in the 
popular colors is being made, and it is ex- 
pected will be ready for delivery to cus- 
tomers early in June. Fair sized quantities 
are being worked in daily. 

Vice-President C. J. Lilly, who has been 
active in the organization of the Peabody 
factory, was a practical kid tanner before 
his connection with the American Hide’s 
calf and side leather business. 

The Lowell Tannery of the American 
Hide & Leather Co. is producing some 
beautiful embossed calf in Egyptian and 
Paisley designs that have been sampled by 
about 30 manufacturers of women’s 
stylish shoes. 





A Substantial Bottom 


A line of rubber sole shoes, for women, 
is made with a canvas upper and an imi- 
tation welt bottom. This bottom has a 
rubber outsole, an insulated insole, a 
layer of cork and a thin layer of canvas 
between the inner and the outsole. The 
insulated insole and the cork filler make a 
cool, comfortable tread for the foot. The 
thin layer of canvas holds the bottom in 
shape as the shoe is worn, preventing the 
outsole from spreading. It is concealed 
within the bottom of the shoe. Also, the 
shoe has a welt, or rubber, with a wheeled 
edge. A person can not notice the joining 
of the welt to the outsole unless it is 
pointed to him. P 
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The Heel That Gives Both 
Comfort and Long Wear 


HERE is a certain point in the 

compounding of a rubber heel 
—a certain expert blending of 
resiliency and durability — that 
when reached produces a rubber 
compound that is “just right” for 
wear and comfort. 


To know when this point is reached 
is the secret of good rubber heel 


manufacture. One extra degree of 
softness and the heel is robbed of 
some of its wearing quality—one 
fraction too little and it is too hard 
for comfort. 


“U.S.” Spring-Step Rubber Heels 
are made scientifically correct so as 
to insure both comfort and long 
wear. 


-@- 


SPRING 


STEP 


RING Heels 


United States Rubber Company 
Also makers of USKIDE Soles—the “Wonder Sole for Wear” 
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Four-Buckle Gaiter Best Bet for Winter 


Novelty Effects in Rubber Footwear Dead, Says Rubber Man; Factories Busy 
with Plentiful Orders for Coming Season 


TYLE characteristics in men’s and 
women’s footwear, so prominent at 
this time, are not going to persuade 

or influence manufacturers of the popular 
overshoes, gaiter or galosh to apply style- 
ful effects to this serviceable article for the 
coming winter season. 

“The novelty gaiter is dead,” a prom- 
inent rubber man said the other day and 
he backed up his statement with reason- 
ing as follows: 

“Rubber manufacturers tried last year to 
put the style element into overshoes, but were 
not entirely successful, because many novel- 
ties patterned did not sell, while the four- 
buckle covering found free sales in every 
market. 

“The overshoe is bought for service and 
comfort. 

“Shoe styles have no relation to styles for 
the serviceable winter gaiter. Retail shoe 
merchants have sufficient troubles at present 
in handling returned shoes, which in the 
great majority of cases include novelties. 
Novelty gaiters would tend to increase the 
returned goods evil.” 


Some Cuff Trimmings 


The substance of the opinions of several 
rubber men, who are giving the subject 
considerable thought, is that there will 
be some cuffs attached to the four-buckle 
gaiter for women. This feature was preva- 
lent last winter, but indications are that 
this method of trimming the tops will not 
be so pronounced in numbers. The cuffs 
will be of various colors, gray predomina- 
ting. 

Oxfords in Winter Helpful 

Although shoe style effects are not 
closely related to the galosh, it has a 
decided tendency to promote the sales. 
Inasmuch as oxfords are worn consider- 
ably by men and women in winter, the 
popularity of the four-buckle gaiter is far 
greater than the rubber. The protection 
and comfort offered to the low shoe 
wearer by the gaiter is the reason. 


Four-Buckle Pattern 


The four-buckle pattern, so great in 
demand last winter and preferred by both 
men and women, is agreed upon as the 
standard pattern for the coming season. 
Black jersey cloth with fleece and net lin- 
ings are the materials generally applied in 
the process of manufacture. A good qual- 
ity of rubber is the basis for making the 
sole. 

Because the Brooklyn Style show 
stressed the preference for oxfords rather 
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than boots, rubber men are confident that 
this will tend to boom another season for 
the four-buckle gaiter. It is pointed out 
that when boots are worn, the rubber is 
the most popular of rubber footwear. 


Abundance of Orders 


A Boston rubber company executive, in 
stressing the salability of the four-buckle 
covering, said: “All rubber factories in 
this district at present have orders for the 
four-buckle gaiter which will keep them 
busy in order to meet deliveries for the 
balance of the calendar year.” 


Facts for Merchants 


Some facts, which are worthy of con- 
sideration by the retail shoe merchant, 
are based on previous experiences of rub- 
ber manufacturers with the four-buckle 
gaiter and follow: 

Forty per cent of rubber footwear sales 
depend on weather conditions. 

Eastern retail merchants benefited last 
year because of the admirable winter con- 
ditions for overshoes wear. 

Retail merchants should buy 60 per cent 
of their rubber footwear early. It will elim- 
inate rushing in stocking later. 

The four-buckle gaiter stood the test and 


is here to stay. 


Order Early, Is Slogan 


“Many proprietors of retail shoe stores 
will not forget their experiences of last 
winter when they were not able to secure 
prompt deliveries on orders for rubber 
footwear,” one rubber man said. He em- 
phasized the necessity for retail merchants 
to buy rubber footwear early. ““There may 
be ample chances to sell the gaiter in late 
October, one can’t tell what the weather 
conditions will bring.” He pointed to the 
cold, wet weather, sometimes prevalent in 
October, as a stimulant for sales in the 
gaiter as well as the rubber. 


Prices Remain Same 


Another important phase of the rubber 
footwear industry which called for com- 
ment is the price. ““There are no prospects 
at present that there will be a decline in 
the price of rubber footwear before next 
January 1,” a manufacturer stated. He 
didn’t intimate that there would bea 
decline after January 1, just using the 
date to stress the season. 

Last season neither the manufacturers 
nor the retail merchants were prepared 
for an increased demand for the four- 


buckle gaiter, which resulted in some 
periods of shortages. However, today rub- 
ber men are preparing to be ready to 
handle a repetition of last year’s condi- 
tions. 

Workers’ Wages Increased 


Wages in rubber factories have been 
advanced, manufacturers claim. They 
hope to increase production in the Fall 
by adding more help to the various 
departments. 


Shoes Lighter in Weight 


That notion of making summer’ shoes 
light in weight, which has become more or 
less common, has struck into the rubber 
shoe trade, and a number of lines of rub- 
ber shoes for summer wear are now recom- 
mended for their lightness in weight. This 
lightness is had by the selection of ma- 
terials, and not by skimping the shoes. 
Indeed, some of the new type light weight 
shoes have thicker bottoms than the heav- 
ier old type sneakers. 

A familiar instance of light weight shoes 
is found in the feather-weight golf shoes, 
which has a leather upper and a crepe sole, 
and weighs but 13 ounces to a shoe, or 26 
ounces to the pair. Likewise, sport shoes, 
or street shoes, with canvas uppers and 
vulcanized rubber soles, are made light in 
weight. 


A Baseball Style 


A baseball style shoe, which some re- 
tailers are selling briskly to “‘sand-lot’’ 
players, has a tan canvas upper and a 
heavy rubber sole, with‘a non-skid sur- 
face. The upper of this shoe laces down to 
the toe, like a regular baseball shoe, and 
that is the feature that catches the eye of 
the youngsters. The better grades have 
lace stays and ankle guards of leather, 
and the cheaper grades have stays and 
guards of rubber. 


Thick Rubber Soles 


The limit of thickness on rubber sole 
shoes may be the crepe rubber bottoms 
that are about an inch thick. However, 
there is a general trend toward thicker 
rubber bottoms on shoes for men, and chil- 
dren. An exception is found in women’s 
shoes on which the sole is thin and close, 
as on a welt shoe with a leather sole. 
Some of these thick rubber soles are out- 
wearing the uppers. 
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QUALITY— SERVICE 


QUALITY and SERVICE in MENZ 
‘“*EASE”’ shoes is an illuminating fea- 
ture that shines out strongly and lights 
the way to genuine customer satisfac- 
tion. 


THERE is no substitute for QUALITY. There 
is no compromise for SERVICE. There is, 
however, lots of Comfort and absolute satis- 
faction to your customers, when they wear 
MENZ ‘“‘EASE”’ SHOES. 


The shoe illustrated is one of our Top Grade 
shoes and a BIG SELLER. Outer Sole Con- 
struction—Best overweight Bend Soles. Inner 
Sole Construction—7 iron full grain Oak. 
Upper leather Construction—First selection 
of Tan FARM-WEAR, best leather for ‘‘work 
shoes’’ tanned—wears like iron—remains soft 
like a glove. 


THE MENZIES 
SHOE COMPANY 


FOND DU LAC, WISCONSIN 


vw 0-0-O-O-0-0-0-0-0-0-0-0-0-0-0-0-0-0-0-0-0-0-0-0-0-00--0-0 


DESCRIPTION 
8021—First Quality 
Tan Farm- Wear Cap 
Blucher, Munson 
last, stock gusset. In 
Stock B, C, D and E. 

$3.65 
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Big White Season Anticipated 


Some Re-Orders for White Footwear Made—High Colors Giv- 
ing Way to Softer Shades of Brown and Beige 


PRING shoe business is beginning to 

develop into a fairly large volume un- 
der the influence of better weather. The 
pre-Memorial day trade was good in 
many stores and the usual slump following 
the holiday was not particularly pro- 
nounced. The first Saturday in June found 
weather conditions good and _ business 
rushing in the mid-town shops. 


Big Demand for White 


Demand for white shoes, about which 
there was much uncertainty a month or 
so ago, on account of the vogue for colors, 
is showing indications of running large 
this summer. Already some retailers here 
have been compelled to re-order on whites. 
According to some merchants there is a 
strong possibi'ity that all white will out- 
sell the whites trimmed with colors this 
year. 

Colors Losing Popularity 


Colored shoes are beginning to fade from 
the picture so far as the better class 
stores are concerned. Some of the Fifth 
Avenue shops are practically cleaned out 
of colored shoes and are not re-ordering 
them. In window displays the high colors 
have given away to the softer shades of 
brown and beige, mixed with whites and 
a stronger representation of blacks. Pa- 
tent leather, according to all indications, 
is coming in stronger and is likely to be 
a good seller right through the summer. 


Plain Models for Men 


In men’s shoes there is a decided swing 
toward plainer models both in street and 
sport types. Brogue models are out of the 
running and plain tips are in strong de- 
mand. In street shoes, although grain 
leathers are still selling moderately, the 
smooth finished leathers in lighter weights 
are in greatest demand. 


Shoe Sales Figures for April 


Shoe sales, both at wholesale and retail, 
apparently have been lagging behind 
other commodities in this district at least. 

The June 1 bulletin of the New York 
Federal Reserve Bank contains some in- 
teresting comparisons of shoe sales during 
the month of April with sales of other 
commodities and with the sales of a year 
ago. 

Gain In Shoes Slight 

In the wholesale field, the average sales 
in 10 wholesale lines in the Second Federal 
Reserve District were 19 per cent of ahead 
April, 1922. Shoes, however, made a gain 
of but 13 per cent, the lowest in the list. 
Drugs, dry goods and groceries were 15 


per cent ahead of last year, clothing 31 
per cent; hardware, 32 per cent; jewelry, 
45 per cent; diamonds, 91 per cent; and 
machine tools, 244 per cent. The April, 
1923 shoe sales at wholesale were three per 
cent less than in 1921, and about half what 
they were in April, 1920 and April, 1919. 

Retail chain shoe shops sold 36.6 per 
cent less in money value in April, 1923, 
than in April, 1922, calculated on the in- 
dividual store basis. Total sales of chain 
shoe stores declined 25 per cent, despite 
the increase of the number of reporting 
chain stores from 16,168 in April, 1922, to 
19,071 in April, 1923. These figures show 
the rapid growth of chain shoe stores 
during the past year. The chain shoe stores 
reporting to the bank are more numerous 
than any other classification and show the 
greatest numerical gain in the past year. 

Of the other chain stores, calculated on 
the individual store basis and disregarding 
the increase in the number of stores, cigars 
lost 17.8 per cent, grocery stores, 1.5 per 
cent; apparel stores, 2.7 per cent; drug 
stores, .2 per cent, while ten cent stores 
gained 2.4 per cent. 

Sales by department stores in the dis- 
trict gained 2.1 per cent in April this year 
over April of last year. Apparel store sales 
gained 1 per cent and mail order sales, 
35 per cent. 


Salesmen Baseball Rivals 


Fitting shoes must be excellent training 
for catching high flies and shooting curves, 
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and fade-aways over the plate. The local 
shoe baseball league is now going full 
blast. One of the first games of the season 
was played on Sunday, May 27, at French 
Charlie’s Island in the Bronx, between 
teams representing the Cammeyer stores 
and the J. & J. Slater organization. 

The Cammeyer’s were conceded the 
game at the end of the seventh inning when 
the score stood 18 to 3. Klein pitched for 
the Cammeyer’s and Lull for the Slaters. 
On Sunday, June 3, the Cammeyer team 
was slated to meet a team representing the 
Queen Quality Boot Shop and on June 10 
a tentative date is set for a game between 
Oppenheim, Collins & Company and the 
Cammeyer team. 


Burglars Loot Shoe Stores 


Shoe stores again are becoming the prey 
of daylight burglars in New York. The 
latest depredation occured at 8 o’clock on 
the morning of May 28 at the Rival Shoe 
Store on 42nd Street, between Lexington 
and Third Avenues, almost in the shadow 
of the Grand Central Station. The store 
is one of a chain operated by the same 
concern that runs the John Ward stores. 

Two men entered the store, ostensibly 
as customers, and at the point of a re- 
volver, forced Samuel Kaplan, clerk, and 
a customer into a trap door leading to the 
cellar of the store. 

Then they turned their attention to 
Joseph Stimmel, assistant manager of the 
store, who was behind the cashier’s screen. 
They ordered him to open the safe and 
upon refusal slashed his cheeks with a pen 
knife. Stimmel fell, bleeding profusely and 
the men went to the safe, which they found 
had been already opened and removed 
$3,000 in cash and made their escape. 





PHILADELPHIA 


Generous Demand for Whites 


Dark Brown Shades, Field Mouse and Champagne Popular 
Colors—Red, Green and Blue Not So Strong 


ACTORIES here are devoting more of 

their attention to whites. The com- 
ing of some real warm weather and the 
fact that a number of retail shoe mer- 
chants have opened their white seasons 
has stimulated the trade to a marked de- 
gree. One still hears the belief expressed 
that the sale of fancy colors has taken the 
life out of the white season, but factories 
are going ahead and making whites and re- 
tail merchants are pushing them with con- 
fidence that people will wear white as usual 
in hot weather. ; 

Coincident with the increase in the de- 
mand for whites has come a better call for 
dark brown, field mouse and champagne. 
At the same time, factories report there 
has been a marked falling off in the de- 


mand for reds, greens, and blues. These 
fancy colors started in the high grade shoes 
and then slipped into the cheaper grades. 
Demand at first was centered in the cities, 
later passed to the smaller towns, and now 
is said to have declined very noticeably. 
Some of the factories are still making these 
fancy colors, but the beginning of the end 
of this demand seems to be in sight. Some 
factories are making children’s shoes of red 
kid. Blues and greens have not yet entered 
this field. 


Whites in Straps and Oxfords 


The whites which are being made are 
confined almost entirely to straps and 
oxfords. One or two factories are making a 
few tongues but the demand for them will 
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BLEECKER STYLES 


Are the last word in footwear 
for stylish women 








Phillips Shoe Co. Inc. 
Makers of 
Women’s Turn 
Slippers 
276 RIVER STREET 
Haverhill, Mass. 


Boston Office 
207 Essex Street 





FASHION FOOTWEAR 


Women’s Fine Turns 
and Novelties 
Our new models for Spring are attracting most 
favorable attention. Hand turn a and 
pumps in the latest designs and finest leathers. 
TESSIER & BOWDOIN 
2 Washington St., Haverhill, Mass. 











E.A.& M. C. Witherell Ce. 
Manufacturers 
Women’s Turns, 
Bootsand Slippers 

Meventnin ass. 


Boston Office 
Rice Bidg. Reem 406 








Black Satin One-Straps, ome or two 
buttons, made with 15-8 full Louis, 14-8 
Spanish full Louis or 9-8 Cuban heel. 
Samples charged at regular prices. Write 
for prices. 

ORIENTAL SLIPPER COMPANY, Inc. 





118 Phoenix Row HAVERHILL, MASS. 








J.W. BARNARD & SON 


Andover - - Mass. 
Makers of the 
CELEBRATED 
BARNARD 
COMFORT 
SHOE 
for Ladies 
IN STOCK 








FINE TURN NOVELTIES 


We are now prepared, in our new 
factory, better footwear, quicker 
deliveries and increased service. 


Latest Models, All Leathers and Satins 


FELSTINER-O’CONNELL SHOE CO., INC. 
162 Winter St., Haverhill, Mass. 
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STOCKBRIDGE SHOE COMPANY 


HAVERHILL, MASS. 
SU SAS 
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be very slight. Factories report that their 
whites are about evenly distributed among 
kid, buckskin, and canvas. 

Prices have undergone norecent changes. 
With labor unsettled, however, and both 
upper and sole leather prices firm, manu- 
facturers see no hope for anything but ad- 
vances in fall. 


Glazed Kid Trade Dull 


The glazed kid trade is dull, with no de- 
mand for blacks and browns and a marked 
decline in the call for the fancy colors. 
Manufacturers, however, are running their 
plants and are putting blacks and browns 
in stock against the day when they hope 
there wili be some call for them. 


Wholesale Trade More Active 


The slowing up in the demand for reds, 
greens, and blues has not yet actually 
affected the wholesale trade very seriously 
and it reports this business fair. While 
wholesale merchants are placing fewer 
orders for these fancy colors with the 
factories they are moving their present 
stocks without much difficulty. There is, 
also, a better demand for whites due to the 
warm weather and the fact that the retail 
merchants are pushing them. Men’s sports 
oxfords in combinations of dark and light 
tan are also moving nicely. Black and 
light tan imported Scotch grain are also 
active. Plain whites are very good. Trad- 
ing in whites with black patent trimming is 
likewise brisk. 


Sole Leather Inactive 


With most of the factories running only 
on part time their demand for sole leather 
is below normal. They have likewise dis- 
played very little tendency to anticipate 
their fall requirements. One sole leather 
dealer says he thinks quite a few of the 
factories will avoid contracting for their 
sole leather this fall and take their chances 
on the market. Demand for findings 
leathers is very sluggish. Finders are buy- 
ing on a hand-to-mouth basis with price 
being the chief consideration. Prices show 
no advances and no concessions. Tanners 
generally are talking of the necessity of 
higher prices but it is doubtful if any ad- 
vances can be secured. 


Patent Leather Good 


A. C. Lawrence Leather Company re- 
ports good demand for black patent leather. 
Ooze calf and new buck are also active. 
This firm reports that factories are for the 
most part working on present business and 
that very few have any orders ahead. Their 
fall business is not yet established. Prices 
remain unchanged. 


Vaughan Going Abroad 


Charles P. Vaughan, president of the 
Philadelphia Chamber of Commerce and 
president of Dungan, Hood and Company, 
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will leave on June 9 on a business trip to 
Europe. He will be gone three months dur- 
ing which time he will visit France, Swit- 
zerland, Italy, Belgium, the Netherlands, 
Germany, Austria, Hungary, Rumania, 
Czecho-Slovakia, and Jugoslavia. While in 
these countries he will make a study of 
their business possibilities. He will be ac- 
companied by Mrs. Vaughan and their two 
daughters. 


Going to Convention 


Sole leather dealers, shoe store supply 
merchants, and finders are attending the 
finders’ convention in Detroit. Practically 
all of the large tanners and tanner agents 
are represented there. 


Demand for Labor at Peak 


Employment managers here say that 
the demand for labor has reached its peak 
for this year. There are, however, still a 
number of requests for labor coming here 
from sections outside of Philadelphia, es- 
pecially the eastern and northeastern parts 
of the state. Electricians, also, are in good 
demand at good wages. Plumbers are being 
asked for. Quite a few requests for summer 
work have been received from high school 
and college students. 

Industries in rural communities report a 
tendency on the part of employees, who 
have worked steadily all winter, to drop 
their usual trades and secure work on 
highway construction, interurban trac- 
tion, public utility extensions, and on 
farms. 

Electrical Business Good 

The erection of several new power houses 
by traction companies, the electrification 
of certain stretches of railroad, and work 
on high-power transmission lines have made 
this part of the electrical business good 
during the past few weeks. The unusual 
amount of new building going on has stim- 
ulated house wiring. Firms are experienc- 
ing considerable difficulty in securing 
skilled electricians. 


Lumber Continues Active 


Demand for lumber continues strong. 
Industrial plants and packing box manu- 
facturers are buying liberally. Retail mer- 
chants, who have been buying rather 
sparingly for some time are now placing 
larger and more frequent orders. 


New Bank Buildings 

Many of the banks are erecting new 
buildings or remodeling their old ones. 
Quite a few are erecting new buildings to be 
used as branch banks. This activity is 
true both of the central city section and of 
the outlying parts. More bank buildings 
were started in West Philadelphia during 
the last three years than in any other sec- 
tion of the city. The amount of money in- 
volved in this construction was not as 
great as that of the central city section but 
the number of buildings was larger. 
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Retail Merchants’ Offerings 


Strawbridge and Clothier are offering, at 
$11, pumps in champagné, field-mouse 
brown, deep blue, black, and red. They are 
strapped cut-outs with square-edge turned 
soles and covered military heels. 

The Regal shoe stores are offering, at 
$6.60, alight shoe in light tan. It has stitch- 
ing instead of perforations across the toe 
and around the vamp. It has a new modi- 
fied French toe built over the Harvard 
last. 

Hallahan’s are offering red, green, blue, 
fawn, paisley, and black sandals at $4.50, 
$5.90 and $6.75. 

Snellenburg’s are offering 500 pairs of 
men’s sports oxfords at $4.95. They are 
tan calf lace oxfords with plain toes and 
brown calf saddles. They have crepe rub- 
ber soles and heels. 

The Tri-plex Shoe Stores are featuring 
at $6 a trouser crease oxford. It has several 
rows of stitching and roll sole. It is made of 
Russia calf. 

John Wanamaker is featuring white 
buckskin oxfords for women. They have 
five eyelets, a slender tip, and curved strap- 
ping of white calf, the leather also forming 
the lace stay and top band. They have low 
leather-covered Spanish heels, light hand- 
turned soles, and are priced at $16. For 
men this store is featuring white duck 
shoes with rubber heels and white oak 
soles at $4.90, white calfskin shoes at $6.40 
genuine buckskin at $10 with white soles 
and heels, and others with rubber soles and 
various black and dark tan trimmings. 
This store also features a sale of women’s 
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white low shoes. Included in the offerings 
are white canvas oxfords with rubber soles 
and heels, white canvas oxfords with black 
calf wing tips and trimming and rubber 
soles and heels, one-strap pumps in a com- 
bination of white canvas and black kid, 
white canvas oxfords trimmed with black 
calf, and white canvas oxfords edged with 
brown calf. The price is $1.90. 


New Ballet Slipper 


The Brooks Shoe Mfg. Co., of Philadel- 
phia, together with F. Leslie Clendenen, 
prominent dancing master of St. Louis, 
have perfected a new toe dancing ballet 
slipper, which will materially change the 
method of making of these slippers in this 
country. 

It is a common opinion of most dealers 
that a toe dancing ballet slipper should 
have a hard box toe, which is to be as hard 
as it possibly can be made. It has been 
found, however, that a “plaster paris” 
box toe of this sort not only destroys the 
strength of the toes but destroys the nerve 
tissues of the toes. Toe dancers have al- 
ways been more or less miserable on ac- 
count of pain while dancing in slippers with 
thisextraordinarily hard box toe, and danc- 
cing has been anything but pleasant under 
these conditions. 

The Brooks Company, in connection 
with Mr. Clendenen, has made a ballet 
slipper with a special toe that is firm 
enough to keep the shape of the shoe and 
allow the dancer real comfort while on her 
toes. This toe is firm and at the same time 
resilient. 





BROOKLYN 
Style Show Stimulant to Business 


Factories Running on Whites in Anticipation of Strong Call— 
Numerous Orders for Patent Leathers 


HE usual spring lull is apparent 

throughout the Brooklyn production 
center, but it is expected to be short lived 
this year. Some stimulation was provided 
by the Brooklyn style show and several 
of the firms that participated in the show 
report having booked more business at it 
than last year. Salesmen are now on the 
road and early reports from them indicate 
that the retail merchants are in a fairly 
receptive mood for new ordering. There 
is no indication of a boom, and as long as 
highly styled shoes are demanded there 
will not be many large orders placed far 
ahead, in the opinion of manufacturers 
here. 


White Kid Leading 


Several of the Brooklyn factories are 
now beginning to run on whites, mainly 
for stock shoes. Whites have been ordered 
sparingly from Brooklyn, but the produc- 
ers feel that there will be a strong call for 


them within the next month which will 
find stocks in a depleted condition. In fact 
a shortage of high grade whites is being 
predicted at present. As usual, white kid 
is leading all other materials in Brooklyn 
production. 


Many Orders for Patents 


Most of the manufacturers are standing 
pat on the models shown at the style show. 
Although orders placed at the show called 
for a number of browns in various shades, 
one of the surprising features was the 
number of orders for patent leather. The 
manufacturers here are hailing the return 
of patent with a good deal of enthusiasm 
as patent cuts up economically. 


Some Call for Ooze 


The situation in ooze is a bit peculiar. 
Although ooze, at present, is cheaper by 
the skin than kid, there is little difference 
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T.D.Barry Co. 
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'THE STETSON SHOE CO. (Inc.) 
Seuth Weymouth, Mass. 











HENRY LILLY CO. 
88-90 Reade St. New York 
AUCTION TRADE SALES 
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SHOES AND RUBBERS 
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FREDERICK S. PECK 


Worcester, Mass. 


Men's and Women’s 
Spert and College Shoes 
Boston Salesroom 
207 Essex Street 


WORCESTER 
HOWARD & FOSTER CO. 
Men’s and Women’s Welts 


Address all Communications to the 
Factory at 


BROCKTON, MASS. 
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in the cost when made up into shoes, as 
the waste in ooze, compared with kid, is 
greater and about offsets the price differ- 
ential. Despite the apparent shift in de- 
mand for ooze, Brooklyn shoe manufac- 
turers are not loading up on this type of 
leather. 


George W. Baker in West 


George W. Baker, head of the George W. 
Baker Shoe Company, and president of 
the Shoe Manufacturers’ Board of Trade 
of New York, which staged the Brooklyn 
style show is now in California on a busi- 
ness and pleasure trip. Mr. Baker left 
during the style show and probably will 
not return to Brooklyn before July 1. His 
tentative itinerary includes Los Angeles, 
San Francisco, Portland, Seattle and other 
Pacific Coast points with stops at Denver, 
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Omaha and Chicago on the return trip. 
His primary motive in making the trip 
to the coast is to look over the western 
situation where the Baker organization 
has many accounts. The firm is rapidly 
placing its Trail Blazer shoe in western 
stores and already has several Pacific 
Coast accounts handling Trail Blazers. 
In addition to this the Baker business on 
styled shoes is growing in the West. 


Four Generations of Bakers 


An interesting incident occurred in con- 
nection with the opening of the Brooklyn 
style show. Mr. Baker occupied a box 
and with him was his father, George 
Baker, his son, George W. Baker, Jr., and 
his grandson, George W. Baker, 3d, mak- 
ing complete the four generations of the 
family. 





HAVERHILL 


Planning for Boston Style Show 


Many Leading Manufacturers Already Entered As_ Ex- 
hibitors—Factories Continue On Busy Schedules 


CTIVE preparations are being made 

by Haverhill shoe manufacturers as 
regards representation at the Shoe Style 
Show to be held in Boston July 9 to July 12. 
The Haverhill section is under a similar 
plan to last year’s, in which several of the 
city’s leading houses will exhibit their re- 
spective lines of women’s novelty footwear. 
Thus far the list of exhibitors are as 
follows: Hazen B. Goodrich & Co., Chas. 
K. Fox, Inc., Rickard Shoe Co., Clare- 
mont Shoe Co., Kimball & Sherman Co., 
E. A. & M. C. Witherell Co., Collins & 
Staples, Hannahsons Shoe Co., Witherell 
& Dobbins Co., Harry E. Adams, Le Bos- 
quet-Moore Co., F. E. Adams, Outing 
Shoe Co., Dalrymple-Dudley Co. and 
Herman E. Lewis, Inc. 

There will undoubtedly be additions 
to this list and Haverhill will have a repre- 
sentative at the show worthy the posi- 
tion which the city occupies in the trade 
as a producer of women’s novelty shoes. 


Enlarging Factory Facilities 

Increasing demand for the women’s 
novelty turns made by Kimball & Sher- 
man Company has caused this concern to 
enlarge its plant. The offices are being 
removed to the upper floor of the building. 
The space thus obtained will be occupied 
as an extension to the cutting department. 
The stitching room has already been 
enlarged. 

When these changes have been com- 
pleted Kimball & Sherman Company will 
be enabled to increase its output by one- 
third. The popularity of the novelties 
shown by this house, including many ex- 
clusive patterns, is bringing to the Kim- 


ball & Sherman Company orders from re- 
tail shoe merchants in all parts of the 
United States. 


Factories Continue Busy 


Production in Haverhill shoe manufac- 
turing plants is about 80 per cent of full 
capacity, maintaining the proportion 
which has prevailed for several weeks past. 
Local plants are producing goods which 
are making a most favorable impression 
wherever shown and sold. These repre- 
sent advanced ideas of Haverhill pattern 
makers and designers. The demand for 
novelty footwear, which continues un- 
abated, brings to Haverhill business op- 
portunities which are being developed 
to the utmost. In short, Haverhill goods 
are at top notch of popularity as regards 
style and quality, and quantity, in all of 
which the city is making new records. 


Descendants of a 
Distinguished Ancestry 


A writer in the Haverhill Gazette under 
the caption, “Distinguished shoemakers,”’ 
mentions several old-time members of this 
craft who in later life became famous. 
Following a paragraph concerning the 
Quaker poet, John Greenleaf Whittier, 
who was a worker on the cobbler’s bench 
in his early days, the writer says: 

“Let me refer to Roger Sherman, ] 
sturdy patriot. Until 22 years old a 
shoemaker. In manhood one of the 
committee to draft the Declaration 
of Independence. A signer lawyer, 
United States Senator, a persistent re- 
sistant of the claims of the English 
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right to burden the colonies with a 
taxation without representation, and 
a staunch supporter of the newly 
formed constitution of the United 
States. Wisdom, mental strength, 
moral purity and consistent Christian 
living, graced the world in Roger Sher- 
man, the boy of the cobbler’s bench.” 


It is an interesting fact in connection 
with the above paragraph that the present 
day Roger Sherman, is a member of Kim- 
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ball & Sherman Company, shoe manufac- 
turers in Haverhill. He is a direct descend- 
ant of Roger Sherman, the sturdy patriot, 
and maintains the family tradition by 
“sticking to the shoemaker’s last.” 


New Member of Concern 
Charles Feehan has been admitted as a 
general partner to the Gorman Shoe Com- 
pany, a concern which is making women’s 
turn and McKay shoes. 





BROCKTON 


Orders Being Promptly Filled 


Manufacturers Well Prepared to Handle Immediate Orders 
in Men’s and Women’s Footwear 


ROUPS of factory operatives, who 

remained away from work in con- 

nection with the Brockton industrial situ- 

ation, are now returning and the various 

‘ departments of all factories are being oper- 
ated as usual. 

Brockton shoe manufacturing concerns 
are able to fill all orders promptly, whether 
these goods are to be made to order or 
taken from factory stock. Stock depart- 
ments are especially well equipped to take 
care of business from retail shoe mer- 
chants, who require shoes for immediate 
usé including: Summer oxfords and simi- 
lar lines of men’s and women’s welt foot- 
wear, which are being called for at the 
present time. These factory instock de- 
partments in the establishment of which 
Brockton was a pioneer, have proved of 
inestimable value to shoe merchants. 
Each season they are drawing more heav- 
ily on this convenient method of shoe pur- 
chasing. Many Brockton factory in-stock 
departments are being enlarged yearly 
to supply this growing demand. 


Manufacturer’s Opinion of 
Business 


A member of the Brockton shoe manu- 
facturing trade, who recently returned 
from an extensive trip covering the middle 
and far West, also points in the South, 
said in regard to his observations as 
weather affecting the sale of footwear: 

“Weather during the past three months 
has had a very unfavorable effect on the 
sale of Spring footwear. Unseasonable 
temperatures, which prevailed for many 
weeks in nearly all parts of the country, 
had the effect of shutting out many sales 
of Spring shoes which otherwise would 
have been made by retail merchants. 
Much of this lost business can never be 
regained. In fact, it is ‘water gone over 
the dam’ as one might say. Another un- 
favorable factor from the standpoint of 
the manufacturer and retail merchant is 
the consistent rising cost of doing business 
in making and selling shoes. These will 


naturally tend to advance prices of foote 
wear, a condition which is deplored alike 
by manufacturers and merchants. P| 


Some Favorable Conditions for Business 

“On the favorable side is the fact that 
there is more money in circulation than 
ever before. Skilled and unskilled workers 
as a rule, are steadily employed, and are 
spending money freely for all kinds of mer- 
chandise. There is work for all who are 
ready to labor at their trades or profes- 
sions. There is money in the banks avail- 
able for business development; there is 
every reason to look with confidence on 
the immediate future. Merchants, so far 
as my own business is concerned, are or- 
dering conservatively, however, preferring 
to take their business as it comes rather 
than to anticipate their wants by ordering 
months ahead, as in former days. To my 
mind this is a good business proposition, 
and one which makes for safety in shoe 
manufacturing and shoe selling.”’ 


Made a Director in Brockton 
Concern 

Garrett Drislane, for many years iden- 

tified in Brockton with the production of 

box toes and similar goods, is now asso- 

ciated with Thompson-Field Co., a con- 


. cern producing box toes and other spe- 


cialties for the shoe manufacturing trade. 
Mr. Drislane has been elected a director 
of the Thompson-Field Co. following the 
recent purchase of his business by this 
concern. 


New Concern Cutting Shoes 


Schwarz-Ruggles, Inc., Brockton’s new- 
est shoe concern, has begun manufactur- 
ing men’s welt shoes in the Ideal Shoe 
Factory in this city. Cutting is under way 
and finished goods will soon be coming 
through the plant. Bruno E. Schwarz is 
looking after the manufacturing, and Ever- 
ett S. Ruggles is in charge of sales. This 
concern is ineorporated under Massa- 
chusetts laws with a capital of $75,000. 
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FOR MEN ON THEIR FEET 
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Children’s Shoes 

















Soft Soles and Moccasins 


Ask your Jobber for our 
Goods. We DO NOT sell 
the retail trade. 


Newcomb-Anderson Shoe Co. 
ROCHESTER, N. Y. 








6é ELAM 99 
Flexible Turn Shoes 


For the Jobbing Trade Exclusively 
F.S. ELAM SHOE Co. 
ROCHESTER, N. Y. 

Boston Office, 181 Essex Street 
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INFORMATION 
for Shoe Merchants 


“WHERE TO BUY” constitutes a 
source of knowledge so that he who 
runs through these pages may read 
—and learn. 








BOOT AND SHOE RECORDER 


June 9, 1923 


BOSTON 


Colored Trims Stress White Season 


Harmonious Blending of Vivid Shades With White Increases 
Scope of Styles—Plain Whites Selling Well 


OMEN’S white shoes, in plain and 
W with varied-colored trimmings, 
stand out most prominently in the window 
displays of the Boston retail shoe mer- 
chants and give the impression that they 
dominate over other colors. Because of 
the marked contrast between white and 
shoes of many other darker shades, the 
footwear made of white kid, cloth, buck, 
and calf loom up conspicuously. 

Almost every retail merchant has a gen- 
erous display of whites, which is signifi-- 
cant that the demand is good. Whites in 
strap patterns, many bearing the cut-out 
style characteristic, make a splendid ap- 
pearance. Sandals and also lace oxfords 
are among the latest in white creations. 


Colorful Trimmings on Whites 


The color trend, so prominent in women’s 
footwear, has been used to stress the white 
season. Varied colors, sometimes applied 
to whites as trimmings and also used to 
give a saddle and apron effect, add con- 
siderably to the wide line of styles in whites 
for summer and sport wear. 

Demand for oxfords in two-tone lea- 
thers is very heavy and there is no indica- 
tion that the inauguration of the white 
season is the signal for cessation in buying 
these popular styles. 

Color combinations of black patent and 
gray suede, gray and brown, black and 
red, brown and beige and many others are 
enjoying good sales. They represent a wide 
field of style to the women. 


Whites Generously Displayed 


A survey of the window displays of higb 
grade retail shoe merchants including: 
Thayer McNeil Company, The Henry H. 
Tuttle Co., George H. Wirth Co., Gillett- 
Upton, Inc., and Hanan & Son, reveals 
generous exhibits of whites and whites in 
trimmings of red, green and blue. In most 
cases, heels are colored the same hue as 
the trimmings. Cut-out features this par- 
ticular style. Varied colored saddles, one 
striking color being a mahogany shade, 
offers a pleasing contrast to the white. 


Wide Assortment of Colors 


Models in gray, red, blue, green, beige, 
pale green, pink, black and many types of 
brown offer a wide choice. These vivid 
colors are meeting with favorable sales and 
are prominently worn by women for busi- 
ness as well asfor sport. Harmonious blend- 
ing of costumes and shoes inspires numer- 
ous sales to one person. Colored shoes 
worn in contrast to the color of the costume 
is noticeable and makes a striking impres- 
sion. 


Red Handbags Match Footwear 


A fact which seems to be significant 
that red is a strong favorite for women in 
shoes is that Mark Cross Co., leather goods 
concern, has recently displayed a riot of 
red leather goods including women’s hand- 
bags of cloths and leathers which go hand 
in hand with the wearers of red footwear. 

Representative of the window displays 
of the Regal Shoe Company, Arthur Wal- 
lace, William Filene’s Sons Company and 
other medium-priced stores of this type 
are the broad lines of whites with varied 
colored trimmings. Plain whites also offer 
good opportunities in style patterns but 
the dash of color offered in trimmings of 
red, blue, green, yellow and brown makes 
this type of white footwear more con- 
spicuous. 


Orders for Skating Boots 


Good orders for skating boots for next 
winter have already been booked. Kangaroo 
uppers and stout soles, welt sewed, are 
features of these boots. 

It is said that Boston is the largest 
center for the distribution of skates, as 
well as skating boots. Thedemand for both 
has steadily increased for several years. 


Tends to Increase Price 

Incidentally, sales of coat leather, both 
the wool skin, or sheepskin with the wool 
on, and the dressed skins, are mounting to 
new high totals. While retail shoe mer- 
chants are not handling sport coats of 
leather, yet the use of leather for sport 
coats tends to stiffen prices of leather for 
shoes. 

Also, it is said that about 80 per cent of 
the skating boots were for men, and 20 
per cent were for women and children, 
but. that this ratio is changing because 
more women and children are taking up 
winter sports. 


Novelty Leather Line 


The American Hide & Leather Co. is 
showing at its Boston office a handsome 
line of colored kid and calf leather, which 
it is making at its new factory in Peabody. 
The Company, by the way, is planning to 
make quick deliveries of new colors and 
finishes of leather to the shoe manufactur- 
ing trade. 


Tanner Makes a Change 
Frank J. Thomas, who recently resigned 
from the Ohio Leather Company of Girard, 
O.,is now superintendent of the tannery of 
the Chain Leather Company, Peabody, 
Mass., tanners of calf leather. 
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Unlimited Summer Novelties 


Many Gore Styles Popular—Suedes and Kids In Woodsy, 
Spicy and Ivory Shades Are Selling Freely 


of gore style shoes for summer, gores 
in the straps, gores in the quarter, and 
gores under the tongue—some of the gypsy 
style, with lattice fronts, some of the high 
throated oxford style and some of strap 
pump styles. 

Colors show a strong development of 
the woodsy shades, such as log cabin 
browns and grays; also field mouse, beige, 
bamboo and ivory, too; a use of the spicy 
shades, like nutmeg and cinnamon, and a 
steady cutting of patent leather, the shiny 
stock being brightened, in many instances, 
by the use of high colored leathers. 


I YNN novelty shops are making a lot 


Color Is the Keynote 


Several firms stopped making red, and 
like high colored shoes toward the end of 
May, but in a few instances, they had to 
start making them again. 

“Color is the thing,”’ says one salesman, 
“Buyers ask first if the color is right. 
And there is no more chance of selling 
shoes that are off color than there is of 
selling a purple cow.” 


Brogue Effect in Oxfords 


Fall samples continue to show a devel- 
opment of broguey types of oxfords, and 
a continuance of strap styles, especially 
slim straps, which are extended into over- 
lays on sides or vamps. But there is noth- 
ing new in boots, except the recommen- 
dation of a leading firm, made to its own 
retail stores, that boots be sold for morn- 
ing wear, his theory being that boots are 
more healthful for morning wear than are 
low cut shoes. 


Gold and Silver Leathers 


Tanners are coloring leather with gold 
and silver in Peabody shops, and the com- 
pleted skins look like materialsfor ajewelry 
store. The precious metal leathers are 
mostly for novelty. But some of them are 
for shoes. Tanners have a new method of 
making the gold and the silver finishes. 

Yet golden shoes are not new. Great 
Caesar wore shoes of gold. Even the soles 
were gold. That is luxury in footwear sur- 
passing even the dreams of present day 
designers. 

Rare Footwear 


At the factory of A. E. Little & Co., they 
are making dress slippers of hand made 
silk fabrics; also of machine woven satins 
from Lyons, of tango red suede, and jade 
geen suede, hand colored in tanneries of 
France, and, of course, of other fine ma- 
terials, too. 

From the Holy Land came these hand 
made silken fabrics, and thereby is a bit 


of a story. An American philanthropist 
visted the A. E. Little factories and farms 
last summer. He maintains a mission school 
in the Holy Land as a memorial to his 
father. In this school, he had some silken 
fabrics woven, with that skill in designing 
and coloring that comes down from the 
days of the glory and the wisdom of Solo- 
mon. Some of the fabrics he sent to the 
A. E. Little factory and they are being 
made into shoes for American women to 
wear. Of course, but a few pairs of them 
can be made. 


Rainbow Colors in Satin 


Some of the satins, from the looms of 
Lyons, were designed especially for A. E. 
Little & Co. One of them reflects a rain- 
bow of delicate colors. Its surface looks as 
if it were covered with the minutest beads. 
But it is all woven fabric. 

The tango red from France is a flame 
color of rare hue. One shoe is made with 
a patent vamp, and a quarter, a strap and 
a heel, of this tango suede leather. Like- 
wise are the jade green suedes used. 

The designs, by the way, are brought 
from Paris weekly, and besides the strap 
patterns amongst them, there are some 
fascinating gore styles. 


What of the Fall? 


“T am still reading the signs of the fall,”’ 
says one shoe man. ‘““We won't know for 
sure what the styles will be for fall until 
after the big show in Boston.” 


Higher Heels 


Heels are getting higher again, and the 
the 16-8 seems the leading style in late 
summer and early fall novelty lines. 


Effect of Longer Skirts 


“Some skirts have got into the street 
sweeping class,”’ observes a Lynn designer. 
“That means higher heels, to keep the 
hems of skirts above the filth of streets. 
Besides, long skirts and low heels make 
an ugly combination.” 


Boots with Longer Skirts 


“Tf long skirts run in the fall,” says one 
Lynn manufacturer, ‘““We expect to sell 
more boots. But we haven’t a boot sample 
in our line at the moment. We figure that 
hems of long skirts, if worn, will get wet 
on stormy days, and that women will need 
boots to keep their ankles from the damp- 
ness of wet hems of skirts. Some say that 
arctics will suffice. But we say that women 
will keep on their skirts, even though they 
take off their arctics, when they go into 
the house, a hall, theatre or church, and 
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Engraving and Printing 

















ATLANTIC PRINTING CO. 
Shoe Printers 


Tear out this ad and mail for details of 
our Special Printing Service for 
the Boot and Shoe Trade 
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Standard Shoe Materials 

















T. W. GODSOE, Pres. F. E. JONES, Treas. 
W. G. DONALD, Vice-Pres. 


F. E. JONES CoO. 
FANCY COLORS 


MAT KID 


95 SOUTH ST. BOSTON, MASS. 
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Blach Glazed Kid 











The One 
Waterproof 
Leather That 
Takes and Re- 
tains a Polish. 


CREESE & COOK ©:0. 
Ta: neries at Danverspert 95 Seuth St., Beston, Mass 








COATED GEM DUCK 


ADHESIVE BACKING CLOTH 
Rubber and Leather 
Dry Foot Welting 
Sheet Rubber Soling 


B. F. CHAMBERLIN 
184 Summer St. 


Formerly Walpole Shoe Supply Co. 





THOMPSON-FIELD COMPANY. | 


PAAKERS OF HIGH GRADE SHOE SPECIALTIES 
1064 MONTELLO STREET 























DO YOU KNOW? 
that you can buy it—or 
sell it—through the 
“Where to Buy”’columns. 
This feature in its quick 
service is a time saver in 
meeting immediate needs. 
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so will need the protection of boots against 
wet hems of skirts.” 


Some New Cushing Shoes 


The Cushing Shoe Co. is getting good 
orders on its gore style shoes, which it 
showed last month, and is adding new pat- 
terns of gore styles to its samples. It has 
both gypsy oxfords, and strap styles. The 
oxford styles show lattice fronts, either cut- 
out or inlaid, the inlays being of contrast- 
ing colors, as, for instance a red kid inlay 
on a patent vamp. However, the delicate 
shades of suedes are much more used for 
Cushing shoes. Many of them are trimmed 
with smooth finishing leathers of corres- 
ponding colors. 

In the fall sample line, the Cushing Shoe 
Co. is featuring oxf ords, of light tan calf 
and kid leather, made over lasts of squar- 
ish toes, and have nail-head inlays along 
the vamp and quarter seams. These inlays 
are square, and about the size of the 
head of a board nail. They are inlaid with 
leathers of contrasting color. 


Many Gore Styles 


Cruise & Sullivan are making five types 
of gore style shoes—patent, suedes and 
kids in the new colors. One of these types 
is a high throated gypsy, with lattices on 
either side of the gypsy seam. The gore, 
which is U-shape, is set into the side of the 
shoe. Another of these new types of gore 
style shoe is a pump, with a lattice front, 
the lattice being fastened to the quarter 
by straps of leather and elastic webbing. 
The gore connects the strap with the quar- 
ter. This shoe slips on to the foot like a 
regular pump, and the gore holds it 
snug at the heel. It also keeps the lattice 
front smooth down to the instep. 


Shoes! That’s All 


The passenger automobiles that Cruise 
& Sullivan send to New York loaded with 
shoes had the attention of prohibition 
agents the other morning. Just as the dawn 
was breaking, two cars, approaching New 
Rochelle, were halted by prohibition agents. 
They said that the wooden packing cases, 
loaded inside, as well as strapped to the 
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running boards, looked interesting, if not 
suspicious. So they opened the cases, and 
looked over their shoes to their heart's 
content. Indeed, they got enthusiastic over 
the styles, and asked where similar shoes 
could be bought. 


Patents and Colors 


T. J. Kiely & Co. are making novelty 
welts for summer for women and growing 
girls. They include the high colored shoes 
for early summer, ivories and beiges, and 
like colors for late summer, and, also pa- 
tent leather shoes, with color trimmings, 
for late summer or early fall. This line of 
shoes, of patents and vamps, shows both 
oxfords and strap pumps, with trimmings 
of red, blue, green, ivory, beige, log cabin 
or other colors that buyers may select. On 
the strap styles, the straps are of colors, 
while vamps and quarters are of patent 
leather. On the oxfords, tips of the ribbon 
style, overlays on the vamps and quarters 
or inlays on the sides, are of colored lea- 
thers. Also, the firm has a strong line of 
brown calf oxfords, all welt sewed. 


A Fisher Specialty 


A. Fisher & Son are making a line of 
shoes that recommend themselves to shoe 
merchants who fit the feet of women, who 
by reasons of health or infirmities, must 
have the maximum in comfort footwear. 
These shoes are made over roomy lasts 
with plump, soft kid uppers. But it is from 
the bottoms that the comfort and support 
comes. These bottoms have a plump out- 
sole, that protects the foot against cold 
and dampness, a spring steel shank, riveted 
to insole and outsole, to support the arch, 
also an arch supporting counter of sole 
leather, and a leather covered cushion felt 
insole, to make a soft, easy tread for the 
foot. Also, the heel has a cushion tread 
rubber top lift- 


Bender Fall Samples 


The Bender Shoe Co. is getting reads 
its fall sample lines. Broguey style oxfords 
of brown calf leather, lead in the patterns 
so far. Boots will be made in staple styles 
on order. 





BALTIMORE 


Warmer Weather Causes Buying 


Marked Preference for White Footwear Direct Result of Sea- 
sonal Weather—Colors Selling but Not So Freely 


HE arrival of hot weather during the 

latter part of May and early June 
proved to stimulate trade for the retail 
merchants. Following an unusually cold 
spring, the public was ready to buy as 
svon as the weather became warmer. In- 
dications now are that the hot weather 


has come to stay and that good business 
will continue. 

All the retail shoe merchants are busy 
and large increases in business are reported 
on all sides. Retail merchants are going 
after business with a vengeance. They are 
doing a great deal of advertising, some of 
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which is unusually attractive. A great 
many of the houses are featuring only one 
model in the display advertisements and 
good results are reported. 

A great many of the Baltimore shoe 
men attended the recent style show in 
New York, and returned to Baltimore en- 

. thusiastic over the prospects for big 
business. 


Demand for Colors Waning 


In the women’s lines a great many of 
the highly colored reds, greens and blues 
are being sold but at some of the stores, 
especially those who cater to the highest 
grade trade, the demand for goods of this 
kind is reported to be showing some de- 
cline. In place of the high colors many 
whites are being sold and the customers 
want the highest grade shoes. The indica- 
tions are that there will be an increasing 
demand for white and many of the buyers 
look for it to be the best year they have 
ever had in this line. 


Business is Booming 


Practically everything in the women’s 
footwear line is meeting with marked suc- 
cess and the volume of business continues 
to grow day by day. 

At Joel Gutman & Co., C. G. Dixon, 
buyer for the women’s shoe department, 
reports that the demand for white is now 
well under way. There are many calls for 
all white and white linens with colored 
kid trimmings. The women customers, Mr. 
Dixon said, wants the best grade of white 
shoes and many of them are getting them 
in place of the highly colored goods. 


Blues Gaining in Popularity 


In the high colored footwear, Mr. Dixon 
says that there has been a general turn- 
about. At first the demand for the reds 
was far in the lead, but now this color has 
taken the last place and the demand is for 
blue, green and red, in the order named. 
The Dr. Kahler shop, conducted by Joel 
Gutman & Co., is doing an excellent 
business. 
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At other stores the demand for white 
is also growing at a rapid pace and at 
some of them, the vivid colors are said to 
be less popular. This does not mean, how- 
ever, that the bright colors are not selling 
because they are. More of them are seen 
on the streets than ever before and many 
buyers are of the opinion that when the 
women come out in their white dresses 
for summer, many of them will want the 
reds, greens and blues. 


Men’s Whites Selling Well 

Retail shoe merchants selling men’s 
footwear are doing an excellent business. 
There is a general demand all along the 
line with white showing marked improve- 
ment. A big white season is anticipated. 
The indications are now that it will break 
all previous records. Crepe soles also are 
in good demand. 

According to B. F. Wilson, buyer for 
the men’s shoe department of The Hub, 
the tendency is still for the French last. 
He reports that brogues are selling fairly 
well and there is a good run on the crepe 
sole sport oxfords, of which he is carrying 
a large and varied stock. In white he is 
making a feature of calfskin. This number 
is selling very well. There is a good call 
for these in leather soles. 

In the men’s business, Mr. Wilson 
pointed out, shades of leather is an im- 
portant part of the trade. The demand 
today is for tan with a great deal of color 
and as a result the subdued shades are not 
in as great demand as previously. Sunset 
brown is a big selling tan shade. Patent 
leathers are in strong demand. 


Good Method to Inspire Sales 

Mr. Wilson has his sales force making 
a big drive on companion shoes. As a 
result some excellent business is being 
done. When a customer purchases a tan 
shoe on a certain last he is shown a similar 
shoe in patent leather or calfskin. In a 
great many of the cases this action on the 
part of the store results in the sale of two 
pairs instead of one arid frequently it 
brings about three sales instead of one. 





BUFFALO 
Footwear and Hosiery Colors Match 


Broad Assortment of Colors. An Influence in Women’s Buy- 
ing—Splendid Summer Season Predicted 


DEAL weather and the influx of thou- 
sands of Canadian visitors on Victoria 
Day, contributed to make business de- 
cidedly brisk for Buffalo’s retail shoe mer- 
chants during the last week of May. 
“We are selling everything,’ was the 
way one merchant put it when questioned 
as to what particular type of footwear was 
enjoying the best sale. And this, evidently, 
applies to all the shoe merchants, for to 
stroll along the main thoroughfare is to 


witness the widest variety of styles adorn- 
ing the feet of women. Nothing seems to be 
too extreme for them this year. 


Colors Very Popular 


Merchants, who were skeptical as to the 
sale of fancy colored slippers, and who 
hesitated about ordering more than a few 
pairs, have had the surprise of their busi- 
ness careers. The women folks are “‘tak- 
ing’’ to these novelties in a way that was 
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not anticipated even by the more optimis- 
tic dealers. And the sale of this type of 
footwear has served to stimulate the sale 
of hosiery for there’s not a pair sold with- 
out stockings to match, usually several 
pairs of them. 

Advance sales of summer footwear have 
so far been confined to the department 
stores, although the opening of the resorts 
means the opening of the white season. 
From all indications one of the best sum- 
mers is in sight that the shoe men have en- 
joyed in several years. Money is plentiful, 
as shown by the bank clearings, while the 
trolley strike, which put a crimp in busi- 
ness a year ago, has been forgotten. 


Tour Western New York 


E. C. Airey and I. D. Johnson represent- 
ed W. H. Walker & Co., wholesalers and 
manufacturers, 33 Franklin Street, on the 
four-day industrial tour of cities and towns 
in Western New York, from May 15 to 
May 19. This annual trade excursion is 
conducted by the Buffalo Wholesale Mer- 
chants and Manufacturers’ Association of 
the Chamber of Commerce and is for the 
purpose of getting acquainted with cus- 
tomers throughout the treritory served by 
local houses. No orders were taken on the 
trip. 


Henry Clay Store Opens 


A branch of the “Henry Clay’ shoe 
store chain was opened at 15 West Chip- 
pewa Street on May 14, featuring men’s 
shoes at $3.50. The store is in charge of 
John P. Jones, who was formerly con- 
nected with the Wm. H. Oppenheim store 
at 564 Main Street. 


Ira D. Johnson President 


Ira D. Johnson of the W. H. Walker 
Company, was elected president of the 
Buffalo Association of Credit Men at the 
annual meeting of the organization, held 
on May 23. 


Improvements at Heuser’s 


Improvements made in W. C. Heuser’s 
Economy shoe store at 218 Central Ave- 
nue, in the Heyl block, Dunkirk, N. Y., 
have added an air of distinction to the es- 
tablishment which is most pleasing. The 
entire interior has been decorated in a 
lighter color and new fixtures installed. 

The show window has also been re- 
constructed, finished in mahogany and is 
one of the most attractive windows in the 
city. Mr. Heuser is one of the veteran shoe 
dealers of the city, having been in busi- 
ness in Dunkirk for about 40 years and his 
establishment enjoys a large patronage. 


Stresses Correct Fitting 
Many shoe merchants, managers of 
shoe departments in the big department 
stores and clerks employed in such es- 
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tablishments, took advantage of the three- 
day course of lectures recently given at the 
Lafayette Hotel through the educational 
department conducted by Dr. William M. 
Scholl, the noted foot specialist of New 
York and Chicago. 

Dr. J. F. Bolen, one of Dr. Scholl's as- 
sistants, was the lecturer. He explained 
the construction of the foot, the ills to 
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which it is subject and the correction of 
foot trouble. He also laid emphasis on the 
correct fitting of footwear and hosiery, as 
well. He declared that it was imperative 
for those engaged in the shoe business to 
acquire as much knowledge as possible re- 
garding the anatomy of the foot as it was 
this sort of service that the general public 
was constantly seeking. 





ROCHESTER 


Strong Preference for Grays 


Sandals in All Vivid Colors Still Enjoying Generous Sales— 
White Season Slow in Opening 


PERFECT Saturday preceding 
Memorial day, brought throngs of 
shoppers into the stores for holiday foot- 
wear, and retail shoe merchants enjoyed 
one of the best weeks of the year. 

During the past two weeks there has 
been an unprecedented demand for gray 
footwear. Colored kid sandals are selling 
well, but as yet there has been little de- 
mand for white footwear, either in com- 
bination or all white patterns. 


Nominated for Ad Club Head 


William Pidgeon, Jr., has been named 
by the nominating committee of the 
Rochester Ad Club as one of three candi- 
dates for president of the Ad Club. Mr. 
Pidgeon has been a member of the Ad 
Club for a number of years and has always 


been active in all the activities of the 
organization. 

During the past two years, Mr. Pid- 
geon has served as one of the vice-presi- 
dents of the club. 


Store to Build Addition 
A six-story steel and brick addition to 
the Mercantile Building will be started by 
the Sibley Lindsay & Curr Co. this sum- 
mer. The addition will provide additional 
store and office space. 


C. E. Shields Visits East 


C. E. Shields, proprietor of the Shields 
Boot Shop, is visiting in the Eastern mar- 
kets looking over styles for fall and also 
endeavoring to pick up some gray stock 
shoes for immediate use. 





SALEM, MASS. 


New Feature for Babies 


“Try-To-Walk” Shoes of Popular Shades Offer Advantages 
Because of Helpful Characteristics 


HE Little Witch Shoe Company has 

made up a fall and winter sample 
line of its ““Try-To-Walk”’ shoes for babies 
in both service and dress types. Strap and 
oxford styles, and boots are among them, 
and they are in all the popular shades, in 
combination as wéll as unit colors. 


The feature of these shoes is a double 
sewed chrome sole, with a non-slip surface. 
The soles bend with the feet. There is just 
enough substance to them to make a firm 
foundation for the foot of the youngster 
who is learning to walk. The bottom does 
not stretch, and let the foot down. 


Besides its “Try-To-Walk”’ shoes, the 
Little Witch Company shows a long line of 
dress shoes, slippers, moccasins, carriage 
boots and nursery slippers and boottees. 

This sample line has been spread at the 
office which the Little Witch Shoe Com- 
pany has just opened at 1265 Broadway, 
Room 305, New York City. 


McGrath, O’Donnell Shoe Company 
Salem, are finishing up a run of summer 
shoes, chiefly strap styles in patent leather 
for growing girls, misses and children, and 
are starting to make boots, oxfords and 
strap styles for fall and winter, chiefly of 
brown calf leather. Eugene O’Donnell, 
salesman for the firm, has recently re- 
turned from a trip among big cities of the 
West, bringing with him a good volume of 
orders from wholesale merchants. 


To Sell Goods Abroad 
William F. Wilkinson, of the Wilkinson 
Counter Company, Salem, has gone to 
Europe. His firm exports a considerable 
quantity of counters, and shoe stock. 


Recovers from Operation 

Neil Stevens, treasurer of Daniel Glover 
Shoe Company, has recovered from an 
operation for appendicitis. 
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Hashion’s Latest Whisper 
will be interpreted at this show— not only will all 
of the up-to-the-minute Style Tendencies be 
shown—but Styles and Fashions six months ahead 
of time will be on exhibition. 


The Style appeal is the one big appeal. If you knew just what Styles 
were going to sell during the coming Fall and Winter—it would be 
money in your pocket — Come to this 


Style Show —See the Styles — the Style 
Tendencies — meet all the other live 
retailers —~See the new ideas all the 
different manufacturers will show at 
their booths —~and remember that with 
all the Style — Quality will still be the 
Keynote. 


QUALITY SUCH AS ONLY 
NEW ENGLAND MAKES 
That Quality which has made New England shoes 
famous for years—That quality which is so widely 
imitated but never equalled. New England 
Quality shoemaking is more than a tradition — 
it is a fact. 
Come to this Show and see the very highest 
examples of New England Quality 


Shoemaking ever shown. 


COMBINE BUSINESS 





/3hwou Guby 910112 


VACATION LAND AWAITS YOU 


COME AND SEE HOW 
New England Shoes are Made 


See the— 
DEMONSTRATION OF TANNING MACHINERY 


Actual working process. 
See— 


A SHOE FACTORY IN FULL OPERATION 


Showing all the operations going into the making of Quality Footwear. 


See the— 
DESIGNING OF LASTS 


Lasts over which your shoes are made. 
See the— 


MAKING OF PATTERNS 


See how new styles are originated—drafted and developed. 


See— 

INTERESTING EXHIBITS 
of up-to-date Findings and Shoe Accessories in different 
stages of manufacture as well as the finished product. 


See— 

THE STYLE SHOW 
A real live show—beautiful girls—living models—wonder- 
ful gowns—newest ideas in Footwear—a show of “pep” 
and “‘punch.” 


See the Interesting Exhibit of— 
RUBBER AND CANVAS FOOTWEAR 


STYLE ON PARADE 
A style parade that allows you ample time to study the 
Style effects on living models. 
Combine business with pleasure— Boston and New 
England await you. A trip to the world’s greatest 
shoe market at this time will pay you dividends. 


WITH PLEASURE 








Come oh ergo oa 
dSsechanics 


by 9-101112 


The Capital of Vacation Land 
Awaits You 















Within a twenty mile radius 
of Boston are the most won- 
derful vacation spots in the 
world—Seashore—Lakes—Hills 
—Valleys—all the beauties of 
Nature and all the outdoor 
pleasures await your choosing. 








teeny 





Golf, salt and fresh water bathing, boating and fishing—wonderful 
roads for motoring. Boston has the largest and finest Park System 
in the world. The Fenway, Middlesex Fells, and the Arboretum, 
are worth a trip to Boston. . 


See the Boston Style Show 
and spend your vacation in 


iy New England. It will pay 





Make Your Hotel Reservation Now 


TOLMAN PRINT, INC. 
BOSTON—BSROCKTON 





& SHO 
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Km TRAVELER ® 


(This Department is conducted by Helen M. Har ey, Associale Editor) 


I. CG. GC. Hearing June 20 


Pullman Surcharge under Fire; N.S. T. A. to Be 


Interstate Commerce Commission 
on June 20 at Washington. The 
National Shoe Travelers’ Association will 
be represented by President Frank J. 
Weber and Secretary T. A. Delany. This 
hearing is to hear testimony on the pro- 
posed repeal of the 50 per cent surtax on 
Pullman rates. 
The claim is made that at the time this 
surtax was levied, it was tolerated merely 


\ HEARING is to be held by the 








GEORGE R. HASTINGS 


Who covers Eastern Pennsylvania for the Marion 


oe Co. 





as a means of raising money to help our 
soldiers and sailors of the Great War. Now 
that the Armistice has been signed for 
some five years and all necessity for this 
surtax having been removed, it seems fit- 
ting to the National Shoe Travelers’ As- 
sociation and to the Interstate Commerce 
Commission, which last-named body has 


Represented 


requested this hearing, that the surtax be 
removed. 

And it is further claimed that while the 
railroads have promised several times that 
this surtax would be removed no action 
has been taken. Therefore, at the June 20 
hearing, the whys and wherefores of the 
matter are to be thoroughly discussed. 
The N.S.T.A. folks are preparing a strong 
argument against the continuation of this 
taxation. 


Hastings Selling Marion 
Shoes 


The many Pennsylvania friends of 
George R. Hastings will be glad to learn 
that he is now representing the Marion 
Shoe Company in the eastern part of the 
state. His first week’s sales put him among 
the top notch Marion salesmen for that 
week. With his new line of fall samples Mr. 
Hastings is building many attractive 
styles for his old customers and friends. 


Veteran Makes Final Trip 


Justus W. French, noted salesman of 
other days, died at the Lynn, Mass., 
Home for Aged Men, aged 90 years. He 
traveled for 50 years and more, as sales- 
man for Amos F. Breed, Morgan & Dore, 
B. F. Deak and other Lynn firms. He was 
a descendant of Priscilla Alden, of Puritan 
fame, and he was born in Winsor, Me. In 
his old age, he was an invalid, blind, and 
confined to his bed for a long time. 


Good Orders from Middle 
West 

Eugene O’Donnell, of McGrath, O’Don- 
nell Shoe Co., Beverly, Mass., has re- 
turned from a trip through the Middle 
West, with good fall orders for shoes. His 
line is made up of McKay shoes for grow- 
ing girls, misses and children, and his 
orders call for both boots and oxfords, 
chiefly of brown calf leather, with heavy 
soles and taps, and rubber heels. 


ArthurC. Golden with Crooker 
& Morse, Inc. 


Arthur C. Golden, better known among 
his pals in the shoe trade as “Goldie,” has 
recently joined the selling force of Crooker 
& Morse, Inc., manufacturers of high- 
grade welt footwear for women, with fac- 
tory at Bridgewater, Mass., and sample 
room at 183 Essex Street, Boston. Through 
his knowledge of the shoe business, gained 








ARTHUR C. GOLDEN 
Now with Crooker § Morse, Inc. 





by upwards of twelve years’ experience 
selling on the road, first with Zeigler Bros. 
of Philadelphia and the last twelve years 
with Utz & Dunn of Rochester, N. Y., 
Goldie has become acquainted with prac- 
tically all of the buyers in the territory 
including New York State and New Eng- 
land. His home is in Peekskill, N. Y. In 
addition to his proficiency in shoe selling he 
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‘Constant Comfort 


‘‘America’s Best Comfort Shoes’”’ 












Made where turn comfort shoes are 


best and most economically 






























produced. 






Shipped from three stock depart- 
ments --- 24 hour service — 
Auburn --- St. Louis --- Los Angeles. 








Can you beat this combination ? 





No. 90R — Black Kid Oxford, ) *% Wingfoot Heel. 
™n Stock — Auburn, C to EE; St. Louis, C to EE; 






















Los Angeles, C to E....... $2.25 
e - , 
este = eee Kid Two Strap %and_!, 12-8 No. 91R = Same Style = Plain Toe. ? . 
e : > In Stock — Auburn to St. Louis, C to E; 
In Stock Auburn, AA to E., St. Louis, AA $3.58 Let hanson, C to EL... $2.28 


Los Angeles, A to E 

No. 47R — Similar Style in Next Grade.,Without 
Ornament. 

In Stock — Auburn, AA to E., St. Louis, A to E; 
Los Angeles, B to E $2.50 












No. 49R Best Quality Black Kid One Strap 
Pump, 12-8 Wingt yt Heel 










In Stock — Rubern AA to E; St. Louis, No. 62R — Black Kid Oxford, 12-8 Wingfoot Heel. 
\ to E. .«-$3.35 In Stock — Auburn, B to E; St. Louis, B to E; 
No. 749R — Same Style in Havana Brown Kid. Los Angeles, B to E.. +» $2.65 
In Stock — Auburn, A to D; St. Louis, A to D; No. 66R — Same Style with ‘Stock Tip. 

Los Angeles, A to E..... $3.60 In Stock — Auburn, B to E...... oe YS) 





Best Quality B k Kid Oxford, 13-8 





Aburn, A to D; St. Louis, A to D...$3.75 


No. 752R Same Style in Havana Brown Kid 
In Stock Auburn, A to D; St. Louis, A to D.$4.00 


















No. 478R High Grade Black Kid Oxford, 11-8 No, g7R — Black Kid Two Strap Sandal, 12-8 
No. 86R Black Kid One Strap Sandal, 9-8 og oe Heel. CE: Se. I Wingfoot Heel. 
Wingfoot Heel n Stock — Auburn, AAA-A to C-E; St. Louis, 7 ae E; S vis, A to E 
In Stock — Auburn, B to E; St. Louis, B to E; AAA-A to C-E; Los Angeles, AAA-A to C-E...$3.35 °" Tues — Andere, AA + corm A ee 
Los Angeles, C to E $2.10 No. 878R — Same Style in Havana Brown Kid. No. 387R — Same Style in Next Grade. 
No. 386R — Same Style in Next Grade. In Stock — Auburn, AAA-A to B-D; St. Louis, In Stock — Auburn, B to E; St. > B to E; 
In Stock Auburn, C to E; St. Louis, C to E.$1.85 AAA-A to B-D.... cece Ele GMA, BD GD Bscesccccniman coven $2015 









“COMPLETE LINES’ of Oxfords, Strap Sandals, Boots and Juliets Always IN STOCK”’ 


AULT-WILLIAMSON SHOE CO. Menderes: Auburn, Me. 


ST. LOUIS STOCK DEPT. 414 NORTH 12th STREET BOSTON OFFICE, 139 LINCOLN STREET 
LOS ANGELES STOCK DEPT., 109 E. 8th STREET 
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has another, perhaps more important as- 
set consisting of a smile and genial per- 
sonality which not only does not wear off 
but improves with age. 

Charles C. Ferrers, who covers impor- 
tant cities on the Atlantic seacoast in- 
cluding New York City and the South, 
with the line of Crooker & Morse, Inc., has 
been at the Boston headquarters the past 
week. 


Mead with Weil & Co. 


William Mead, for the past nine years 
with Smaltz Goodwin, Philadelphia, is 
now with S. Weil & Co., Inc., makers of 
women’s footwear, of Brooklyn. Mr. 
Mead, well known as a shoe salesmen for 
many years, is covering the South, South- 
west and Far West for the Brooklyn manu- 








WILLIAM MEAD 





facturers and in addition will make Phila- 
delphia, Washington and Baltimore in the 
East. Mr. Mead’s line includes high-grade 
turns and welts and he is meeting with 
splendid results in territory which has for 
years been familiar to him because of his 
connections with the shoe industry. He is 
accustomed to handling big business in a 
big way. 

Mr. Mead has left on his first trip in his 
new connection and was accompanied by 
Emil Weil of the Company. They went to 
California together where Mr. Weil will 
be one of the speakers at the California 
Shoe Retailers’ Convention to be held at 
San Francisco. 


Frank Terhune on Road 


Frank Terhune, salesman for V. K. & 
A. H. Jones & Thomas, is on a trip among 
big cities, with a new line of samples for 
late summer and early fall. 
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SALESMEN wi? sl. WHOLESALE 





Large Buyers Seek Conserva- 
tive Styles 
OME of the leading salesmen selling 
the wholesale shoe trade and volume 
buyers state that the larger buyers are 
leaning towards conservation in the matter 
of styles, colors and methods. One sales- 
man, selling this trade through the South 
and West, states that there have been more 
radical tendencies evident the past year 
and particularly in the past six months, 
than in any previous period in the history 
of the trade. While conditions are ab- 
normal prior to the furore created by 
styles and ideas as aresult of Egyptian 
discoveries, the Nile trend stimulated 
unprecedented vagarism and there is no 
extreme to which producers of style have 
not resorted. The rapid appearance and 
disappearance of styleshave beensuch that 
some orders placed by wholesalers would 
be canceled before they could reach the 
retail merchant. 
Mahogany and Tan Calf 
These salesmen state that the large 
volume buyers are, as a result, showing a 
feeling of uncertainty about stocking up 
their shelves with such merchandise and 
are becoming more interested in styles 
such as the mahogany oxfords for light 
wear and tan calf or side leather for 
heavier wear. Also, patent leather oxfords 
with medium toes and satin slippers. 


Elisha James with J. Brown 
& Sons 
Elisha James, who for some years sold 
the line of Leonard, Stevens Co., of Bel- 
fast, Maine, has recently become associat- 
ed with J. Brown & Sons of Salem, Mass., 
large manufacturers of misses’, women’s 
and children’s McKays and welts, with 
Boston office at 173 Lincoln Street. Few 
men of the wholesale trade are more wide- 
ly known than Mr. James and he has for 
some years carried the lines of leading New 
England shoe manufacturers. He has 
many friends in all parts of the country 
who will wish him success. 


Woodruff in the West 
“Babe” Woodruff is making a trip 
through the West with the line of Tuttle- 
Genstil Shoe Company of Everett, Mass. 


Another Woodruff in the 
Field 
F. S. Woodruff is now on the road with 
the line of the Trotter Shoe Company of 
Chelsea, Mass. This is a comparatively 


new concern making a line of high-grade 
women’s shoes. 


E. B. Hall Moves Office 
E. B. Hall, of the Salem (N. H.) Shoe 
Company, formerly located on Summer 
Street, Boston, has moved his office to 207 
Essex Street. Mr. Hall recently returned 
from a western trip. 


Stevens on Western Trip 
W. O. Stevens calling on western buy- 
ers with a line of women’s comfort shoes 
and men’s slippers of the Ferguson Bros. 
Co., with factory at 2121 Washington St., 
Boston, Mass., is now in the West. 


Out with Maine Line 
E. J. Rafter and Harry Rice of 139 
Lincoln Street, Boston, are making a trip 
through the West and South with the line 
of Carroll-Jellerson of Norway, Maine. 


Southern Buyers in Market 


Among the buyers recently in Boston 
were Messrs Forward and Weaver of the 
Guarantee Shoe Company of Birmingham, 
Ala. Mr. Weaver is the buyer for the 
wholesale department of the Pacific Coast 
for that company. 

Other buyers registered during the past 
week were August Levy of Charles Meis 
Shoe Co., Cincinnati; E. M. Boyd, Ft. 
Worth, Tex.; R. B. Griffith, Hamilton, 
Ont.; J. Comas, Havana, Cuba; C. B. 
Short and G. R. Bessey of Los Angeles; 
Angel Perez of New York; A. Metzer of 
Philadelphia; W. J. Johnston of the 
Plymouth Shoe Co., Seattle, Wash.; T. R. 
Mara of Hamilton-Brown Shoe Co., St. 
Louis; And I. S. Farbstein of Barr & 
Fuller, St. Louis. 





Straitoe for Deformed Feet 


A device, patented by the Straitoe Co., 
Inc., New York city, selling for $2 per 
pair, claiming to make feet shapely, 
straighten toes, reduce enlarged joints and 
banish bunions, is enjoying good sales in 
many retail shoe stores. 

The article is called Straitoe and is so 
designed that it fits into a sock and is 
adjusted to the comfort of the wearer. 

Straitoe is an insole with an adjustable 
toe brace and best results are obtained 
when it fits the shoe snugly. As the inven- 
tion gradually corrects the foot deformi- 
ties, it is adjusted so that its braces are 
continually accomplishing the definite 
purposeof straightening the affected parts. 
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FLOWER, FGITY KID 





LE 
SS Zz liz 
mS a SQ P 
SS Ze 
fA SS is 
if ( TN 
y Y 


A Geiatuatl 
to submit samples § 





9° Ceccccce# 


Oscar Scherer & Bro, Inc. 


ORIGINATORS OF AND LEADERS 
IN FANCY COLORED KID 


29 Spruce St., New York 


FACTORY AT NEWARK Nv. 
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. for 
Warm Weather Wear 


VERY shoe merchant now knows that this is to 

be a very popular “white” season. ‘There are 
certain dainty Summer costumes which cannot be 
worn with anything else but white footwear. 







Our “In-Stock” Department is ready to supply you 
with clean, fresh, dainty Sandals, Straps and Oxfords 
in a wide variety of popular styles. The numbers il- 
lustrated on the reverse side are offered with the idea of 
giving you a well rounded selection of styles, complete 
enough to please and yet thoroughly conservative. 








By ordering all of these styles in a 
full run of sizes, you will have on 
hand a display of white footwear 
that will meet all requirements. 











Write for Complete Catalogue 


GENTRAL SHOE Go. 








MANUFACTURERS 
ST. LOUIS 





















A selection 
of the new- 
est patterns 
to meet your 
summer 
demands 


. ‘ » 2030-—Wos. Wht. Clo. Olney Sandal, Stay Tip, Wht. 
5081 Wes, Wht. Cab. Anita Strap, Pat. Lea. Stay Cab. Trim., 1'4 in. Mil. Cov. Wood HI., Imt. Turn. 


Tip, Pat. Lea. Trim., 1% in. Cov. Louis Wood pa a. 21, 4 
Hl., Imt. Turn, Cora Last. A 4-8, B 3-8, C&D In stock Lark Last. A 66, 8 96, COD Bi5-.......0008 
( plinagapad pasion se¥adenes iain 


now for 
immediate 
shipment 





1499—Wos. Wht. Ss §-Ev t 2027—-Wos. Wht. Clo. One-Strap, Cord. Imt. Tip, 
Cab. Trim., Shield Me ee = i sa “Bab 11% in. Box Cov. Wood Hl., McKay, Pandora Last. 
Last. A 4-8, B 3-8, C&D 214-8 $3 A 4-8, B 3-8, C & D 214-8 $2. 








| 


2271--Wos. Pearl Elk Sandal, 

Cut-outs in Vamp and Quarter, 

1 in. Rub. Top HI., Moccasin 

Sole, Goodyear __ Theda Last. 
2264—Wos. Wht. Buck Audrey Strap, PI. B 3-8, C&D 2 $3 2028-—Wos. Wht. Clo. One-Strap, Pl. Toe, 
Soft Toe, 1 in. Rub. HI., Welt, Kippy Last. 2270—-Same, in ” alll -over Patent 1% in. Jr. Louis Cov. _ Hl., Imt. Turn, 
B 3-8, C&D 2',-! $3.25 RO s 0 0:2 6:60:00 600 $3.35 Cora Last. C & D 214-8.......0+00-0- $2.85 


Your mail orders will receive prompt attention 


CENTRAL SHOE Co. 


MANUFACTURERS 
Solid Leather Shoes 


ST. LOUIS 














)ep Bee eeee 




















June 9, 1923 BOOT AND SHOE RECORDER 


In Stock 





No. 263—Genuine White Kid Isis one strap, Welt, Ivory sole, 14 No. 262—White Nile Egyptian Sandal, Genuine White Calf trim- 
C, 3 to 8; D, 3% to ming, Welt, Ivory Sole, 1 inch Ivory Heel, rubber top lift. AA, 444 
$5.50 net 30 days to 8; A, 4 to 8; B, C, D, 3 to 8 $5.00 net 30 days 


No. 260—Black Glazed Kid Puritan one strap, Welt, 1% inch 
nilitary heel, rubber top lift. AA, 444 to 8; A, 4 to 8; B, 3% to 8; 
C, D, 3 to 8 $5.00 net 30 days - 
- ‘. a ae . 264—Black Satin Corene strap with Black Suede tri i 
No. 261—Black Regent Kid Puritan one strap, Imitation Turn, - . oe ire’ pees > rimming. 
1% inch military heel, rubber top lift. A, 434 to 8; B, 4 to 8; C, D. we Prat ry Wwe .B jute RCD se oe 
to 8 $4.35 net 30 days $5.35 net 30 days 


HOLTERSHOES 


FOR WOME 


No. 255—Brown Kid Oxford, Welt, 1% inch Cuban Heel, Rubber 
No. 265—Black” Satin Evelyn strap with Black Suede trimming, Sa aa AAA, 5 to 8; AA, 4% to 8; A, 4 to 8; eT 
Imitation Turn, 1% inch military wood covered heel. AA, 5 to 8; ad , ; , 
A, 4% to 8; B, 3% to 8; C, D, 3 to 8 $5.50 net 30 days No. 256—Same in Black Glazed Kid.......++.$4.85 net 30 days 


THE HOLTERS COMPANY 


Member of the United States Shoe Co. 


CINCINNATI, OHIO 


Minneapolis Office, Chicago Office 


N 
em York 723 Boston Block 210 Security Bldg. 


Office. 
635 Marbridge Bidg. 
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One of the New Gored Patterns 


True craftsmanship characterizes each 
new model by Allen-Goller. In the shoe 
illustrated, as in our other offerings of 
the season, there is a faithful adherence 
to authentic, salable style. 


There are great sales-producing possi- 
bilities for volume buyers in this line. 
Get in touch with our sales represen- 


tatives. 











ETE 


ALLEN, GOLLER SHOE Co. 
60 K STREET, SOUTH BOSTON, MASS. 
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A Habit That Pays 




















A lot of shoe merchants “cleaned 
up” on “Tut” Sandals, because they 
came to ROSENBERG instead of 
wasting time shopping around. 








And we saved them 15% to 30% 
as we always do on anything we 
offer. 


It pays to get the habit of asking 
ROSENBERG first for that novelty, 
or underpriced lot you need. 











S. Rosenberg & Son 


King of Jobs 


140-144 Essex Street - - - Boston, Mass. 


icici iiaiaaciiacuaibisilal 
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No. 261—$3-15 


Women’s Oxford. Black calf tip 
and trim. Recede last, 


No. 262'2—Brown calf—Recede Last—$3.15 
No. 225 —White buck—Brogue Last—$3.15 


Regent 


Ked 


emark Rig U.S. Pat. Of 


- in stock for 
quick delivery 


No. 250%2—$2-50 


Women’s Oxford. Recede Last. 
Plain white canvas. 


No. 4250—Recede last —$1.85 
No. 4254—Growing Girls’ last—$1.85 


No. 290—$3-15 


Women’s Strap Sandal. Black 
calf tip and saddle. 


No. 289—Brown calf —$3.15 


No. 260'2—$2-75 
Women’s Oxford. White buck tip 
strap and trim. Recede last. 


No. 2102—White buck—Medium Last—$2.75 
No. 262 —Black calf—Recede Last—$2.75 








No. 236—$3-25 
Women’s Oxford. Black 
calf saddle. 


No. 238—Brown calf —$3.25 
No. 211—White buck—$3.25 





No. 1302—$2-85 
Men’s Oxford. Plain white 


canvas. Recede last. 


No. 4120—Full Last—$2.25 


These Regent Keds can be ordered from our nearest branch. 


United States Rubber Company 
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OPPORTUNITY FOR ADVANCEMENT 





A large manufacturer of women's shoes has two openings in the 
Middle West. 


We have a well established, successful business in both terri- 
tories and the men you will succeed have successfully 
operated those territories for a long time. 


We will consider only applications of men who have had actual 
road experience selling shoes to the retail trade, prefer-— 
ably selling women's shoes. This experience must have been 
in the Middle Western section. We want two LIVE WIRE GO- 
GETTERS. 


In applying—give name, home address, age, married or. single, 
full details of your road experience, stating for whom 
you have worked, period of employment, territory covered 
for each employer, volume of annual sales. Also any other 
information that you think would interest us. Enclose 
snapshot of yourself, if possible. 


Prompt action necessary. Write Box E 45, care Boot and Shoe 
Recorder, 207 South Street, Bcston, Mass. 


























il A ARTA 


“Our Spring and Summer Stock Style Catalogue on your desk 
will prose a reany reference guide in buying profitable retailing 
men’s welts.” 


Stock No. 528 


BROADCAST LAST 


Imported 112 Light Brown Cubist Oxford 
Single Sole Wingfoot Heel AtoD 


The Dalton Company, Inc. 


Makers of Fine Shoes for Men and Women 


BROCKTON, MASS. 
CHICAGO 


BOSTON NEW YOR 
183 Essex Street 651 Marbridge Bldg. 209 South State Street 
1618 Republic Bldg. 


Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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In Stock 


Sandals—W hites 





No. B314—Patent Colt Sphinx Sandal, 8-8 
Heel with Rubber Toplift, Welt........ #. 50 


No, B 317—Two-Strap Pump, made in Color 
“J” Ooze Calf (Sand Color), trimmed with 
Field Mouse Kid around Strap and Throat, 15-8 
Spanish Covered Heel, High-Grade Hand 
urn $6.50 








No. B 318—All White Levor Cabaretta, 11-8 
75 


















Covered Wood Heel, Turn............ $5.7 
No. B316—White 
No. B307—All Patent Colt, Two-Buttoned SIZES a. t Heel 
are Pe mp with Imitation Tip, 10-8 Heel with AA. eee 43-8 Meveeeeeeees  » with Rubber Toplift, Welt. $4.50 
Rubber Toplift, Welt.................. $4.50 sci bsg! Si ian is iad No. B315—Sand Buck Theban Sandal, 8-8 
. Heel with Rubber Toplift, Welt........ $4.50 





Terms : Net 30 days 


Joy, Clark & Nier, Inc. 
Rochester, N. Y. 


New York Office, 127 Duane Street 





No. B 308—Two-Buttoned Strap Pump, All 


Patent Colt with Gray Kid Strap and Apron x nm 

Underlaid with Patent Colt, 10-8 Heel with MURRAY KLEIN, Representative 

ST EY winacsaxereceasascewaal $4.90 - B 309—White Kid One-Strap Pump, 16-8 
ae Heel, High-Grade Hand Turn. . $6.10 




















EGYPTIAN WELT 
SANDALS 


IN STOCK for Immediate Delivery 


ASK YOURSELF 
THESE QUESTIONS! 


If you want the maximum of advertising 
results, ask yourself these questions when 





(12 pair lots or more) 





a : selecting mediums: 
| ; + What is the evidence of READER 
| + INTEREST? 
Is the paper essential to its field? 
+ Is reader interest proven by volun- 


tary paid subscriptions? 








| 
| 
| 








: Are the paid subscriptions audited 
| = by the Audit Bureau of Circulation? 
| (Twelve Thousand “Boot and 
iven sill DT aucun Shoe Recorder” paid subscrib- 
Grey Kid Sandal.. $3.85 ers are audited by the Audit 
Field Mouse Sandal. . vesees O88 Bureau of Circulation.) 
Champagne Sandal.................. 3.85 Is the character of the paper veri- 
OE eee fied by the Associated Business 
Patent Sandal, Grey Collar........... 3.25 P I > 
Smoked Elk Sandal . 3.50 apers, 2nc.s 
Smoked Elk Sandal, Russia Calf Collar 3.50 (The character of the “Boot and 
White Elk nana. Green Collar ...... 3.75 Shoe Recorder’’ is verified by 
Terms 5% Ten days --- Net Thirty the Associated Business Papers, 
STERN BROS. SHOE CO. oa 
40-42 LINCOLN ST., BOSTON, MASS. : 


Dealer Influence is a thru advertising in the Boot and Shoe Recorder. 
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MT MM MT Ce = = = De 
P 
'=FO ular Sellers In Stock : 
: R 
: eady To Shi : 
y p : 
EVANGELINE : 
= (Reg. U. S. Patent Off.) = 
: 5 
: The o 
z Time : 
= al 
g To 
nei red : 
= toc. o. e = 
= White Ostex One Strap, White Ivory Whites Wos. Whi ee gosh i r = 
= Sole, White Welt, 1% inch Heel, White Sole, White Welt. 1 ee — va aay = 
o ~ 5 pd Top Lift, Goodyear Welt, og pod Top Lift, Goodyear’ Welt, 2 
z A-D $8.25 "Widths A-D $3.25 = 
_ CRUMBS OF COMFORT 
: (Reg. U. S. Patent Off.) 5 
3 5 
: Send for Complete fs 
2 Catalog of Stock = 
a | 5 
z Shoes = 
z Stock No. 4442 = 
= Black, Kid Oxford, Imitation Stitched = 
5 Tip, Rubber Heel, 68 Last. Stock No. 3606 c 
= wae Sy Kid Oxford, Kid Tip, Rubber Heel, = 
= No. 4444—Same style, Brown Kid. 76 Last, Turn. = 
= Price $2.75 Price $2.50 5 
3 = 
: A. H. BERRY SHOE CO. : 
o S 
E PORTLAND, MAINE = 
: BOSTON SALESROOM = -- = 186 LINCOLN STREET -- (4th Floor) § 
= vn vocanvvnvneucavreevvencavevsovuncomeensecucaueseeeenvauneseveencouecvveeoconensosecocnenoncoNNNECNNN CGMS 


Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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A Feature That Is Selling Shoes 


The return of lacing hooks is the 
revival of a popular feature on 
footwear for men. 


With the new demand for both | 
style and practical convenience in - 
shoes the lacing hook becomes a 
strong selling item. Lacing hooks 
have long made shoes convenient 
and comfortable—now lacing hooks 
are making sales. | 





Sell shoes that combine the 
features which men demand-- 
comfort, convenience, fit-- 
Shoes with lacing hooks! 


Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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WHITE SHOES IN STOCK 
READY FOR IMMEDIATE DELIVERY 

















No. B 713—All white cloth five eyelet ox- No. B 720 White Cloth one strap “Edna” 

yy — tip, —~" ~~ y— oe N pump, — ~ ya —_ “in 
ce stay, white ivory sole, welt and heel, Da sole, welt and heel, ast, 

27 last, 13/8 heel $4.00 et 30 Lys ion $4.35 


BURROWS SHOE CO., Inc. 


ROCHESTER, N. Y. 
New York City Sales Room: 602-604 Marbridge Building 








The Well-Dressed Young Men Demand Them 
IN STOCK Plain Toes in Lighter Colors 


NOW and Blacks 








4, 
4 
4 
4 
() 
4 
() 
No. 300—Black Eric Calf, Plain Toe Oxford, Trouser Crease ¢ 
Vamp, Scot last, Plump Leather Soles, one-half ) 
Rubber Heels. 
B wide—Sizes 7 to 11 C & D—Sizes 6 to 10 , 
4 
4 
4 
4 
4 
() 
() 
4 
x 





No. 350—No. 36 Colored Calf—The Season's most popular 
color—Trouser Crease Vamp, Scot Last, Plump 
Leather Soles, one-half Rubber Heels. 
B wide—Sizes 7 to 11 C & D—Sizes 6 to 10 





Less than 12 pairs, extra 
charge 35 cents per pair 








The Preston B. Keith Shoe Co. 


Brockton, Mass. Campello Station 





Price $5.35 





x 
Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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Changes in Business 


Current Events in Failures, Sus- 
pensions and Activities in the 
Shoe and Leather Trade. 


BUSINESS REVERSES 


Dallas Village, Ala.—H. M. Snipes, general mer- 
chandise, reported petitioned or petitioner in bank- 
ruptcy. 

”anola, Ala.—J. I. Windham, : general merchan- 
dise, reported petitioned or petitioner in bank- 
ruptcy. 

se Angeles, Cal.—Morris Wolfson (319 East 
Ninth Street), boots and shoes, reported petitioned 
or petitioner in bankruptcy. 

uson, La.—Adolph Dejean, general merchan- 
dise, reported petitioned or petitioner in bank- 
ruptcy. 

folyoke, Mass.—Jacob Brodinsky (“New Eng- 
land Dry Goods Co.”) boots and shoes, etc., re- 
ported petitioned or yy | in bankruptcy. 

New York City— cepens & Co., Inc., exporters 
and importers, reported petitioned or petitioner in 
bankruptcy. 

New York City—Hirsch & Son (794 Westchester 
Avenue), boots and shoes, reported petitioned or 
petitioner in bankruptcy. 

Brisbane, N. D.—E. A. Patterson, general mer- 
chandise, reported petitioned or petitioner in bank- 
ruptcy. 

McKeesport, Pennsylvania—M. H. Barney, 
boots and shoes, etc., reported petitioned or peti- 
tioner in bankruptcy. 

Pottsville, Pennsylvania—Harry J. Gittleman 
(Gittleman’s Shoe Store) boots and shoes, reported 
petitioned or petitioner in bankruptcy. 

Estill, 8S. C.—L. Weiner & Bros., boots and shoes, 
reported failed. 

Burkburnett, Texas— Manhattan Clothiers, Inc., 
boots and shoes, etc., reported assi, a 

Weatherford, Texas—R. T. McDade & Co., 
boots and shoes, etc., reported asking general ex- 
tension. 

BUSINESS CHANGES 

Le Grand, Cal.—R. A. Car, general merchan- 
dise, reported recently commenced business. 

Cicero, [il.—Anna A, Kuderna, boots and shoes, 
reported sold or closed out business. 

Union City, Indiana—Caup & Castle, general 
store, reported recently commenced business. 

Boston, Mass.—Sapers Leather Co., upper lea- 
ther, reported recently commenced business. 

St. Leuis, Mo.—Sokolik Herman (“Herman's 
Shoe Store”), boots and shoes, reported sold or 
closed out business 

Brooklyn, N. Y.—Blicksilber & Noble (317 
Knickerbocker Avenue), boots and shoes, reported 
recently commenced business. 

Feldgross & Soffes (551 Sutter Avenue), boots 
and shoes, reported sold or closed out business. 

New York City—Joseph Rumfolo (420 East 
13th Street), boots and shoes, reported sold or 
closed out business. 





Late Baltimore Notes 


Women’s Shoes at May Sale 


L. Slesinger & Son, Baltimore, did rot 
include men’s shoes in the regular end of 
the manth sale for May. This is the first 
time the house has taken this action. The 
sale in the women’s department kept the 
store crowded during the time the sale 





was under way. 

The store made public announcement 
of its plan not to include men’s footwear 
in the sale. In the form of an advertisement 
it said: ““No End o’ Month Sale in Men’s 
Shoes. For the first time in the history 
of the store men’s shoes are not included 
in our famous end o’ month sale. This— 
because the ‘regular’ prices on our entire 
stock of men’s shoes ate the lowest that 
shoes of equal quality have ever before 
sold for.” 

Style Situation Discussed 

Members of the newly organized Retail 
Shoe Dealers’ Association of Baltimore 
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“SHOE DUBBING: 


ll = 











1. Makes shoes comfortable, soft, 
yielding, pliable. 

2. They break in easily. 
Leather grows pliable. 

3. Makes shoes waterproof. 
Sheds snow and rain. 

4. Doubles life of leather. Soles 

treated wear twice as long. 





recently held a get-together meeting which 
was largely attended. Plans are now being 
made for the next meeting, which will be 
held on June 29. At the last meeting the 
speaker was Mr. Dixon, of the Dixon- 
Bartlett Company, Baltimore. He dis- 
cussed the style situation, present condi- 
tions in the trade and also the labor 
conditions. 

Albert Slesinger, of L. Slesinger & Son, 
is president of the association, and J. A. 
Elinoff, of the Elgar Shoe Shop, is secre- 
tary. 


Many Saw New York Show 


Many shoe men enjoyed the recent 
fashion show staged in New York. They 
are now back ip the city and are hard at 
work. Among those who attended were 
Albert Slesinger, of L. Slesinger & Son; 
John Downey, of the same house; J. A. 
Elinoff, of the Elgar Shoe Shop; C. G. 
Dixon, of Joel Gutman & Co.; Ralph 
Mendelsohn, of Hutzler Brothers Com- 
pany; Nathan Schenthal, of Hochschild, 
Kohn & Co.; A. Breslau, of Julius Gutman 
& Co.; N. C. Kinney, of Kinney’s Shoe 
Store; Henry Wyman and Amos Reeder, 
of Wyman’s; N. Hess and W. E. Davis, of 
N. Hess’ Sons; Nat Sisco, of Brager’s; 
Miss J. Galloway, of O’Neill’s; John Put- 
zel, of the Clement & Ball Shoe Mfg. Co.,; 
Elkin Myer of D. Myer & Son; and Irvin 
Eichengreen, of the Bristol Shoe Stores 
Company. 





Much Interest in Subject 


Akron, O., June 3—That shoe men are 
much interested in the subject of foot cor- 
rection and scientific shoe fitting is evi- 
denced by the great number who have 
attended the post graduate courses in 
practipedics held in May and June in Ak- 
ron, Toledo, Zanesville, Columbus and 
Dayton. At Akron 90 were present, and the 
attendance in the other cities was equally 


large. 


Double Your Shoe Sales ! 






June 9, 1923 






One Army Goods Dealer writes us: 

**Your shoe dubbing has doubled 
our shoe sales. Not only is it a good 
seller at 2 for 25c, but it is just the 
inducement often needed to close 4 













shoe sale.’’ (Letter on file.) 
PRICE A 
Only Cc Cans 


60 Dozen to the Case 








TERMS: Simply enclose your 
check for $1. Pay $11 balance 
on arrival of your case of 720 cans. 


A. A. A. MFG. CO. 
251 Washington St., Newton, Mass. 








Returns from World Tour 


Boston, June 3—Harry I. Thayer, head 
of Thayer-Foss Co., Boston, and former 
president of the Tanners’ Council of Amer- 
ica, returned home this week from a trip 
around the world covering nearly five 
months. . 

Mr. Thayer, accompanied by Mrs. 
Thayer, left New York on steamship 
“Resolute,” January 8, via Cuba and 
Panama Canal, and during the tour 
visited China, Japan, India, Egypt and 
other important countries in the Orient, 
and also several countries in Europe, 
returning home on steamship “Reliance.” 

The entire trip, with its wonderful va- 
riety of scenery, climate and incident, was 
made without misadventure of any kind, 
and Mr. Thayer brought back with him 
many interesting impressions of economic 
and political conditions in foreign lands. 
He expressed himself as particularly 
pleased with the universal recognition of 
the value of the American dollar which he 
found everywhere throughout his globe 
encircling journey. 

A cordial message of welcome by wireless 
was sent to Mr. Thayer just before his 
arrival in New York by his fellow-directors 
of the New England Shoe and Leather 
Association. 











SHOE STORE 
CHAIRS § 






WINDOW DISPLAY FIXTURES 


The OSCAR ONKEN CO. 
1181 4th St. CINCINNATI, OHIO 






















































Made in Three Styles, 
No. 1, 2, 3 


With Standard Measures, 
English, French, 
American 


Price No. 3 
$1.50 Each 


“Varnum” Size Sticks 
are made of Extra 
Quality Maple Wood, 
with Nickel Plated 
Trimmings. Makes an attrac 
tive fixture for the store, also 
along wearing and useful one 
as weil. 


Write Us Direct if Your Dealer 
Cannot Supply You 


Frank W. Whitcher Co. 


Manufacturers 


BOSTON, MASS. 
BRANCH, CHICAGO, ILL. 




















! 
| 
{ 
| 
| 


j 
i 
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Boston, Maas. 


Every Shoe Store Needs 
a pair of 
**MANCHESTER”’ 
(Trade Mark Reg. U. 8. Pat. Off.) 
CURVED JAW CUTTING 


NIPPERS 


The only nipper 
made which is just 
the right shape to cut 
out tacks on the in- 
side of shoes. 


“‘Manchester”’ 
Trade Mark Reg. U. 8. 
Pat. Off. 


nppere are made of 
ade tool steel, 
nee plated with a 
curved jaw that en- 
ables you to cut the 
tacks close to the in- 
sole. 

Be sure and specify 
Genuine 
“MANCHESTER” 
ourved jaw when or- 
dering. 

Write us direct if 
your dcakee cannot 
supply you. 

Price, $4.00 





Frank W. Whitcher Co. 


Patentees and Manufacturers 


161 We Lake St 
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MISCELLANEOUS MISCELLANEOUS 
The Most Popular 
Size Stick 
66 99 
VARNUM 
Trade Mark 





and upward 


is one reason for the rapidly 
Frow ing po popularity o ru 
artinique. 


Another is the consistent 
economy of the entire estab- 
lishment. Here you — enjoy 
a Club Breakfast at 45c. 
sisting of Fruit or Cereal, pom 
and Egg, and Rolls and Coffee 
— Special Luncheon and Din- 
ners of superior quality are also 
served at the most moderate 
possible prices. 

No location can be possibly 
more convenient than that of 
the Martinique. One block 
from the Pennsylvania Station 
(via enclosed subway) — Nine 
blocks from Grand Central— 
one block from the greatest 
and best — of the City— 
half a dozen blocks from the 
Opera and the leading Theatres 
on ere connected with 

e Subway to any part of the 
City you wah to reach. . 


uae Hotel 
Martinique 


Affiliated with Hotel Mé Alpin 


Broadway-32™4v 33” Sts 
ORK 
A.E.Singleton, Manager. 


























Milbradt Rolling 
Step Ladders 


are made in a great many 
styles to suit all kinds 
of stores and shelving. 
They will enable you to 
get along with less 

save the wear and tear 


bay for our latest cata- 

showing 18 styles of 

ders as well as other 
fixtures. 


Milbradt 
Manufacturing Co. 


2416 No. 10th Street 
ST. LOUIS, MO. 
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PUBLISHER'S NOTICE 


Ts ION—The forte 95.00. price of the 
nd Shoe Recorder is $5.00 a year in ad- 
pooh nd eb includes postage in the United 
States, Cuba, Hawaiian Islands, Philippine 
ds, Virgin Islands, Alaska, Canada, Mex- 
ico, Costa Rica, Dominican Republic, Hon- 
duras, Nicaragua, El Salvador, Argentina, 
Bolivia, Brazil, Colombia, Ecuador, 
greeeey, . Spain, The Balearic Islands and the 
y Islan 


FOREIGN SUBSCRIPTION—The price . all 
foreign countries except _ above is $10.00 
Re year, including posta 

ll subscriptions are papente ti in advance. 


ADVERTISING RATES—Card of Advertising 
Rates furnished on application. For rates 
for Wants, For Sales, etc., see Want Page. 


Every precaution is taken by the BOOT AND 
SHOE RECORDER to avoid printing any 
statement likely to mislead its readers. 
publishers reserve the right to reject any 
advertising or reading matter which is not in 
line with this policy. 
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rk egen. renee 507. 
CHICAGO OFFICE. 189 Weet Madison St. Tele- 
hone Main io, B ra Bowen, M ot. 
s a towed Ne! ‘ey Leather Trades, Bid 
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lin........$5.00 $4.00 $3.50 
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3im........15.00 12.00 10.50 
4in........20.00 16.00 14.00 


ltime 7 times 13 times 26 times 52 times 
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— ts be allowed in 
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9.00 7.50 desire replics fi 
12.06 10.00 


Payment in advance is required, except when regular advertisers, as amounts are tee small te epen accounts 


















SALESMEN WANTED 


SALESMEN WANTED 


SALESMEN WANTED 





OB RUBBER SALESMAN—A salesman for 

Pennsylvania. Must know territory and trade. 
Preference given to one acquainted with rubber 
footwear. Apply by letter only. 8S. B. THING & 
CO., INC., 301 Congress St., Boston, Mass. 





HOE SALESMAN to carry a good paying side 

line. We invite replies from all over United 
States except Chicago, Milwaukee and suburbs. 
Give full details of references in first letter. Ad- 
dress E-32, care Boot and Shoe Recorder, 189 W. 
Madison St., Chicago, Illinois. 





ALESMEN, selling department store, retail 

trade, take side line felt slippers, all territories. 
Address E-33, care Boot and Shoe Recorder, 207 
South St., Boston, Mass. 





ASTERN SALESMAN WANTED—Middle 

Western manufacturer of men’s fine shoes is 
desirous of securing the services of a salesman who 
has established trade in the New England territory 
and is looking for a splendid side line. A short line 
of samples would make this a very attractive pro- 
position for some salesman looking for additional 
income. Our line has a national reputation and is 


being sold in the very best stores. Address with full 
particulars and references, E-34, care Boot and 
Shoe Recorder, 207 South St., Boston, Mass. 





SAL ESMAN WANTED—Men who can carry 

6 to 8 In Stock shoes, as a side line. Nearly all 
territory is available. These are better made turns, 
of comfort and semi-comfort lace low shoes and 
strap shapes; medium grades. Full assortment of 
widths. Superior shoes. An excellent opportunity 
afforded men who visit territories frequently. 
Write full information and give references. Dodge 
Brothers, Newburyport, Mass. 





W ISCONSIN MANUFACTURER of ladies’ and 
men’s sporting shees and high-grade work 
shoes will have following territories open July 1: 
Alabama, Mississippi, Louisiana, Nebraska, North 
and South Carolina, Virginia and West Virginia, 
Pennsylvania, New York, Ohio, Iowa, Illinois, 
Washington, and New England States. Only men 
with established business and capable of showing 
clean record will be considered. Address E-26, care 
Boot and Shoe Recorder, 189 W. Madison St., 

Chicago, Il. 








SALESMAN WANTED 
Live, experienced salesman for Mid- 
Western States by Eastern manufac- 
turer of Growing Girls’, Misses’, and 
Children’s Welts. Large efficient stock 
Department. Give full experience in 
first letter. Address E-14, care Boot and 
epee Recorder, 207 South St., Boston, 
Viass. 























Opportunity 


Excellent opportunity is of- 
fered to salesmen in various 
parts of the country to carry 
specialty side line of three or 
four Goodyear welt work shoes. 
Splendid value. Easy to handle. 
Write giving full particulars as 
to territory. Indiana Shoe Cor- 
poration, Marion, Ind. 














BIG PRODUCERS WANTED 


For the Following Territories 


ILLINOIS 


NEW YORK WISCONSIN 
OHIO 


KANSAS 


INDIANA 


TEXAS 
OKLAHOMA LOUISIANA 


KENTUCKY 
MINNESOTA 
MISSOURI 


Real producers with sales records that will stand the acid test can now make a con- 
nection — one of the fastest growing shoe organizations in America. The line 





priced McKay’s for women and children, and is consistently 
quppeseed ‘- trade-paper advertising, which 


made it well and favorably known 


from coast to coast. Wonderful opportunity! Write to-day—give full details. 


WOBST SHOE COMPANY 


411-415 Vliet Street 


ALESMEN WANTED—Shoe salesmen to carry 
| a8 side line on commission basis best medium- 
line of spats, at shoes, woolskin slippers, 
eather and canvas . We invite replies 
from all parts of the Unit States. Tell us what 
territory you cover and send references in first 
letter. We pay liberal commissions and our goods 
are priced to sell. Apply The Brown Warner Mfg. 
Ce., Franklin, Ohio. 








BUYER AND MANAGER 





Milwaukee, Wis. 











POSITION WANTED 


VOLUME ya ogee grade women’s 
specialty salesman with years of successful 
selling experience dealing with volume buyers of 
the country is seeking connection with a factory 
making women’s style shoes for case lot trade. 4 
who can create style shoes and has the abilit 

sell his ———. Best references furnis ? 
Address E-40, care Boot and Shoe Recorder, 207 
South St., “Boston, Mass. 











ws NTED live wire shoe buyer and for 

popular price shoe department. State experi- 
ence, age and salary desired in first letter. The 
Star Store, Beaumont, Texas. 





SHOE MAN WANTED 


ETAIL SHOE MAN WANTED—Thoroughly 

experienced retail shoe buyer and manager for 
a medium priced women’s novelty shoe store to be 
opened ey in an important shop»ing center in 
New York. A good salary, percentage of profits and 
excellent opportunity for the future offered to one 
who qualifies. Department store or novelty shop 
experience essential. Answer fully, stati ex- 
perience. Replies held confidential. Address E-35, 
eare Boot and Shoe Recorder, 127 Duane St., 
New York. 








POSITION WANTED 


YOUNG man, with eight years’ retail experience, 
desires connection with manufacturer or job- 
ber for women’s or children’s shoes for Southern 
territory. Possesses A-1 character, neat a nee 
and fine personality. Address E-18, care t and 
Shoe Recorder, 207 South St., Boston, Mass. 








Is Your Sales Department 
Hitting on All Six 
Cylinders? 


My experience as sales and 
advertising manager warrants 
your investigation if you are 
looking for an executive who can 
revitalize, if necessary, the busi- 
ness promotion department of 
your organization, so that you 
may be able to get better results 
from your salesmen and your 
advertising. I am a young man, 
enthusiastic, energetic and ever 
loyal to my employer. Oppor- 
tunity means more to me than 
present salary. Best of references 
furnished. Address E44, care 
Boot and Shoe Recorder, 207 
South Street, Boston, Mass. 
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POSITION WANTED 


LINE WANTED 


WANTED TO PURCHASE 








FACTORY EXECUTIVE—Owing to financial 
reorganization of the manufacturing concern 
with which I am coi have deemed it ad- 
visable to seek another connection. I was 15 years 
buyer and manager of one of the largest shoe stores 
in Chicago; for 3 years I was buyer of women’s 
shoes for a leading wholesale house in New York 
City. My nt position, with a manufacturer of 
women’s has been looking after the salesmen 


ANUFACTURERS ATTENTION—Two sa- 

lesmen traveling Chicago and suburbs for past 
8 years with machines, with large established busi- 
ness, would like connections with factory manu- 
facturing medium price men’s and boy's shoes, also 
medium price ladies’ line, financially responsible. 
Address E-38, care t and Shoe Recorder, 
189 W. Madison, Chicago, IIl. 





and calling on the large department store, w 
and chain store buyers, among whom I have a good 
acquaintance and standing. I can furnish best 
of references. For further information address E-39, 
aot and Shoe Recorder, 207 South St., Boston, 
Mass. 





RETAIL SHOE MAN with road experience open 

for road — with reliable manufacturer, good 
salesman. Address E-41, care Boot and Shoe Re- 
corder, 207 South St., Boston, Mass. 





FIRST. CLASS SHOE MAN with over 20 years’ 
experience, 34 years of age, is open for a position 
as buyer and ger for popul Ri oe 
ment store, big store experience. Address 2, 
care Boot end Shoe Recorder, 207 South St., 
Boston, Mass. 





OPPORTUNITY 








LEXINGTON, KENTUCKY 50,000 
people, wholesale trade area 1,000,000 
peopl k peri d man,with some 
pital (part capital furnished locally) 
to start wholesale shoe house. 30 lines 
lready wholesaled here. This addi- 
tional line sought to complete whole- 
sale market. Write ington Board of 
Commerce, ton, Kentucky. 























AGENTS WANTED 








RESIDENT AGENT 
WANTED 


A well-known English house is de- 
sirous of securing a resident agent in 
America to represent their line of sport 
shoes of all kinds. Applicants must have 
established trade with the large retail, 
department stores and sporting goods 
stores handling sport footwear. Fullest 
references required. For further par- 
ticulars address E-30, care Boot and 
Shoe Recorder, 207 South Street, 
Boston, Mass. 

















LINE WANTED 


ALESMAN, selling to the New York jobbing and 
bigger retail trade, desires line of popular-priced 
women’s turns or McKays. Address K-509, care 
Boot and Shoe Recorder, 127 Duane St., New York. 








JANTED a factory line of Brooklyn style shoes 
(prefer factory making both turns and welts) 
for the large city trade of the South and South West 
from Baltimore to San Antonio, Texas, by a hi 
grade women’s shoes salesman who has successfully 
sold this trade for the past six years and has a per- 
sonal acquaintance and enviable business with the 
big buyers. Address E-36, care Boot and Shoe 
Recorder, 207 South St., Boston, Mass. 


ACTORY LINE WANTED—Of women’s Mc- 

KAYS, or welts or turns. Must be popular priced 
shoes which will repeat when placed. Novelties and 
live patterns. Will carry in connection with men’s 
fine welts, on which I have a business. Large 
acquaintance in territory of lifornia, Washing- 
ton and Oregon, in both men’s and women’s. ‘Ad. 
dress E-37, care Boot and Shoe Recorder, 207 South 
St., Boston, Mass. 


\ JANTED COMPACT SIDE LINE—For Phila- 

"* delphia and Camden, boy’s or women’s special- 
ties preferred. Know the trade. Address P. O. Box 
25, Barrington, New Jersey. 








FOR RENT 








a SHOE DEPARTMENT FOR RENT 


GOING DEPARTMENT, selling WO- 
MEN’S, MEN’S AND CHILDREN’S 
medium and high grade shoes, in larg- 
est apparel store in Syracuse. Wonderful 
opportunity forexperienced andrespon- 
sible party. Address E 31, care Boot and 
ee Recorder, 207 South St., Boston, 

ass. 

















FOR SALE 


‘OR SALE—Basement and upstairs shoe de- 

partment in a leading department store in the 
Southwest. Address E-43, care Boot and Shoe Re- 
corder, 207 South St., Boston, Mass. 








We buy quick and 


y highest cash price 
for retail and w 


stocks of shoes or 
any = —¥ Quenthy no object. 
‘or 30 years our specialty. 
Bank and ile refi 


BROOKLYN PURCHASING SYNDICATE 


WALKER tor 
610 Broadway, 
Phone Stagg 1757 











Kalter Cerf. Mercantile Co., Inc. 
591 Broadway, New York City 
Phone 5160-5161-5162 








i us. 
spondence confidential. Established 1890. 
MAX GLAUBER 


52 Lispemard Street, New York Cit 
We also purchase clothing, hats, furnishing 
goods, etc. Phone Canal 963. 








THE NEW YORK EXPORT 
PURCHASING CORPORATION 


596 BROADWAY, NEW YORK, N.Y. 
9965 


P iPRING 
WILL( SLOW SELLERS FOR 
BUY |SURPLUS ‘STOCs CASH 








Bargains in = = op bast Seqeme sales 








MISCELLANEOUS 





OR SALE—Shoe stock, fixtures and building for 

sale in Central Illinois town of 47,000. Business 

established 37 years. Address E-22, care Boot and 
Shoe Recorder, 207 South St., Boston, Mass. 





WANTED TO PURCHASE 








CASH PAID 


for entire shoe stocks or surplus stocks of 
shees or other merchandise. Any quan- 
tity. Prempt attention given. 


KIRSCH-BLACHER CO., Inc. 


298 Church St., New York, N.Y. 
Phene Canal 0679 








DO YOU CONTEMPLATE 


Retiring er going out of business? We will 
pay value fer your entire or surplus ef 
shoes. Leases pag 0 has eas toces Ges 
over. Established 25 years. 


I, OLENICK 


650 Broadway, New York Tel. 0095 Spring 

















CUSHION 
TIRE 

















Each issue copyrighted by the Boot 


Cable Address BOOTRECO 





and Shee 


Bee eneerigeion Price of the Boot and Shoe Recorder is $5.00 a year in advance, which includes postage in the United States, Cuba, 
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El Salvador, Argentina, ,. Brazil, umbia, , Peru, Uruguay, Spain, The Balearic Islands and 

No Subscription Accepted for Less Than One Year 


Member of the Associated Business Papers, Inc. Member of the United Publishers Corporation. Member oj Audit Bureau of Circulation. 
Recorder Publishing Co. Entered at the Post Office, Bosion, Mass.. as class matter. 


ISSUED EVERY SATURDAY AT 207 SOUTH STREET, BOSTON, MASS., U.S. A. 


lic, Honduras, N' . 
the Canary Islands. 


Printed im U. S. A. 














144 


BOOT AND SHOE RECORDER 


June 9, 1923 





INDEX TO ADVERTISERS IN THIS ISSUE 





BOOTS AND SHOES 


Re Me Mc BBR, Goce BOGOR oo ccccccccesesce 140 
Albert, J., & Son, Inc., Brooklyn, N. Y.... 68 
Algier Shoe Mfg. Co., Brooklyn, N. Y...... 69 


Allen Goller Shoe Co., Boston, Mass....... 132 
Ault-Williamson Shoe Co., Auburn, Me... 126 


Baker, Geo. W., Shoe Co., Brooklyn, N.Y.. 70 


Barnard, J. W., & Son, Andover, Mass..... 112 
Barry, T. D., Co., Brockton, Mass......... 113 
Bates, A. J., Co., Webster, Mass........... 41 
Berry, A. H., Shoe Co., Portland, Me...... 137 
Best-Ever Slipper Co., Inc., Brooklyn, N. Y. 115 
Bleecker Shoe Co., New York City......... 112 
Brauer Bros. Shoe Co., St. Louis, Mo...... 20 
Brockton Co-operative Shoe Co.......... 114 
Burkley Shoe Co., Brockton, Mass..... . .. 145 
Burrows Shoe Co., Rochester, N. Y........ 139 


Cahill Shoe Co., The, Cincinnati, O........ 38 
Carter, J. W., & Co., Nashville, Tenn...... 36 
Central Shoe Co., St. Louis............ 129-130 


Clapp, Edwin & Son, Inc., E. Weymouth, 
Sika cnkndeek cebeeene 4lenansarkisueet 
Collins & Staples, Have rhill, Mass ‘ieitiaia 42 
Commonwealth Shoe & Leather Co., W hit- 
man $obnecebeesdesvecaccunsssuenet 113 
Cornell Shoe Ce Os, Beochiya, N. Y enectesee 2 
Cousins, J. & T. Co., Brooklyn, N. Y...... 71 
Craig, Reed & Emerson, Inc.............. 115 
Dalton Company, Brockton, Mass......... 135 
Davies Shoe Mfg. Co., Racine, Wis........ 46 
Degen-Lipp, Inc., Brooklyn, N. Y......... 72 
Diamond Shoe Co., New York City........ 43 
Dingley Foss Shoe Co., Auburn, Me....... 39 
Drew, Irving Co., Portsmouth, O........... 35 


Edwards, J., & Co., Philadelphia... . . 4th Cover 
Elam, F. S., Shoe Co., Rochester, N. Y.... 116 
Eyre, Fred A., & Co., Inc., Brooklyn, N.Y. 73 


Felstiner-O’ Connell Shoe Co., Inc........ 112 
Ford, C. P., & Co., Rochester, N. Y........ 28 
French, Shriner & Urner, Boston......... 45 
Friedman-Shelby Shoe Co., St. Louis, Mo. 
3d Cover 
Garside, A., & Son, Inc., Brooklyn, N. Y.... 74 
Golo Slipper Co., New York City.......... 101 
Greeley, A. W., & Co., Haverhill, Mass... .. 145 
Grieb Shoe Mfg. Co., Phila., Pa. . .. 104 
Griffin- White Shoe Co., Becchiva, N. Y.. : we 
Grovers, J. J., Soms Co., Lynn, Mass...... . 1 
Gustin Co., M., New York See 114-115 


Hannahsons Shoe Co., Haverhill, Mass. . .33-34 
Beene William, & Co., Inc., Brooklyn, 


PELE IESE 78 

Holters Co., ‘The, Cc incinnati, O....... —h 
Hood Rubber Products Co., Watertown, 
PL bch dvedéntncdeasesuesesereeeacecs 

Howard & Foster Co., Brockton, Mass.....°' 114 

Johnson Bros. Shoe Co., Hallowell, Me.... 8 


Joy, Clark & Nier Co., Rochester, N. Y.... 136 


Juvenile Shoe Corp., Carthage, Mo...... .96-97 
Keith, Geo. E., Co., Brockton, Mass....... 21 
Keith, Preston B., Co., Brockton, Mass.... 139 


- John J., Shoe Co., Brooklyn, 


Lax & Abowitz, Brooklyn, N. Y............ 47 
Lily, Hemry, New York City............... 114 
Little Witch Shoe Co., Salem, Mass....... 101 
Marion Shoe Co., Marion, Ind........ re 5 
Marston & Tapley Co., Danvers, Mass . 17 
Martin, A. H., Rochester, N. Y............ 116 
Menzies Shoe Co., Fond du Lac, Wis....... 110 
Miller, I., & Sons, Brooklyn, N. Y.. ; 80 
Minor, P. W., & Sons. Inc., Batavia, N. 'Y. 100 
Mitchell, R. it. Co., Lynn, Mass.......... 40 


pe i renne Shoe Mfg. Co., Brockport, 


Nettleton, A. E., Syracuse, N.Y............ 113 
Newcomb-Anderson Shoe Co., Rochester.. 116 
Ogden Shoe Co., Milwaukee, Wis........ 18-100 
SE Sieg FOUN Wc cs cccececncesccccens 143 
1 Boudoir Slipper Co., Haverhill, 
jamie Bieww Coc, BOSOM. oc cc cccccccccces AM 
Packard, M. A., Co., Brockton, Mass.... .. 113 
Peck, Frederick S., Worcester, Mass....... 14 
Phillips Shoe Corp., Haverhill, Mass....... 112 
Pincus & Tobias, Inc., Brooklyn, N. Y..... 82 
Posner, Dr. A., Shoe, Inc., Brooklyn, N. Y. 
83-116 
Reynolds, Bion F., Brockton, Mass........ 114 
Rice & Hutchins, Inc., Boston............ AB 
Rosenberg, S., & Sons. Bostqn............ 133 
Rothman, Benj., Inc., New York City..... 40 
Saks Shoe Co., Brooklyn, N. Y............. 42 
Smith-Briscoe Shoe Co., Lynchburg, Va... 114 
Smith, Wm. Sumner, Chicago............ 115 
Stacy-Adams Co., Brockton, Mass......... 113 
Standard Felt Co., West Alhambra, Cal.... 23 


Stern Bros. Shoe Co., Boston...... 
Stetson Shoe Co., So. Weymouth, Mass. 114-145 
Stickles, L. D., Shoe Co., Red Wing, Minn. 7 
Stockbridge Shoe Co., Haverhill, Mass... .. 112 
Stonefield-Evans Shoe Co., Rockford, Ill... 10 
Strassburger-Stiles, Inc., Brooklyn, N. Y.. 84 


Taylor, E. E., Company, Boston........... 37 
Tessier & Bowdoin, Haverhill, Mass....... 112 
Thompson Bros. Shoe Co., Brockton, Mass. 115 
Thomson-Crooker Shoe Co., Boston....... 13 


United States Rubber Co., New York City 
108-134 
Utz & Dunn Co., Rochester, N. Y.......... ll 


Wall, Doyle & Daly, Inc., Brockton, Mass.. 113 
Weber Bros., Shoe Co., No. Adams, Mass... 32 
Weil, S., & Co., Brooklyn, N. Y........... 85 


Weimer, Wright & Watkins Co., Phila- 
delphia. . 


Whitman & Keith, Brockton, Mass........ 113 
Witchell-Sheill Co., Detroit, Nag —o 15 
Witherell, E. A. & M. C., » Haverhill, 
Pi ccntcérkkecasoebunedeiedanedseued 
Wolnicar Shoe Co., Brooklyn, N. Y......... . 
Wobst Shoe Co., Milwaukee, Wis.......... 30 
HOSIERY 


Propper Silk Hosiery Co., New York City. 86 


LEATHER AND OTHER MATERIAL 


Beggs & Cobb, Inc., Boston............... 118 
Brown, C. D., & Co., Inc., Rochester, N. Y. 20 
Chamberlain, B. F., Boston............... 118 
Clifton Mfg. Co., Boston.................. 104 
Creese & Cook Co., Boston.............. 26-118 


Dryden Rubber Co., Chicago, Ill. .Fromt Cover 
Evans, John R., & Co., Camden, N. J. ... 16-17 


Gallun, A. F., & Sons, Milwaukee, Wis..... 4 
Goodyear Tire & Rubber Co., Akron, Ohio. 31 


Hale, Alfred, Rubber Co., Atlantic, Mass.. 29 
Hunt Rankin Co., Boston................. 38 


BFames Gare Fe Beg BOGRGc ccc cccccccsccvece 118 
Kepner, C. D., Co., Boston 
Lawrence, A. C., Leather Co., Boston. . 102-103 
Levor, G., & Co., Inc., New York City... .. 3 
Quabaug Rubber Co., No. Brookfield, Mass. 22 


Republic Rubber Co., Youngstown, Ohio. . 32 


Byepins. Fred, Leather Co., Fond du Lee, . 


Scherer, Oscar & Bro., Inc., New York City 128 
Schmidt, Carl E., Co., Inc., Detroit, Mich.87-88 


Skinner, Wm. & Sons, New York City.... 27 
Surpass Leather Co., Boston.............. 118 
Thayer-Foss Co., Boston................++. 6 


MACHINERY, LASTS, MFGS’. SUPPLIES 
DRESSINGS, ETC. 

Beckwith Mfg. Co., Boston............... 4 

Everett & Barron Co., Providence, R.I.... 101 

Griffin Mfg. Co., New York City.......... 99 


Hawkeye Pearl Button Co., Muscatine, Ia. 38 
Thompson-Field Co., Inc., Brockton, Mass. 118 


Tubular Rivet & Stud Co., Boston........ 138 
United Fast Color Eyelet Co., Boston...... 146 
United Shoe Machinery Corp., Boston. . . 12-98 
Whittemore Bros., Boston................ 106 


FINDINGS AND SHOE STORE SUPPLIES 


Alterson, L. & Co., New York City........ 119 
Blog Shoe Findings Co., New York City... 119 
Bongiovanni Bros., New York............. 119 
Coultas Co., D. W., Providence, R.I....... 119 
Ellis, W. E., Co., Haverhill, Mass.......... 118 
Gilbert, E. T., Co., Rochester, N. Y........ 104 
Kahn, Edw. E. & Co., Brooklyn, N. Y..... 119 
Kahn & Buick, Inc., Brooklyn, N. Y....... 119 
Meyers, F. E., & Bro. Co., Ashland, Ohio.... 143 
Milbradt Mfg. Co., St. Louis, Mo.......... M1 
Netschert, Frank, Inc., New York City.... 145 
Onken, Oscar, Co., Cincinnati, Ohio. .... . . 140 
Soholll Mfg. Co., Chicago. .........cccccece 19 
Vanity Novelty Works, Brooklyn, N. Y..... 119 
Whitcher, Frank W., Boston........... 101-141 


Wizard Lightfoot Co., St. Louis, Mo. 2d Cover 


MISCELLANEOUS 
Atlantic Printing Co., Boston............. 117 
Boot & Shoe Workers’ Union, Boston... . . 24 
Boston Shoe Style Show...... 121-122-123-124 
Brooklyn Purchasing Syndicate.......... 143 
Calderwood & Preg, Inc., Boston.......... 116 
Glauberg, Max, New York City............ 143 
Hotel Breakers, Atlantic City, N. J......... 38 
Hotel Martinique, New York City......... 141 
Howard Print, Inc., Brockton, Mass..... . . 117 
Kalter Cerf. Co., Max, New York City..... 143 


Kirch-Blacher Co., Inc., New York City... 143 
New York Export Purchasing Corp., New 


Pose cecdvectsacssicvnnshecsess 143 
Penny, J. C., Co., St. Louis, Mo........... 106 
Root, F. S., Company, Boston............ 117 
Tolman Print, Brockton, Mass............ 117 
University Electrotype Foundry.......... 117 
Waskow Co., Inc., Chicago..............-- 116 











June 9, 1923 








In Black or Colored 





GREELEY 
BOUDOIRS 


You can retail my 
Boudoirs at best prices 
and be most certain 
that they will please 
your customers. Made 
in new time styles in 
the old time way. 






Kid. 36 pair lots 


only. 


If Your Jobber Cannot Supply You, Write Us. 
A. W. GREELEY .*. Haverhill, Mass. 
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Artificial Flowering Plants and Trees, with 
Pots, Complete, from 10c Up 


Our Illustrated Catalogue No. 32 with illustrations in colors of ‘Art- 
ificial Flowers, Plants, Vines, Trees, etc., Mailed Free for the Asking. 


FRANK NETSCHERT, INC. 
61 Barclay St. New York, N. Y. 


APPROVED BY 
MEDICAL MEN 


A turdy support for the ankles 
groming <bildren 
ted . the 


De 


VENTILATIONS: aris your 
patenten «= ®& rens 

















BLOODED-STOCK 


you were buying a horse and he was just a horse yeu weuld have to 
for granted the things the owner said, and then wait fer experience 
i truth. 














STETSON 
White Duck Oxfords 





Dept. 5 
Style 61R 


During this summer many 
white oxfords will be bought by 
women— 


In anticipation of this demand, 
Dept. 5 has planned its stock of 
this St. Regis White Duck Ox- 
ford on the Miss Hawes Last 
so that it will be in a position to 
give excellent service. 


Order a few pairs now and fill 
your stock from Dept.:5 as you 
make your sales — 


If you haven’t a copy of Stock 
Book 32R send for one. 


Even Better Than Last Year 


Ue giz 


New Styles-New Business 
New Confidence 


Dept. 5 


The 


STETSON SHOE CO. 


South Weymouth, Mass. 











= 
Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 

















BOOT AND SHOE RECORDER June 9, 1923 


‘engl the Visible Eyelet 


















Through the use of the eyelet has been created true style 
distinctiveness in footwear. 


Shoes with visible eyelets are shoes of style. Shoes with 
Diamond Brand Fast Color Eyelets are shoes of both style 
‘and quality. 


United Fast Color Eyelet Company 
Boston, Mass. 


Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 











































LIKE THE FIRE WORSHIPER OF OLD SALUT- 
ING THE RISING OF THE SUN—MANY A WOMAN 
MAKES A MENTAL GESTURE OF ADMIRATION 
AT THE SIGHTEOF FOX SLIPPERS, PUMPS AND 
OXFORDS, 





FOR FOX FOOTERY HERALDS THE DAWN OFA 
NEW MEANING IN FOOTWEAR—SHOES MAY BE 
USEFUL, COMFORTABLE AND AT THE SAME 
TIME ACCESSORIES OF CHARM— 


IN SATIN, BROCADE, SUEDE, PATENT OR KID— 
HIGH SHADES OR BLACK—THERE IS A VARIETY 
AND A SHAPELINESS WHICH DELIGHTS THE 
EYE AS MUCH AS IT COMFORTS THE FOOT. 


CHARLES K. Fox, Inc. 
HaveERHILL, Mass., U.S.A. 


BOSTON: 54 LINCOLN ST. New YORK: MARBRIDGE BLODG., 
BROADWAY AND 34TH ST.. ROOM 632. CHICAGO: GREAT 
NORTHERN BUILDING 
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“Datient“Damming of smal| i 
leaks has produced a 


reservoir: of tanning lore, 
and seasonably sound 


color leaders - 
Gor late summer and fall 


BEAVER BROWN 


coLor*g 


CGanveue. | 





Janners 
LEvor Grain Kid | 0 , 

— rettas _ Eee 
Fifty years tehind the. , N | 

-Cnturues ahiad Distributing’ Force 

NEWYORK  GLOVERSVILLE § BOSTON — — _. 

GeoW. NewManLeatHerCo, Gncimati 

EDWARD ZOARLAUT, San Francisco 
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Vode Kid 
(Colors Include 


CAMEL 


" FAWN 


GRAY 

LOG CABIN 
AUTUMN BROWN 
SAHARA BROWN 
HAVANA BROWN 
BRONZE 


SS ts Y Shoe Shown by Courtesy of 
Y hg G. W. BAKER SHOE CO. 
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Brooklyn, N. Y. 


of VODE KID 
Color 19 


Camel 





a 
( \ 
Sr 


TH 
STANDARD 


= eC 





(omfortable Security ° 
In the (orrectness of “Vode (alors 


“Where colors play a decided “lead” in 
present-day shoe fashion, it’s a relief to 
know that in using VODE KID you are 
assured of absolute correctness of shade, 


The reliance of noted artist shoe manu- 








ceeath facturers in VODE KID colors is in itself 

= BLUE significant of the authority behind VODE 
= GREEN colors. | 
: | 
= The Standard Kid Company : 
= 209 South Street :: Boston, Mass. 
= Branches in New York, Philadelphia, | 
S Cincinnati, Chicago and St. Louis | 
= J] 
Ee + Se ore 

QM 





Y SS 
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Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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MILWAUKEE 


SHOES 








Rohn Shoe Mfg. Co. — 


414 Fourth Street - - Milwaukee, Wis. 
Chicago Distributing Branch ~— 303 W. Monroe Street 
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In Stock 


BCandD 5toll 


R 139--$5.00 
Tony Red Calf 


Orange Silk Upper Stitch 
Bevel Edge 
d Solid Leather Construction, 
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National Park / 


Hiking Boots ana Oxfords 


yee “Yr 
af cAnother Live Merchant Voices His Opinion of “ 





ESTABLISHED 1008 Members of the 
lowa Shoe Retailers Association 
National Shoe Retailers Association 





STEWART & SON 


GOOD SHOES 
JEFFERSON HOTEL BUILDING 
128 WASHINGTON STREET 
1OWA CITY IOWA 


May 3lst., 1923. 





The Juvenile Shoe Corp.. 
Carthage, Mo. 


Gentlemen:-- 


We are in receipt of the nine cases of National 

Park Hiking Boots and we are glad to get those in so early. 
= ourse we do not expect. to put these out as rapidly as 

id last winter &.for “our University girls will not be 
back until late in September. But. we; find that it pays us 
to carry sizes and widths the” ‘yeate- round - for we sell quite 
a few pairs to women who are touring or starting for the 
woods or mountains. 


Last summer one of our customers wore a pair 
out to Yellowstone Park and we received two mail- orders 
from strangers who admired the fit and style of them. We 
must "hand it to vou" on these boots and they have been so 
satisfactory in every way we are sure.that they-have played 
an important part in the marked inereage in our years 


business. 
— truly, eth 














STOCK DEPARTMENT 


THE JUVENILE SHOE CORPORATION 


OF AMERICA 
CARTHAGE MISSOURI 


Stocked at same price 
Williams-Marvin Co. for Pacific Coast Fithian-Barker,Shoe Co. 
San Francisco-Los Angel trade by Portland, Oregon a 
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RUBY RED CALF 


814X 
BLACK CALF 


Invest them in these 2 big selling oxfords: The 
seasons predominating styles built to retail pro- 
fitably at popular prices. Whip last. 12 edge. 
Wingfoot heel. Feature these 2 In Stock Styles. 
Sell More Pairs. Make More Money. 


MARION SHOE CO. 
MARION, INDIANA 


j] WESTERN QUALIT 
EASTERN STYLE 
wee (ge (Ger 
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IN STOCK 
C-D WIDTHS 


MAKE YOUR $ WORK OVER TIME 
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BOSTON 

SALESROOM 

183 ESSEX 
STREET 
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ERMANENT CUSTOMERS 


FOR THE MOST PART ge 
RETAIL MERCHANTS WHO 
BUY C. B. SLATER SHOES are 
PERMANENT CUSTOMERS. 


THERE IS A NATURAL 
RELUCTANCE ON THEIR 
PART TO CHANGE FROMA 
LINE WHICH IN TURN IS 
HELPING THEM TO BUILD 
PERMANENT BUSINESS ON 
the BASIS OF CONSUMER 
~ SATISFACTION. | | 


PERMANENT PATRONAGE | 
IS the NATURAL RESULT QF} 
GOOD MANUFACTURING and 
HONEST MERCHANDISING 


— ae 
es 














C.B. SLATER COMPANY 
Builders of Shoes for Men, Women & Children 
SOUTH BRAINTREE, MASS. 





CE aan 








NEW YORK 
SALESROOM 
AEOLIAN 
BLDG., 
33 W. 42ND 
STREET 


BEARS THE FULL 








Send for Catalog of In-Stock Styles 
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Why They Advertise 


The following is an extract from the house 
organ for salesmen issued by a shoe man- 
ufacturing firm which uses the “‘Boot and 
Shoe Recorder’’ exclusively for its adver- 
tising. 


¢ 


& 


q 


“Our trade-paper advertising is done for your benefit—it puts 
our line on the map and establishes Prestige and Reputation for 
the article which you sell, and our fight is to live up to this repu- 
tation. Our advertising places us ON THE ROAD; it convinces 
the merchant that we do not only want his business and are 
doing our best all the time to give service, but that we don’t 
want him to forget us. All this is a great advantage to you, be- 
cause it not only greases the hinges for you, but gives our line a 
Standing and it helps you obtain ‘turnover’ (sell more shoes at 
less expense), because it makes the line KNOWN and 
PAVES THE WAY for you. Your missionary work, therefore, is 
cut in half. 








“Remember that our advertising in the shoe trade publications 
is not intended to secure business through the mails—it is done 
for your exclusive benefit—to make it easier for you to sell our 
shoes to the BEST merchants as they should be sold—in such a 
manner as will obtain turnover for both of us. 


“Again we say that we want YOU to cash in on this advertising. 
We are not doing it for fun. We are doing it to keep shoes before 
your custcmers end prospects, and we look upon it as just as 
necessary en item of expense as insurance; in fact, it is BUSI- 
NESS INSURANCE FOR YOU! 


“‘Merchants know that if we did not feel confident that we have 
mighty good footwear, we would not continually call it to their 
attention. Our advertising appropriation by proving our confi- 
dence in our shoes establishes confidence (in our shoes) in the 
merchant, and this makes the going 100% smoother for you.” 


BOOT AND SHOE RECORDER 
BOSTON 


SES EES) =) eee) Gee) Gee eee) eee 





June 16, 1923 


5 


ee 























June 16, 1923 


ea es ake ere 


a 


V=] 


BOOT AND SHOE RECORDER 


i C pS eX Koa aC CAS ere 
eer ae Ses MS eae ers aS aos ea aon ak ee a 
ih sli 


| “Best at the Price” Oxfords 
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No. 261—M: 
and tongue, 


= Oak Outsole, A-; 
st. B, C and D. Sizes 5% to 11. 
y Side Saddle Oxford One iece , Vamp 
4% Goodrich 


Last, C and D, Sizes 5% to 11 
No. 262—Black Gun Side Saddle Oxford, One piece Vamp 
and tongue, same as style No 261 $3.50 


rouser Crease, 


AT 
py Bit $38 $435 $475 





No. 436—Black Boarded Calf Saddle Oxford, One-piece 
Vampand Tongue, Trouser Crease, 4 Wingfoot Heel. A- A- 


rade Full Grain ee io 
. $4.75 
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jo. 423—Havana Brown Kid Blucher Oxford. 4% Wingfoot 
Neat A-grade Oak Outsole, A-grade Full Grain Counter, 
Trufit Last. (A-C Combination.) B, C, D and E. . $5.00 
No. 335—Mahogany Calf Blucher Oxford, % ‘Wingfoot 
Heel, A-grade Full Grain Counter, same style as No.3 


Thu dl Rha Pend 
(Be rtad SS adh ; 
aN ces 


eel, Radio 
$3.50 


The Reward of Service 


Business is good! 


Pw 
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Ra! 
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Business is real good, and here is just 
one of the ways to account for it— 


up ey sa 
L 
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Service 


AY, 
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Beals-Pratt has an honest, sincere in- 
terest in every dealer's well being. 
We believe in serving after the sale 
and we do. 


fessakhy 


ey) 
4 
Rs) 


“ 


Bai 
ay? 


Pe No. 349 lies 
ele Permit us to demonstrate. You'll be 555 
er pleased. aly 
ne a] 
Po New 
a ee a Illustrated information on request. Sex, 
= i Ei: Vamp and Quarter Wingfoot Heel. . Aprode ull a 
Re, Grain Chuneee. Radio Last .CandD,5%toll....$4.50 
Ee No. 260—Patent Lace Oxford, Two and One Rows Space ie 
x99} Stitching on_Tip . Vamp and re. 4 Goodrich Heel, d 
xe Radio Last B, Cand D. 534 to | - $3.75 so 
7S] —No. 348 Ruby Red Boarded Cait Lace, Oxford. “‘A-Grade eae 
ce Full Grain Counter, same style as No. 349......... $3.85 Bay 
Ne pl 
eS ae 
- ‘ Ww) 
«| BEALS-PRATT SHOE MFG. COMPANY 
<i Bh 
& "3 MILWAUKEE WISCONSIN ex 
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Summer Profits in Felts 


Baseball! That’s what the boys are thinking about in 
summer. Increase your sales in felt footwear by appeal- 
ing to the sport-loving boy. 


Here is a popular Dolgeville style with a baseball scene 
on the toe and all the other features that have made 
Dolgeville a standard for the best in felt shoes. Display 
this shoe in windows and on counters. 


There are many other Dolgeville numbers with particu- 
lar selling points for the summer trade. 


Extend your winter profits through these warm months 
by seasonal Dolgeville Felt Footwear. 


DOLGEVILLE FELT SHOE COMPANY 
Dolgeville, New York 
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Grey Footwear Still 
Leads in the Sale 
of High-Grade Shoes 


These shoes will appeal to dealers 
who cater to women who know 
value and desire style in shoes 











B 0685G $6.25 
Net 30 Days B 0689P . $5.75 
Women’s medium grey Delhi calf Coronado oxford, Net 30 Days ee 
mouse grey ooze trim, Welt, Cumnock last, regular Women’s medium erey Delhi calf one-strap Beau- 
leather sole, 14-inch military heel with rubber top mont sandal, black calf trim, Welt, Cumnock last, 
lift. 1%-inch Cuban heel with rubber top lift. 
AAA 5%to8 A 4%tw8 
AA 5 to8 B 4 tw8 
A 4%to8 C 3%to8 
B 4 two8 
C 3%t08 


Each Modela High-Grade 
Utz & Dunn Style * 


B 0619E $5.75 
Net 30 Days B 496K $5.35 
Net 30 Days 

Women’s black satin quarter and vamp, one-strap 

Oakmont sandal, black suede trim, McKay, Gras- 


Women’s Fog y Delhi calf quarter, patent vamp, 
one-strap Valkyrie pump, Welt, Cambridge last, 


SESS GESOESOL EOE ROESGL ROEEOR SCE NESE NOE SESE NORE SOE SE GE SOE SE BOE JOE SOE SOE SOE OE NOR OE 208 OE SE BOE UCR 20 NOE OE TOE ROE OE OEE 


perforated vamp, top and strap, perforated imita- 
tion tip with toe punchings, 1 44-inch wood-covered mere last, 134-inch wood-covered full Louis heel. 
Cuban heel. AA 5 to8 

ain iii AAA 5%to8 A 4% to8 

AA 5 to8 B 4 tw8 
i & A 4%to9 C 3%t08 
: B 4 to9 D 3%t07% 
3 C 3%to8 


PROMPT SHIPMENTS MADE ON ABOVE STYLES 


UTZ & DUNN CO. 


ROCHESTER « NEW YORK 


DENVER OFFICE NEW YORK OFFICE LOS ANGELES OFFICE 
218 Charles Bidg., Denver, Colo. Bush Terminal Sales Buil 709 Forrester Buildi 
TIGER & MeNUTT 130-132 Weat 42nd St.. Room 1521 ys 


Representatives 8S. A. McOMBER, Representative G. C. McA Representative 














3OE SOE SOE SOE IE TOE JOE SOE SOE SOESOEROERCE 


PMRW 
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Madison Last, Velour Calf, 
dark tan piping around quar- 
ter, nlain toe, one- half light leather box in toe, Calf quarter 
lining, permanent crease up vamp, sloop edge $5.85 


P. & V. Black Velour Calf, plain toe, 14 leather box, per- 
$5.50 
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Full Value 
To Your 
Trade 


There are plenty of shoes that 
look good on the surface. 






It’s easy enough to make sales 
with any of these—but not so easy 
to clinch the repeat business unless 








BOL 






ay 






manent crease up vanp ECS 
No. 858—Same as abov T. Gallun’s V OM) 
__ ethernet tmnt Se they are good all the way through. 


TAD 
INCRE eS 
Nam 





Such shoes are not so plentiful—yet there 








UD 


are some, identified by brands that have 
majntained a reputation over a long peri- 
od of years. Prominent among these is the 
CERTIFIED Shoe. It’s one that the 
wearers call for continually by name. It’s 
a shoe on which you can make full profit 
and give your trade full value. 


Twenty-two Styles 
IN STOCK 
Write for Catalog. 


STONEFIELD-EVANS SHOE CO. 


ROCKFORD, ILLINOIS 
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Cut-Outs for Immediate 
...ohipment... 
The Newest and Best In 
KING TUT EFFECTS 
No. 249—Price $4.00 No. 522—Price $4.15 
Patent Cut Out Bonnie One Strap, Pearl Elk Glory Cut Out Sandal, 
Single Sole, Military Wood Heel, Leather Sole, % Ivory White Rubber 
Newport Last, B to D Heel, Welt, Belmont Last, A to D 
Special Quick Service On These Styles 
No. 196—Price $4.15 No. 195—Price $4.15 
Levor White Kid Cut Out Glory One Patent Cut Out Glory, Single Sole, 
Strap, Single Sole, Full Louis Covered Full Louis Covered Heel, Euclid Last, 
ood Heel, Euclid Last, AA to C AA to C 
THOMSON-CROOKER SHOE CO. 
18-26 STATION STREET 
BOSTON 20, MASS. 
aA 
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Keeping Your Business Balanced 
With the Sawyer Line 



























The Sawyer Moccasin Line, 
with its wide range of styles, 
carries a constant definite ap- 
peal, assuring a steady flow of 
business. 























**MOC-SHU” for Outdoor 
Style 4150— Women’s Chocolate 


**HIAWATHA’’ Slippers for Indoor Elk Oxford Moc-Shu; Machine 
**BAREFOOT” for Youngsters a op: Wale’ Mel.” 


Style 1929—Men’s Chocolate 
Elk 6" Moc-Shu; Machine Sew- 
ed Tip, Goodyear Welt, Uskide 
Sole, Rubber Heel. 


—for everybody—the baby, the chil- 
dren, men and women, for house or 
street, for summerand winter sports ; 
even the sturdy high moccasin boot 
for woodsmen. 






Made by a concern with three 
generations of experience, the oldest 
of its}kind in the country; highest 
grade materials and trained work- 
men. 














The Sawyer Line is nationally 
known through intensive adver- 
tising—the kind which sends the 
buyers to your store. 




















Style 1978 — Women’s Two-Tone 
8’ Moc-Shu; Hand Sewed Tip, 
Goodyear Welt, Uskide Sole 
Rubber Heel. 


Style 4168— Misses’ and Child’s 
Chocolate Elk 6” M oc-Shu:; Ma- 
chine Sewed Tip, Goodyear 
Welt, Neolin Sole, Spring Heel 





Send for Catalogue 

















SAWYER BOOT & SHOE CO. 
Bangor Maine 
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The Pacer, No. 26, genuine white buck- 
skin imitation brogue tip and heel 
foxing, white ivory sole and heel. 

atone « See 


The Mildew, No. 57, white texelect 
cloth sandal covered cuban heel and 
OGRE «ce ae 6 «oe CO 
No. 75, white kidskin sandal, light 
welt imitation turn sole, covered 
cuben heel . . . - « « 96.95 
No. 58, black satin sandal, turn sole, 
covered cuban heel. . . . $7.50 


The Mildew, No. 56, White texelect 
cloth sandal, turn sole, Spanish heel. 
“ee > & & @ i . $6.50 


The Myra, No.55, White kid cross strap, 
turn sole, Spanish heel. Specially 
geiced « 2 0 0 8h tw fp te SOOO 


The Cathleen, No. 1099, white wash- 
able kidskin sandal, bead edge welt 
sole, 10-8 covered cuban heel. $8.75 
No. 1090, patent leather center ye 4 
sandal, bead edge welt sole, 10-8 cel- 
luloid cuban heel . . . . $8.50 

The Corine, No. 547, black satin double 
cross strap slipper, turn sole, Spanish 


mes «-% $7.50 


I. MILLER & SONS 


a, es 2&9 ae SS Se 


ONE CARLTON AVENUE 
BROOKLYN, NEW YORK 
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Satistios Si iyle Desire 


| satel for years has so large 
a percentage of the buy- 
ing public shown the disposi- 
tion to buy quality for 
economy's sake as well as 
for personal satisfaction. 


Manufacturers and mer- 
chants are delighted with the 
increasing sales of satin 
slippers. This growing popu- 
larity of satin, is in a great 


measure, the direct result of 
this Company's consistent 
policy during the past 35 
years of constantly improv- 
ing its own product wherever 
possible. 


Cedar Cliff Satin is of the 
highest standard of Quality, 
Durability and Perfection of 
Weave, 


To know Cedar Cliff—order it! 


“Ve CEDAR CLIFF 
SILIC COMPANY 


23i--235 


FOURTH ANWVE. 


NEW YORK 

















SHOE SATINS 
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KENDEA 


The Progressive Insole 


That eliminates burning and 


stinging of the feet 


The Hood Rubber 
Company use KEN- 
DEX in their famous 
“KLAYKORT” stand- 
ard tennis shoe—a shoe 
that has made a strong 
appeal to tennis ex- 
perts, and has been 
styled by well-known 
players as ideal in all 
respects. 


That keeps feet warm in win- 
ter and cool in summer 


That never hardens nor cracks 


—remaining always flexible 


Cambridge Rubber 
Company are large 
and enthusiastic users 
of KENDEX in their 
well-known qnality 
lines. Shown herewith 
is their particularly 
popular “STEPPER.” 





Kendex Insoles Are 
Standard Equipment 


With the Biggest and Best Mak- 
ers of Outing and “Gym” Shoes 





E are always glad to 

demonstrate the sev- 
eral important benefits 
which KENDEX has 
brought to the shoe wear- 
ing public and you who 
serve them.* 


Converse Rubber Shoe Com- 

~~ make this Men's SPEED- 

AY Blucher with a Kendex 
Insole. This shoe is particularly 
popular for tennis and its Ken- 
dex Insole gives it additional 
comfort through eliminating 
burning and staining of the feet. 


Be Sure to See 


KEN DEX 


Booth 131 


KENWORTHY BROTHERS CO. 
Stoughton, Mass. 


Kenworthy Brothers of Canada, Ltd. 


St. Johns, P. Q. 


La Crosse 8 Rubber 
Mills Company em- 
ploy KENDEX ia their 
“VOLLEY” shoe which 
has met with gratifying 
success. This line repre- 
sents their high- 
est standards in every 

rticular and KEN- 

EX was the natural 
choice as the most per- 
fect innersole. 


UR exhibit at the Bos- 
ton Style Show will be 
very well worth visiting. 
You have heard about 
KENDEX. 
Now see how it excels 
and why. 





REMEMBER — THE FEELING OF THE FEET IS REFLECTED IN THE FACE — WEAR KENDEX 
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artha Washington 


Dress and Comfort Shoes 


—will be attractively exhibited in an interesting 
array of salable styles— 


IN BOOTH NO. 21, SECTION A 
AT THE 
NATIONAL SHOE AND 
LEATHER EXPOSITION 


Mechanics Hall, Boston 
July 9 to 12 


It is worth your special effort to see the Martha 
Washington exhibit. 


These shoes are being enthusiastically featured 
by thousands of leading shoe merchants who 
have learned that Martha Washington shoes 
DO bring faster turnover and more profitable 
business. 








Make a note now to look up Booth’21, Section A. 


er Boot & Shoe Ca 


MILWAUKEE 
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In Stock 
Now! 











sh 


TO RETAIL AT 


$590 | $622 


Bey: the warmest trade builder 





any merchant ever offered a cus- 
tomer. 


Style plus the best quality money and effi- 
cient workmanship can put into a shoe. 


They’re low priced because they sell fast 
in our line—You can price them low for 
they’ll sell fast in yours. 


We stand solidly behind them as super- 
values. They will soon convince you of 
their quick selling appeal. 


QUALITY 
CLEAR 
THRU 


B6760— Modified French Last, 
Mahogany Veal, Nine Oak outsoles, 

lst sone rubber heel, even inner 35 
ES - $3.35 e 


B6780—Same as titi in black, 
$3.35 


In Stock, D only, immediate deliv- 
ery; other widths, four weeks. 


DAVIES SHOE MFG. CO. 


RACINE -- “= “+ WISCONSIN 
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Rueping’s : 
Rue-~Suede Calf = 
has that inimitable finish and feel—that ss 
soft, long, velvety nap—that evenness of 
color and beauty of shade—which the most 


particular shoemakers here and abroad must 
have for their finest products. 


SS 
SSS 
SSS 


SSS 
SSSs3 


SS 


Sw 
SS Ge 


So 
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SS 


Rue-Suede is an item of primary importance 
for you, Mr. Dealer, to specify. 


At-Once Delivery in These Colors: 


White Nude Hazel 

Black Sand Otter Brown 
Silver Grey Bobolink Mandalay 
Aluminum Grey Beige Hindu 

Scotch Grey Stone Grey Kangaroo Grey 
Pearl Grey Log Cabin Nigger Brown 
Mule Grey Tobacco Brown Sand Brown 
Traprock Bamboo Mignon 
Mouse Grey Snuff Brown Comet 

Mole Grey Deer Bitter Sweet 
Taupe Oakwood Zinnia Red 
Salmon Light Otter Killarney 


BS 


= 


Be sure to see the new Color No. 346 Log Cabin 


Shoe buyers and manufacturers’ salesmen 
are welcome to color cards. 


FRED RUEPING LEATHER CO. 
FOND DU LAC WISCONSIN 


Branches 
Boston Cincinnati Milwaukee 
St. Louis New York Chicago 
San Francisco Montreal Northampton, 
England 
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An Expressive Leather 


—Just as an unusual person- 
ality shows itself in the face,. 
so the inherent goodness of 
ACE CALF is apparent in a 
softly glowing surface, that 
tells your customer of the 
quality beneath. 


J. S. BARNET & SONS, Inc. 


Tanneries Salesrooms, 75 South St. 
LYNN, MASS., U. S. A. BOSTON, MASS., U.S. A. 


CABLE ADDRESS ‘‘TENRAB” 
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Another Style 


JUST 
ARRIVED! 


Oo O 


No. 8075—Women’s high-grade Field Mouse Kid 
Gore Pump, Instep Collar and Tip of Patent 
Colt. 14-8 Covered Cuban heel. Finest Welt. 
Sizes 2% to 7; Widths AA to C \. 


No. 8076—As above in all Champagne Kid with 
Plain Toe. Sizes 214 to7; Widths AA to C ..$6.00 


No.8077—As 8076 in all Gray Kid. Sizes 214 to7; 
Widths AA to C d 


Oo oO 
oO oO 


O 


Always Ready fo Serve 


>\\ MUA LAL bile fed bMAhhb bb hha LL LLL 


IVE WI 


——-S 


3 
138-140 DUANE ST. 


BOSTON OFFICE: 214 ESSEX STREET 
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lz 


aonnand = 


wsaate 


A NEW 
RUSSIAN BEAUTY 


FOR DELIVERY JUNE 25th O O 


No. 8078—As 8075 in Finest Brown Kid with 
Instep Collar and Tip of Brown Patent Leather. 
Sizes 2% to 7; Widths AA to C 


No. 8079—As 8075 in Tobacco Brown Nu Buck, 
with Brown Kid Instep Collar and Tip. Sizes 
2%to7; WidthsAAtoC................$6.00 


No. 8081—As 8075 in Finest Patent Colt with 
Mat Kid Instep Collar and Tip. Sizes 214 to 7; 
| re 


O 


CO. Inc.: 


SNEW YORK CITY 
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CATANCE ~ the visible expression 
Sop Of refinement 


The correct shoe is an absolute essential © good style. 
Shoes of Vici kid are always fashionable. 


Vici kid gives to shoes 
the eye. It affords 


Ask your dealer for shoes of Vici kid. No other leather 
combines all the advantages of Vici kids 


ROBERT H. FOERDERER, Inc. ¥ 


PHILADELPHIA 
Selling Agen: LUCIUS BEERE @ SONS, Boon 
we ee — 








= No the 
Ua) aw (eldatay 
Se combines ALL 
fen e 
nec 
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Making the public 


look for and ask for 
shoes of Vici hid 


Reputation helps you sell shoes of Vici kid. 
For over thirty years Robert H. Foerderer, 
Inc., has been known as the originator and 
sole manufacturer of Vici kid. The entire 
trade knows the standards Vici kid has 
maintained through all these years. 


Vici kid is the leather in which you will find 
the widest range of fashionable and popular 
shoe designs. 


And now advertising is making the shoe- 
buying public, more and more, look for and 


ask for shoes of Vici kid. 


The national Vici kid advertising campaign 
is creating new Vici kid business for you. 
See that your stock of Vici kid numbers 
is complete. 


Vici kid profits are steady because Vici kid 
sales repeat. - 


ROBERT H. FOERDERER, Inc. 
PHILADELPHIA 


Selling Agencies in all parts of the World 


VICI kid 


Reg. U. S. Pat. Off. 
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Increase Your Profits 
Send Now for Your Trial Order 


Chandler’s gggz_, Ornaments 




















RHINESTONES 


Strap Slides--Vamp Pins--Colonials--Brilliant white stones in platenoid settings. 
Or sparkling ruby--emerald--sapphire--or topaz stones in settings of rose, green or antique gold, very 
appropriate for white or colored shoes. Egyptian designs in correct style and finish. 
Many New and Exclusive Patterns. 
DOZEN PAIR ASSORTMENTS 


No. 1X $ 6.50 Strap Slides......values up to $ 9.00 per dozen pair No. 4X $10.50 Vamp Pins values up to $18.00 per dozen pair 
No. 2X $10.50 Strap Slides......values up to $20.00 per dozen pair No. 5X $15.00 Colonials, Pins, Slides values up to $30.00 per dozen pair 


No. 3X $ 7.00 Vamp Pins values up to $13.50 per dozen pair Send for Samples of | dg oy Ribbon Tongues. 


SEE OUR COMPLETE LINE AT THE BOSTON STYLE SHOW 
July 9, 10, 11, 12— BOOTH 186 — Mechanics Building 
“WINNER” Mercerized Laces--‘-PERFECTION” Silk Laces “PERFECTION” Ribbons and other popular Chandler novelties and specialties 














125 Summer St. W. K. Chandler, Inc. ‘’ Boston, Mass. 











He 











In Stock 


Sandals—W hites 


No. B314—Patent Colt Sphinx Sandal, 8-8 


Heel with Rubber Toplift, Welt $4.50 & Ne. ter a me pane mate fo Cle 
Color), trim wi 


Field Mouse Kid 4 po and Throat, 15-8 
Covered Heel, High-Grade Hand 


No. B 318—All White Levor Cabaretta, 11-8 
Covered Wood Heel, Turn $5.75 


No. B 316—White 





No. B307—All Patent Colt, Two-Buttoned 
prep Pe mp with Imitation Tip, 10-8 Heel with 
Rubber Toplift, Welt $4.50 











Terms : Net 30 days 


Joy, Clark & Nier, Iné. 
Rochester, N. y. pe 


ite. my Mg many oven Fuse. All New York Office, 127 eS © 
atent t with Gray Ki trap an pron 
Underlaid with Patent Colt, 10-8 Heel with MURRAY KLEIN, Representative 


Rubber Toplift $4.90 i. 54 Heel ti pite Kid Co Turn. eng 574 10 
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White Canvas Shoes 


For many years we have been volume manufacturers 
of canvas shoes, produced by methods such as have 
established the standard basis of quality for popular 
priced fabric footwear. 





We are maintaining this quality to the extent that 
our customers can always handle these shoes with a 
justifiable pride. 


Our product is sold only thru the wholesale trade. 
Dealers should specify this line when filling their 
wants for the prevailing styles of fabric footwear for 
men, women, misses and children. 


xD 


_y\ Uy 
—f- 








i 


<J 


DINGLEY FOSS SHOE COMPANY. > cs 


Manutacturers of “fabric Shoes 
“Yor the Wholesale ‘Trade 


AUBURN -MAINE 
Boston Offices 54 Lincoln St. 


y~ 
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S&S RED---GREEN---BLUE 
raaaiete, | se 
SANDALS AND PLAY OXFORDS 


Growing Girls’ and Ladies’ One Strap Sandal IMMEDI ATE DELIVERY 


Colored Leather 
Growing Girls’ and Ladies’, One Strap Sandals—Colored Leathers— 
Rubber Heels 


118—Red Upper Leather, Oak Shoulder Sole................ re . 
117—Green Upper Leather, Oak Shoulder Sole.. is ‘ 
116—Blue Upper Leather, Oak Shoulder Sole ; 
Children’s and Misses’ Sandals and Play Oxfords 
Best Bend Soles 
5-8 Mg- 
18—Red Upper Sandal, Oak Sole...... pa Ps osode o 
17—Green Upper Sandal, Oak Sole... ‘ cose ‘ 
16—Blue Upper Sandal, Oak Sole... : cose ae J 
11—Pearl Elk, Oak Bend Sole. cone ae e 


Sandal 218—Red Play Oxford. 
217—-Green Play Oxford.. 
216—Blue Play Oxford 
211—Pearl Elk, Oak Bend Sole 


awe Sams | co 
ys Growing Girls’ 
Sizes 244-7 
Slightly Imperfect 
not 
Factory Damages 
To Close Out at 
347 Rider Ave., Bronx, New York $1.75 


Plug Oxfords 


These new WEBER 
(Union Made) styles on 
the DRAKE last. 


Style 899 Style 825 
Tan Calf - Color 6 Gun Metal Calf P & V Lotus Veal Color 104 
No. 91 Lace Oxford 


a No. = Lace Oxford 
Six rows stitching across tip, around Buy them with the assurance - wnamer® ne 
ingfoot Rubber He 


vamp and eye row 
DRAKE LAST ° ee . - 
16 Wingfoot Rubber Heel which the WEBER traditional With C — Sie ¢- 1 
Width B — Sizes 63 - 11 a i Price" 5 
Width C — Sizes 6 - 11 quality gives you. rice! $4.3 


Price $4.35 
Weber Bros. Shoe Co. NORTH ADAMS, MASS. 


New York Office: 1328 Broadway, Room 437 Marbridge Bldg., H. Harris. Rep. 
I. F. STAPS, 735 Boston Block, Minneapolis, Minn. 
Cc. E. QUIGLEY, Maryland Hotel, St. Louis, Mo. 


x 
E 
i 
af 


* 
sees i333 


sesh bees 
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AAC 
You Stoc 
old Seal 


There’s Only One Visible Ditiecnse 


—and that’s the trademark. When experienced 
buyers see the Goodyear Gold Seal on rubber 
footwear they know, without further examina- 
tion, that extra high grade materials have been 
used and the rubber has been scientifically 
cured and vulcanized by expert craftsmen. 


Since 1872 the Gold Seal has been applied only 
to rubber footwear of super quality and work- 
manship. You can back the Goodyear Gold Seal 
line with your personal endorsement — for it’s 
breaking “wear-records” on thousands of feet. 
And to your customers, the remembrance of 
quality will remain long after price is forgotten. 


The nationally advertised and nationally 
demanded Goodyear Gold Seal line 
offers exceptional profit opportunities. 
Write for catalog, prices and discounts. 


THE ORIGINAL AND ONLY GENUINE 


GOODYEAR 
RUBBER CO. 


General Offices 787-9 Broadway, New York 


BRANCHES: 


Milwaukee, Wis.. 380-2 East Water St. St. Louis, Mo., 1103 eskiogen Ave. 
St. Paul, Minn., 371-7 Sibley St. Portland, Ore., 61-7 Fourth St. 
Kansas City, Mo., 807 Baltimore Ave. San Francisco, Cal., 539 Mission St. 
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Visitors to the 
Boston Shoe Market 


You are invited to make our new offices 
your headquarters. 


We should like you to see our new home 
which we have been occupying since the 


beginning of 1923. 


When you are in Boston attending the 
Style Show or on your seasonal buying 
trip, be sure to call on us and let us accord 
you our fullest hospitality. 


—and at the same time embrace the op- 
portunity to see our latest colors in the fa- 
mous Lawrence Specialties. 
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You will see nothing so beautiful in colored 
leather as our new shades of 


“WEILDA CALF 


“White and Twenty Colors 


DURO CALF 


Pure Aniline Dyed Boarded Calfskins 


No. 53 Ruskin Red No. 73 Teazel-Tan 
enu-lan No. 75 Bengal Brown 


‘NUBUCK 


' White and Nine Colors 


BLACK DIAMOND 


Chrome Patent Leather 


Even Better Than Last Year 
elt 
ae -New ou siness 


Booths 147-8 


A. C. Lawrence Leather Co. 


210 South Street - Boston, Mass. 


NEW YORK PHILADELPHIA ROCHESTER 
CHICAGO MILWAUKEE 
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Note the Screw Top 
Cover. No Leakage. 


Tes eset ytd 


Your White-Shoe Trade 


The reputation built in years past by Liquid Blanco is today a 
valuable merchandising asset to retail shoe merchants. The 
name “Blanco”’ is signal of the best white shoe cleaner available. 


There is also much demand for the well-known cake dressing 
in white. This product is also made in khaki and web colors. 


LAING-HARRAR & CHAMBERLIN 


Sole Agents for the U. S. A. 














Put this New “‘Snap”’ in 
Your Sport Shoes— 


Equip them with Air-Peds—the new three piece 
rubber sole. People are looking for them. They will 
make your shoes easier to sell and bring you larger 
profits. 


We can make immediate delivery in any quantity 
you desire. Write now for specifications and prices. 


THE REPUBLIC RUBBER COMPANY 


Youngstown, Ohio 


Philadelphia Minneapolis 
Atlanta Pittsburgh 
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A Mark of Quality 


Egyptian 








Stock No. 351 
Coffee Elk “Tut” Sandal 6 6 99 Stock Style 350 
Sally Last, 8-8 Heel, AA-D t Patent Tut" Sandal, Sally Last 

Price $5.00 8-8 Heel, AA-D 
Pri -00 

Stock Style 352 ; — 

Same Style in White Nubuck. Sa Tl da 
AA-D 






Still the Rage!! 


And we have the latest patterns—best aie all— 
right In Stock ready for your Rush Orders 









Stock Style 120 


Sunset Brown Calf Sport 

Oxford, Clico Crepe Rubber 

Sole, Spring Heel, Francis Last. 
AA-D 







Price $5.00 


In 
SLOCR Pvennmnee 


Stock Style 623 
Goodyear Welt Phyllis 
ae 14-8 Heel. AA-D 









a om 621 






Patent 
Phyllis Ps "cs S Theat. AA 












Price $5.00 The progressive Merchant: régards our > Peaen Te.28 
line as an asset because we always have Stock Style 624 
Ne ae A J eae Sur- the best selling styles on the floor ready Seme es _abov ‘Kid Surpass 
Price $5.00 to fill immediate style wants. Price $5.25 


CROOKER & MORSE, Inc., Bridgewater, Mass. 
Boston Sample Room, 183 Essex Street, Room 501 


bee et eet te tet tet te te te tet tages 
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_Starbuk 


_ Always Provides Fashion’s Latest Colors 














 Yes—we have Log (Cabin! 


Everybody is asking for the new “LOG 
CABIN” shade which we produce under 


our name. 





BOBOLINK 


(olor 33 


Among the other popular colors which we 
are prepared to supply are No. 40AUTUMN 
BROWN —WNo. 21 BAMBOO and No. 43 


HAZEL. 





But these are only a few from a long and 
delightfully varied line of Grays, Browns and 
others which will unfailingly ‘meet your re- 
quirements in producing styleful shoes at 
popular prices. 


TOLMAN, DOW & CO., Inc. 
174 Lincoln Street, Boston, Mass. 4 


a N. Y. Cincinnati, Ohio Greater New York St. Louis, Mo. 


Bae, Castes L. Kirk Mohr-Holters Sales Co. New Castle Leather Co. T. M. Fitzgerald & Co. 
22 drew St. 202 E. 7th St. 100 Gold St. 1602 Locust St. 


DOW > 
GENERAL REPRESENTATIVES FOR ¥ NEW CASTLE LEATHER CO.— 


CONTINENTAL EUROPE— HEADQUARTERS AT PARIS, FRANCE 


Sil 
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)|[TROCHESTER , U.S.A], 


mm 


to buy SALES 


VERY retail merchant who has hand- 

led shoes for more than a year or 

two knows that buying a stock is not even 
half the battle. Selling it is what counts. 


And if the line is not right and if the peo- 
ple never heard of it the battle is a losing 
one from the start. 


Shoe merchants who have the exclusive 
privilege (one in each community) of 
selling Menihan’s Arch-Aid shoes for 
women are buying Sales. 


They are buying new customers, and 
pleasing their old ones, because in these 
shoes they have what all women want— 
Style as well as fit, finish and correct 
support to the arch. 


The most comprehensive advertising and 
merchandising plan ever devised is creat- 
ing new business every week. 


And every week we are closing new ter- 
ritory. Write for the complete proposi- 
tion, now. 


Rochester, NV. 
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THE “SILVER KING” 





The Edwin Clapp Shoe keeps its shape. Seventy 
years of shoe making experience have not been 
necessary to overcome side sag, counter weakness, 
or box toe troubles, for the Edwin Clapp Shoe has 
ALWAYS stood up. These many years have shown, 
however, that so superior a shoe never lacks for a 
market. 


See the Edwin Clapp Shoe at Booth No. 139 
Boston Shoe Style Show, July 9-12 


EDWIN CLAPP & SON, Inc. 
EAST WEYMOUTH, MASS. 
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SEASONABLE MERCHANDISE 
IN STOCK 


Look over your stock now and send 
your fill-in orders for what you need. 
Always have what is called for. 


ordon 
HOSIERY 


White hosiery for all the 
family. 


Infants’ socks—sizes 3 to 614. 


Children’s half socks—sizes 4 
to 84. 


Children’s ribbed, 7% length 
—sizes 7 to 10. 


White and all sport combina- 
tions. 


Children’s long white hosiery, 


finest qualities of mercerized 
and silk for dress. 


Ladies’ white hosiery in all 
grades of lisle, which some 
prefer. Silks in all weights 
from the sheerest chiffon to 
the heavy H300, lisle top, and 
the all silk H600. 


All lines of sport hosiery for 
women complete. 


Also men’s Gordon Hosiery 
in white and all colors. 


Mail or telegraphic orders given prompt attention. 


BROWN DURRELL COMPANY 
Gordon Hosiery - Forest Mills Underwear 


New York 


OTe ee reer ef. XK SeZSBVeVwTeVeeete = See = = 
= —< om Sa > A = 


Boston 
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MOUSAM Counters 
have gimp. 


Gimp is an unusual 

V4 Ley Uf, y word, difficult to de- 

if 4 fine but describing 

= Ch certain desirable 
—Y qualities. 


Webster says: ‘“‘Gimp, n. Spirit, Vim.”’ 
But" that doesn’t exactly convey the 
meaning. 


Gimp means strength, tenacity, endur- 
ance, resiliency, character. 


The shoes you sell need all those quali- 
ties—need them where pressure, pound 
and strain comes. 


buesam (nontes 


-have Gimp 





ROGERS 


FIBRE CO. 
121 Beach St. 


BOSTON 
MASS. 
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er 5 
/ The GENUINE 
identified by these 
» Mecoes MARKS 


INE 


u 


“MEYER™ 


ACROSS THE BALL Every Style features the famous 


and from 


HEEL TO BALL FL EXATOR 
THE FIT IS THE SAME PATENTED UNLOCKED SHANK 


INSIDE 


13/8" 
Rubber 
Heel 


STRAIGHT 


REG US PAT OFF. TGP CO. 


“FLEXATOR” UNLOCKED SHANK 


PATENTED 
(Osteo- Tarsal Featu res) 


Supreme Walking Shoes for Women and Children 


A COMPLETE MANUFACTURING EXHIBIT IN OPERATION 


AY Mechanics Building, Boston, July 9, 10, 11, 12, under the eyes of the retail trade, 
a unique demonstration of the features of design, construction and manufacturing 
processes of these famous flexible walking styles, developed by the Queen Quality or- 
ganization in models for every type of foot and marketed with the Queen Quality 


guarantee of style, fit and satisfaction. 


THE “QUEEN QUALITY” IN-STOCK STYLE EXHIBIT 


pe erg ob ipwigy the manufacturing exhibit, the Queen Quality display spaces 
158, 159, 160, 161 on the main floor will present the full line of Patented Flexator 
Unlocked Shank Styles in Stock for Women, Misses and Children, demonstrated on 
living models—and in addition will show from all departments of the long Queen 
Quality line the newest In-Stock offerings for early fall selling. 


THOMAS G. PLANT COMPANY, 101 Bickford St., BOSTON, MASS. 
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Repco Makes Shoes Look New 


RECO is a liquid enamel 
which restores that much 
desired newness to sole edges 
and to heels. 

Your customers prefer Repco to 
any other brand of enamel be- 
cause Repco is easily applied 
without danger of soiling hands 
or clothes. . 


Repco contains no varnish, shel- 


lac or other gummy substance— 
but materials that protect the 
leather and prolong its life. And, 
best of all, Repco clings firmly 
and evenly to the surface. It 
does not rub off. 


Repco is made in every stylish 
color—white, ivory, light gray, 
dark gray, champagne and Ha- 
vana brown. 


For Sale by Shoe Finding Jobbers 


UNITED SHOE MACHINERY CORPORATION, Boston 


San Francisco Branch, 859 Mission Street 


J. K. KRIEG, 39 Warren Street, New York 


UNITED SHOE REPAIRING MACHINE COMPANY, Boston 


June 16, 1923 
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‘Constant Comfort 


‘‘America’s Best Comfort Shoes’’ 


We'll Be There! 


This fast growing 
line will be on dts- 
play at Booths 167 
and 168 at Boston 
July 9-12 


No. 86R—Black Kid One Strap Sandal, 9-8 
Wingfoot Heel. 

In Stock—Auburn, B to E; St. Louis, B to E; 
Los Angeles, C to E .$2.10 


No. 386R—Same Style in Next Grade. 
In Stock—Auburn, C to E; St. Louis, C to E, 
$1.85 


No. 478R—High-Grade Black Kid Oxford, 11-8 
Wingfoot Heel. 

In Stock—Auburn, St. Louis, and Los Angeles, 
AAA-A to C-E $3. 35 
No. 878R—Same Style in Havana Brown Kid. 
In Stock—Auburn, AAA-A to B-D; St. Louis, 
AAA-A to B-D. $3.60 


= a 








Even Better Than Last Year 


9° 42 


m= New States Hew Saatnans 








No. 78R—High-Grade Black Kid Oxford, 13-8 
Wingtoot Heel. 

In Stock—Auburn, A to E; St. Louis, A to Ds 
Los Angeles, A to E $3.3: 
No. 77R—Same Style with I tg Toe. 

In Stock—Auburn, A to D; St. Louis, B to 
D ‘hice . .$3.35 


No. 452R—Best Quality Black Kid Perforated 
Oxford, 11-8 Wingfoot Heel, Combination Last. 
In Stock—Auburn, AAA-A to B- D; St. Louis, 
AAA-A to B-D $3.75 
No. 852R—Same Style in Havana Brown Kid, 
In Stock—Auburn AAA-A to B-D; St. Louis, 
AAA-A to B-D $4.00 


Quality & Service 


We are still maintaining 
the quality that has been 
the back bone of this line. 
We have established 
over night service 
from three stock depart- 
ments, Auburn, St. Louis 
and Los Angeles. 


No. 456R—Black Kid Plug Oxford, 10-8 Wing- 
foot Heel, Combination Last. 

— —Auburn and St. Louis, Soe | to 
Cc 


No. 49R—Best Quality Black Kid One Strap 
Pump, 12-8 Wingfoot Hee 

In Stock—Auburn, AA to E; St. Louis, A to 
E $3.35 


No. 749R—Same Style in Havana Brown Kid. 
In Stock—Auburn, A to D; St. Louis, A to A 
Los Angeles, A to E $3. 


COMPLETE LINES of Oxfords, Strap Sandals, Boots and Juliets Always IN STOCK at Auburn, St. Louis and Los Angeles 


AULT-WILLIAMSON SHOE CO. Manufacturers; Auburn, Me. 


ST. LOUIS STOCK DEPT., 414 NORTH 12th STREET 








BOSTON OFFICE, 139 LINCOLN STREET 


LOS ANGELES STOCK DEPT., 109 E. 8th STREET 
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~ Booth 58 
Better Than Last Year 


9-2 


ic New Styles-New E Basitass 


Starting a New Life On 


“NU-LIFE™ 


REG. U.S. PAT. OFF. 


NU-LIFE Rubber Heels are made in all sizes from 000 Cubans 
to 12-13 Men’s—in the universally adopted shape and nailing 


(6 or 8 nail holes on Juniors) 


“‘The Heel of Greater Vitality’’ 
HANOVER RUBBER COMPANY 


WEST HANOVER, MASS. 
Boston Office - - 10 High Street 
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All year sales can be made by adopting the suggestions 
contained in our advertising catalog known as the Green 


Book. 

Read it through and !et your'clerks read it, as full knowl- 
edge of a product makes its sale a much easier task. 

If you have not received your copy of the 1923 edition 
let us know. 

Have you examined our new catalog? 

Don’t forget to remind the vacationists to take a pair of 
Comfys with them. 


DANIEL GREEN FELT SHOE ©. 
Dolgeville, New York 


New, York Sales Office Chicago Sales Office Boston Sales Office 
116 EAST 13TH ST. 189 WEST MADISON ST. 10 HIGH ST. 


Daniel — 


Daniel sii 


Comfy 
Slippers 
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Model in 
Lorraine Pharaoh Red 


No. 602 Glazed—No. 502 Suede 
by 


Upham Bros. Shoe Co. 
Stoughton, Mass. 
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CCEPTED! 
Wellesley is the 
embodiment of ele- 
gance, refinement and 
individuality. 


It possesses and em- 
phasizes every desirable 
feature essential to 
merit instant and last- 
ing approval. 





The Wellesley in All Black Satin 


14 Last, 15-8;Spanish Heel 





In Stock 


JUNE 207% 


In Case Lots Only 
In the Following Range 


The Wellesley in All Patent Leather 


Stock Limited In All White Kid $8.50 
. . . o> J A 
Quick Action Advisable mre «12 Laasst, 13-8 Spanish Heel 








Wire Your Order Today! 


HARRY SMOLEN G& Co. INC. 


. 24 to 28 BOERUM STREET, BROOKLYN, NEW YORK 
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We are just around 
the corner from you. 


| alerted large shoe man- 
ufacturing center has 
a United Last factory, eith- 
erjin or directly neighbor- 
ingitG @ 
5 =. ~ Pra oe ed 
And there are six United 
Last Showrooms in as many 
important cities, where you 
may always see an unusu- 
ally complete display of 
lasts, and hear the latest 
shoe style news. 


United Last Service is so 
widespread, that it’s virtu- 
ally just around the corner 
from you. 


Consultation*=with us‘is the 
first step toward perfecting 
your lasts. 


UNITED LAST COMPANY 


Headquarters at Boston, Mass. 


Affiliated; Company 
United Last Company, Ltd. 
Montreal 
with branch office at Toronto 
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Ten Factories 


BROCKTON 
NEWARK 
Lynn 
CHICAGO 
New York 
RocHESTER 
HAVERHILL 
AUBURN 

St. Louis 
MILWAUKEE 


Six 
Show Rooms 


Boston 
212 Essex Street 


CINCINNATI 
803 Sycamore Street 


Sr. Louts 

Adv. Bldg., Room 303 
CuIcAGo 

Wells Bldg., Room 406 


PHILADELPHIA 
331 Arch Street 


MILWAUKEE 
10 Metropolitan Bldg.} 
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Next week is— 


Dr Scholls 
FOOT COMFORT WEEK 


You can make this notable annual drive a record breaker at your 
store by: 


1 Putting, in a smashin3, window display. 


yi Running, some local newspaper ads. 


agpantin “Treatment and Care of the Feet” book- 
ets. 


4 Distributing, inserts with your name imprinted. 
5 Displaying, Dr. Scholl’s Foot Comfort Appliances and 


Remedies in your windows and in your store. 


6 Talking, Foot Comfort to every customer entering, your 
store. 


Thousands of dollars worth of window displays, newspaper electros, 
booklets, inserts and movie slides have been supplied on request of 
our dealers. Don’t fail to use this valuable material to the best possible 
advantage. It will brin}, you wonderful returns. 


Be sure and send in a photo 
of your window 


and get one of these dandy $7.50 Gold Eversharp Pencils. You will 
be delighted with it. A kodak photo will do. 


Display these ads in your window 


This Saturday, June 16th, a Full Page ad will appear in the Saturday 
Evening, Post and Sunda ay June 17th, a Full Page in Four Colors will 


be run in the American Weekly. Get one or more copies of these ads, 
display them in your windows and et a direct tie-up with this na- 
tional advertising. Here’s wishin, every Foot Comfort Week parti- 
cipant the success he so richly deserves. 


THE SCHOLL MFG. CO. 


Largest Manufacturers of Foot Specialties in the World 
213 West Schiller Street 62 West 14th Street 112 Adelaide Street, East 


hicago New York Toronto 
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THE 
CASINO 





Famous for their 


I. Miller-style and 
Rickard-workmanship, 
Claremont Turns have 
attained an enviable 
position among lines of 
women’s high grade 
footwear. 


For the convenience of 


our customers, we have 
stocked two of our most 
popular styles in white 
kid, as here illustrated. 
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THE 
LONG BEACH 





IN STOCK 
Ready for immediate delivery 


The Casino 
White Kid Anklet, Light 


Spanish heel. Widths AAA- 
C. Price $6.65 


The Long Beach 


White Kid Sandal, 10/8 
Military heel. Widths AAA- 
C. Price $6.85 


Stock Terms—2/10 net 30 


CLAREMONT SHOE COMPANY 
HAVERHILL, MAssACHUSETTS 





TURNS 
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Good Bye to 


Pere a Tees 


BUNIONS 





FROM MISERY i. TO COMFORT 


At Last! 

A really 

practical 
toe 


straight- SEEING IS BELIEVING! 
WEARING IS RELIEVING! 


. 
ening No great length of time—no inconvenience — 
é no discomfort—no pain—no irritation—no spe- 
device! cial shoes—worn in the shoe—nothing like it on 
° the market—no great outlay. 


$2.00 Per Pair (Single Foot $1.25) 
All Men’s and Women’s Sizes 


Your dealer can supply you with STRAITOE, 
or we will, Accept no substitutes. 


Write us for Free Booklet on Foot Troubles 
THE STRAITOE CO., Inc., 341-347 Fifth Ave., N.Y.C. 





SPORT AN 
OXFORDS. 


IN STOCK 


WORCESTER 


No. 842 


Two Real Live CrepeSoleSport Models 
Soles Put on the Right Way 
Stock No. 842 $5.25 
Coffee Elk Cube Oxford Trune Last 


Stock No. $5.85 
Gallun’s No. 5 Tan Norwegian College 
Oxford Brass Eyelets Calf d Coach 
Last 4% Wing Tip 
Sizes and Widths RY 7-10 C, 6-10 
1 


, 


FREDERICK 8S. PECK 
40 THOMAS ST., WORCESTER, MASS. 
Build your business with 
PECK'S.. BETTER SHOES 

















8,000,000 People will see 
this ad in June and July 


Our advertising will reach millions through Pic- 
torial Review, Cosmopolitan Magazine, Comfort, 
Motion Picture Magazine, Modern Priscilla, and 
other leading magazines. There is bound to be a 
steady demand for STRAITOE as it fills a long 
and much-desired want, among people with 
twisted and deformed toes. 


People will go out of their way to correct foot 
troubles corfortably, positively, and economi- 
cally; and the dealer who supplies them with 
STRAITOE is the dealer who is likely to supply 
them with shoes. BE PREPARED TO MEET 
THE DEMAND which big advertising is going 
to create. APPLY FOR FRANCHISE. 


We furnish Free cut and advertising 
service, circulars with your imprint and 
window display cards. 


THE STRAITOE CO. 


341-347 Fifth Ave., New York 








JULY 9-10-11-12 


BIG DAYS IN 
BOSTON 


HEN the sty’e show is on, Big, 
Brilliant, Business-Boosting Show, 


Lavishl yi staged, to_su 
Are you coming? The ‘ 
take care of you. Make reservations 
now. 


RATES ARE LOWER 
The Essex Hotel Co. 


J. J..McCarthy, Pres. T. A. McCarthy, Treas. 
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ARIS, of Bourbon County, Ken- 
Pires: has a population of some 

6,300, and is located in one of the 
most fertile regions of that State. 


rounding Paris produces a great 

proportion of that famous breed 
of horses known everywhere as the 
Kentucky Thoroughbred. 


"Te territory immediately sur- 


HIS prosperous and financially 

I sound community would seem 

close to the ideal from the view- 

point of the retailer of fine shoes. In 
point of faet— 


O H. M. Collins & Company, shoe dealers, 

it has proven throughout some twenty- 

five years to be a wonderful field for sell- 
ing shoes. 


N a quarter of a century of business in 
Paris, H. M. Collins & Company have 
forged steadily ahead. In this time they 

have established a record as conservative, suc- 
cessful shoe dealers who have the confidence of 
the buying public by reason of their first-class 
footwear and fair{merchandising policy. 


that most effectively backs up any special 

selling effort. And when H. M. Collins & 
Company decided that a special selling drive 
would be of material value to their business 
they knew they could solidly back up the best 
selling methods that could be employed. 


Tet is the sort of business reputation 





* 
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WHY | 
PROCRASTINATE? 


Procrastinating—putting 
things off—is something many 
merchants are doing today— 
merchants who feel because 
business is quiet they will 
‘“‘wait awhile’’ before really 
getting up and doing some- 
thing to move merchandise 
and increase business. 


You want to do “‘something”’ 
to better your business, and 
Kelly Service offers that 
“‘something,’’ so why procras- 
tinate? 
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HEY resolved to match their reputation 

with a selling service having a reputation 

for producing results and for the use of 
clean methods—ones that would be thoroughly 
in keeping with their own standard of doing 
business. 


HEIR choice, logically enough, was Kelly 

Service, and results from the moment their 

sale opened were big, despite bad weather 
—a credit both to H. M. Collins & Company 
and to Kelly Service. 


HE coming weeks are the ideal time of the 
entire year for a big, profitable, stimulat- 
ing drive for new business. 


write us the size of your stock—that’sfall 

we need to give you full informationfas,to 
Kelly plans and methods as they would be, ap- 
plied to your store. 


ik will only take:;you a moment’s time to 
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That Boost Sales 


10 Day Delivery 


“The Moon” 
“King Tut" 


One strap sandal with cut-outs on vamp and On dal with 
quarter. Stage last, French toe, No.106 s e ~ om 4 Feo oh wi Sag ty~ on TN 
High and Low heel. Open shank. Made in all 700 hi th heel, Op oan i. Me leit pet Rea 
White, all Red, all Green, and $6 50 bt a — _— —- Champagae od. 
all Blue Kid. Widths B and C Stella” Satin and all Whi” Widthe B 


1 “ No. 507—Patent Leather Mule with Gun- 
Immediate Delivery metal collar. Stage last, French toe, No. 
106 low heel, No. 700 high heel. Also made ° * 
in Black Satin with Black Suede collar. Immediate Delivery 


Also all Red, all Blue and all $6 
Patent. Widths A, B and C. ° 


—Terms— 10 Day Delivery —Terms— 
% 10 days, Net 30 days 5% 10 days, Net 30 days 


UNITED LADIES SHOE MFG. CO., Ine. 


1620 St. Marks Ave. Brooklyn, N. Y. 


Cw. 


No. 422—All Champagne Kid Sandal, 8- 
Rubber Heel $3. 85 No. 300—White Kid 




















No. ext All Field Mouse Kid Sandal, 8-8 Green Kid Trimming 8-8 abber 

No. 200—Patent Sandal 13-8 Covered Heel Rubber Hee! $3 85 
08.08 No. cecal Gray Kid Sandal, 8-8 Rubber 

Heel $3.85 





No. ry + ag Sendel. ot 
pagne Kid C , 13 eel . $4. 

> ee Gees See ee No. 420—All Smoked Ek Sandal, 8-8 Rub- 
No. 202—Champagne Kid Sandal, Field $3.1 
Mouse Kid Collar, 13-8 Covered Heel $4.35 No. 414—All Patent Sandal, Gray i Sie. Stiaciihiinn titan Caan, 


ods 8-8 Rubber Heel 7 Aner 
No. —All Blue Sandal 13-8 eee 415—Smoked Elk Sandal, R Calf lar, 8-8 Rubber Hee! 
P Collen 8-8 Rubber Heel $3.1 Sizes 2% to 6, 3 to 7. Widths C and D. 


No. 204—Bamboo Nubuck Sandal, Havana 
Kid Collar, 13-8 Covered Heel... .... $4.35 


i, 0—Gune style with 8-8 Commas STERN BROS. SHOE co. 
Sizes 3 to 7. C Widths only. 40-42 LINCOLN STREET BOSTON, MASS, 


Dealer Influence is secured thre advertising in the Boot and Shoe Recorder. 
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NOTE THE HUG AT THE HEEL— AND THE GRIP ON THE FOOT anyae 


KIMBALL & SHERMAN CO. 


HAVERHILL, MASS. 


it. g ts 
BOSTON OFFICE — RICE BUILDING — 10, HIGH ST. — ROOM 701 
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| There iS nothing like Leather 


The old saying, “There is nothing like 
leather,” is as true today as it ever 
was and will remain true for all 
time to come. 


Substitutes for leather come and go, 
but makers of quality shoes adhere 
firmly to the material which the test 
of time has proved and proved again 
to be beyond all successful imitation. 


The United States Leather Company 


New York Chicago _— Cincinnati = St. Louis += Richmond 


The United States Leather Co. of Mass. 


Boston 


SELLING AGENTS 
McADOO & ALLEN A. J. & J. R. COOK 
Philadelphia San Francisco 
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Eliminating the “LAST”— 


Selling the 12th article of each dozen quickly and at a 
profit brings SUCCESS. 


Many merchants tell us they are accomplishing this Success wit: 
the IRON CLAD line in their Hosiery Section. When the 12th 
pair of a dozen of IRON CLAD hose is sold, there remains an 
unsatisfied demand. 

This Unsatisfied Demand Eliminates the Last Pair and causes the 
stocking of IRON CLAD Hosiery to be an endless chain of orders 
and sales. If your Hosiery stock is showing a number of “‘last 
pairs,’ write for an IRON CLAD representative! He can tell you 
how to Eliminate them. 


IRON CLAD No. 98 is a Typical 
Number for Eliminating the ‘‘Last Pair’’ 
“Tron Clad"’ No. 98 is a wonderful misses’ hosiery value, and 
very representative of the entire “Iron Clad” line. It is a fine 
ribbed, black mercerized style, with double sole and 4-ply heel 
and toe. 

Sizes 6, 614 
= 2 7% 
oe 8, 814 
“«« 9, 914, 10 
No. 98 W. White, sizes priced same as Black. 
No. 98 A. B. African Brown, sizes priced same as Black. 


COOPER, WELLS & CO. 
250 Broad St. St. Joseph, Mich. 
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Battreall's 
SKELL 
Service Boot 


is ideal for that large army of indoor 
and outdoor workers who want a 
boot that is light, cool and comfort- 
able, yet high enough to tuck the 
pants in and solid enough to give 
exceptional service under most any 
conditions. It is but little heavier than 
the ordinary shoe, and gives all the 
service that you’d expect from the av- 
erage boot of considerably more weight. 


IN STOCK 


fie. 3886—Overacight, Single Sole, 8 wert 


No. 1967—Overweight, Single Sole, 8 inch 
Mahogany Blucher $6.00 
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CAHILL’S 


ANATOMACALLY CORRECT 
ARCH BRACE SHOE— 


is built on a scientific last, carrying a patented feature. 
The shank of the last is thrown over to the outside giving 
a comfortable hug or brace to the arch both in walking 
and in standing. The bottom is modeled to relieve pressure 
on the plantar nerves, which is most essential for foot 
comfort. 
Full line in stock with Flexible 
Arch Brace. Heels, 1", 14%”, 1 6-8”; 
Sizes: 3 to 10; Widths; A to D; 
Black Kid, $5.00; Brown Kid, $5.50. 
Made in four weeks—2% to 10. 
AAA to EE. 

Write for exclusive agency 

or have.our salesman call. 


The CAHILL SHOE Co. 


Cincinnati, Ohio Trade Mark Registere 
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No. 1969—Double Sole, Double Stitched, 
inch Mahogany Blucher $6.25 


No. 1778—Overweight, Single Sole, Moccasin 
T $6.50 


_——— = 


xc 


Further details on request. 


Batireall Shoe Co. 


MANUFACTURERS 


_ST.JOSEPH MO. 
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Four Layers of Leather 
BETWEEN FOOT AND GROUND IN 


Russell’s Ike Walton 


The beautiful workmanship 
--extreme light weight and 
staunchness appeal to out- 
of-door folks of the most 
discriminating taste 


SEND FOR CATALOG AND 
DEALER’S DISCOUNT 


W. C. Russell Moccasin Co. 


Berlin .*. Wisconsin 
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\.RNOLD 


GLOVE-GRIP SHOES 
GLOVE GRIP SHOES FIT PERFECTLY BECAUSE 


THEY ARE FASHIONED TO THE ACTUAL 
SHAPE OF THE HUMAN FOOT 


Lacing a Glove-Grip Lifts up the 
Arch instead of pushing it down. 
This is the secret of. the wonderful 
feeling of Ease and Comfort in 


Arnold Glove-Grip Shoes. 









































In Stock—For Immediate Delivery 


Even Better Than Last Year 
ange Model “S717” The ARCH-MAID 
Ye 9° 12 Combination Last 


Fos eee si Busine WHITE REIGNSKIN OXFORD 14-8 HEEL ° 
$5.35 ALL SIZES AAA to D. 








Look for our Saturday Evening Post advertisen.ents 


M. N. ARNOLD SHOE COMPANY 


NORTH ABINGTON, MASS. ye 
\RNOLI D 


BOSTON OFFICE NEW YORK OFFICE 
Room 801, 10 HIGH STREET 127 DUANE STREET : ; 
/ GLOVE 
% 
. GRIP 
\. SHOES 
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‘Nothing inthe shoe 
but the Foot ” 
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‘“‘In-Built’’ Comfort 
and Protection 


From the viewpoint of shoe specialists, 
shoes built with Crawford Arch Sup- 
ports are scientifically correct. From 
the viewpoint of your customers, they 
are unusually desirable because they 
correct fallen arches in a pleasant, natu- 
ral way. 


The Crawford Arch Supporting Shank 
is built right into the shoe—fitted be- 
tween the insole and outsole and locked 
to the insole. It is part of the shoe— 
in-built support and comfort that give 
ease to the foot and preserve the shape of 
the shoe, assuring lasting fit and comfort. 











Show your customers shoes with 
Crawford Arch Supporting 
Shanks They'll buy! 








On the head of the rivet which locks the 
shank to the insole, and which is flush 
with the insole, you will find this trede 
mark. Look for the trade mark. [It is 
your protection. 








United Shoe Machinery Corporation 


Boston, Mass. 
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Illustrated—Staiger’s, 278 Morrison St., Portland, Oregon 


American Interlocking 
Shoe Store Chairs 


are famed, not only for their sturdiness, their comfort and their ecomony of space, 
but also for their beauty of design and finish. They are readily adaptable to the 








architectural plan and color motif of the shoe store beautiful. 


For example—in Staiger’s well-known Port- 
land store, pictured above, American Inter- 
locking Shoe Store Chairs complete the har- 
mony of tone carried through the whole in- 
terior. With woodwork and shelving of two- 
tone brown, trimmed with gold, mahogany 
and light blue, the chairs are in mahogany 


finish with blue Moroccoline upholstery. 
The runners are fawn colored. The harmoni- 
ous blending of the colors produces a highly 
pleasing effect. 


American Interlocking Shoe Store Chairs may 
be had in any desired finish and upholstery. 


Let us help you solve your seating problems 


AMERICAN: SEATING (JOMPARY 


General Offices: 1016 Lytton Bldg., CHICAGO 


Room 707—250 Broad St., 
PHILADELPHIA 








Room 601—119 W. 40th St., 
NEW,YORK 











BOOT AND SHOE RECORDER 





HELPING THE CANVAS FOOTWEAR JOBBER AND DEALER 
IN HIS HOME TOWN NEWSPAPER 


One of a series of newspaper advertisements 
now running in cities and towns covered by job- 
bers and dealers who handle Firestone-Apsley 
canvas footwear. A strong pulling feature of this 
campaign is the bold display of the jobbers’ and 
dealers’ names across the bottom of each adver- 
tisement. 


Co-operation is the keynote of all Firestone- 
Apsley dealings with the trade. And this effec- 
tive national advertising campaign in news- 
papers is one phase of the vigorous work which 
is being carried on to keep jobbers’ and dealers’ 
sales on the upward swing. 


In less than six months the original sales quota 
set for’ Firestone-Apsley products during 1923 


was reached. Every dollar of sales came through 
jobbers and dealers. 

Responding to quality, the buying public— 
including both adults and children—has brought 
the Firestone-Apsley line rapidly to the front as 
a major source of profit for the footwear jobber 
and dealer. 


Running during the summer months—the 
heavy buying season—this newspaper cam- 
paign is bringing an added volume which is out- 
stripping even the record sales of the past few 
months. 

If you are looking for quality merchandise 
progressive business methods and willing co- 
operation, write or wire for further details. 


Firestone-Apsley 


Rubber Company 


Manufacturers of Rubber Footwear, Canvas Footwear, 
Rubber Clothing and Rubber Heels 
Hudson, Mass. 
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READY TO SHIP STYLES OF 
GOODRICH QUALITY TURNS 


Each one of these shoes is a proven seller. Sales can be made 
easily with these shoes in YOUR stock. Goodrich Standards of 
Quality have been made a feature of each model. Place orders 
NOW as any one of these numbers may be sold out before long, 
and we shall NOT duplicate. 
SIZES 
AA 4-8 B 2%8 
A 3.8 Cc 2%48 


Less than 3 pairs of a style 25 cents extra 


124 B, C widths only 
Patent Leather “Cairo” 120 
8/8 Wood Heel, Medium Toe White Kid “‘Alexandria”’ 
$5.50 Net With the new Ht Spanish Louis Heel 
50 Net 


Even wT 5 Last Year 
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) New Sty eye ey Rosenge 


eve 


BOOTH 
12 


Haverhill 


° 127 
Section Black Satin “Iris I1”’ 


128 
White Kid “Iris II”’ Fancy Stitched Vamp and Quarter, 14/8 
Perforated Vamp and Spe 8/8 Wood Hee Spanish = s Hee 
$6.25 $5.50 


HAZEN B. GOODRICH & CO. 


HAVERHILL, MASS. 


—~ —— 
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Stylish Toes make Stylish Shoes 
There’s Beauty in a Vulco Reproduction 


Vulco-Unit Box Toes are used by leading manufacturers and 
specified in the orders of progressive retailers everywhere 


THE GENUINE VULCO-UNIT BOX TOE IS MADE AND SOLD ONLY BY 


BYCKWITH MFG. CO. 


argest Manufacturers of Box Toes in the World 
lll SUMMER STREET. BOSTON. 


Chicago GW. KIBBY & CO. (GET GD) GEO.A.SPRINGMEIER CO. Cincinnati 
OSCAR FE WRIGHT CO. f mm St Louis 
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‘JUDGE IT BY ITS USERS ~ 








Tim not 
ambling 


THIS LINE IS BUILT ON 
NEW CASTLE 
HAVANA BROWN 





New Castile HAVANA BROWN Kid has contributed 
largely to the reputation of many famous lines of shoes. 


The men who control the standardson which these 
lines are built, recognize the value contribution of 
New Castle Kid. 


They réfuse to trifle with an established factor in their 
success. 


NEW CASTLE LEATHER CoO. 
New York 


NEW CASSLE KID 
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eAt Booth Number 127 
cA (Cordial Welcome Awaits You 


To our many customers and to 
all visiting buyers, we extend an 
invitation to visit our booth. 


Come and get acquainted with 
our Officers and Salesmen. 


Examine our new styles—we’ve . 
a faculty for picking winners. 


And let us explain our service 
—it will be well worth your 
while. 


ET. Wright & (Company, Inc. 
Rockland Mass. 
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White Shoes Will Sell! 


We are so confident that this will ultimately 
prove to be a good normal season for White 
Shoes, we are putting in stock for our whole- 
salers these three styles and others that quick 
service may be obtained when needed. 





Anticipate the increasing call for White Shoes 
that the hot weather will bring by placing 
your orders at once. 


Welt Canvas One Strap—Rubber Heel 


These 
Shoes 
Sold 
Through 
Wholesalers 


Exclusively McKay Canvas One Strap—Rubber Heel 


A business of our size and kind can only be handled 
by wholesale distributors. It is impracticable to 
supply our retail merchants in any other way. 


Cushman-Hollis distribution is complete and nation- 
wide. This means that there is a distributor near 
you, ready to serve you. Place your orders with him 
as soon as you can, and we know that you will be 


well served. 
Misses One Strap—Rubber Heel 


Cashman-Hollis Company. 


BOSTON OFFICE FACTORIES AND 
177 LINCOLN ST. HOME OFFICE 
ALBANY BLDG. AUBURN, ME. 
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Rice & Hutchins 
make every kind of 
footwear for every 
member of the family 
for every type of shoe 
store, that caters to 
any class of trade. 









































” “No Matter Where You Are” 


Whether you do business in Maine or California, Wash- 
ington or Florida; whether your store is located on a 
busy avenue of a great metropolis, or on the main street 
of a hustling “city to be”—Rice & Hutchins service is 
at your elbow. 














Our service is not only estimated in the capacities of 
nine factories to handle orders for future delivery—this 
service is immediate. 


Eight Rice & Hutchins Branches are located so as to 
serve the entire United States quickly. They are kept 
fully stocked with your merchandise. No matter what 
style of shoe you need, your order is shipped at once. 











Keep ahead of changing markets. Rice & Hutchins ser- 
vice will eliminate your “‘over-stock”’ worries. 


RICE & HUTCHINS 


INCORPORATED 
BOSTON U.S.A. 


DISTRIBUTING BRANCHES 
ATLANTA CLEVELAND 


BALTIMORE NEW YORK 
BOSTON PHILADELPHIA 
CHICAGO ST. LOUIS S 


- 
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Your One Best Style Guide Is Your 
Local Demand 


who would attempt to outline good styles for 
every community in the country. 

After two days of deliberation on what will be good 
style along that phenomenally styleful section of the 
country bordering the Pacific, California merchants 
this week prepared a style report stretching out towards 
October, and every merchant reader is urged to com- 
pare this report not only with his own community de- 
mand but with the national style report published a 
few weeks ago. Points of similarity there are, but also 
some important differences, proving that what may sell 
freely in New York may not move in Los Angeles or 
San Francisco. 

Patent leather oxfords—good in one place may not 
move elsewhere. Black kid leads in some small towns 
while brown ooze sweeps the shelves in the city. There- 
fore, study style reports as test barometers only with 
always a squint out the window of your store to see if 
the local signs of style are set contraiwise or in accord. 

Style is getting to be a fickle maiden and it profits 
him well who gauges his local colorings accurately. 

The merchant in a town who gets a reputation for 
venturing is often given first showing of new numbers. 
Picking them for novelty on a “perfect thirty six” 

neup of sizes means rush profits, provided ninety- 
¢e per cent of the shoes sell. It is the final five per cent 
f shelf warming numbers that put red ink figures on 
ie books. Sharpshooting on style is a speedy game, 
idr more fascinating than the stock market because 
you are dealing with the most elusive thing on earth, 
womens’ whims. 

In again and out again is a game for the city store 
with a large clientele; but the small town store may also 
have its proportion of flapper customers, so a thirty- 
six pair lot in a diversity of materials helps to sweeten 
up the store and stock. 

The sharp definition between high style and, shall 


cor is no infallible guide for the man or men 


we say, “low style” or orthopedic shoes, gives to the 
merchant, large or small, the alternative of playing 
style exclusively and letting somebody else get the 
kickers and the foot cranks, or of combining both to 
render all possible service. 

Some merchants have been extremely successful in 
carrying style on one shoulder and health shoes on the 
other. The secret of their success is in buying only the 
mid-selling sizes on styles and combining their ordinary 
oxford and one strap lines with their specialty health 
or orthopedic lasts. This gives the real orthopedic lines 
an opportunity to have plenty of sizes from one to ten 
on all the widths so that every foot is accurately fitted. 
This is the real secret of getting both types of business. 





More Money to Spend 


URVEY of the economic situation by the Federal 
Reserve Board shows that within the past few 
weeks the reluctance of manufacturers and merchants 
to accumulate large stocks has been a factor in check- 
ing a rise in the prices of certain basic materials, par- 
ticularly in the case of those commodities which have 
recently experienced unusually rapid advances. The 
Board in its review finds that “Increased buying power 
of wage earners arising from fuller employment and 
wage advances has been reflected in a greater demand 
for consumers’ goods and expansion in retail trade.” 
It is quite significant to note that this government 
agency is of the opinion that ‘“‘an element in the in- 
creased buying power of consumers has been that the 
cost of living has increased relatively little and the 
margin over necessary living expenses available for 
other expenditures or for savings has been larger.” 
Bankers of the country are advised that growth in 
consumers’ demand is reflected in the sales of 5-and-10- 
cent stores and of department stores, which during 
the first four months of 1923 were 15 per cent larger 
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than during the corresponding period of last year. The 
slight decline in sales during April was chiefly seasonal 
in character. 

It will interest merchants in rural sections to note 
that Federal Reserve Board reports show that while the 
recovery of agriculture has been slow and incomplete, 
farmers also have been buying in larger volume, not 
merely to meet ordinary needs as consumers, but also 
to replace and increase equipment. Farm prices of lead- 
ing agricultural commodities have advanced and the 
movement of those commodities to market was greater 
with few exceptions during recent months than a year 
ago. Sales of mail-order houses, which reflect chiefly 
purchases made in rural communities, are this year 
more than a third larger than last year and sales of 
hardware and farm implements are much in excess of a 
year ago. A considerable part of the proceeds from the 
sale of crops last autumn was used by farmers in the 
payment of debts, and while it is too early to estimate 
the crop prospects for this year, it is clear that a large 
proportion of the farmers’ return during the coming 
autumn will be available for the purchase of goods. 

An analysis of business activity by Federal reserve 
districts shows that the dollar value of business trans- 
actions during 1923 has been relatively higher in the 
East and on the Pacific coast than in the South or the 
Middle West. 
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The statistics of bank debits indicate that the dollar 
value of business transactions has been about 20 per 
cent larger in the first four months of 1923 than in the 
corresponding period of 1921 and 1922, but is about five 
per cent less than in the first four months of 1920. The 
dollar value of wholesale and retail trade, on the other 
hand, has been considerably less in 1923 than in 1920, 
but has been larger than in 1921 or 1922. The decline 
in the value of wholesale trade as compared with 1920 
may be largely ascribed to the lower level of wholesale 
prices. 





Shoemaker’s Children are 


Never Shod 


HIS is not going to be a very pleasant topic. If it 

is true that the “‘shoemaker’s children are never 
shod,” why should it be carried out literally today in 
so many shoe stores from the proprietor down. 

We hope that this editorial brings the subject right 
before you. Take a look at your own feet and see if they 
are covered with the finest shoes in your own stock. 
Then line up your sales force, and look over their 
pedal extremities. If they have worn out, misfitted, 
and mis-shaped shoes, make them take them off, and 
fit themselves correctly right out of your stock, and 
you pay the bill. 





Problem No. 4 in the Fitting Contest for Shoe Salesmen 


This customer, a young man of 24 years, has had considerable trouble with his feet for some time. He is 








an engraver by trade, not on his feet much during business hours, but likes dancing and tennis. He wants a 
fairly good-looking shoe for business, one that will help his foot condition and not be ugly. What is your 
answer to his problem? His measurements sitting are, length of foot 1034, ball 914, instep 9 inches heel to 


ball 734. 
Problem No. 2 Solved 


In order to give our Western friends sufficient time to get their replies in, we 
waited a week before announcing the winner in Contest No. 2. Several good 
answers from the coast were received too late for the first problem. 

The best solution to Problem No. 2 is credited to Lewiston, Idaho, written 
on the stationary of the R. C. Beach Company. The writer was so modest that 
he neglected to sign his name. Enoch H. Johnson of C. F. Wahl & Son, Atlantic 
City, N. J., was a close second. 














The Winning Answer 


In this stockier type of foot, the customer needs a 
shorter vamp and straight wide toe as toes are usual- 
ly stubby, thick and all the same length or nearly so. 
Blucher cut would be better than a bal as it gives the 
instep more room—also a low broad heel, but not too 
flat. 

This type of foot seldom ever elongates over two 
sizes in standard stick. Would pick out E. T. Wright 
& Co., black kid blucher cut Arch Preserver, Van- 
derbilt or some similar last size 8, E width or EE if the wearer so desires. 

The arch in this shoe carries the weight evenly on the first and fifth metatarsals, the outer longitudinal 
arch and the heel, giving the toes a chance to grip and pull as he walks. 
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S Getting More Shoes Sold Right: not only “more” but “right; sold for the right purpose, to 
the right wearer, in the right fitting, for the right price, at the right profit. This is the great 

7" problem of the retail shoe merchants. The chief purpose of the Boot and Shoe Recorder is 
: to help solve it; for this is the basic problem upon which depends the progress of the 
2 entire allied industries relating to shoes and leather; their production and distribution. 
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Some More Financial Straws 


HE other day, Austria placed a loan in this 
country for many millions of dollars. It was 
subscribed in less than 24 hours. 


Not particularly pertinent to the shoe busi- 
ness, you may say, and if you do, then my re- 
tort is that anything which so wonderfully 
well reflects the return of confidence in the 
future of a country so hard hit financially as 
Austria was, cannot help but point the way to 
better times in this country and throughout 
the world. 


And if you wish me to stay closer to‘'home in my 
estimate of future business conditions, I should like 
to cite the fact, noted by the Harvard Bureau of 
Economic Research, that “the proportion which 
stocks have formed of total issues of stocks, bonds 
and notes has been larger in the past nine months 
than in the nine months immediately preceding.” 


It is mighty significant to find that the investors 
of this country no longer see the necessity of putting 
their money in bonds with their comparatively low 
interest rates when it is obvious to many of them 
ae gene safety and higher returns can be had from 
stocks. 
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Favors Reducing Style to Four a Year 


Fewer Selling Periods Advocated at Birmingham Convention 
of Southeastern Shoe Retailers 


By FRED S. STEWART 


HERE is such a conglomeration of styles, kinds 

and colors that I am afraid that the retail shoe 

business is in such a chaotic condition that unless 
a man has the widsom of Solomon he does not know 
where he is at. Nowadays apparently a retail merchant 
has to buy everything that is offered in order to have a 
chance to sell merchandise, and then he has so many 
styles that the sales people really do not know what to 
show first. At the previous meeting of the styles com- 
mittee, there was no recommendation about any fancy 
colored shades of leather, and yet today the public, the 
retail merchants and the manufacturers seem to be 
crazy on these pastel shades. 


Opinion of Style Questionnaire 


About the first of April, we received from the secre- 
tary’s office of the Natinnal Association a questionnaire 
on styles to be sold during July, August and September. 
1 returned the blank with a letter telling that I would 
not be willing to sign my name to any answers I would 
send in. I do not consider that the styles committee 
should request recommendations for September selling, 
for September is a full month and the same merchan- 
dise that should be sold then, should not be considered 
for July and August selling at the same period, which 
are summer months. 

Styles recommendations should be made, in my judg- 
ment, on January 1 for March, April and May selling. 
Again on April 1 for June, July and August selling. On 
July 1 for September, October and November selling, 
and on October 1 for December, January and Feb- 
ruary selling; this would give us four periods; spring, 
summer, fall and winter selling, and unless something of 
this kind is done, | think incalculable harm will be done 
to the retail shoe industry. 

Then big dealers may be able to work out their own 
salvation, but the rank and file of the small merchants 
throughout our country cannot keep up with conditions 
as they are at present, and the only relief that they 
might get is through the National Shoe Retail Asso- 
ciation. 

I am glad to see these fancy colors and styles. It is the 
life of the shoe game. It is true too many of us are stuck 
on too many staple goods, and we are liable to go broke 
on too many fancy goods. However, if a man is in the 
shoe business, or any other business, the live ones al- 
ways play the game. 

[ would hate to see the shoe game get back to the 
plain black and tan oxfords, but I would like to see a 
four-season proposition as follows: 


Spring... ....March, April and May 
Summer . . ....Jdune, July and August 
Fall..... ... September, October and November 
Winter . . . . December, January and February 


By doing this, we could buy with safety for at least 
three months; as it is if the shoes are ten days late, 
they are out of style. A traveling salesman asked a 
buyer what route would he have his shoes shipped, 
the buyer said by express, and just ship them in a 
coffin for they would be dead by the time they were 
delivered. 

I advise you to get close to the traveling salesman; 
have him keep you posted each month, let him send you 
samples of the new styles as they come through the 
factory. If it looks good send him an order for what you 
feel that you can sell in 60 or 90 days, so you can buy 
more. Make a long profit and sell all your short lines, for 
there is where your real profit is. 


M. A. Condon New Leader 


Officers elected include: M. A. Condon, Charleston, 
S. C., president; Fred S. Stewart, Atlanta, Ga., first 
vice-president, Charles Scruggs, Spartanburg, S. C., 
second vice-president; G. P. Golden, Jacksonville, Fla., 
third vice-president; Dave Rich, Birmingham, Ala., 
fourth vice-president; directors, George Busse and 
Joseph Erlich, Georgia; Henry Shafner, Columbia, 
S. C.; F. W. Beagle, Jacksonville, Fla.; J. S. Simons, 
Mobile, Ala., Frank Stevens, Atlanta, Georgia; and 
W. S. Byck, Atlanta, directors; C. V. Hohenstein, 
convention secretary. ; 

The convention next year will be held at Charleston, 
S. C., the date to be decided by the directors. This 
year’s convention is characterized as one of the best 
ever held. 

Vital Issues to Merchants 


Resolutions adopted at the convention embrace some 
vital issues to the retail shoe merchant. Closer under- 
standing by retail merchants regarding new and changed 
manufacturing conditions, unselfish co-operation and 
organization work, and an aggressive mail campaign to 
advise members of best business policies to elevate the 
standards of retailing, are included in the resolutions. 

It was resolved to announce to the people that retail 
prices of shoes are as low in proportion to any other 
commodity. Support to a movement to educate the 
people to consume more footwear, was pledged as a 
method for solving the great trade problem of under 


consumption of footwear. 
(Continued on page 90) 
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Record Attendance 
Expected at July 
Style Show in 
Boston 


Runway and Booth Ex- 
hibits to Be Unusually 
Attractive— Shoe Fac- 
tory in Operation An- 


other Interesting Feature 


J RADE expositions, and their accompanying foot- 
wear style demonstrations, have come to be an 
accepted and important factor in our American 

shoe and leather industries. 

Initiated by private enterprises some years ago, they 
have recently been taken over by the recognized or- 
ganizations of the trades, and in this sense have be- 
come, as it were, “official.” 


For the third time this big and magnetic “Boston 
Show,” as it is now popularly known, will be held in 
Mechanics Building, Boston, during the four days of 
July 9-10-11 and 12, and from the out-set it is certain 
that this Shoe and Leather Exposition and Style Revue 
will eclipse in magnitude and general interest any of its 
predecessors. 

Big Demand for ‘Space 

In fact, the demand for exhibit space this year began 
so early that the big building was “sold out’’ weeks in 
advance of other years. Every space on the main floors 
was disposed of some time ago, and there are at this 
writing a number of applicants on the waiting list. 

All during the Winter and Spring, the work of plan- 
ning the Boston Show and advertising it through the 
rest of the United States and Canada and in fact, the 
entire world, has been steadily in progress under the 
direction of President Albert N. Blake, Secretary 
Thomas F. Anderson and General Manager Chester I. 
Campbell, and with the assistance of a number of 
energetic committees, led by the executive committee of 
the corporation. 
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Everybody is always glad to figuratively take off his 
coat and lend a helping hand toward the success of this 
trade enterprise, seeing that it is all for the benefit of 
the industry itself, and that under the provisions of the 
corporation’s charter no stock-holder can receive any 
dividends, if there are any to be declared. The whole 
enterprise is carried on on a non-profit-declaring basis, 
and if there should be any financial surplus it is turned 
back into the organization itself or used for the general 
benefit of the industry in the form. of publicity. 


Thousands of Invitations Issued 


It is to this high-grade and worth-while exposition 
that the New England shoe and leather industry, sup- 
ported by the Mayor of Boston, is cordially inviting 
buyers of footwear, leather and accessories everywhere, 
to come and study and enjoy next month. Direct in- 
vitations have been sent to 25,000 retail and wholesale 
merchants, and hundreds of invitations also have gone 
forth to tanners, officers of trade organizations and 
others. The sponsors of the exposition are confident 
that the attendance this year will break all previous 
records, and it is evident that more and more the buy- 
ers of footwear are shaping their purchasing policy so 
as to fit in with the July Boston Show. 

For the entertainment and satisfaction of this ex- 
pected army of visitors, the organization has planned an 
interesting series of hospitalities, meetings and con- 
ferences, and in addition to these, several of the national 
organizations of the trade will hold formal meetings. 
Between all this and the compelling attractions of the 








72 








Highlights of the Boston 
Show 
DATE—JULY 9, 10, 11 and 12 
PLACE—MECHANICS BUILDING 


PROGRAM 


Monday—Opening Day. 


**e* ¢ *€ 


Tuesday—Annual outing at Norum- 
bega Park under auspices of the Boston 


Shoe Travelers. 
- 2 Ss 


Wednesday— Meetings and conferences 
of retail merchants. 


* s+ * 


Thursday— More interesting meetings. 
*_e+ t+ € 

Runway show Tuesday, Wednesday 
and Thursday evenings. 
> e+ * * 


Complete shoe factory in operation 
all the time. 
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sorts, there will be no 
possible chance for time 
to hang heavily on those 
who accept Boston’s hos- 
pitality. 

Let us, in anticipation, give the visiting retail merchant a brief 
personally conducted tour through Mechanics Building, in order 
that he may be able to visualize the business and artistic treat 
that has been prepared for him. 


How the Building Will Look 


Entering the building through the main entrance on Huntington 
Avenue, possibly after having enjoyed a stroll across historic 
Boston Common with its famous Frog Pond and its centuries of 
traditions, and passed through the beautiful Public Garden, the 
visitor will find himself in the midst of busy “Department B,” with 
a bewildering but orderly group of exhibits including footwear, 
leather, findings, ornaments, linings and a great variety of other 
up-to-the-minute products, displayed in attractively decorated 
booths. 

Here on the left is the striking co-operative display of the Lynn 
shoe manufacturers: over on the right stands forth the imposing 
section of the Haverhill manufacturers, and scattered all round are 
to be seen the products of the factories of Brockton, Manchester, 
Auburn, Peabody and a score of other famous New England shoe 
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and tannery cities, as 
well as a number lo- 
cated outside of New England. 


Passing now into the adjoining hall, ““Department 
A,” usually known as Grand Hall, one finds a contin- 
uation of these wonderful displays surrounding the 
long, raised runway on which will take place on the eve- 
nings of Tuesday, Wednesday and Thursday the annual 
Style Revue, which has helped so much to make famous 
the Boston Show. This invariably is one of the most 
picturesque and authentic displays of the very latest 
effects in footwear, style, color and combination, ever 
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shown in this or any other country. The 1923 Revue will 
be no exception. 

More than 100 beautiful and attractively gowned 
models will parade up and down the runway under 
superb lighting effects, and with a marvelously artistic 

(Continued on page 93) 
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HE important thing to 

notekin children’s! foot- 
wear is the growing tendency 
toward novelty patterns on foot- 
form lasts. This is well exem- 
plified by the shoes shown on 
this page, displaying a wide 
variety of styles and materials. 
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~ Recorder Ad-Visor on Ghe Most for theMoney 
in Advertising During Hot Weather 


Making July and August 
Good Selling Months 























DVERTISING will work during hot weather. 
Rent, interest and the many other fixed expenses 
have an utter disregard for the calendar. They 
operate by the year and recognize the relationship 
each month bears to the year. 

Advertising is the only cog in the wheel that lays off 
because it’s hot. Advertising is the only element in the 
scheme of business that can take a vacation without 
seeming to cost a cent, at least not immediately. The 
salesman goes on a vacation and with him goes his two 
weeks’ pay; he doesn’t sell anything while he’s away, 
but he’s human and the rest is an investment without a 
doubt. Nobody questions it, the result of a rest with 
change of environment and scenery is reflected in the 
zest and enthusiasm with which work is taken up upon 
a return from a vacation. 

The question of investment in this case is unques- 
tioned because of foresight inherent in us to see it. 
When the world was created a rest followed, and rest 
follows work as the accepted order of humanity. 


Advertising Isn’t Human 


But advertising isn’t human, it doesn’t need a rest. 
Advertising isn’t human so it can pick up or leave off 
any time, any place with a resiliency of power that 
leaves its efficiency unimpaired. And that brings us to 
the feeling held toward advertising. 


What Is Advertising? 


To some it’s an unknown quantity. To others it holds 
the potence of a powerful medicine that kills or cures. 
To still more a luxury and like all luxuries can be in- 
dulged only when one can afford it. The first merchant 
is timorous, does some advertising, but not in a way 
that allows the body advertising to grow strong and 
hardy enough to pay for its keep. The second under 
surging impulses, hunches as to selling value (correct or 
incorrect), sets a herculean task for advertising without 
any strengthening preparation on the assumption that 
Rome might have been made in a day if advertising in 
its present all-powerful state had been available to 
speed the job. The last merchant succumbs to the lull- 
ing melodies of the cash drawer symphony when at its 
best and is tempted to chime in to the public’s, “We 
want shoes,” with “You need shoes” with the result 
that advertising loses its breath and when the public’s 
taste is satiated and new thrills would be welcome it 
can hardly speak above a whisper. It isn’t heard and 
the conclusion is that so much business is done any- 
way, signal advertising successes to the contrary not- 
withstanding. 

There are others of course; the merchants whose 
business acumen places advertising in its proper cate. 


6) 





gory, who know what advertising will do and what it 
won’t do, not on hearsay but through seasoned ex- 
perience, and we have no doubt but that if they weren’t 
so busy selling shoes they could tell a far more interest- 
ing story on what to expect of advertising than this 
will be. They are not the ones to whom these helps are 
directed primarily, but we hope their ability to choose 
and adapt will lead to a gleaning of valuable ideas from 
this section. 


The Service of a Shoe Store‘M ust Be Understood 


Too few people realize the tremendous service ren- 
dered by the shoe merchant; not only the costly things 
that may be charged to twentieth century vanities, but 
that having to do with material comforts quite necessary 
from an anatomical point of view. There is a question 
as to just when these things are given the most con- 
sideration; as to when it is best to tell of these things. 
True it is that less reading is done in the summer when 
the greater part of the time is spent out of doors and 
things of interest crowd one upon the other for atten- 
tion, but then in the winter there are movies and maga- 
zines; and in spite of this, shoes are sold simply because 
no one goes anywhere barefooted. Shoes are worn every 
day in the year, and somebody always needs shoes; 
they don’t all wear out at one time, nor do folks*even 
wait for them to wear out. 


Summer Yields Sales to the Searcher 


The only logical time to let up on advertising, if any 
time is logical, is when the market is crowded with 
buyers. The best time to advertise is when business is 
needed, for is not advertising a selling agent? 

Then consider Summer possibilities. Where do people 
go on vacations but away and is not every town “away” 
to those in other towns? Automobile travel brings as 
many to a town as it takes away, maybe more. Watch 
the foreign vacationists. If a town is deserted, highly 
improbable, just go where the trade goes. Open up a 
summer shop ina hotelroom or vacant store advan- 
tageously situated. Don’t sacrifice prices, but simulate 
demand on seasonable merchandise in a way that;will 
bring greater business when the weather changes. 


Summer Slump State of Mind 


All advertising increases future possibilities of profit 
regardless of what it does immediately. Open house 
with proper emphasis on a store’s bid for community 
interest is another summer opportunity. The summer 
slump is mainly a state of mind after all, and as long as 
the store doors remain open why should anyone take it 
for granted that there is a slump? 
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The store located at a ter- 





minal point on the railroad 
or at the crossroads on the 
automobile highway may ren- 
der a service that will appeal 
to the traveler. The news- 
paper, the billboard and 
booklet will do a great deal 
toward drawing attention to 
the town’s modernity in the 
matter of stores 


The woman traveler mixes 
her appreciation of values 
with that of the scenery, and 


Copy for Ad at left 
Some folks Go to Paris 
for their clothes. 


Travel is fascinating sim- 
ply because it opens up so 
many new vistas of thought 
and ideas. You'd like to live 
in this town or that because 
it seems to offer so many 
things that you haven’t—a 
home, principally the thrill of 
a change. Everyone neds a 
change. 

Perhaps you will find 
greater 5 ennmagg for sav- 
ing on footwear here; per- 
haps a greater variety; per- 
haps some shoes and acces- 





the interest in things to wear 





sories not carried by home 








is never wholly subordinated 





stores. It pays to see out-of- 








to anything else; rather it is 


town values and styles to 








a question as to which comes 


freshen your enthusiasm for 








pretty things and to give 





first—the desire to go vaca- 
tioning or the desire for 
clothes to go vacationing. 


The idea at the right may 


be used for newspaper, and 
STREET 


i a few simplifications 
with a few simplifications anaae 





YOUR NAME HERE- 


~ 


MAIN STREET 


your pocketbook a new lease 
of buying-life. You might get 
the very same thrill that 
those who go to Paris do. 

Oh, yes, some of our shoe 
styles are fresh adaptations 
of those now appearing on 
Parisian boulevards. 


- TOWN 











might be used for billboards. 








Our Rest Room— 
Offers all the advantag 
meeting friends. 


of the hotel lobby for 


Our Parking Service 

Safe from robbery «r pilfering, your car in our 4 
ing space offered free. Simply stop in for check, 
park your car, and redeem it with check when ready 
to leave. 

Remember the Folks at Home— 

Stop in to address those cards or to send some little 
gift. We'll take care of the mailing. 





“Cfe ROMANCE 
of HUNGRY HOLLOW 


BLANKS SHOE STORE~ 
suggests a.visit to these 


interesting spots strangers. 











Just a Block from this Hotel— 


there’s a shoe store to fill that foot- 
wear need unthought of in the haste 
of preparing for the trip. Dainty 
styles arrive daily designed to make 
vacation trips a huge success in the 
matter of apparel—to enable one to 
put the best foot forward when in 
company of strangers and when 
taste so evident in dress is the 
first ground of attraction between 


Booklet for Hotel Distribution 


The guests at the local hotel might need footwear 
for a dance or dinner, and the story-booklet fits so 
well with their frame of mind while at the hotel that 
the shoe store gets favorable notice. The town li- 
brary will yield an interesting historical story con- 
nected with the establishment of the town, some 
anecdote, or what-not. An attractive cover, like the 
one pictured, and the story on the inside, along with 
:easonable styles. On the back cover full particulars 
of the store’s mail order service, etc. 


For general copy use something like this: 
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For those who are to leave 
town on their vacation see 
that their footwear needs are 
amply taken care of before 
they leave. If there is a 
tendency to feel that, “‘Oh, 
I can get along with this or 
that until I get there,” on 
the part of the vacationist 
very likely the thought will 
be carried into action unless 
some selling is done in the 
meantime. 

Otherwise the sale that 
ought to go to the home 
merchant goes to the out-of- 
towner. 

Lack of room is a great 
cause for neglecting to start 
with the necessary things to 
wear, and lack of room s 
more often than not due to a 
lack of foresight on the part 
of the one who is» anning 
the trip. 

So make it easy for them 
to plan to carry enough shoes; 
the very shoes that they are 
sure to need wherever they 
go. 


Smart Calf Oxfords, built to stand the strain of 
journeying rather than to put it all on your feet. 
White Polar Cloth—cool as a cucumber to 
match the summery costume, for strolling or 


veranda wear. 


last goodnight. 


If you Swim—just go down and plunge in 
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STOWAWAY | 
SHOE PACK 





> 





") Presented with our trunk |e tor travel & 





























Your Name Here> 
Street = “ Town 








Tee Off 





without picking your way on a rough sharp- while. 


_The thought of the 
window is plain and sure- 


oyley 





Our “Stowaway” Pack is an 
endless convenience. Given you. 

The joke-maker says that a 
vacation lasts at least a month. Of 
course there are perhaps only two 
weeks spent on the vacation but 
there is always at least one in which 
time is fairly well taken up with 
preparation. There are a thousand 
and one things to think of, and 
that’s where our usual pleasant 
service to our customers comes in. 
It is up to us to make this shop 
helpful as well as interesting so we 
have assembled a wonderful selec- 
tion of vacation shoes that will see 
you there and back in utmost com- 
fort whether you plan to walk, 
dance or swim during your stay. 
Just think of it—one trip here and 
a vexatious uncertain problem of 
correct footwear selection is over. 

And it won't take you a week to 
recuperate from footstrain due to 
unusual exercise if you wear the 
correct shoe for each occasion. The 
shoes pictured will save you more 
than a week of regret at not having 
been properly shod. 

The Stowaway Shoe Pack is 
given free with the shoes and polish 
outfit as a matter of service to you 
on your vacation. Let us wish you 
a merry time by helping you to 
make the most of it. 


pebbled beach. They resist water as well as 
stones and are never heavy nor sloppy. 
with resolution and vim in a pair of 
shoes made exactly to meet the requirements of a 
sport that depends as much on feet as on the 
And for Dancing—silver or gold brocade eye. 
pumps, light as a feather to better interpret the 
swinging strains of the orchestra to one’s feet. A 
comfort and joy from the Grand March to the 


And first as well as last—don’t depend upon 
uncertain boot-blacks, but ‘‘carry your own” 
brushes and dressings—room for all in the Stow- 
away Shoe Pack, the handiest article we’ve had 
the pleasure of presenting you with for a long 


show it closed up ready to 
be put into a trunk. 





fire. 

Here are vacation shoes 
covering every need likely 
to occur during a vacation. 
The little idea on which the 
extra pair sale is advanced 
is in the Shoe Pack given 
the name‘ ‘Stowaway” here 
for want of a better one. 
This is to be given free 
during the 














l 


























a 





















































and sold at its regular 








price as a necessary ward- 
robe article. It is g ven 
merely as incentive to buy 
all vacation shoes at the 
one store. 

Make the setting of the 
trunk display as nearly like 
the illustration in the ad as 
possible with timetables and 
shipping tags, etc. This to 
one side of the window. 

In the center of the 
window place the “‘Stowa- 
way” Pack with its full 
complement of shoes in it 




















| From the roof of window 
have several leathers in 
traveling shoes suspended 
by silken cords with a label 
‘‘for Traveling,” etc. over 
each lot of shoes. They can 
be attached to the ribbon so 
as to show advantageously. 
Suspend each shoe to the 
other with the ribbon 

fastened to the centre of 

the last in each. This gets 



































AN THIdt oe GP 
RO Fe 


this display up away from 
the Pack on which it is 
desired to focus attention. 
The bag is made to hang in 
a closet and it might be 
well to show it in “action” 
hung up or neatly stowed 
away in an open trunk. 
The shoe pack itself may 
be of imitation leather or 
fabric with tabs through 
which to put the toes of the 
shoes and with a pocket for 
the pol shkig materia. It 
may be used at home, too, 








and open. To id 
A ee Ear 


6) 


Window Demonstration of “‘Stowaway’’ Shoe Pack 


and ought to be an all-year 
seller, 


{2 
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Advertising the Sum- 
mer Shop that might be 
opened at some resort 
near the town. If the 

a customers leave town fol- 
low them. It’s being done 
right along, and is a good 
idea for speeding up spe- 
cialty sales. 


It is a service that many 
will take advantage of 
because one of the draw- 
backs to going away, with 
women at any rate, is that 
they cannot get anything 
they need while on their 
vacation without sending 
miles away for it and 
finally many times having 
to go without it. 


Needs, unlooked-for 
needs, arise continually 
during a vacation and the 
one who is on the spot to 
fill them is the one they 
will look to at home for 
service. 


The ad at right is based 
ona room in a hotel for a 
Summer shop. 





Our SummerShoe Shop 


at Blanks Hotel 






















































































in 





Veer ame. Here 


Street ~ ~ ~ lowre 














Copy for Ad at Left 


A delightful little shoe 
shop cozily planned and 


placed in a room at the 


(hotel name). 


Ask the clerk to be 
shown to room just off the 
lobby where you will see 
the latest patterns fresh 
from the hands of design- 
ers who get their ideas by 
personal contact with the 
fashionables of Paris. 


You are not doing 
justice to that party or 
dance costume without 
seeing the splendid 
matches in footwear— 
many of them exclusive 
with us. And value. We 
haven’t a single style that 
will disappoint you in the 
wearing. 








Ad at Left 





(/ h [nnovation 


Home Town S 










































































the Convenience of 
hee Shops 
During Your Stay Here 





Stop in at 419 Mains. 
on your way to the links 


If there’s one thing that folks 
like to depend upon one shop 
for it’s footwear. Our customers 
tell us they’ve gotten through 
“shopping” for shoes. 

So isn't it logical and 
necessary that we come down 
to the beach with you? 

And isn’t it sound, new 
neighbors, that if we can make 
others get the habit of trading 
with us that we can please you 
too? 

Have you plenty of white 
footwear? Satins, canvas and 
buck with smart trims add 

ice to the Summer costume. 

ou can't have too many for 
style or comfort, either. 


Ad at Right 


Don't wait a week for your 
footwear. We've opened a shop 
re to save you the uncer- 
tainties and troubles incident 
to sending to home shops for 








Ano ress 


Your Name Here al 


shoes. W you need a pair 
just drop‘ in. Our Summer 
shoes if taken bodily out of a 
New York Shop could not be 


E 














~. 





better in variety of choice. 


LED a S 





A Su 


mmer Specialty 
Shop for Footwear 





Dancing, 





=F 
No delays in Getting 
Proper Llootwear for 





Golfing 


Walking 






38> 





Your Name Here 


- - Town 














Go 
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For a different ad the one at 
the right is good for it is in the 
form of an invitation. It uses a 
little different tack in getting 








“At Home” _t- 


them to come in. It’s a sort of : 
off-hand suggestion to take a S15 Main ot. 
look at the bargains listed below. 

Hospitality can be brought into . ” 
business, and the one thing we 


should say to avoid is any sign 
of eagerness in selling that 
emanates from the region of the 




















seller’s pocketbook. People are 
too much interested in them- 
selves to make it hard to find 


Fiery After 








ways of getting them to think- 








ing of themselves. Any show o 








friendliness is bound to have a 








favorable effect. A phonograph 
inside the store somewhere ‘ 





away from the door is a good 
thing to play at times. Don’t 
keep it grinding, and select 
nieces that will find apprecia- 
tion. Cool drinks can be served 
on hot days. Itis such thought- 
ful little things that make folk 
think of a store as different. 
Don’t place too much emphasis 
on such things. Go at the 
matter of advertising tactfully. 





Your 
4 


Ww 


N: ame 


3515 Main Sty oil 


Here 


Copy for Ad at Left 








Why don’t you visitjus 
often? Yes, wemeanvisit. 
There are so many pretty 
shoes that we can’t tell 
you about that you could 
see. Just drop in as you go 
by, have a cool drink of 
lemonade with us; hear a 
little music, the latest 

<9 waltz perhaps, and leave 
Na refreshed. During the hot 
weather come in to seek 
respite under our electric 
fans—you may find some- 
thing you need and save 
money as well. Every 
afternoon. Any afternoon. 
(List of Summer specials 
in small type following 
subhead.) 

























CUSTOMERS NAME, 





GOOD DURING 
JULY ONLY 


REBATE CERTIFICATE 
+ VALUE*IS9INTRADE | 






























































This is to Certify 
NS Your NAM E- if 
ADDRESS | 
Copy for Ad Above 


Mail a coupon like this out to old customers, offering $1 on every 
purchase amounting to $10.00 or more. This is before August sales 
and will get many to buy the $10.00 worth or more rathe 
using a coupon that is worth $1. 

Set a time limit on it. Use every means of avoiding wholesale sacri- 
fices of shoes because 4-T, - it a rule to hold such sales, the more 
will people come to the it of waiting for these sales. 


r than pass up 





Hot Weather Specials 


: Jor Vacation Weather 


THIS CARD SAVES 
CHECK HERE 





$20 22 


SILE wioTH 





















































a) 
O 
C 
O 





























O 


JUST YOUR NAME HERE — 


then Maal toy 
STORE NAME~ADDRESS 


Copy for Ad Above 


Just a U. S. postcard filled with specials. Odd lots 
supplied by manufacturers to pep up sales during hot = 
weather. The total savings represented by the shoes can 7 
be displayed, and have the assortment varied enough to 
make possible large orders. All the customer does is to 
check 2 styiee wanted, merk the size, sign name, -_ 

ail. The shoes, according to explanation on postal, 
will be mailed by parcel post C.O.D. 






































—{o 
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EXTRA ~ EXTRA ~ EXTRA ~ 





To promote interest in the 
Children’s Department as 
well as the grown-ups do 


Copy for Ad ai Left 





We are planning a nice 




















something that fits in very 
well with what customers are 
thinking of during hot weath- 
er—a way to escape the heat. 

Advertise an outing for the 


children. Hire a truck or two . ) “ 
for the day and give tickets Au A OARD | 
tor Blank Shoe Store Quisng at 
CEDAR GROVE 


with each purchase or just 
give them to old customers 
without purchasing. 

The cost of the truck hire 
very likely won’t be but little 


little time that will certainly 
be enjoyed by all who attend 
~a trip to So-and-So. 
Tickets will be given to the 
first 100 children and their 
parents who visit the store 
(whether to purchase or not 
is optional). 
It’s going to be a great 








“family event” for ourselves 





more than you’d pay for a 





and customers-friends and 





tire for your car and the 








advertising—timely and in- 
teresting as it would be in 
connection with the event— 
ought to be profitable. 
Serve refreshments, have 
races in which prizes are 
given that come from the 


TICKETS GIVEN 
DURING WEER OF 20% 


100 CHILDREN 
ANO PARENTS INVITED 


a very interesting program of 
sports has been arranged. 
Potato racing, etc. 


AND PRIZES WILL BE 
GIVEN. OUR REAL AIM 








store, athletic shoes, polishes, 





IS TO MAKE NEW 





brushes, shoe trees, etc. The 





sales’on Summer shoes ought 
to increase following the 
occasion, and then there’s 
the friendly spirit that will 


YOUR NAME HERE 


FRIENDS AND TO BRING 
OLD ONES CLOSER TO 
al US UNDER A WARM 

TOWN SUMMER SKY WHERE 








STREE - 
draw folks to the store when- 


ever they need shoes. fe GC 





&} g THERE’LL BE PLENTY 
OF FUN. 














SOUVENIR DAY 
JULY 22% at 
Your NAME HERE 


a” 
il 




































































Ci Ad Above 
moo Sr SHOE TREES 


With every pair of shoes sold during the day a pair of shoe trees 

will be given, and you'll be surprised at the extra amount of wear 
ou'll get out of your shoes. 
RUSH UP! ‘ 

With the brush you'll get if you buy your next pair of shoes here. 
And that’s the least of it. The styles on sale have been selected to 
make this an event. Straps for women and oxfords for men in the 
latest patterns and chaise. Just nt, yen — to a = the tired, 

ing out of your feet—a pair of spanking new shoes. 
ne your “KND HOSIERY. 

For women. To make you acquainted with some hosiery that 
will change all your ideas about wear and lasting appearance. Yes, 
the will be given to you with a pair of shoes. 

ter try those shoe trees or that brush at our expense. Both 
will make your shoes give better service. 


= 





MESSENGER, 
SHOE SERVICE 


During July GAugust 























SAME DAY REPAIR SERVICE 














NOVELHOME SELECTION PLAN 























Your NAME HERE 
Street ---- Jowns. 


Copy for Ad Above 











Our phone is MAIN XYZ, and there’s a messenger waiting for 
a call now. If your shoes need repairing or you'd like to ona 
new pair in the office or at home, just call MAIN XYZ—Waiting 
for a call. Shoes called for, repaired and returned same day. 

(Description of shoes.) 

You men ought to let us send you this crepe sole oxford. We 
don’t know why they called it “crepe”; it’s the livest and longest- 
lived sole we've ever seen. 

For the Fy women, this white canvas two-strap pump 
allows the foot to breathe, so there is always a delightful feeling of 
freshness and comfort in one’s feet. 


— 
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Ad at Right 


We don’t want’to “rush 
the season,”’ but the snap 
of a Fall morning might 
be necessary for a‘thrill if 
it weren’t for the“fact that 
WHITE CAJNVAS 
FOOTWEARECAN 
STILL BE BOUGHT. 


White makes*you cool 
just to look at it.”Sozto 
present a cool, smart ap- 
pearance ALL SUMMER 
have several pairs“of Can- 
vas. 


Hot weather never 
grows oppressive;if you're 
shod in self-ventilating 
fabric footwear. 





Your 


Street -- 


at 
Ga: asa Ei Morning 















































kg 


eh & sto 


Nan ame Here S| 











— 





~Y 




















el\ertorative 


OSS 





















































Your Name Here 


Streat a +6 











Ad at Left 


A plunge into the briny 
—a game of golf quickens 
the circulation and tones 
you u 

An it’s the same with 
a pair of new shoes. They 
are as refreshing as any 
a any 4 recreation. That’s 
why slippers get over- 
worked, Somes feet need 
to be re-created every day, 
and most men welcome 
slipper-time at night. 

ut that’s unnecessary. 
That is, if age have a y 
of c s of shoe 


fresh of shoes ony 
day, jg and flexible, is 
what feet need to do their 
work ae and to 
keep feeling right. 

What about a pair of 
cool ones now, on behalf 
of an overheated late 
Summer disposition? 


Ad al Bottom 


One of the biggest rea- 
sons for welcoming a new 
season is because each 
change brings a new col- 
oring. In the Fall intense 
greens fade to golden 
browns. 


Between seasons there’s 
a dangerous tone of mon- 
otony—and Fashion sup- 
plies the deficiency. A 
new pair of shoes is more 
than stylish, more than 
an investment. They real- 
ly help you to thoroughly 
enjoy living, they are so 
colorful. A color for every 
mood. Try a new pair of 
shoes if you are wishing 
for a change. 








Me sew facts 
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Hosiery Returns? 


Most Successful Merchants 
Find That Liberality Is a 
Good Paying Investment; 
Also in Line with Policy of 
Well Known Manufacturers 


New hand-blocked hosiery pattern 
designed to contrast with the shoe. 
From the line of the McCallum 
Hosiery Co., Northampton, Mass. 


HE question of returns in hosiery is one that 
seems to be especially troublesome to retail shoe 
merchants who have hosiery departments. Ob- 
viously hosiery, and particularly silk hosiery, is more 
susceptible to quick damage than shoes and the num- 
ber of complaints or returns because of such damage is 
correspondingly greater. This proves puzzling to many 
merchants who have not much experience with hosiery 
departments, and they find it hard to decide what is 
the best policy to adopt. The question seems to them 
additionally complicated by the fact that some of their 
customers are not strictly honest in their representa- 
tions when they bring back hosiery for exchange. 
There is no doubt about the fact that it is exceed- 
ingly difficult to apportion the blame for defects which 
seem to develop quickly in silk hosiery. If a customer 
wears a pair of shoes for a few days, and there is a break 
or some other damage, it is perfectly obvious that the 
trouble lies in the shoes. But if a customer buys a pair 
of silk hosiery today and brings it back with a hole in it 
tomorrow, it does not by any means follow that there 
is anything the matter with the hosiery. The customer 
may have grabbed her stocking by the top and pulledit on 
hurriedly—a process that is likely to tear any hose. 
She may have had on a ring or rings with sharp points 
that tore the stocking or caused runs in it. She may have 
neglected to pare her toe nails longer than she ought to. 
And so on. 
Question of Who Is at Fault 


How is the merchant to decide whether the fault is 
with the customer or with the manufacturer? It might 
be easy enough if the customer were invariably honest. 
But unfortunately she isn’t. There are women, who will 
swear that they have never worn the stocking, when the 


garter marks are plainly visible on it. They will swear 
that they have drawn the stocking on very carefully, 
that they have not worn rings with projecting settings, 
that their toe nails are not long, and so forth, although 
they are well aware that these statements are not true. 
And there is always a certain proportion of people who 
delight in putting something over on the merchant in 
getting something for nothing, if they can manage it. 
In addition, of course, there are many women who 
actually do not realize that the damage done to the 
hosiery is their own fault. 

Because of these things it is very hard to draw a line 
between damages due to defects in the hosiery and dam- 
ages caused by the ignorance or carelessness of the 
customer. And if the merchant cannot prove to his own 
satisfaction that the trouble is due to some defect in the 
hosiery he cannot very well come back at the manu- 
facturer to make good the loss. Furthermore, it is dan- 
gerous to press the customer too hard for explanations, 
for she may be very quick to take offence, leave the 
store in a huff and never come back. If she is a dis- 
honest person her absence is no loss to the store. But 
she may not be consciously dishonest. She may be 
actually or potentially a very valuable customer. It 
may be worth a good deal to secure her good will, not 
only because of the purchases she may make herself, but 
because of the additional customers she may make 
among her friends if she feels friendly toward the store. 


Danger of Offending Customer 


Now there is, of course, no question in the mind of 
any retail merchant that when a customer has a legiti- 
mate complaint against the merchandise purchased in 
the store, it is up to the merchant to make good. The 
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real question is whether it is worth while making every 
effort to discriminate between justifiable and unjusti- 
fiable complaints, or whether it is better to take the loss 
involved in getting cheated by dishonest customers, 
rather than run the risk of offending potentially profit- 
able ones. It goes without saying that you hurt the 
feelings of a customer when you doubt her word. The 
questions you must ask in most cases in order to find 
out if she has a really legitimate complaint are apt to be 
offensive to her. There are some cases, of course, in 
which the evidence is unmistakable, as in the case of 
the garter marks, already mentioned, and in which it is 
possible to confront the customer with a plain refuta- 
tion of her statements. But a customer who will 
deliberately try to put over something like that is not 
worth keeping and such cases are relatively few. 


Under the circumstances the best department stores 
and specialty shops have come to adopt a very liberal 
policy in the matter of returns. Many of them take 
back hosiery without question, even when the trouble 
is plainly the fault of the customer. At first sight it 
would seem as if this would be a very expensive policy, 
but as a matter of fact, it proves to be surprisingly 
inexpensive. The buyer of one of the biggest New York 
department stores, a house that does an immense 
popular price trade, kept an accurate record over a 
considerable period of time and found that they 
amounted to only a fraction of 1 per cent of the sales. 


Charges Returns to Advertising 


This house follows the policy of accepting returns 
without question. The cost of the returns is charged up 
to advertising and the buyer considers that it is the 
cheapest and most profitable kind of advertising he 
could do. Other houses which follow a similar policy 
have the same experience. After all, a fraction of 1 per 
cent of the gross sales is a negligible amount to spend 
for advertising. Even if the returns should average 
over 1 per cent it would still be a small amount. These 
houses go on the theory that satisfied customers are the 
best advertisement; a thoroughly sound theory. 

It will be found usually that the greatest opposition 
to a policy of this kind comes from the buyer or mana- 
ger of the department. The woman who runs the hos- 
iery department of a shoe store, in most cases it is a 
woman, will object strenuously to such a liberal policy 
on returns because it hurts her sales record. The best 
way to overcome this objection is not to charge the 
returns against sales, but to keep a separate record of 
them and charge them up to advertising. If the mer- 
chant himself is not convinced that such a policy is 
worth while he should try it out for a while and see. 
Let him keep an accurate record over a period of time, 
a record of the gross sales and a separate record of the 
returns. He will probably be surprised to find how 
relatively small the returns are. And if he will go far- 
ther and keep a separate record of returns in which he 
is convinced that the customer is altogether at fault and 
is being deliberately dishonest, he will probably find that 
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the percentage of such cases is not important enough to 
bother about. This is a question on which the merchant 
does not have to take anybody’s word. He can try the 
policy out for himself and prove conclusively for himself 
whether it is worth while or not. In the meantime, the 
fact that many of the biggest and best stores in the coun- 
try follow such a policy and find that it does pay ought 
to prove at least that it is worth trying. 


Exercise Care in Buying 

Of course, if returns are to be kept down to the mini- 
mum, it is necessary to exercise care on the buying as 
well as on the selling side. Just as stores find that it 
pays to adopt a most liberal policy on returns, they find 
that it pays also to buy only from absolutely reliable 
houses. If a merchant shops here and there all the time, 
buying from this or that jobber or manufacturer, 
according as he thinks he sees a bargain, keeping his 
eye on immediate profit rather than on constructive 
business, then he is going to find his percentage of re- 
turns run up amazingly. And he will find also that 
when the trouble is some defect in the hosiery, as it is 
apt to be, he will have'a very difficult time getting 
satisfaction from the seller. 

Manufacturers and wholesalers of established repu- 
tation, who guarantee the wearing quality of their hos- 
iery as far as it is possible to do so, are themselves 
liberal about making allowances to their customers; 
more particularly so to regular customers. And when a 
merchant deals only with thoroughly reputable houses 
he will not only have fewer returns because of defects, 
but he will find it easier to get satisfaction from the 
seller. But as a matter of fact, the percentage of returns 
from all causes is so small under such conditions, and 
the percentage of returns for actual defects in the hos- 
iery is so much smaller, that most houses which prac- 
tise this policy do not consider it worth while to spend 
time and trouble taking the matter up with the manu- 
facturer or jobber. They simply accept the return, 
make the exchange and let it go at that. It is worth 


trying. 





Marked Gain in April Footwear Exports 


Washington, May 29:—Exports of leather footwear 
showed a tremendous gain in April when 758,634 pairs 
of shoes were shipped as compared with 402,900 pairs 
for the same month last year. The principal shipments 
were to the united Kingdom and Latin America. 

Classification of exports show that 289,413 pairs of 
men’s and boys’ boots and shoes were sent abroad as 
compared with 144,559 pairs for April 1922. There were 
244,670 pairs of women’s shoes exported in April of this 
year as against 209,307 pairs for April of last year. The 
shipments of children’s shoes in April amounted to 
224,551 pairs as against 109,044 pairs for April 1922. 

Exports of leather boots and shoes during the 10 
months ending with April of this year amounted to 5, 
210,785 pairs, as compared with 4,940,141 pairs for the 
corresponding period of last year. 
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Here’s the Shoe Store’s “‘Perfect 36” 


A Run of Sizes Which, on the Average, Should Fill Every Requirement 
of Most any Store 


By E. C. LOGAN 


HERE are a lot of men who proudly advertise 
TT “every size, 1-AA to 11-EE, in our women’s 

department,” but what good does that do the 
woman who wants a 5 1-2 B like the 4 B in the window 
when the salesman has to say,“‘I am very sorry, Madam, 
but we are out of that size.” She can’t wear either the 
1-AA or the 11-EE. If she could she probably would 
not have come to your store, because she can get “end 


sizes”’ in any store. 
Middle Sizes Fastest Sellers 


It is the middle sizes in the wanted materials, colors 
and patterns that women shop from store to store to 
find. This is not a local condition. It is national. It is 
true in New York, Boston, Chicago, Washington, 
Atlanta and every other town, big and little, in every 


state in the Union. It is true in your store, unless you. 


have worked out a system of buying sizes that is better 
than the average. 

\ few weeks ago, a woman in New York visited five 
prominent stores before she could get a 5-B in a beige 
or sand ooze, turn sole, 1 5-8 heel. It was not a ques- 
tion of being suited in style or color. The show windows 
were full of them. In each store visited, she asked for 
a shoe that was in the window. 


The Experience of One Woman 

She could find plenty of 4 B’s and 4 1-2 B’s but no 
5 B except in the last store where she had a choice 
among three pairs ranging in pricefrom $12.00 to $15.00. 

In three stores she asked why they did not have her 
size and in each case received about the same reply, 
“So many women wear 5, 5 1-2 and 6 B that we are 
always short of those sizes.” 


An eastern manufacturer recently made a trip over 
the country calling on his best trade. He is making a 
line of styleful shoes that sell to the merchant at $6.00 
to $8.00. 

He went back home convinced that bad planning of 
size schedules was eating up the profits of merchants, 
feeding the bargain tables and keeping the junk buyers 
busy. As he watched the wrapping counters and noted 
the sizes as they were going out to the consumers, he 
realized that sizes bought and sizes sold were out of 
proportion. 

Working Out a Size Schedule 

This manufacturer likes to sell his shoes in 36-pair 
cases (just how and why the shoe industry became 
committed to the idea of selling shoes in lots of twelve 
and multiples of twelve, is a mystery. It certainly 
never was good business; but there is a particular 
reason why this maker desires to use the 36-pair unit 
and he wanted to work out a schedule of sizes in three 
widths that the merchant could sell out clean and 
avoid the loss of profit on sales missed on the good sell- 
ing sizes and the sacrifice of both profit and a large 
percentage of first cost on the poor selling sizes. 


Ts a ** Perfect 36°* Possible? 


It would doubtless be impossible to work out a 36- 
pair of run sizes on three widths that all merchants 
would agree upon; but it surely is possible to devise 
some plan of buying that will avoid a large percentage 
of bargain counter accumulation. 

A size schedule must depend upon many things—the 
grade of the shoe, the location of the store and the na- 
tionality being served are important factors. In a fac- 
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Chart showing a selection of middle sizes making up a 36-pair lot—the “‘ Perfect 36” 
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Two pyramids, one showing sizes on an A-wide last and the other on a B-wide 


tory district of a city or in a small rural country, AAA’s 
and AA’s would be practically useless while on any 
“Fifth Avenue” they would be indispensable. 

Even in the same store, grade, style and type of last 
have a great influence on sizes and widths sold. So that 
a size schedule must necessarily be more or less flexible 
and variable. However, a principle can be adopted 
upon which a schedule may be based. 

When you go into a restaurant to buy a meal, unless 
you are exceedingly hungry, you do not buy every- 
thing on the menu card from soup to nuts, do you? 
Nor do you say “radishes and onions, blue points, and 
consomme”’ and quit at that. 

Rather, you start in the middle where it says “En- 
trees” and you buy meat and bread and butter first 
and then taper off on the delicacies at either end of the 
card. 

Why not start in the middle in writing down or call- 
ing off sizes for a lot of shoes—buy the meat and bread 
and butter first? Then if your appetite for that par- 
ticular shoe is not satisfied, go on toward either or 
both ends of the size schedule. 


What Is Your Best Selling Size? 


No matter what your location, the class or nation- 
ality of trade you are serving or the grade of shoes you 
are selling, there is a bull’s-eye some place, a particular 
size and width that outsells all others. 

What is that size and width in your women’s depart- 
ment? What is it in your men’s department? If you 
don’t know, you had better find out, because right 
there are the sizes on either side of which your meat 
and bread and butter lie. 

Whatever that one best size and width is, write it 
down first; write down as many pairs of that size as you 
think it safe to buy on that particular shoe. Make a 
pyramid and write the size and quantity at the top 
of the pyramid, then start down the sides of the pyramid 
dropping off a pair on each successive size. 


In the schedule here shown, 6 B is taken as a bull’s 
eye because in many stores selling medium high grade 
shoes for women, it is the best selling size. In the A 
widths 614 is the top of the pyramid, while in the AA’s, 
it is not possible to use the pyramid because the sizes 
had to be spread over a long range in order to cover the 
three widths with a 36-pair case. 


Applying the Pyramid Theory 


Naturally, there are exceptions to all rules and occa- 
sionally, a buyer may have to digress slightly from this 
plan. But if he will classify his shoes into families and 
then buy to fill the gaps in each family, he can pretty 
closely follow the plan. 

In the high novelty shoes, very little loss is taken on 
the middle sizes but it is on these sizes that sales are 
missed. It is the end sizes—and especially those on the 
small end—that accumulate and cause the tremendous 
losses. 

Shoes of this character are seldom re-ordered and 
consequently it is important that they be bought so 
that they sell out fast and sell out clean. It is better 
to lose the profit on a 3 A than to lose the price of the 
shoe. 1 never yet saw a merchant go broke with his 
shelves full of middle sizes and clean of end sizes. 


Where a Schedule Would Have Helped 


A short time ago, a Texas merchant told me how 
many 3 A’s and 214 B’s he was selling but when we 
looked through his P.M. section there were only two 
pairs of sixes and enough of the little sizes to shoe all 
the little women in‘the country for two or three years. 

Fletcher Montgomery, president of the Knox Hat 
Company, says the merchant’s profit is in the last hat 
in the box. : 

The same thing is true of shoes and if that last pair 
is a 6 B, it will, in nine cases out of ten, be sold at a 
profit but if it is a 3 A, it will, in nine cases out of ten, 
be sold at a loss. Instead of playing both ends against 
the middle, play the middle and forget the ends. 
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Style Governing Board Is Advocated by 
John Slater 


N.S. R. A. Head Tells California Merchants It Is Necessary to 
Prevent Styles from Running Away 


" OW to Avoid a Loss,” which might be said to 
H have been the subject of an address by Presi- 
dent Chester Herold, proved one of the most 
inspiring features of the annual convention of the Cali- 
fornia Shoe Retailers’ Association, held this week in 
San Francisco. Among other things, Mr. Herold pointed 
out the tendency of many retail shoe merchants to load 
up when they already have too much stock. “And style 
not properly selected,” he declared, “is another source 
of loss.” 

He urged the need for getting rid of the season’s 
styles before they become dead. He instanced the wise 
dealer who, when he looks at styles in the sample rooms 
always asks himself, “What will become of the last 
three pairs)?” Settling in a community already over- 
loaded with shoe stores, he had also found to be an 
error committed by some dealers. Mr. Herold made an 
ardent plea for more publicity of a constructive char- 
acter. He said the shoe business is justly entitled to as 
much featuring in style news of daily papers as hats or 
dresses. 


Champions Shoes for Occasions 


“*] would like to see the day when a man, if he wears 
a pair of tan shoes after 6 P.M., would feel ashamed 
of himself. 1 would like to see some way devised whereby 
the consuming public would buy more shoes, and I 
maintain that, with proper publicity, women would 
buy an average of 12 pairs per year. This does not 
mean any decrease in the supply of shoes worn by the 
men and boys of the family.” 

Following Mr. Herold came John Slater, of New York, 
president of the National Shoe Retailers Association. 
“Merchants now realize,”’ he said, “that the successful 
organization, be it business or household, or other en- 
terprise, must be planned for. The budget system has 
regulated and _ therefore simplified and decreased 
expenditures.” 


Color in Shoes Here to Stay 


“Style in shoes is assuredly here to stay. By style I 
do not so much mean pattern as I do color shades. For 
years we have all harped on harmony in dress—correct 
footwear. Regardless of the grade we should be able to 
give that which is appropriate. There is no doubt that 
that is what you are endeavoring to do, but there is also 
no doubt that you are seriously hampered in so doing. 
I do most earnestly advocate the starting of a movement 
that will result in an understanding which will elimi- 
nate all these problems. 


“Because of quickly changing styles 
the cost of producing and merchandis- 
ing is ever rising. We can curb this orgy. 
Let us give style and new styles often 
but let us make for ourselves the oppor- 
tunity to liquidate our stocks in a rea- 
sonable time.To do this it may be neces- 
sary to appoint a governing board com- 
posed of tanner, manufacturer, sales- 
men and retailers that would hold 
within certain bounds the footwear to 
be distributed. Do not interpret this as 
a suggestion to unreasonably curb in- 
dividual, creative thought. It would 
merely bind us more helpfully and 
closely together. Those retailers, manu- 
facturers and tanners who did not be- 
come a party to this great national 
movement would then find it most un- 
profitable to continue. Imagine the 
strength of our advertising and its 
effect if we were all talking and think- 


ing along conforming lines. 


“Simplification must be in order. The sooner we 
work on these methods the better. Certainly a closer 
harmony between tanner, manufacturer and retailer 
would work beneficially to all concerned. The tanner 
is worried and does not work his output as economically 
as formerly. The manufacturer spends his earnings on 
new patterns and lasts, and the retailer does not re- 
ceive his just profit because his mark-downs are greater 
than his mark-up.” 

The capacity of the ballroom of the Palace Hotel 
limited the throng that wanted to see the style review 
on the evening of the opening day. J. C. Rogers, chair- 
man, Harrison Baker and Al Block, the style show 
committee, had assembled many pretty young women 
to display the creations. Each girl as she tripped down 
the long runway was preceded by a demure Chinese 
maiden, bearing a printed notice of the manufacturer’s 
name. 

The shoes worn varied from low-heeled walking 
models, in brown or ““Wood”’ shade to green and gold 
creations that flashed with rhinestones. All the shoes 
had strap effects. The colors ran the range of the spec- 
trum and the materials, which included even colored 
velvet, gave a wide variety of choice. “Cut-outs” 
seemed to please the audience and gorings were a fea- 
ture of some of the styles shown. 
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Style Program Adopted by Merchants 
at California Convention 
For August, September, October 


Women’s Conservative and Fashion 
Welts 


LASTS—Medium with tendency toward fuller toes. 


HEELS—Eight-eight to fourteen-eight. Eight-eight 
to ten-eight heel lasts are practically all to be made in 
sport oxford patterns with full toes. Sport patterns in- 
clude plain toe oxfords, brogue types and a sprinkling 
of straps. Ooze, self trimmed or contrasting trim; 
smooth calf; grain leathers. For sport footwear. 


( Note—Ten-eight heels carry toes a shade narrower and 
a larger proportion of strap patterns. Twelve-eight to 
fourteen-eight heel lasts are to be made in either strap or 
oxford patterns, ratio dependent on locality) 


MATERIALS—Ooze, black kid, brown kid, colored 
or mouse and gray) calfskin and patent in order 
named. 


COLORS—Medium tones of brown hold the spot- 
light. Ooze colors as follows: Otter and Log Cabin; 
oakwood; Mandalay; beige; Hazel brown; gray; black; 
auburn brown in order named. With colors of suedes 
re a larger number of boxwood heels will be 
sold. 


Women’s Turns 


LASTS—Tendency toward fuller toes. Semi-French 
toes fairly safe. Full French toes recommended in 
limited way for larger cities only. 


HEELS—Boxwood, ten-eight to thirteen-eight. Low 
me, twelve-eight to fourteen-eight. High Spanish, 
teen-eight to eighteen-eight. 


(Note— No consideration given to baby or full Louis 
heels. Tendency noted ie higher heels ranging from 
sizteen-eight to eighteen-eight) 


PATTERNS—Straps sacs wee with inster- 
spersing of gores to be bought with great caution. 
Gores not recommended for smaller city merchants. 


COLORS AND MATERIALS—Colored ooze and 
kid in order named. Colors in ooze to follow outline of 
welts. Then come black satin, patent, black kid, black 
ooze and colored satin in order named. 


( Note—Ooze effects to be trimmed with harmonizing 
rather than contrasting colors. Increased demand noted 
for colored kid, leading colors being fleld mouse, medium 
gray and golden brown in order named) 
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Evening Slippers 
LASTS—tTrifle more graceful than fashion turns. 


HEELS—Spanish, twelve-eight to fourteen-eight. 
—_ Spanish and full French fifteen-eight to eighteen- 
eight. 

PATTERNS—Strap effects if possible even fancier 
than street styles. 

MATERIALS—Silver brocade; satin brocade; gold 
brocade; fancy brocade; in order named. Silver and 
gold brocades to be trimmed largely with silver and 


gold kid. 
** * * 


Men’s Footwear 
(For selling until January 1, 1924) 


LASTS—French with tendency toward narrower 
F | toe; conservative English and Brogue, in order 
named. 


PATTERNS—Low shoes exclusively on French and 
brogue lasts. Seventy-five percent of po on the conser- 
vative English last will be in high shoes. Low shoes will 
have more stitching and fewer perforations. Few wing 
tips to continue. Plain toes to remain as style factor. 


COLORS—Black becoming increasingly popular in 
low shoes with about 35 percent of low shoe sales rep- 
resented by that color, including patent. Lighter 
shades of tan good in high grades. Darker shades best 
in lower grades. 

MATERIALS—(in order named) Smooth tan calf; 
boarded tan calf; grain tan calf; brown kid; brown 
cordovan. In blacks, smooth calf, black kid, patent; 
boarded calf; grain calf. 


Sport shoes—Crepe sole supplanting other rubber 


soles. 
xk *k * 


Children’s Footwear 
(For selling until January 1, 1924) 


PATTERNS—(Misses and Children’s)—In a gen- 
eral way to be fancy following women’s outline. Seventy- 
five percent will be low effects. Lower percentage in 
smaller cities and towns. Mostly straps in turn shoes 
and mostly oxfords in welt shoes. 


TURNS—Patent and combinations such as patent 
and gray in order named. 

WELTS—tTan calf and elk; black calf; patent, in 
order named. 

Lm girls’ shoes to follow tendencies noted in 
women’s footwear in eight-eight heels. 

Boys’ shoes to follow men’s outline except{that about 
70 percent of sales will be high shoes. 
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How Shoes Are Bought and Sold in France 


Window Trims De Luxe Among the Many 
Features of Parisian Shops 


By HELEN M. HANEY 


\ \ 7H ENa 
Boston 
woman 
who has spent the 
better part of her 
life in the shoe 
world of the 
United States 
goes abroad, even 
though her par- 
ticular mission is 
a social and eco- 
nomic survey, she 
cannot entirely 
resist the call of 
the craft and 
pause just a mo- 
ment before some 
unusually attrac- 
tive or unique 
shoe store win- 
dow, and if the 
display is partic- 
ularly _ alluring, 
enter within the 
shop’s portals for 
a brief space of time to see “how they do it over there.” 
It was interesting to note that all the better class of 
Parisian shops, shoe stores included, keep their curtains 
raised at night, so that their windows may continue 
effectively to display their merchandise. The shops in 
the less fashionable sections pull down their wooden 
shutters at night, hiding not only their displays, but 
their places of business—in fact, the pedestrian some- 
times imagines that he has lost his way because of the 
boarded-in, or inanimate condition of what were a few 
hours before, real, living establishments. Many stores 
also close down completely, and offices as well, between 
noon and two o'clock. 





Miss Haney, an associate editor of the 
Boot and Shoe Recorder, has just 
recently returned from a tour of France 
with the Good Will delegation of women 
who were victors in a campaign to raise 
money for use in alleviating conditions 
for which the World War was responsible. 
Her trip covered most of France and 
consumed about siz weeks. 


Beauly a Common Altribule 


The shoe shops of the Rue des Capucines, among 
which is the Walk-Over Store, Pinet’s, and a score of 
others, are very beautiful. On the Rue des Italiens, is 
the first American shoe store in Paris—the Walk-Over 
—established in 1906. It has a very attractive exterior 
and interior. Both Walk-Over Shops, the one at Rue 
des Italiens, in charge of the Paris manager, J. G. 
Stockholm; also the one overlooking Les Grands 
Boulevards at Rue des Capucines, in charge of F. J. 


Blair, were visited; as well as Hellstern’s at the Place 
Vendome and Perugia’s at 11 Faubourg, St. Honoree. 
Nor must the writer forget to mention Yantorny’s in 
the Rue de la Paix, where the prospective purchaser 
must deposit about 10,000 francs before the “bottier”’ 


. will consent to take one’s order. It may be correctly 


inferred that Yantorny’s clientele is a most exclusive 
one. 


Low Shoes—Decoralive Effects 


These smart shops are most elegant in their appoint- 
ments—veritable shoe palaces, with graceful models. 
There is an expression that the French bottier creates a 
new design with the slip of his knife, and so it would 
seem. But the French, both men and women, like 
ingenuity; they love decoration and decorative effects, 
in shoes, as well as in everything else. There is intensity 
to Parisian shoe style. New York, or Chicago, or St. 
Louis, or Los Angeles, may go to extremes, but how- 
ever extreme that may be, Paris always exceeds the 
limit. 

Practically everything is low shoes. Hellstern has 
some very high—about ten-inch—lace shoes of black 
and tan kid, with turn soles and high heels, on a top 
shelf of his store, but finds only an occasional demand 
for same. It is the opinon of the young woman who 
was interviewed at Hellstern’s, also of Perugia and of 
Mr. Stockholm, that nobody wants them. The French 
woman of fashion likes a light weight shoe; she wants a 
shoe that is easily adjusted and that is “chic’’. She 
likes a high heeled shoe and moreover a shoe that will 
show her pretty hosiery. 


Straps in White—Trimmed Gaily 


Just now, she is buying a great many straps of white 
kid, or antelope (white buck) or fine white linen, 
trimmed with some color to match the dominating color 
in that new sport: silk sweater or blouse which she is 
wearing with her white plaited silk skirt, ankle length. 
Her hosiery is either all white with or without side lace 
clox, or decorated with her favorite color in side clox. 

Hellstern, Perugia, Pinet and Yantorny are showing 
vamps identically the same in length as Walk-Over in 
Paris; and Paris Walk-Over stores are showing vamps 
identical in length with those displayed at any Ameri- 
can Walk-Over store. Cecil, one of the very good 
“bottiers” at Boulevard Sebastopol, is extending his 
vamps quite a bit—he seems to be “going the limit” 
on American pre-war pointed toes and long vamps. 
Some of the best class of French women with whom I 
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talked—women who pay particular attention to good 
clothing and who buy the most fashionable in footwear 
of refinement told me that they did not like the long 
pointed toes. 

Much Goring Used 


There are many shoes with elastic sides, or goring at 
the throat, especially in the case of the strip pump, 
which is often noted. One design that stands out pre- 
eminently in the writer’s mind was of white kid, with 
black patent leather trimmings at the throat and 
around the top of the shoe; another model was of white 
kid, with little red rosebuds of kid around the throat; 
another of white linen had tiny tulle rosettes around 
the entire top. Pinet’s windows are noted for their 
attractive appearance and have a golden shield design 
embossed on the outside glass of each, which is very 
effective. 

At Hellstern’s, a very lovely Nile green satin pump, 
with 17-8 heel, and rhinestone buckle, in which a touch 
of onyx gave it an “atmosphere,” was shown in com- 
bination with green silk hosiery. These stockings had 
silver and jet beaded clox. The price of the pumps, 
which would be made expressly to order, was only 250 
francs, or about $17.50; this price did not include the 
buckle. A black satin pump, a style similar to that 
much seen at various official functions, had a strap at 
the ankle and an instep strap on which a rhinestone 
lizard reclined. This creation, made to your measure, 
including the ornament, was 355 francs, or $24.85. 
Another black satin creation, with tiny rhinestone 
buckle, was 435 francs; a white antelope, trimmed with 
brown, strap effect, was 350 francs; while a beige silk 
brocaded pump was 340 francs, and its buckle, 310 
francs. 

In hosiery, I saw some very lovely shades in light 
beige and nude, some of almost cobwebby structure 
which ranged in price from about 50 francs, or $3.50 
(with the francs at the rate of seven cents to the franc) 
to about 150 francs, or $10.50. 


A Beige Suede Man’s Shoe 


An odd design in the men’s window of Hellstern’s 
was a beige suede oxford with perforated toe cap and 
inch heel. If it were in a smaller size, it could have well 


The Promenade at Nice where the newest in style is always 
lo be seen 
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been displayed as a woman’s shoe. Another man’s 
model by Hellstern was a black patent leather, with 
high throat and elastic goring at either side. In general, 
however, Hellstern’s men’s shoes looked quite Amer- 
ican. And so did his windows, which stood forth like 
rich gems in the store’s ornate stone front, giving the 
public the keynote to what it might expect within the 
beautiful booterie, with its soft, velvety blue carpet 
and its many-crystalled chandelier. 

One of the styles much noted in the windows of 
Pinet and other leading makers was the all-over lattice- 
work sandals, strictly Egyptian as to colors—and low 
heel. 

The Walk-Over store on the Rue des Italiens is 
exceedingly well lighted and the windows and interior 
arrangement are typically American. The popular 
selling price at thea Walk-Over Shoe Shops is 130 
francs. Besides shoes, they carry findings, and have the 
agency for Onyx hosiery. This Walk-Over Shop and 
the one at Rue des Capucines have many American 
visitors, but the French “who have learned by experi- 
ence that American shoemakers can fit any foot,” 
as Manager F. J. Blair says, are very good customers. 


Paris Has Many Fine Stores 


Among the other attractive, but less exclusive shops 
on the Rue des Capucines are those of Andre and Raoul. 
The American Shoe Store on the Avenue de |’Opera is a 
very fine store and attracts many American tourists. 
The “Chaussures Incroyable’ has many stores in 
Paris and other parts of France. Andre, Raoul, Rayard 
and Pinet have branch stores in the South and other 
sections. 

Almost everyone who goes to Paris visits “Aux 
Galeries Lafayette,’ where there is a shoe department 
for men, women, and children. Shoes are given much 
prominence in display and in advertising circulars. 
A little folder, containing pictures of well groomed 
men, advised the public of the many advantages of 
buying men’s footwear at this establishment. A 
“Richelieu” or oxford was noted. This was in tan box 
calf, had a strong sole and an inch heel. Its price was 
96 francs; another in black calf sold at 85 francs. Both 
were very good looking shoes. Some men’s sport hose 


Looking across the Bridge of Alexander III into the center 
of the fashionable shopping district of Paris 
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of wool, with fancy tops, were priced at 19.50 francs; 
there were also some at 15.50 francs and as inexpen- 
sive as 11.50 francs—about 80 cents. 


At the Longchamps Races 


A visit to Paris would not be complete without a 
visit to the races at Longchamps. Betting and styles, 
the latter displayed on professional models, occupy the 
biggest part of the program. 

One of the models wore a moleskin coat and a little 
soft gray felt hat. Her feet were encased in gray suede 
pumps, ornamented with a cut steel buckle; she wore 
gray silk hosiery with side lace clox. Another model 
wore black suede pumps with cut steel buckles and 
nude silk hosiery. A white antelope one-strap had blue 
heels; its strap was of blue and it carried a touch of 
blue on its 24% inch vamp. The lady wore a large white 
taffeta silk hat with a coquettish bow of blue taffeta. 
Her costume was of white with a touch of Paisley and 


Looking toward Longchamps down the Avenue Bois de Boulogne 


over same she had draped around her shoulders a white 
shawl richly embroidered and with very long fringe. 
Felt hats and taffeta hats were very much in evidence. 
Fur adorns many of the summer wraps and gowns. 
Skirts, even on the sport models, were of ankle lengt!:— 
never higher than five inches above the ground. 


French Are Cheerful People 


The French people like to play—this does not mean 
that they do not like to work—for they do work at 
many occupations which the Americans accomplish by 
machinery. They work long and hard, but they do not 
worry so much about their work, nor about their 
humble lot in life, nor about amassing a great amount 
of money—so they live longer and the insane hospitals 
of France are not nearly so numerous nor so crowded 
as are our American institutions for mental diseases. 

The French are essentially a cheerful people; they 
have gone bravely on with the rebuilding of their little 
homes and the recultivation of their lands in the 
devastated sections. Those who were fortunate enough 
not to have their homes or lands devastated help their 
less fortunate brothers—and they make the best of 
everything. No matter what trouble has visited them 
they can still always smile and bow politely and say 
“Bon.” 
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They often use the expression “Ca ne fait rien” — 
“It does not matter.’”’ And on a Sunday, instead of 
getting intoa Ford machineand grumbling because they 
have not a Rolls Royce, the whole family piles cheer- 
fully into a big cart, drawn by a little horse or donkey; 
or if in Paris, they board the tram or metro, second 
class at 30 centimes (about two cents) a head, and 
mother, father and the kiddies hie away to some little 
park for the day. 





Favors Reducing Style to Four a Year 
(Continued from page 70) 

Authoritative bulletins, treating style conditions 
and other conditions pertaining to the business, will be 
sent by the secretary to newspapers in order to give 
the public a better understanding of the shoe and 
leather business. 


Entertainment Program 


Entertainment features were provided for the women 
during the hours of the regular sessions. On Tuesday 
the visitors were guests of the wives of members of the 
local association at luncheon at the Hotel Tutwiler. The 
tables were decorated with flowers and a musical pro- 
gram was the entertainment feature. There were 20 
present. In the afternoon the ladies had a box party at 
the baseball game. 

On Wednesday they were guests of the local women at 
luncheon again and in the afternoon enjoyed a tour 
through the industrial districts, the residential sections 
and the mountains surrounding the city. Wednesday 
evening the ladies joined the men at the banquet which 
was the main entertainment feature of the convention 
program. Members of the women’s entertainment com- 
mittee included: Mrs. H. S. Steele, Chairlady, Mrs. 
Herman Rich, Mrs. A. L. Allison, Mrs. R. P. McCowan 
Mrs. W. J. King. 





Sectionalize Your Stock 


One prominent St. Louis buyer says: 


“T have sectionalized my stock and am buying sizes 
and patterns to fit in section after section as I have it 
outlined. I am satisfied that what I am buying will sell 
because it is in line with the national trend. It will be 
centered upon materials that have been proving good 
in our store and the patterns are pleasing to me and 
I am sure will be pleasing to our sales people. If they 
do please the sales people, they will sell. 

The buyer who thus analyzes the condition of his 
stock, the wants of his clientele and the mental attitude 
of his salespeople is not taking very long chances on 
the salability of what he buys. 

It is the buyer who does not stop to analyze but who 
merely says to himself, “This is a pretty shoe,” “That 
is a good number,” or “I believe that will sell,” and 
buys on this basis or rather on this lack of basis, that 
will find himself continually in hot water. 
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When the Shoe Man Should Advise the 
Services of a Physician 


ARTICLE NO. 2 
IN A SERIES 


By HERMAN W. MARSHALL, M.D. 


YOUNG man who is thirty years of age is 
A obliged by his indoor occupation either to stand, 

or to walk, or to run up and down stairs most of 
the day; and recently he began gradually to feel a dull 
ache in his heels. 

He weighs 146 pounds and wears 744A shoes, which 
are figured in the illustration. The picture was taken 
just as he appeared walking on the street after the 
shoes had been worn for a considerable period. 

His feet continued to ache increasingly for five or 
six weeks, especially toward the end of each day, before 
he sought relief for this trouble, which was tiring him 
and seemingly undermining his health. 


Shoes Fitted Well in Heels 


The shoes that he possessed had well-fitted heels, 
with very smooth heel seats. There were no skin abra- 
sions or irritations on posterior sides of heels of the 
feet, nor were there any spots which were tender to 
pressure on under surfaces of the heels. Heel cords 
were not sore. Heels of the shoes were of leather, not 
rubber. 

His feet were flexible. Leg muscles were rather soft, 
relaxed, and of average size. Longitudinal arches were 
low, and short muscles on the feet were rather small 
and soft. There was no anterior arch trouble in either 
foot. There was an average amount of stretching of the 
foot arches in bearing weight of the body. Corns, cal- 
luses, and bunions are not important features of his 
case. Circulation of blood in the feet seemed to be nor- 
mal in volume. Shoes were 


were pains beginning to shoot up further into the legs. 

What should be done for this individual, and why? 
Rubber heel enthusiasts undoubtedly will say that 
rubber heels would help him; and it is plausible to be- 
lieve that such heels might have influenced such symp- 
toms in a person who is obliged to stand or walk as 
much as he compelled to do. Rubber heels should have 
been advised, the writer thinks, for most efficient 
treatment in this case, but the following is what ac- 
tually did occur. 


Treated For Back Trouble 


Further questioning revealed the fact that his back 
had been bothering him also, and to the extent that he 
had consulted an osteopathic physician. Shoe clerks 
often see cases, among women customers, who com- 
plain of back troubles after changes in heels of their 
shoes; but this instance is of a man who was accus- 
tomed to low broad shoe heels. 

Should he be put into higher heels so as to change 
his posture, and thus possibly relieve back weakness? 
Such a procedure might be beneficial temporarily, but 
there would be no certainty that change of body balance 
might not aggravate rather than alleviate his back ache. 

Fortunately relief was afforded promptly at the first 
attempt by properly supporting the back for a short 
time. Back weakness was immediately diminished, and 
with aid of medicinal tonics all soreness in heels com- 
pletely disappeared very soon without any changes 
whatsoever being made in the footwear. 

He had been suffering 





made of soft kid leather 
and possessed shanks of 
medium stiffness or flexi- 
bility. 

The location of the sore- 
ness of which he com- 
plained included the re- 
gion behind each ankle in 
the skin at both sides of 
each heel cord, continuing 
upward a very short dis- 
tance toward the calf of 
the leg and downward on 
to the weight-bearing sur- 
face of each heel, but not 
forward under the foot 
beyond the heel. He said 


which was persistent and 





The owner of these feet complained of an ache in the heels 


troublesome. Correct diagnosis 
found the source of the trouble, not in the feet but in the back 
which was subjected to strain. 


from an _ unrecognized 
slight debility, and his 
back muscles happened to 
be first to show effects of 
the temporarily run down 
state. Back muscles had 
temporarily § weakened. 
Slight back strain was pro- 
duced. Back strain in turn 
influenced secondarily the 
nerves which run down 
from the back in the legs 
to terminate in the skin 
around the heels. These 
nerves were squeezed or 
stretched high up in their 
course in the region of the 
lower back in some ob- 








that occasionally there 
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scure way, and they gave evidence of the harmful 
influence on them by sending in nervous messages to 
the central nervous station. The central nervous sta- 
tion which was receiving these messages via nerves 
from the heels interpreted the situation as heel trouble 
although none existed there. Similar situations fre- 
quently exist in persons with amputated legs, when 
they say they can feel sensations in feet that have been 
entirely removed. Simply the nerves which collect sen- 
sations from feet normally are being influenced some- 
where along their course, and central nervous stations 
misinterpret the messages that are received under 
these abnormal conditions. 


Applying Support To Back Remedy 


Holding this young man’s back properly with a 
support relieved strain of back muscles; also indirectly 
relieved obscure tensions or pressures on affected nerves, 
so that they ceased to send in messages of painful heel 
disturbance. The whole situation was controlled by 
this single procedure. Tonics assisted to an important 
degree in overcoming the temporary debility that had 
been produced unconsciously by overwork. These 
medicines favorably modified the blood which was cir- 
culating throughout the body. Improved blood re- 
stored back muscles so that the back support could be 
removed in a few weeks, after which muscles were able 
to resume again their customary tasks without strain. 
Evil effects of continued back support were avoided by 
removal of the support as soon as muscles had been re- 
stored to normal function; and thus finally recovery 
could be said to be an established fact. 

Why is this case of interest to shoe clerks? They 
could have fitted new shoes which would look better 
perhaps than his pair of somewhat worn and stretched 
ones do now; also they could have given him rubber 
heels to advantage presumably. An additional sale 
would have been made, and the customer would have 
an extra pair of good shoes. 
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Shoes Often Condemned Unjustly 
Unfortunately good shoes may be condemned un- 


justly; and, if the more remote cause for his foot symp- 


toms had not been recognized, he might have grown 
progressively worse regardless of perfection in shoe 
fitting and in spite of the rubber heels. He might con- 
demn very naturally whatever variety of footwear he 
bought while he was going from bad to worse. After 
the recovery which follows complete rest generally in 
severe aggravated instances, he might have avoided in 
the future those makes of shoes which he associated 
with his afflictions. 

What percentage of customers are lost through dis- 
satisfaction? Many make known their displeasure, but 
are there not many more such persons who quietly 
withdraw and about whom the shoe salesman knows 
nothing? As matters turned out in this instance, this 
young man did not have his confidence shaken in the 
shoe store at which he customarily trades. Also he 
has been relieved before he progressed to a more 
seriously crippled state with loss of his wage earning 
capacity. 

How many persons are caused distress through tem- 
porary loss of capacity for supporting their families, 
because we do not realize fully the nature of their 
complaints, and perhaps do not understand limita- ° 
tions as well as we do favorable possibilities of foot- 
wear. 

It might be well for careful shoe salesmen to suggest 
to some customers, in certain obscure doubtful situa- 
tions, that they consult their family physicians in 
addition to purchasing new shoes. Suspicions whould be 
aroused by the character and locations of aches, es- 
pecially when there are no evidences of local irritation 
in the feet or of tenderness when the affected region is 
directly pressed on with the fingers. More skillful co- 
operation between. shoe stores and the medical profes- 
sion at times may be advantageous to all concerned. 





Production of Boots and Shoes in the United States 











APRIL 





JAN UARY-APRIL 





Per cent Increase 
Jan.-Apr. 


1922 1923 
1923 


Pairs Pairs 





Boots and shoes: 


Men's 
Boys’ and youths’ 
Women’s 
Misses’ and children’s 
Infants’ 

Athletic and sporting: 
(leather) 


All other (slippers, e c ) 


Total. 








Canvas and other texti'e fabric 





6,802,149 
1,561,705 
8,921,962 
3,830,775 


1,987,635 


630,569 
€89,917 
2,126,800 





8,992,825 
1,955,013 
9.779,779 
3.792.829 
2,453,644 


572,690 
1,105,049 
2,980,675 


29,001,625 
6,800,634 
36,092,571 
14,052,760 
7,747,680 


2,668,691 
2,462,692 
7,046,329 





36,842,556 

7,769,248 
40,640,421 
15,181,543 
10,218,863 


3,016,914 
3,955,207 
10,888,317 





26,851,512 





31,632,504 





105,872,982 


128,513,069 
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Record Attendance Expected at July 
Style Show at Boston 


(Continued from page 73) 


stage background. Specially invited buyers will have 
reserved seats on the floor. It will be like a section of 
Fifth Avenue transferred to Boston. 

Descending now to “Department D,” in the base- 
ment beneath “Department C,” the visitor will enjoy 
a wonderful transformation, for here will be located the 
“working exhibits’ of the Big Show. And they will 
literally be “working,” and in a highly productive way 
at that. 

Women’s Shoes Made in Basement 


First and foremost will be a complete shoe factory 
unit, maintained by the Thomas G. Plant Company of 
Boston, and in which will be daily turned out 200 or 300 
pairs of women’s welt “Queen Quality” shoes. All the 
necessary workers, neatly dressed, will be in charge of 
the various machines, and the effect will be completed 
by the presence nearby of a model retail store, in which 
the just-fashioned shoes will be displayed and where 
customers can be fitted. 

On other parts of this great floor will also be found, 
in active operation, a kid leather tannery, a last-mak- 
ing plant, a loom for the weaving of shoe linings and 
several other processes connected with the shoe and 
leather industries. This is a part of the exposition that 
“must be seen to be appreciated,” and this room in it- 
self will contain the fundamentals of a liberal education 
in modern American shoemaking and tanning. 


Miscellaneous Products 


But the whole story has not yet been told, for there is 
yet another interesting section to be visited, “De- 
partment E,”’ in other words the balcony, situated above 
“Department B,” and reached by a short stairway. 
Here will be found interesting displays of miscellaneous 
products, hosiery (so important a sub-division of the 
retail shoe trade today), and a particularly interesting 
and timely special exhibit of orthopedic or health shoes, 
many of these manufactured by firms having exhibits in 
the lower part of the building. 


Entertainment Program 


The list of the week’s “doings,” aside from the Ex- 
position and Style Revue is another story. 

Monday, the 9th, will be “Opening Day,” without 
any special ceremonies or meetings. On Tuesday there 
will be held the annual outing, complimentary to the 
visiting buyers, under the direct auspices of the Boston 
Shoe Travelers’ Association. 

This year’s excursion will be held at Norumbega Park, 
an especially attractive resort on the Charles River. 
The guests will be taken there in automobiles and en- 
tertained at luncheon with the usual accompanying 
athletic sports. They and their hosts will return to Me- 
chanics Building in time for an hour or two at the 
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exposition, and participation in the evening Style 
Revue. 
Style Committee Meeting 


On Tuesday there will also be an important meeting 
of the joint style committee at the Copley Plaza Hotel. 
This committee is composed of reprsentatives of the 
three National organizations of the Boot and Shoe 
Manufacturers, Shoe Retailers and Shoe Wholesalers, 
and the Tanners’ Council of America. Footwear styles 
for Fall will be considered at this meeting. 

Tuesday will also be Shoe Factory Superintendents 
and Foremen’s Day, and hundreds of these officials 
from all over New England are expected. 

The officers and committees of the Boston Show are as 
follows: 


Albert N. Blake, President; Herbert T. Drake, First Vice- 
President; Herman E. Lewis, Secand Vice-Paesident; Arthur W. 
Wellington, Third Vice-President; Charles C. Hoyt, Treasurer, 
Thomas F. Anderson, Secretary; Chester I. Campbell, General 
Manager; George R. Walmsley, Style Revue Director. 

DIRECTORS--Harry I. Thayer, Thayer-Foss Co., Boston; 
Frank S. Farnum, Churchill & Alden Company, Brockton, Mass. ; 
Frank R. Briggs, Thomas G. Plant Co., Boston; Arthur W. Well- 
ington, United States Leather Co., Boston; Herbert T. Drake, 
Emerson Shoe Co., Rockland, Mass; Harry W. Crooker, Crooker 
& Morse, Inc., Bridgewater, Mass; Buford H. Jones, Thomson- 
Crooker Shoe Co., Boston; Charles C. Hoyt, Farnsworth, Hoyt 
Co., Boston; Maj. Charles T. Cahill, United Shoe Machinery Cor- 
poration, Boston; Cecil Q. Adams, Bristol Patent Leather Co.. 
Boston; Albert N. Blake, Watson Shoe Co., Lynn, Mass.; 
Herman E. Lewis, Herman E. Lewis, Inc., Haverhill, Mass.; 
H. B. Dillenback, Beggs & Cobb, Inc., Boston; Thomas F. 
Anderson, Boston. 

EXECUTIVE COMMITTEE—Albert N. Blake, Chairman, 
Herbert T. Drake, Herman E. Lewis, Arthur W. Wellington, 
Charles C. Hoyt, Charles T. Cahill, Thomas F. Anderson, 
Boston. 

EXHIBITS COMMITTEE—Major Charles T. Cahill, 
Chairman, Boston; Arthur-W. Wellington, Boston; Frank S. 
Farnum, Brockton; Willis R. Fisher, A. C. Lawrence Leather 
Co., Boston; Charles C. Hoyt, Boston; W. I. Wardell, United 
States Rubber Company, Boston; Maynard Hutchinson, 
McElwain, Hutchinson & Winch, Boston; John J. Blaney, 
Bristol Patent Leather Co., Boston. 

STYLE REVUE COMMITTEE—Herman E. Lewis, Chair- 
man, Haverhill, Mass.; A. A. Mead, Upham Bros. Co., Stoughton, 
Mass.; Edward Marshall, United Last Co., Boston; W. W. Willson 
Rice & Hutchins, Inc., Boston; A. F. Bancroft, Bancroft, Walker 
Co., Boston. 

PUBLICITY COMMITTEE--Geo.W. Landgon, Jr., Chair- 
man, Hazen B. Goodrich & Co., Haverhill, Mass..; B. L. 
Wales, M. N. Arnold Shoe Co., North Abington, Mass.; 
Harland P. Leighton, P. J. Harney Shoe Co., Lynn, Mass.; 
Frederick W. Small, Gil christ & Co., Boston; Roland H. Haviland, 
Stetson Shoe Co., South Weymouth, Mass.; Edward O’Connor, 
Farnsworth, Hoyt Company, Boston. 

HOSPITALITY COMMITTEE—A. L. Puffer, Chairman, 
Auburndale, Mass.; Thomas A. Delany, Boston; S. L. Curry, 
Roxbury, Mass.; Frank W. Lord, Boston; F. P. Fanning, East 
Milton, Mass.; W. M. Oakman, Marshfield Hills, Mass Geo. J. 
Lovely, Brookline, Mass.; L. A. Hunt, Rockland, Mwss.; T. E. 
Murphy, Newton, Mass.; Wm. Noll, Boston. 

RETAIL SHOE TRADE COMMITTEE—W. W. Willson, 
Chairman, President Massachusetts Retail Shoe Merchants’ As- 
sociation, Boston; Henry ©. Hagan, John Fischer, Irving B. 
Howe, George O. Jones. 





No. 7110 


Growing Girls’ and Ladies’ Sallie Sandal. 


This Style in Full Grain Cherry 


Growing Girls’ and Boys’, Ladies’ and 
Men's Plug Oxford. 
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A FEW NUMBERS 
AT A PRICE 


All Made by the RAMSEY 


Patented Process 


Growing Girls’ and Ladies’ Sandals and Oxfords 
Regular Price Sale Price 
Sizes 24% to7 Sizes 2% to7 


1793—Smoked Elk Vamp and aura, rowers 
Saddle, Rubber Heel. $2. $1.75 


114—Full Grain Cherry, Rubber Heel A 1.50 


7110—Tan Vamp and dvgeemean Pearl Trimmed, 
Rubber Heel... .. 1.60 


Men’s Oxfords 
Regular Price Sale Price 
Sizes 6 to 11 Sizes 6 to 11 


1715 Men’s Brown Lotus Bal Oxford 
Rubber Heel ‘ $2.00 


Infants’ — Child’s — Misses’ Oxfords 
Regular Price Sale Price 
5/8 81%4/1111%/2 5/8 814/1111%/2 
240—Cherry Chrome Plug 
Oxford, Neolin Sole. ..$0.80 $0.90 $1.00 $0.65 $.075 $0.85 


206—Brown Mule Skin Plug 
Oxford, Oak Sole 85 ‘ 1.10 65 75 85 


1211—Full Grain Pearl Elk 
Plug Ox., Oak Sole... 1.10 A J 85 1.00 


1261—Full Grain Pearl Elk 
Plug Ox., Elk Sole.... 1.10 J R 85 
1515—Full Grain Brown Lo- 


tus Two-Strap Ankle 
Tie, Oak Sole......... 1.20 








Slightly Imperfect - SPECIAL 
ONE-STRAP PLUG OXFORDS 


LADIES’ SANDALS 1211—Full Grain Pearl Elk, Oak Sole 


Regular Price Sale Price 
$1.10 $1.25 $1.45 $0.85 $1.00 $1.20 


1261—F ull Grain Pearl Elk. Elk Sole 


RED — GREEN — BLUE 


Sizes 244 to7 


Regular Price, $2.35 
Regular Price Sale Price 


Cut Price - - $1.75 $1.10 $1.25 $1.45 $0.85 $1.00 $1.20 


Ve 


Ji THE ONLY COMPLETED STITCHDOWN 


TRIPLE war WELT 


HOLDING UPPER To tens, THAT t8 


New York City 




















Two Strap Ankle Tie 


347 Rider Avenue 
Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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A Word with aWorld of 
Meaning lo Buyers of 


; “Womens Smart Shoes. 


Wilh roft 


_SMART SHOES FOR WOMEN ARE MADE BY 
BANCROFT WALKER COMPANY 


AT THEIR FACTORY IN BOSTON 








Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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Hot Sun Stresses Need of Whites 


Colonials With Colored Buckles are Selling Well—Tendency 
Prevails to Favor Tan and Gray Colors 


HE first two days of the past week 

were unusually good for the shoe 
business. The weather turned extremely 
warm; perhaps hot expresses it better, and 
everyone seemed to realize summer had 
come. 

The warm rays of the sun brought out 
white and light colored clothing and every- 
one seemed to realize the need for white 
footwear. 

Whites Selling Well 


Shoe stores were crowded with custom- 
ers, and the check-up of sales at the end of 
each day found a good-sized cavity in 
white shoe stocks. 

Inthe last few days, with the drop in 
temperature, has come a drop in the sales 
of white shoes, but as sales of other types 
of footwear have not dropped off to any 
great extent, hope prevails that the 
cold weather will break again any day 
and warm weather will replace it. This 
hope keeps the retail shoe merchants in 
good spirits. 

Sandals, straps and oxfords all sold well, 
with a little leaning to sandals on the part 
of the younger trade, although it is sur- 
prising how many women of dignified age 
select cut-out sandals and styles that are 
suggestive of the flapper type. 

While whites with colored kid trims 
sold well, in the majority of the stores, 
during the hot spell, plain white kid over- 
sold shoes of any other color or material. 


Colonials with Colored Buckles 


Several of the high-grade shoe stores 
are showing white Colonials with blue, 
red and various colored pearl buckles, as 
well as gold and silver. This is a very good 
idea, as colored buckles can be bought to 
harmonize with a certain costume, and 
when the shoes are to be worn with some- 
thing else, either a gold, silver or white 
buckle can be substituted for the colored 
one and give the appearance of another 
shoe. 


Light colored footwear is still selling 
very good, with a more pronounced ten- 
dency as the days go by to drift toward 
tans and grays. Red, which a month ago 
was the leading sellerincolors, has dropped 
way down, with blues and greens in the 
lead of the bright colors. 


Straps Popular Sellers 


As to patterns and color combinations, 
they are so varied that it wou'd be hard to 
describe them. Sandals are good, and all 
kinds of straps. Using the name “‘straps”’ 
is covering a lot of territory, as there are so 
many many styles that come under the 
heading of straps, but nevertheless straps 
as broad as the term is describes the best 
sellers. 


One straps, two straps and three straps 
are being sold, some just plain and others 
with a strap extending from the throat of 
the vamp to the top strap, others cross 
over the instep; even some straps come up 
so high that they circle and clasp above 
the ankle. The many different designs in 
straps are all good sellers. 


Blacks Necessity in Wardrobe 


While there are many whites and 
colored shoes being bought, there is no 
getting along without blacks for both 
street and dress wear. On a hot day whites 
and light colors sell better, but on the last 
three days of cool weather, blacks have 
held their own. 

Patent leathers in sandal effects have 
been in the lead, closely followed by satins. 


Ribbon Ornaments Good 


The live up-to-date buckle departments 
are featuring new ideas to stimulate the 
buckle business. 

O’Connor & Goldberg are showing 
various designs in ribbon effects. One of 
their best selling ideas is a three loop bow 
made of either heavy satin or ribbon, 
which has done much to move their plain 
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opera pumps. This bow is placed flat on 
the vamp and replaces Colonial buckles. 

Another of their good sellers is made of 
No. 3 ribbon with three or four short loops 
at the top with as many longer loops to 
loop downward, with a tiny cut steel 
ornament holding it together. These are 
placed toward the outer side of a high-cut 
low shoe that either has a goring, or fits 
snug up over the instep. 

Many of the hosiery and buckle depart- 
ments of the large down-town shoe stores 
have added to their displays shoe trees 
attractively covered with colored satin 
ribbon, and other of these are hand 
painted. Another idea has been to featuye 
fancy ribbon garters. 

These are not only good sellers in the 
stores that cater to high-class trade, but 
do much to make the hosiery and buckle 
show cases look attractive. 

Among the new novelty buckles that 
have found favor at this time are some of 
tortoise shell set with different colored 
stones, some of carved jade, plain and set 
with colored stones, and others of ivory. 


Back With O-G Store 


Miss Ruth J. Nichols has again taken 
charge of the O’Connor & Goldberg buckle 
departments, after a leave of absence of 
two months. Miss Nichols is buyer and 
manages the buckle and ornament de- 
partments of all the O—G stores. 


Endicott-Johnson Sell Store 


Endicott-Johnson have sold the lease 
on their retail store located at 29 South 
Dearborn Street to the Hanover Shoe 
Company, effective July 1, 1923. This is 
pursuant to a recent statement relative to 
the sale of Endicott-Johnson retail stores 
made some time ago. 


Fred Lee Speaker 


A meeting of the Chicago Association 
of Shoe Factory Superintendents and 
Foremen was held on June 8 in the Morri- 
son Hotel. The speaker of the evening was 
Fred Lee, foreman of the cutting room of 
the J. P. Smith Shoe Company, who 
spoke on “Shoe Cutting Under Present 
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Day] Conditions.” This was not only of 
interest to cutting room foremen, but to 
the foremen of other departments in a 
shoe factory as well, as no one department 
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can exist by itself, and each department is 
dependent upon the other departments for 
its existence. The meeting was very well 
attended. 


ST. LOUIS 


Business Activities Slower Is Report 


Interpreted as Sign That Upward Price Movement Has Been 
Curbed—Generous Orders For,Future Business 


HE monthly review of general busi- 

ness conditions in the Federal Re- 
serve District No. 8 for May, just issued, 
reports a slowing down of business activi- 
ties during the past 30 days. This halting 
of the fast pace set during the previous 
seven months is looked upon as an excel- 
lent sign which has had the effect of put- 
ting the brakes on the upward price move- 
ment. The report in part follows: “A slow- 
ing down in the pace of activities, which in 
some lines is quite sharply defined, has 
featured general business in this district 
during the past 30 days. As contrasted 
with the preceding several months the 
volume of new buying was smaller, though 
the comparison with a year ago exhibits 
continued large gains. Production of com- 
modities held at the recent high levels and 
in a few instances new records were es- 
tablished, but a large portion of the goods 
turned out were for application on old 
orders. Books of both manufacturers and 
wholesalers are still well filled with orders 
for future business, especially those dealing 
in goods for common consumption. In the 
clothing, dry goods, boot and shoe and 
drug and chemical lines, future business is 
much heavier than at the corresponding 
seasons during 1922 and 1921. 


Weather Affects Buying 


The chief reasons given for the present 
lull are unfavorable weather conditions and 
extreme caution on the part of buyers. 
The latter manifestation, it is explained, is 
due to the recent advances in price, the 
rapidity of which had a tendency to dis- 
turb confidence in ultimate consumption. 
On all sides, there is a marked desire to hold 
down inventories and take only such 
finished goods and raw materials as can be 
disposed of within 60 to 90 days. 

Prices generally reflect the mood pre- 
vailing in trade and industry. Advances, 
except in a few instances, have halted, and 
where changes have taken place declines 
considetably out-number the advances. 
The offering of premiums for prompt de- 
livery of merchandise, which was noted 
earlier in the year, has almost entirely dis- 
appeared. 

Fundamentally conditions remain sound 
and extremely healthy, the present lull 
being looked upon by the more conserva- 
tive element of the business community as 
only temporary and an excellent symptom. 


It has had the effect of putting the brakeson 
on the upward price movement and per- 
mitting a more even balance throughout 
industry. 


Indications of Good Business 


The general demand for commodities re- 
mains large and the public is filling its 
wants. There are numerous favorable fac- 
tors which point to a continuance of good 
business, chief among which are moderate 
stocks, universal employment of labor. 
high wages and an ample supply of bank 
ing credits. At no time in recent years have 
production and distribution of commodi- 
ties kept more closely to actual consump- 
tion than at present. Replies to question- 
naires addressed to leading interests in the 
principal lines indicate considerable varia- 
tion in results obtained in different sec- 
tions. The comment is made that business 
in the South is relatively better than in the 
typical grain and stock raising areas. The 
recent declines in grain prices have served 
to emphasize conservatism in localities 
where cereals form the leading crops. 

The marketing and movement of grains 
to market has fallen off and farmers are 
purchasing only what they are obliged to 
have. In the cotton region, on the other 
hand, buying of merchandise of all sorts is 
on a more liberal scale and collections are 
in the main satisfactory. The same is true 
of the tobacco country, where farmers are 
being paid for their crops which they 
marketed through the co-operative as- 
sociations. 


Agricultura! Reports Optimistic 


Unseasonably cool weather, accompanied 
in many localities by excessive precipita- 
tion, played an important part in final 
business results during the period under 
review. In addition to hampering farm 
operations and germination of crops, these 
conditions held down the movement of 
seasonal merchandise, and prevented farm- 
ers from coming to town. On the whole, 
however, preparation of the soil is well up 
to normal in this district, due to the un- 
usually favorable weather for plowing last 
fall and winter. Generally reports from the 
agricultural communities are optimistic, 
though in the case of the leading crops, the 
season is backward, and some replanting 
of cotton has been necessary, due to the 
light frosts and too abundant moisture. 
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Pastures have been immensely benefited 
by the rains, and growing crops are mak- 
ing good progress, particularly winter 
wheat. 


Corrective Footwear 
Demonstration 


Brandt’s at 618 Washington Avenue, 
have held during the past week, an Osteo- 
Tarsal demonstration conducted by C. S. 
Richards, a recognized authority in fitting 
Osteo-Tarsal shoes. A window demonstra- 
tion was also held during the week in which 
live models demonstrated the benefits of 
Osteo-Tarsal shoes. Special newspaper 
advertising was used to draw attention to 
the demonstration. 


Huette-Bourquin Shoe 
Co. Incorporated 


St. Louis will have another shoe manu- 
facturer to add to its long list. The Huette- 
Bourquin Shoe Company has been in- 
corporated with $50,000 paid up. A four- 
story building has been leased at 611 North 
Jefferson Avenue and the cutting room is 
now operating. The first shoes are ex- 
pected to be shipped about the middle of 
July. The company will specialize on 
men’s novelties in fine dress welts. The 
capacity of the firm will be about 1800 to 
2000 pairs per day. All members of the or- 
ganization are experienced shoe men with 


good records. 
E. P. Bourquin is President 


E. P. Bourquin, president and treasurer 
of the company, has been connected in the 
retail and wholesale field for approximately 
25 years. W. B. Huette, Sr., vice-president, 
at present operates two large retail stores 
in St. Louis and formerly conducted re- 
tail shoe stores in various parts of the 
country. He is recognized as one of the 
veterans in the retail shoe field throughout 
this section. W. B. Huette, Jr. is secretary 
of the company. He recently left the John 
Meier Shoe Company, for whom he was 
traveling. He had headquarters in Chicago. 
Previous to this connection he was as- 
sociated with his father in the retail shoe 
business. 

The officers of the organization are very 
experienced and are qualified to make 
shoes with an appeal from the retail shoe 
merchants’ point of view. C. F. Tirrell is 
superintendent of the company. His ex- 
perience dates back at least 30 years. At 
one time he was associated with the Com- 
monwealth Shoe and Leather Company, 
Whitman, Mass., and A. J. Bates of 
Webster, Mass. 

His latest connection previous to his 
move to St. Louis was with Hurley- 
Stevens of Newburyport, Mass., where he 
held the position of superintendent and 
manager. Mr. Tirrell stated that all equip- 
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Huette-Bourquin Shoe Company, where 1800 to oh pairs of men’s fine dress welts will be made 
daily 


ment was set up and that at least 150 to 
200 people would be employed when opera- 
tions were in full sway. 


The company will start a small force of 
five salesmen. They will not leave for 
territories until later in the season. 





MILWAUKEE 


White Season On in Earnest 


Pearl Elk in Sport Footwear Strong Seller—Red, Green and 
Blue in Sandals Popular 


HOE merchants report the arrival of 

the eagerly-awaited white footwear 
period. Sales of whites commenced late 
this week, with the arrival of a period of 
hot weather, and retail merchants expect 
white business to continue good for several 
weeks. It is hoped, by local merchants, to 
have the bulk of white footwear off of the 
shelves by July 4. It is a common opinion 
that white footwear must be sold in vol- 
ume before July 4, if it is to sell at all. 
This year, the white season is at least 
one month late due to cold weather late 
this spring. Accordingly, merchants are 
pushing whites heavily in order to clear 
stock. 

Sport Models Popular 


All types of sport footwear for women 
are enjoying a big vogue. Pearl elk seems 
to be quite a favorite in the sport footwear. 
Sandals of all kinds, including the bright 


red, green and blue types, are proving at- 
tractive to a large number of women. One- 
strap models in low heels and the regular 
suede oxfords also play important parts in 
the volume at present. 

Shoe merchants from all parts of the 
city report men’s business moderately 
good, just as it has been for the past six 
weeks. No amount of exploitation can 
succeed, evidently, in inducing men of this 
city to buy more footwear than they have 
been buying, which in the opinion of local 
merchants, is not quite enough. 

Manufacturing activity continues at 
a good pace, and production is well up to 
records for the past three weeks. 


Rules on Trading Stamps 

“Trading stamps,” issued by stores to 
give rebate on goods, must be redeemed in 
cash, and not in trade, and must be re- 


99 


deemed when 25 cents worth are presented, 
Deputy Attorney General W. R. Curkeet 
advised in an opinion to District At- 
torney George G. Merrill of Ashland Wis. 
A trading stamp sent by Merrill to the 
attorney general for an opinion was de- 
clared in violation of the state trading 
stamp law on two counts, because it was 
urged that the holder of the stamps re- 
deem them in trade, and because the 
stamp book declared that they would be 
redeemed only when stamps with a re- 
demption value of $1 were presented. 


Construction work on the new building 
at Third Street and Grand Avenue, which 
is to house in part, the new Florsheim 
Shoe store, is being rushed to completion, 
and it is probable that Joseph Klawitter 
and his corps of clerks will be in the new 
store by late September. The new Flor- 
sheim establishment, which will be under 
direction of Mr. Klawitter, will be one of 
the finest retail footwear establishments in 
Milwaukee. The location of the new store, 
at what is generally conceded to be Mil- 
waukee’s busiest corner, augurs well for its 
success. 


Workers Flay Supreme Court 


“In the mind of the Supreme court, no 
distinction may be made between a piece 
of merchandise and a human soul.” So 
states the preconvention report just issued 
by the general executive board of the Wis- 
consin State Federation of Labor. The 
attack of the labor leaders is especially 
directed against the recent decision of the 
court declaring that the minimum wage 
law in the District of Columbia is uncon- 
stitutional. 


Store Property Changes 
Hands 


Herman Aronsohn, Elias Siegel and 
Aaron Siegel have purchased the improved 
property at 1118-24 Tower Avenue, Super- 
ior, Wis., from the Mark Paine estate, ac- 
cording to a late announcement. The 
Vogue Bootery occupies one of the larger 
store sites in the property purchased. The 
property was bought strictly as an invest- 
ment proposition, according to the three 
men. It has a 75 foo’ frontage on Tower 
Avenue, the main business district of 
Superior. 


Report Shows Wages 
Increased 


The latest report of the Wisconsin In- 
dustrial Commission, covering industrial 
conditions in this state for the past several 
months, has just been issued, and con- 
tains some interesting information with re- 
gard to shoe and leather manufacturing. 
The report shows that from January 1 of 
last year until the time of compilation in 
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May, wages of menemployedinshoe manu- 
facturing had increased five per cent and 
that during the same peroid, wages of mer 
in the tanning industry had increased 
sixteen per cent, while those of employees 
in other leather products increased 24.7 
per cent. During the month prior to com- 
pilation, wages in the shoe industry in 
Wisconsin had increased 15.6 per cent; in 
the tanning industry had decreased 3.9 
per cent and in the other leather products 
industries had increased 7.5 per cent. 


Vote on Early Closing 


Merchants of Milwaukee have been 
asked by the retail division of the As- 
sociation of Commerce to decide whether 
or not they favor closing at 5 o’clock dur- 
ing week days and 1 o’clock on Saturdays 
during the months of July and August. 
Strong sentiment in favor of the early 
closing exists, and it is possible that the 
suggested change in closing time will be 
enforced by the merchants. 


Advertises Shoe Repair 
Shops 


Shoe repair shops in Milwaukee, which 
work under the Goodyear Welt shoe re- 
pairing system, have been mentioned in 
the series of advertisements which the 
United Shoe Repairing Machine Company 
of Boston, Mass., is running in Milwaukee 
papers. The advertising takes the form of 
promotional work for the system, advanc- 
ing the idea that the official sign is ““award- 
ed for efficient shoe repairing and removed 
when shoe reapiring standard drops.” 
Sixteen large Milwaukee shops at present 
display the sign. 


Sale on Colored Footwear 


“Tuts of certain nine dollar values’ are 
offered by the Bedell women’s wear shop of 
Milwaukee at $5.95 in a clearance sale of 
colored footwear. The Bedell sale marks the 
first break in the ranks of the local shoe 
trade as far as holding off on sales of this 
kind is concerned. Bedell offered red, blue, 
and green kidskin sandals, with Louis, 
Spanish Louis, and Cuban Boxwood heels 
at the price mentioned. Following the lead 
of Bedell, it may be expected that other 
local houses will clear out the colored 
effects although the season is generally re- 
garded as early for sales of this character. 


New Company for Milwaukee 


Incorporation of the Mid-Western 
Shoe Manufacturing Company of South 
Milwaukee, Wis., with capital of $125,000, 
is reported by the secretary of state of 
Wisconsin. The incorporators are S. 
Doernan, R. Hook and C. Herbst. The 
company will manufacture slippers, shoe , 
and similiar products. A new building will 
be erected soon at the corner of Tenth and 
Michigan Avenues in South Milwaukee, 
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which will house the shoe manufacturing 
company and which is expected to employ 
about 250 men and women. 


Shoe Sales Association 
Meetings 


With the coming of warm weather the 
Milwaukee Shoe Sales Association is hold- 
ing its regular monthly meetings at the 
neighboring country resorts. The June 
meeting was held June 5 at Schuch’s 
Whitefish Bay Inn. The membership of 
the association consists of the sales mana- 
gers of the different Milwaukee shoe fac- 
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tories. The purpose of the Association is to 
promote co-operation and good feeling 
among Milwaukee shoe men and further 
the interests of the city of Milwaukee as a 
shoe market. Much has been done in this 
respect during the past several years. 

W. J. Booth, vice-president of the 
Weyenberg Shoe Manufacturing Com- 
pany, was a speaker at the meeting. He is 
the founder and was the first president of 
the association. 

The present officers of the organization 
include; President Charles A. Sharp; Vice- 
President V. J. Schoenecker; Secretary, H. 
P. Plass and Treasurer, F. Rohn. 





CINCINNATI 


Early Summer Rush in Evidence 


All White Footwear Enjoying Much Demand—Brilliant 
Colors Continue To Be Big Sellers for Merchants 


HE retail shoe trade in Cincinnati 

during the past week was all that the 
merchants could possibly ask for. The 
weather was ideal for the sale of footwear, 
with clear skies and warm temperature, 
although the last two days of the week 
were exceptionally cool. The retail mer- 
chants profited by the favorable turn in 
the weather and the early summer rush 
was in evidence. Windows were filled 
with all types of white and novelty foot- 
wear of all hues which attracted the eye 
of the feminine buyers. Saturday was the 
best day the retail shoe merchants have 
experienced this year and all indications 
point to a large business because of the 
ideal weather. 

Several of the leading shoe merchants 
state that the all-white shoes are in big 
demand. Women seem to be showing a 
preference for them rather than for foot- 
wear trimmed with colored leather. The 
all-whites with white kid trimming are 
enjoying a real popularity with the Cin- 
cinnati trade and white kid footwear is 
also attracting many women. 


Colors Selling Freely 


There seems to be no let-up in the sa'‘es 
of brilliant colored footwear. It has indeed 
been a long time since the streets of Cin- 
cinnati have presented as colorful a spec- 
tacle as they do today. Hats, coats, skirts, 
hose and shoes fill the eye as it looks at the 
feminine world passing by. Retail shoe 
merchants are reaping the benefits of this 
craze for color and are disposing of thou- 
sands of pairs of colored footwear while it 
is at the height of its popularity. 

Undoubtedly the spring retail trade 
was very late developing because of the 
unusua! delay in the arrival of seasonable 
weather, but the past two weeks have 
brought good business among the retail 
merchants and many stores report their 





volume of business this year as larger than 
in 1922. 


Move to Boast Standards 


A Better Business Commission for Cin- 
cinnati was organized during the past 
week by a group of Cincinnati business 
men including J. P. Orr of the Potter Shoe 
Company; Bolton Armstrong of The 
Mabley and Cacew Company; and Rob- 
ert Pogue of The H. & S. Pogue Company. 
Philip Baldwin, formerly manager of the 
Akron Better Business Commission, has 
become the manager of the organization. 
The purpose is to protect the public from 
fraudulent advertising and to keep the 
general standards of business at the high- 
est possible level. 


Shoe Company Very Busy 


The various branches of The United 
States Shoe Company are producing foot- 
wear in good quantities. The company’s 
turn factory is unusually busy at present. 
Robert Wise, vice-president of The United 
States Shoe Company, leaves early next 
week for a business trip to New York 
City. 


Discussion on Orthopedic 
Shoes 


A demonstration of the arch preserver, 
ordinary shank and flexible shank shoes 
featuied the weekly meeting of the em- 
ployes of The Potter Shoe Company on 
Tuesday, June 5. 

During the course of the meeting, J. P. 
Orr, president of the company and the 
presiding officer, brought up the question 
as to whether or not the American people 
and the manufacturers are emphasizing 
too strongly the orthopedic shoe. He 
cited the example of the English people 
who are unable to buy either the variety 
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of widths or the numerous sizes that are 
obtainable in America. The English, ac- 
cording to Mr. Orr’s observations, have 
just as healthy feet as Americans. 

It was pointed out in the meeting that 
the arch preserver shoe is the best pos- 
sible shoe to wear when the arch is in an 
extremely weakened condition, while the 
flexible shank shoe is more adaptable to 
the feet of young people, such as univer- 
sity students. It was said the ordinary 
shank shoe can be worn by anyone having 
a normal foot and can be used more than 
the flexible shank shoe, because it gives 
some support whereas the latter does not. 


Factories Working on 
Novelties 


Cincinnati shoe factories are now work- 
ing on shoes at a fair rate of production, 
although conditions might be better. 
There seems to have been a dropping off 
in shoe production. Cincinnati being 
among the centers where the orders for 
fall business have been coming in slowly. 
It is true that there are several plants in 
Cincinnati which are extremely busy and 
which are turning out a large volume of 
shoes, but the majority have been affected 
by the tendency to put off ordering until 
it is absolutely necessary. 
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One of the most important points to 
note in making a survey of the existing 
conditions is that firms which have here- 
tofore been working exclusively on staples 
are now forced to go into the field of 
novelty footwear in order to keep their 
factories operating. It is a common thing 
to account for the small number of fall 
orders that have been placed by saying 
that the retail merchant hesitates to order 
fall goods because he is unable to predict 
accurately what is going to sell in the fall. 
But the fact remains that there are fac- 
tories in the Cincinnati territory which 
have always made staple shoes and whose 
orders are not nearly as large this year as 
formerly. Some of these have decided to 
try the novelty game. 


Brown and Log Cabin Colors 


Production of footwear in the Vollman- 
Lawrence Company is going along nicely 
with a healthy volume of shoes being 
turned out daily, according to George R. 
Vollman, president. Mr. Vollman says 
that straps ace coming back strong while 
the dark brown and log cabin shades are 
receiving much attention in his company’s 
factory. A large quantity of nubucks are 
being manufactured by The Vollman- 
Lawrence Company. 





CLEVELAND 
Great Run on Novelty Patterns 


Advent of Summer Weather Has No Influence on Popularity 
of Colors—Business Good 


LEVELAND, during the week end- 

ing June 9, experienced its second 
consecutive week of summer weather, 
with the thermometers around 85 to 88. 
Straw hats were in evidence and many 
wore the coolest garments that could be 
obtained. 

Saturday has been a very busy day thus 
far during June, and business has picked 
up during the second week. The retail 
merchant has to hustle, however, to keep 
his trade moving upward. The old days of 
consumers swarming into the stores and 
taking shoes, without being sold, have 
passed. But there is a fair volume for the 
smart merchants, who keep posted on 
style developments and then keep their 
models before the public with advertising 
and by attractive counter and window 
displays. 

The demand for extreme novelties, 
“Tut,” effects, bright colors such as green, 
red and blue, became even greater during 
the second week of June than it was in the 
first seven days of the month. 


Colors Are Still Strong 


Some of the merchants who figured that 
with the advent of hot weather the de- 
mand for whites and sports would set in 


with a rush, are now wishing that they 
had bought heavily of the extreme models. 
They are now asking for immediate de- 
liveries on these models and are resorting 
to pushing other models in stock to meet 
the demand for shoes of which they are 
short. 

Returns from the Memorial Day trade 
indicate that the retail shoe merchants 
enjoyed good business, and that the vol- 
ume is larger than it was for the Memorial 
Day of last year. 

The Labor Relations committee of the 
Cleveland Chamber of Commerce has 
issued a bulletin that brought cheer to 
retail merchants in this city. 

The committee has reported that the 
number of employees in 100 of the larger 


factories of the city, which are represen- , 


tative of industrial conditions, during 
May, increased one and one-half per 
cent over the number on the payrolls 
during April. 


Change In Shoe Department 


The Bailey Company has made an 
important change in the shoe department. 
Until quite recently the shoe department 
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was located on the basement and second 
floors of this large department store. 

Not long ago the department was ex- 
tended by. opening a shoe department on 
the fourth floor. On this floor are to be 
found women’s, misses’ and children’s 
shoes. The millinery and women’s cloth- 
ing departments also are on this floor. 

The men’s and boys’ shoe department 
is on the second floor with the depart- 
ment devoted to men’s and boys’ clothing. 

In the basement a general line of shoes 
is carried and here the special sales are 
conducted. 

E. A. Scheiderlein, formerly of Colum- 
bus, where he was in an executive position 
with the Boston store, is buyer for the shoe 
department. He was formerly in the trade 
in Pittsburg. He is a veteran in the busi- 
ness and is well known to the trade. He 
succeeds S. Caplan. 

G. F. Basel, who came to the company 
as clerk, has been promoted to the position 
of assistant to Mr. Scheiderlein. He for- 
merly was on the sales staff of one of the 
other down-town stores. 


Remodeling Cohen Co. Store 


The work of remodeling the room in 
Prospect Avenue, near East 7th Street 
that is to be occupied by the Dan Cohen 
Shoe Company of Cincinnati is progressing 
rapidly. It is expected that it will be 
occupied before the middle of the summer. 
Extensive remodeling is under way and 
the entire front entrance is being changed, 
so that when completed the entrance will 
be thoroughly modern. 


Newbauer Store Opens 


The new store of M. Newbauer on 
Prospect Avenue, at the corner of East 
8th Street, was opened recently and the 
first day’s patronage met the expecta- 
tions of the owner. The store has an at- 
tractive window display, appealing fur- 
nishings and accommodations that are 
greatly appreciated by the patrons. 

Prospect Avenue is one of the leading 
thoroughfares extending East and West 
and it is rapidly growing in importance, 
so that leases now executed in this street, 
are certain to increase in value. 


F. L. Jessel Sells Store 


The Newman Shoe Company has taken 
over the shoe store which has been opera- 
ted at 5409 Clark Avenue by F. L. Jessel 
for 15 years. Mr. Jessel has been very 
successful in business in this location. He 
will leave soon for Germany where he will 
spend an extended vacation. 


Report Shortage of Novelties 


David W. Brill, representative of the 
Brown Shoe Company, reports that the 
shortage of extreme novelties extends to 
down state cities as well, Merchants jin 
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Akron, Norwalk, Mansfield, Youngs- 
town and other cities in the state have re- 
ported good demands for sandals, cut-out 
effects, and bright colored shoes. 


Good News for Merchants 


D. C. Wills, chairman of the Federal 
Reserve Bank for the Fourth district, 
issued a statement that brought cheer to 
the retail shoe merchants in this city and 
in Ohio. 

He stated that the business pulse is 
steadier than it has been, and that con- 
servatism in buying and in fixing prices 
would and had done more to insure con- 
tinued business prosperity than anything 
that had occurred in recent months. 

There is little evidence of unwieldy in- 





ventories; there is a desire to keep bills 
paid up; the average individual is able to 
buy for his needs and he has opportunities 
to indulge in extravagances, but he seems 
to put his money to more substantial needs. 


Buying is Steady 


During our last experience with the un- 
due expansion of business, whistling in the 
dark was resorted to in order that all 
available profits could be gained before the 
break arrived. Now there is absence of this 
condition. 

It is indicated that there in no boom 
time on at the present, but that buying is 
steady and that it is likely to be continued 
for some time. That conditions industrially 
are very good is indicated by the scarcity 
of houses. 





DETROIT 
White Footwear Sales Booming 


Broad Assortment of Whites with Trimmings Serves as Stimu- 
ant—Sandals in Various Colors are Popular 


UMPING from Winter into Summer is 

a rare occurance in this locality, but 
that is what has been done by the weather 
man. June was ushered in with a blaze of 
heat that soon relegated fur coats and 
brought out the white gowns which anx- 
ious maids and matrons have had hang- 
ing in their closets for some weeks, await- 
ing an opportunity to wear them. Now, 
white’s the thing. 

The white footwear business, as far as 
the retail shoe merchant is concerned, will 
be done during the first two weeks in June, 
providing the weather remains favorable. 
Usually May is the big white footwear 
month. This season it will be June. Whites, 
and whites with colored trimmings are 
selling well. Cut-outs and strap styles are 
in greatest demand. White trimmed with 
black is holding its own as a favorite with 
certain classes, but the colored vogue is 
having its innings and many women are 
matching the color of the trimming of their 
dresses by having a corresponding color of 
trimming on their footwear. 


Colors Selling Freely 


Bright colors of red, green and blue are 
holding their own in public favor, many 
asking for these for both street and even- 
ing wear. Some stores have not stocked 
colors in any but medium and low heels, 
hence cannot fill the demand for evening 
styles in colors. 

King Tut sandals are in good demand 
and fancy leathers, mottled in imitation of 
brocaded satins, sell well in spite of pre- 
dictions made by the more conservative 
shoe merchants that such an extreme 
would die an early death. The calf, tanned 
and colored in fancy designs by Carl E. 
Schmidt & Co., Inc., is a beautiful novelty, 


and takes well when made up into shoes, as 
the sales of these lines indicate. 

At R. H. Fyfe & Co’s., there is a marked 
demand for ankle straps, not sandals of the 
Egyptian type, but of the slippers of our 
childhood. Whether this will develop into 
a general demand is yet to be learned. 

A’ style fad noticeable in Detroit is the 
wearing of white or colored dresses and red 
or green hats and shoes. 


Blacks and Light Tans for Men 


In men’s footwear, oxfords are practi- 
cally holding the board. The sale of high 
shoes is only about 10 per cent of the sales 
in some men’s stores. Blacks are most 
popular at S. L. Bird & Sons, while at other 
stores the sales of browns and blacks are 
running about equal. The plain toe with a 
“crease-to-toe” vamp is popular. At 
Fyfe’s a very light tan was seen ‘in this 
style, which S. J. Jay, manager of the men’s 
shoe department, finds a good seller. In 
fact, it has been reported by traveling 
salesmen who know the territory that more 
light tans are being sold at F yfe’s than in 
any other store in the district. 

Crepe soles are popular in Detroit, al- 
though some stores report a falling off in 
the call for this line, but others notice no 
diminish in the number of calls. 

Insomestores there isa marked tendency 
seen towards a demand for a wider toe. 





The Advertising Subject 


Detroit shoe merchants are not doing 
anything like the amount of advertising 
done in former years. Advertisements of 
only four of the many exclusive shoe 
stores appeared in the Sunday News, June 
3. High rates may be responsible in some 
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measure for this, or it may be a desire to 
economize. 


Matching Shoes and Hosiery 


The R. H. Fyfe & Co., hosiery depart- 
ment is now ready to match hosiery with 
shoes or costumes with perfect accuracy. 
A Nela True Tint Unit lamp has been in- 
stalled for that purpose. 


Poper Fit Emphasized 


During Osteo-Tarsal Week, the Queen 
Quality Boot Shop had a window demon- 
stration in which living models took part. 
In one corner of the window a pile of shoes 
of various grades and styles was shown with 
a show card that read: “A pile of shoes is 
worth nothing—if they do not fit and are 
uncomfortable. Osteo-Tarsal shoes fit and 
are comfortable—One wearer says:‘I would 
not take $500 for my O-T’s if I could not 
get another pair.’ ” 

This impressed the fit and comfort of 
Osteo-Tarsal in the minds of the many 
who viewed the styles. 


Attractive Window Display 


A novel idea was well worked out by the 
display manager at Kline’s. No doubt, the 
beautiful coloring of the bright kid foot- 
wear suggested the idea. The floor of the 
window was partly covered by a mat repre- 
senting green grass. On this a carved Ro- 
man seat was placed. Beautifully colored 
shoes were gracefully arranged on the 
seat, on stands and on the floor of the 
window. A show card, disclosing the se- 
cret hidden in the display, read, ““A Gar- 
den of Beautiful Footwear—Moderately 
Priced.” 


Shoe Price Tickets Appeal 


A pretty idea for show cards and price 
tickets was seen in use at the Queen Qual- 
ity Boot Shop. The show cards were wri.- 
ten on deckle-edged high grade linen 
paper, folded once, the leaves partly 
spread out so that the card would stand 
without support. Price tickets were made 
of the same material and in the same way, 
but of appropriate size. 


H. G. Solomon with Kern 


H. G. Solomon, formerly buyer for 
Dantos Boot Shop, 201 South Street, has 
joined the Ernest Kern Department store 
as basement buyer. 








Use a Horn 


In fitting the new gore style shoes, use 
a horn. Also, advise customers to use a 
horn when they put on any kind of a low 
shoe. It saves the counters. If the makers 
of counters had their way, they would put 
up a sign “Use your horn” in every shoe 
store, the same as every motor road is 
posted with the sign, “Blow Your Horn.” 
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SALT LAKE CITY 


Weather Unkind to Merchants 


White Season Enjoys Good Opening, However, as Women Are 
Buying—Men Express Appreciation of Blacks 


OR the past two months or more, 
these letters have commenced with 
some reference to unfavorable weather 
conditions and once more this topic must 
be a feature of our story. At this writing it 
is very stormy and so cold that one is al- 
most persuaded that winter has been 
given a new lease of life. Few straw hats 
are seen on the street though, on the other 
hand, winter overcoats are rather common. 
Clothing merchants are in despair; sum- 
mer outfits simply won’t budge from the 
shelves. In short, this city is experiencing 
the most unseasonable weather in many 
years. There is one consolation, that has to 
do with the crops. Everything is nice and 
green and agriculturalists are going to have 
a wonderful harvest. 

In view of what has been said in the 
preceding paragraph one would naturally 
expect the retail shoe business to be below 
par. It is. That is to say the weather has 
prevented a lot of merchandise from mov- 
ing that would otherwise have found cus- 
tomers. Few persons think of buying smart 
walking shoes for summer use when the 
weather is cold and wet, but business, 
however, is much better than it ought to be 
at this time according to the canons of 
shoe merchandising. 


Whites Selling Well 


In spite of the rain the women folk are 
buying white shoes and wearing them, too. 
There is also a good turnover in combina- 
tion patterns, but whites are leading. 
Herbert Hirschman, head of the Hirsch- 
man Shoe Company, one of the best known 
retail shoe firms in the mountain states, 
told the writer that so far they had sold 
more white shoes this season than ever be- 
fore. Mr. Hirschman said he thought this 
might be due, in part, to the fact that some 
of their customers thought they would buy 
their white shoes in advance so as not to be 
disappointed. He also said they had ad- 
vertised white footwear earlier than here- 
tofore, which no doubt helped to create 
this demand. 

Mr. Hirschman, added, in reply to a 
question, that grades in most demand were 
those ranging from medium to good. San- 
dals are still selling well at some of the 
stores, particularly at those that solicit 
women’s trade exclusively, or feature 
novelty shoes. 

Men’s Business Better 

Quoting Herbert Hirschman again, this 
gentleman said the men’s business at his 
own establishment was one-third better 
than a year ago. “Eighty-five per cent of 
the business is in young men’s styles,” he 
said. That means some of those, who are 


conservative in the matter of footwear- 
no longer young men, were becoming less 
conservative in the matter of footwear. 
They had gone after the men’s business, 
he said, just as they have been going after 
the women’s and were getting results. All 
the business, Mr. Hirschman said, was in 
oxfords. 

Plain toes were favored with fancy 
saddles and as to colors blacks were run- 
ning neck-to-neck with browns. Other 
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retail merchants doing a general business 
noted an improvement in men’s sales. Not 
only are men not buying white shoes yet, 
but the opinion seems to be general that 
they will not be in demand this year. It is 
expected the number of pairs called for 
will be so small as to make them hardly 
count in the turnover. 


F. M. Shurtleff of the Florsheim Shoe 
Company, who is a close observer of styles 
in men’s footwear, looks for men to buy 
sports shoes of various patterns, instead of 
whites. The head of one big store doing a 
general shoe business said he would not 
offer any new white shoes for men this 
year. He-declared crepe soles, golf shoes 
and other styles had killed the white 
business. 





DES MOINES 


Hot Weather Booms Business 


White Season Opens Well and Promises to Be Big While Men 
Express Preference for Lighter Shades 


HE beginning of warm summer weath- 

er commenced this week and with 
it began a large volume of business. How- 
ever, though there was a very cold spring 
the general report of downtown merchants 
has been that shoe conditions have been 
fully up to normal with a good sale of 
novelties, partially held back by the unsea- 
sonableness of the weather. Patent leather 
strap pumps are very popular among the 
more conservative well-dressed women, 
leading in number of pairs sold last week. 


Whites Open Very Well 

E. C. Wiltsey of the Wiltsey Shoe Com- 
pany, said: ‘We have had a very satisfac- 
tory opening in white goods and espe- 
cially is this true in men’s wear. It seems to 
me that the King Tut style has begun to 
fade. The real trouble with the shoe busi- 
ness at present is not the business but the 
retail merchants. We have sort of gone to 
sleep on the job. Our keen American ways 
of stirring up new business were dulled by 
the war when the hardest job was to get 
merchandise. . 

During the last two years we have spent 
more time mourning than working and now 
that we are coming back again to the real 
hard work we are again winning out. It’s 
the man that works long and hard that is 
getting results and the hard clever brain 
worker is the one who is getting the big 
results.” 

Big White Business 

A big shoe buyer in one of the largest 
department stores in the city said: ““The 
white shoe season will be as good this year 
as it was bad last year.’’ The strap pat- 
tern in white kid and white in combination 
with red, blue, green, and in fact all bril- 
liant colors as trimmings, have been the 
fastest selling numbers. 


Men Prefer Light Shades 


Men are beginning to buy lighter colored 
footwear for summer wear. Light shades 
of tan are selling, though there is a con- 
sistent dernand for black oxfords. Nearly 
all merchants are closing out their broad 
toe oxfords and buying narrower lasts for 
fall. Black is expected to be the strong 
coior for fall wear along with the heavier 
shoes. 


Shoe Buyer in East 


John Corcoran, buyer of the Panor Shoe 
Stores, Inc., is in the East on a buying 
trip. He will make a circuit of St. Louis, 
Cincinnati, Philadelphia, New York and 
Boston. 


On Vacation Tour 


Harry Jacobsen, manager of the Harry 
Jacobsen Shoe Company, left for the 
Washington Shriners’ Convention. He is 
one of the most prominent Shriners among 
local shoe men. 





Sam A. Davis Speaks 


Sam A. Davis, one of the field secre- 
taries for the N. S. R. A., spent several 
days in Fort Worth recently. He called 
on the retail shoe merchants of this sec- 
tion. L. E. Langston arranged a meeting 
at the Chamber of Commerce for the 
retail merchants at which time Mr. Davis 
addressed them on salesmanship ideas 
and plans. 

A meeting was also held at the Texas 
Hotel. Retail merchants in all lines were 
interested in Mr. Davis’ speeches. 








104 BOOT AND SHOE RECORDER June 16, 1923 


CHROMOK 


Side Leather 















“CHROMOK” makes better me- 
dium priced shoes, because it is 
specially made for just this 
grade. 











W. D. Byron & Sons Leather Co. 


Williamsport, Md. os ee os Boston, Mass. 
Also Makers of 
Famous Oak Tanned Flexible Inner Soles, Flexible Sides and Bends 





















TWO “DEPENDABLES” 


that attract the customer whose first require- 
ment is a shoe that FITS, and is therefore 
comfortable. It is surprising how many shoes 
of this sort our customers constantly re-order. 
This is our best proof that they sell. 
















There are 35 dependable Quality Comforts, 
designed for house and street wear, from which 
to select. We will be glad 
to send specimens from 
stock and our latest catalog. 


















No. 462—KID OXFORD, commonsense 


No. 461— KID JULIET, common- 
toe, 7/8 rubber heel, D, E and EE $2.40 


sense toe, 7/8 rubber heel, E, EE $2.15 


H. K. GARDINER COMPANY, Pittsfield, New Hampshire 


BOSTON SAMPLE ROOM: 134 LINCOLN STREET 
































Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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— in Hide and Skin Values 


HE continued dullness of the leather 
fie has finally resulted in a break 

in hide and skin values, which relieves 
somewhat the tension of the past few weeks. 
The tanners have been reluctant to name 
any lower prices, in view of the high level 
of raw material. In fact, the asking prices 
of leather were actually too low, when it 
was considered that it could not be re- 
placed on the high market without an 
advance. 

On the other hand, leather buyers 
instead of thinking of paying advances, 
were putting up a hard fight for concession 
which, however, tanners refused to grant. 

Due to quiet conditions among the 
shoe factories, and the high state of the 
market, tanners for some weeks curtailed 
production. Certain tannages of high 
grade calf and kid have been busy, as 
well as makers of patent leather. The out- 
look appears brighter, according to the 
best judges, owing to the comparative low 
stocks both of Jeather and shoes. The 
continued demand for novelty footwear 
has tended to restrict the large volume of 
staple footwear, and has consequently 
resulted in the buying of all leathers as 
close to productive needs as possible. 


Sole Leather Market Same 


There is virtually no change in condi- 
tions surrounding the sole leather market. 
It has been rather dull for the past few 


weeks, and less interest has been shown in 
new supplies. Sole leather buyers bave not 
found the bargains which they have 
sought, especially since sole leather now 
coming through the plants is made from 
the highest—costing hides, and tanners 
refuse to lower prices on such stock, pre- 
ferring to hold it. Grain hide sole leather 
heavy No. 1 sides, are quoted at 33 to 34c. 
No..2—31 to 32c per pound. Union sole is 
more active in sales to sole cutters. Heavy 
packer steer backs are bringing 55c per 
pound; medium—52c. Cow backs—46 to 
47c for light; 48 to 50c per pound for 
medium. The oak sole market is reported 
slow, although prices are steady on stand- 
ard tannages. Oak steer backs range from 
50 to 55c per pound, and scoured oak 
bends bring anywhere from 60 to 85c, 
according to tannage, weight and selection 
wanted. 
Good Call for Colored Leathers 

The principal activity in the upper 
leather market has been for the colored 
leathers in top grades of suede and smooth 
calf. Owing to the labor difficulties on the 
South Shore, there has naturally been a 
dropping off in that section for calf leathers. 
On the other hand, it is reported that 
increased sales are made in some other 
shoe centers. The top selections of full 
grain calf colors are quoted at 50c per foot 
for choice. The leading tannages of smooth 
chrome calf in colors next to this are 


quoted at 45, 40 and 35c per foot. Some 
lower grade leathers bring as low as 25c, 
and there are limited amounts for job 
lots bringing from 18 to 22c. 

A good call continues for suede leatbers, 
with the top selections in fancy colors 
bringing from 50 to 60c per foot. Medium 
grades of suede were quoted at 40 to 45, 
with some off grades bringing less. 

Buying of side upper leathers is active, 
according to conditions in the various 
shoe centers. Labor conditions interfere 
with large sales on the South Shore, 
although some other shoe centers are busy 
and are taking large lots. Prices remain on 
the same basis, full grade colors being 
either at 30 or 32c per foot for the top 
selections. No. 2 grade is quoted at 24 to 
28c, and cheaper grades from 18 to 24c on 
the different weights. There are also 
available snuff side leathers in job lots at 
prices ranging from 10 to 17c. Blacks on 
the top grades bring 2 to 3c less per foot. 

Buck finished leathers are in fair call, 
with the white and fawn shades bringing 
from 40 to 50c per foot, according to 
selection. Medium grades and cheaper 
leathers are quoted at 24c upward, accord- 
ing to quality. Some selections of white 
buck bring from 37 to 42c.|Novelty leathers 
are not showing the same amount of 
activity. The makers of beavy shoes are 
producing fairly good quantities of veal 

(Continued on page 107) 
























No. 261—$3-15 No. 260%2—$2-75 


Women’s Oxford. Black calf tip Women’s Oxford. White buck tip 
and trim. Recede last. strap and trim. Recede last. 
No. 262'%2—Brown calf—Recede Last—$3.15 No. 2102—White buck—Medium Last—$2.75 
No. 225 —White buck—Brogue Last—$3.15 No. 262 —Black calf—Recede Last— $2.75 






-in stock for 
quick delivery 








No. 250%—$2-50 
Women’s Oxford. Recede Last. 






Women’s Oxford. Black 


Plain white canvas. calf saddle. 
No. 4250—Recede last —$1.85 No. 238—Brown calf —$3.25 
No. 4254—Growing Girls’ last—$1.85 No. 211—White buck—$3.25 


No. 290—$3-15 No. 130%—$2-85 


Women’s Strap Sandal. Black Men’s Oxford. Plain white 
calf tip and saddle. canvas. Recede last. 


No. 289=—Brown calf —33.15 No. 4120—Full Last—$2.25 





These Regent Keds can be ordered from our nearest branch. 


United States Rubber Company 
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World Rubber Shortage Anticipated 


America Must Grow Own Rubber Is Offered as One Solution to Problem 
Published in India Rubber Review 


age, which is anticipated within the 

next few years, is the text of a long 
article printed in the India Rubber Review, 
written by Ralph C. Busbey, associate 
editor. 

“An absolute shortage of rubber is 
inescapable, if the present rate of increase 
in consumption continues without abate- 
ment,’” Mr. Busbey writes. The predic- 
tion is based on facts gleaned at Washing- 
ton, D. C., during a careful survey of the 
rubber situation and upon the actual 
analysis of future world rubber conditions. 
It is contended that high officials agree in 
the prediction that upon the present rate 
of increased rubber consumption, a serious 
shortage is inevitable in from three to five 
years. 

It is reported that concern over the 
impending shortage overshadows the 
American fight upon the British rubber 
restriction laws, and that the American 
rubber surveys in foreign fields are to push 
ahead with speed and vigor. 

An important statement madé by 
Former Assistant Secretary of Commerce 
Claudius H. Huston, in an article entitled 
“America’s Dependence on Britain for 
Rubber,” in the May 26 issue of the 
Saturday Evening Post, follows: 

“An examination of rubber production- 
and-consumption figures since 1900 shows 
only a slow growth from 1900 to 1910. 
The expansion of the automotive industry 
dates from the latter date, and the con- 
sumption of rubber in the United States 
increased from 37,500 tons in 1910 to 
more than 275,000 tons in 1922. In the 
rest of the world the increase was from 
33,000 tons to about 110,000 tons in the 
same period. If automotive development 
continues throughout the world at the 
same rate as from 1910 to 1922, the world 
rubber requirements will be about 455,- 
000 tons in 1926; 505,000 tons in 1928, and 
so on. The present production capacity of 
existing rubber sources under ordinarily 
favorable conditions is about 425,000 
tons annually. 

“It therefore appears that, regardless of 
restriction, there is likely to occur a real 
shortage of rubber within the next few 
years, and it is in this angle that the 
Department of Commerce is particularly 
interested.”’ 

Some Important Data 
Editor Busbey says: 
Our careful study of the situation brings 


out these important facts: 
(1)}—The world’s estimated consump- 


Bs HE danger of a serious rubber short- 


tion of rubber for 1923 will be approxi- 
mately 390,000 long tons, whereas the 
present capacity of the rubber producing 
areas of the world is about 425,000 tons. 

(2)—With the present rate in the 
increase of automobiles continuing un- 
abated, and with the other general uses of 
rubber increasing at a commensurate pace 
as the demand for tires, the world’s rubber 
requirements will mount to fully 575,000 
tons in 1929 while the productivity of the 
present rubber plantations cannot possibly 
be increased to more than 500,000 tons in 
1929—indicating an almost certain short- 
age six years hence of at least 75,000 tons 
of rubber, as based upon the present rate of 
increased consumption. 

(3)—With the same rate of increased 

consumption still continuing, by 1940 the 
world will require fully 805,000 tons of 
rubber while the productivity of rubber 
plantations existing today cannot be in- 
creased to more than 525,000 tons by that 
time—indicating a possible shortage in 
1940 of 280,000 tons or more than two- 
thirds of the rubber being consumed this 
year. 
(4)—Even with the United States 
launching gigantic rubber-growing proj- 
ects at once, it will take from seven to 
ten years to be producing rubber on the 
new plantations in any great proportions 
— indicating that there is no immediate 
relief from the impending shortage other 
than through the possible throttling down 
of the steadily increasing demand in the 
years to come.” 


One Bright Ray of Hope 


“The hoped-for success in new methods 
of budding rubber trees similar to the 
manner in which peach trees are budded, 
instead of growing them from the seed,” 
is characterized as one bright ray which 
“penetrates the rubber shortage clouds 
looming upon the horizon.” 

Several methods to slow down the in- 
creasing demand are suggested and are 
being considered. Some of them include: 
manufacturing automobile tires of alonger 
life, a development of a large domestic 
supply of some yet-to-be discovered syn- 
thetic rubber substitute, and economy in 
consumption through a program of rubber 
reclamation, emphasized by temporary 
discontinuation of non-essential rubber 
products. 


Philippines As Rubber Source 


The Philippine Islands are perhaps most 
frequently mentioned, when the question 
of most logical places for America to seek 


in spading up the earth for rubber planta- 
tions is discussed. The biggest obstacle is 
the Philippine land limitation law which 
restricts any one land owner to.2500 acres. 
There are storm-swept areas in the island 
which would have to be considered. 

Mr. Busbey’s article, touching on 
British rubber restrictions, says: “India 
Rubber Review in its survey has found that 
Washington regards the British restric- 
tions as thoroughly uneconomic. In fact 
on all sides at the capitol one hears such 
remarks as these coming from men of 
high authority: ‘The British restrictions 
are a crime against the consumer’ and 
‘any control of an economic necessity 
which stifles production, is very unwise.” 
The British restriction laws are only 
hastening the inevitable rubber shortage 
and will help to make it more acute when 
it comes!” 


Break in Hide and Skin 
Values 
(Continued from page 105) 


kip and heavy side leather. Prices range 
from 20 to 32c per foot. The makers of 
elk leathers are fairly busy, with prices 
unchanged. Veal sides quoted at 42 to 43c 
per foot, and medium weights at 28 to 30c. 
Smoked elk is quoted at 32 to 36c per foot. 
Heavier weights less. 


Shades of Brown Popular 


Glazed kid tanners continue busy, with 
an increased call reported on the staple 
leathers. The fancy shades of kid are still 
in some demand for immediate needs, but 
the larger selling is on the popular shades 
of brown. Prices are steady at 80c to $1.00 
for the top selections of fancy colors and 
white, and prices range downward accord- 
ing to quality, and type of leather wanted. 
The medium selections of kid are bringing 
from 40 to 60c per foot. 

Patent leather tanners are busy on old 
orders, but report a continued quietness 
on new business. Prices remain steady, 
with 45 to 48c quoted for the top selections 
of patent kips. Patent sides are quoted at 
45 to 48c for top grades; No. 2, 35 to 40c; 
No. 3 grades, 28 to 32c, according to 
weight and selection. There is also a con- 
siderable quantity of lower priced patent 
leather being used. Prices range from 20 
to 25c per foot. A fair call continues for 
patent kid. Top grades are listed at 65 to 
70c per foot, and medium grades from 
45to 60c. 
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Shoe Laces Are Always Prominent 
Therefore, they should be the best 


Slenecer 


REG. U.S. PAT. OFF, 


Fibre Tip Shoe Laces 


*“*They Stick to the End”’ 





are better than ordinary metal-tip laces though costing 
no more. 


They have NO METAL to break or pull off. No metal to 


rust or shine. No metal to cut fingers or injure clothing. 


Neat—Stylish— At- All Colors—All Lengths 


tractive — Durable Write for samples and prices Flat—Round—Tubular 


Main Office and Factory 


Glencairn Manufacturing Co. 


Incorporated in 1908 
Pawtucket Rhode Island 








A CHEAP country hide may 
‘Honest be “dolled up” to look like 


y red ~— a million dollars. 


But what happens when it’s worn—the 
“re bint “dolling up”? process has eaten the life 


ful Plant Supervision 


to prod h t ‘ 
cealles Wills: scaiiien right out of the leather. 


A competent organi- The customer hollers—or goes to your competitor. 


zation is constantly 


on ASHLAND LEATHER CO. 


BOSTON + CHICAGO ST.LOUIS 
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PHILADELPHIA 


Demand for Colors Decreasing 


White Footwear Season Opens With Some Doubt As to Success 
Due to Lateness of Opening 


ITH the demand for reds, greens, 

and blues dropping off very rapidiy 
and whites only in moderate demand, shoe 
factories are marking time. While the re- 
tail merchants have opened their white 
season there are a number of manufactur- 
ers who think that the season got started 
too late for the whites to have a very good 
run. There is some demand for both plain 
whites and for whites trimmed with red, 
green, biue, and biack, but it is not es- 
peciatly strong. 

Another reason for the lull in the factory 
trade is the fact that there is still con- 
siderable doubt as to what to make for fali. 
Some factories are going ahead with their 
fall work, but the majority are hesitating 
pending more definite information about 
what will be in demand in fall. There is 
some talk about boots for fall, one glazed 
kid dealer even venturing to predict that 
they will sell in as large quantities as low 
shoes. This opinion, however, is not en- 
tertained by the trade in general. 

The unsettled labor situation in the fac- 
tories down East has atso had a tendency 
to interrupt the orderly factory processes. 
Sole leather dealers here blame it partly 
on the fact that the factories have not dis- 
played any tendency to contract for their 
fall requirements of leathe.. While some 
tanners think the factories will soon enter 
the leather market again, there are others 
who think they wil: not contract at all but 
will take their chances on the markei. 

Prices have not advanced but the ten- 
dency is said to be upwards with labor un- 
settled and raw materials high and firm. 

One factory reports some demand for 
beige, brown, and gray suedes. It also re- 
ports some demand for brown kid. 


Field Mouse and Champagne Good 


Glazed kid dealers report better de- 
mand for fieid mouse, wine color, and 
champagne. Demand for reds, blues and 
greens has died out, except in children’s 
shoes. Black and brown kid is a little more 
active. White kid has been hurt by the 
popularity of the fancy colors. Prices re- 
main unchanged. 


3uilding Report Encouraging 

During May building work totaling 
$12,709,660 was started, according to the 
monthly report of the Bureau of Building 
Inspection. This is an increase of $3,837, 
610 over the corresponding month of last 
year. The total for the first five months of 
this year is $66,846,220, an increase of 
$27,607,295 over the same five months of 
iast year. Dwelling construction still leads, 


showing a substantial increase in May over 
the preceding month. 


Employment Increases 


According to the monthly survey of the 
Industrial Relations Committee of the 
Philadelphia Chamber of Commerce, in- 
dustrial employment in Philadelphia 
showed a slight increase in May over the 
preceding month. The average increase in 
varied iines was about one per cent. In- 
dustries, which showed a gain, are food 
and kindred products 1.8 per cent; textiles 
1.8 per cent; iron and steel 1.8 per cent; 
paper, 1.6 per cent; tobacco, 1.6 per cent; 
and vehicles, 1.7 per cent. Decreases are 
shown in lumber 7 per cent. leather 4 per 
cent. chemicals 1.5 per cent, and miscel- 
taneous industries 1 per cent. 

The State Employment Office reports 
that the scarcity of labor is felt most keenly 
in the industrial and construction trades. 
Stone masons, stone setters, plasterers. 
bricklayers, ptumbers and first-class house 
carpenters are especially in demand. 
Cloth mills report scarcity of !abor. Hosiery 
operatives of experience are especially 
scarce. The supp!y of desirable white com- 
mon labor has been comp.etely exhausted. 


Industrial Plants Booked 
Ahead 


Eight of the largest industrial piante 
here report they have enough orders on 
the books to run their works to capacity 
all summer. They employ thousands of 
skilled and unskilled laborers. They manu- 
facture locomotives, street cars, storage 
batteries, radio supplies, steel, hydro- 
electric machinery, chain belts, ships, saws, 
files, and automobile bodies and wheels. 


Sole Leather Quiet 


With factories operating on a part-time 
basis and finders buying from hand-to- 
mouth, there is not much demand for sole 
leather. Prices remain unchanged with 
tanners being unwilling to make concessions 
and being unable to secure advances. One 
tanner predicts lower priceson light leather 
shortly and on heavy leather in about a 
year. There seems to be considerably more 
willingness on the part of a number of tan- 
ners to sell at prevailing prices than there 
has been for some time. 


Wholesale Trade Fair 


Wholesale merchants likewise report a 
dropping off in the demand for reds, greens 
and blues. There is still some cal! for green 
for women and red for children, but the 
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big run on these fancy coiors is reported as 
a thing of the past. Gray is very popular. 
Whoiesale merchants report that retail 
merchants are rather uncertain as to what 
to stock. 

The white season seems to have opened 
here too recently for anyone to do more 
than conjecture about it. One wholesale 
man says he does not think there will be 
much demand for whites because the cold 
weather postponed the opening of the 
season too long and the popularity of the 
fancy colors cut into the demand for 
whites. Another states that he looks for 
good trade in both plain and trimmed 
whites and expects this white season to ex- 
ceed all others. 


Manufacturers Elect Officers 


At the meeting of the Boot and Shoe 
Manufacturers’ Association of Philadel- 
phia held on May 31, the following officers 
were elected: President, James Edwards; 
Vice-President, Walter Penn Shipley; 
Treasurer, Charles A. Nahm; Secretary, 
J. E. Shipley; Executive Committee, 
George Laird, Herman Meyers, E. N. 
Simons, Jas. Edwards, Thomas E. Kirk- 
bride, James E. Shipiey, Newton Elkin, C. 
Earl Gibbon, and W. E. Keffner. 

Two new members were elected. They 
are the Brooks Shoe Manufacruring Com- 
pany and the Taylor Shoe Manufacturing 
Company. 


Retail Offerings 


John Wanamaker isoffering black patent 
sandals with parallel cut-outs on the 
medium vamp, fan cut-outs on the quarter 
and the sides cut to the sole; a strap but- 
toning high around the instep, high Span- 
ish heel, and a turned sole. The price is $15. 
It is also offered in black satin at the same 
price. This store is also offering black 
suede sandals with rounded French toe, 
oval cut-outs on vamp and quarter, low- 
cut sides and Spanish heel at $16. Another 
offering is a stylish patent slipper, Spanish 
heel, with plain toe at $18. This store is 
offering at $3.90, pumps and oxfords in 
suedes, patent leathers, kids and calfskins 
in black, gray, brown and other colors. 
They have high, low, or Cuban heels. At 
$4.90, this store is offering sports oxfords 
and pumps in tan calf and light tan, 
smoked elk combined with dark brown 
calf. 

Steigerwalts’ store is offering tongue 
pumps of gunmetal trimmed with patent 
leather. 

Neiderman’s store is offering combina- 
tion cross-strap and front-strap cut-outs in 
imported white kid at $12.50. 

Dalsimer’s store is offering sports ox- 
fords for men at $7.50. They are in two- 
tone tan or medium shade of tan and*have 
crepe rubber soles. 

Gimbel’s store is featuring the Deauville 
sandal at $14. It is of slender strips»of 
leather in one color or brilliant. two-tone 
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Phillips Shoe Co. Inc. 
Makers of 
Women’s Turn 
Slippers 
276 RIVER STREET 
Haverhill, Mass. 


Boston Office 


207 Essex Street 





FASHION FOOTWEAR 


Women’s Fine Turns 
and Novelties 
Our new models for Spring are attracting most 
favorable attention. Hand turn slip; and 
pumps in the latest designs and finest leathers. 
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2 Washington St., Haverhill, Mass. 
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FINE TURN NOVELTIES 


We are now prepared, in our new 
factory, better footwear, quicker 
deliveries and increased service. 


Latest Models, All Leathers and Satins 


FELSTINER-O’CONNELL SHOE CO., INC. 
162 Winter St., Haverhill, Mass. 











O matter what policy you may 
pursue in selling to the shoe 
trade, nevertheless, you need the 
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effects. This store is also featuring a sale 
of women’s strap pumps at $7.90. They 
are mostly cut-outs of various patterns 
and are offered in blue kid, red 
kid, champagne, gray suede, black satin, 
coffee-brown suede, fawn suede, green suede 
patent leather, green kid, washable white 
kid, red suede, and field mouse kid. 

In Dalsimer’s white sale, a number of 
strap pumps are featured at $11. One 
model is offered in pure white glaze kid 
with low or high Spanish heels, or in tan 
calf. Another model is offered in all white 
kid or white kid with patent trim or two- 
tone tan, with high or low Spanish heels. 
Several other models are offered inall white 
glaze kid. 


Reorganize Shoe Companies 


The Donald Shoe Company of Philadel- 
phia, manufacturers of fine turn shoes for 
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children,and the F. E. Donald Company of 
Burlington, New Jersey, both of which 
plants have been shut down for some time 
have been taken over by a group of men, 
strong financiaily, and capable of backing 
the proposition in a satisfactory manner. 
The companies have been reorganized into 
the Jersey Shoe Company and the two 
branches of the business will be consoli- 
dated and conducted at the Burlington 
plant. The Philadelphia plant, formerly 
used for turn production, will be discon- 
tinued. 


Alexander Donald will head the new 
company. The turn end of the business 
will maintain the high grade of the pro- 
duction of the Donald Shoe Company, but 
through the reorganization and better 
facilities the Burlington plant announces 
that a reduced scale of prices will be made 
possible. 





BROCKTON 


Manufacturers Ready for Show 


Annual Boston Exhibit Expected to act As Magnet in 
Drawing Customers to East 


will exhibit at the Boston Style Show 
are: The Preston B. Keith Shoe Co., 
M. A. Packard Company, Barbour Welt- 
ing Company, Churchill & Alden Com- 
pany, Dunbar Pattern Company, Tolman 
Print Inc., Stacy-Adams Company. 
Exhibiting concerns in the Brockton 
district, including the South Shore towns 
in Massachusetts are: Alden, Walker & 
Wilde Inc., East Weymouth; M. N. 
Arnold Shoe Company, North Abington; 
Avon Sole Company, Avon; Edwin Clapp 
& Son, Inc., East Weymouth; Common- 
wealth Shoe and Leather Company, 
Whitman; Emerson Shoe Company, Rock- 
land; Panther Rubber Company, Stough- 
ton; E. T. Wright & Co., Rockland. There 
will be additions to this list. These ex- 
hibiting concerns will have booths at- 
tractively arranged, while samples will 
represent the most advanced ideas in 
shoes, patterns and advertising. 


Many Buyers Expected in 
July 


With the advent of the Shoe and 
Leather Exhibition and Style Show to be 
held in Mechanics Building, Boston, 
July 9-12, an influx of shoe buyers is ex- 
pected by Brockton shoe manufacturing 
concerns. Many customers of local houses 
have sent word that they expect to attend 
the show in Boston and also to visit local 
factories in connection with their pur- 
chases of fall footwear. 

Much work is being done at local plants 
as regards preparation of samples which 
are to be shown at the Style Show by the 


A MONG the Brockton concerns which 


exhibitors. Numerous other concerns in 
Brockton and the South Shore District, 
while not represented at the Style Show, 
will have samples displayed at Boston 
hotels and sample rooms for the inspection 
of visiting buyers. Owing to the lateness of 
the season, a great deal of fall buying is 
yet to come, and an important part of this 
buying will be done during the first two 
weeks of July. 


Manufacturer on Added Sales 


President Fred F. Field of Field & 
Flint Company says in the latest issue of 
“‘Korrect Shape News,” a _ publication 
devoted to the interests of that concern, 
something of interest in connection with 
added sales in shoe stores. 

Mr. Field says: “Suppose in your shoe 
store you sell 10,000 pairs of shoes a year 
at an average of $10 a pair, a total annual 
business of $100,000. Say your gross 
profit is 33 per cent and your cost of doing 
business 26 per cent with a net profit of 7 
per cent. You have netted on your year’s 
business $7,000. Now suppose that by 
going after the added sale energetically 
you sell only one customer in five an extra 
pair of shoes, you have added $20,000 to 
your sales. More than that, as you have 
added nothing to your rent, overhead 
advertising or selling expense (unless you 
have arranged a bonus for your salesmen) 
the 33 per cent gross profit is NET profit 
on this $20,000 worth of added business. 
You have practically doubled your net 
profits without investing a penny more in 
capital or incurring a cent’s worth more of 
expense. The shoe salesman who sells five 
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pairs of $10 shoes makes a profit of $7.00 
for the store, but on the added sale of one 
pair to one of these five customers he 
makes a profit of $3.30 for the store.” 


Enlarging Shoe Pattern Plant 


The Dunbar Pattern Company is re- 
arranging its plant in the Anglim Building 
for the purpose of obtaining increased 
efficiency and additional output. H. J. 
Dunbar, head of the concern, says that 
fully 10 per cent will be added to the 
facilities of the plant when these rear- 
rafigements are completed. 

The Dunbar Pattern Company, which 
is a leading concern in its line was origin- 
ally established in Brockton. It now has 
branch factories in Boston, New York 
City, Chicago, St. Louis and Canada. 
Business relations are maintained with 
many leading shoe manufacturing con- 
cerns in all parts of the United States and 


BOOT AND SHOE RECORDER 


Canada, the Dunbar Pattern Company 
being a recognized style authority in 
men’s and women’s footwear which in- 
dicates the importance of style. In refer- 
ence to women’s footwear it can be stated 
that 75 per cent of the company’s pattern 
output is devoted to women’s patterns. 


Brockton Man to Visit Europe 


John F. Teehan of Dunbar Pattern 
Company, accompanied by Mrs. Teehan, 
will sail for Europe July 4 on the world’s 
largest ship “Leviathan.” Mr. Teehan, who 
will combine business with pleasure on his 
forthcoming trip, will spend considerable 
time in Paris, getting in touch with Paris- 
ian shoe styles. He will visit various cities 
on the continent, going as far as Rome, 
thence to England, Ireland, and Scotland. 
“Mr. and Mrs. Teehan will be absent about 
two months, returning to Brockton early 
in September. 
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Making Welts Look Like Turns 


Gore and Strap Patterns Favored for Fall Footwear—Shoe- 
making School Graduates First Class 


N shoemaking, Watson’s welt line of 

look-like-turn shoes are new and in- 
teresting. The shoes are light like turns, 
graceful like turns, and flexible on the 
feet, like turns and also have a close, fine 
edge, like turns on a slim, shank and a 
wood heel. “The ease and style of turns 
and the substance of welts.” That’s the 
way one of the experts puts it. But he 
does not undertake to tell the detail of the 
transformation of a welt into a turn, ex- 
cept to remark that it is all honest-to- 
Watson-shoemaking. 

Bert Blake, busy these days on the big 
shoe and leather show to be held in Boston, 
takes a moment to remark that it looks to 
him like gores and straps for fall. Gores 
are new. Straps are familiar, albeit that 
the Watson line shows some new patterns 
in cross straps, as well as in two straps. 
Gores are set into the shoes under the 
tongue, as in high-throated oxfords, or 
into the sides or into the straps. 

Leathers run the program of fashion, 
from the high hues to jet black patent 
leather. The pattern, including the last, is 
once more the main thing in the Watson 
line, plus that new shoemaking idea of 
turning the welt shoe into a turn-looking 
shoe. 


The Shoe School Graduation 


Next interesting in shoemaking comes 
the graduation of the first class from the 
Lynn Independent Industrial Shoemak- 
ing School, the first school of its kind in 
the country. Young men, a number of 
hem war veterans, being educated by the 
. S. Government, have completed their 


four years of apprenticeship, in witness 
thereof, have each made apprenticeship, 
and have become master shoemakers, 
and in proof thereof, have each made 12 
pairs of shoes completely from the buying 
‘of the stock to the fitting of the shoes. In 
witness of this achievement, each student 
was handed a diploma of genuine white 
kid leather. The whole skin, in its regular 
or rather irregular outline was used for the 
diploma. That’s something new in di- 
plomas that may interest tanners of kid 
leather especially. The graduation exer- 
cises took place in Burdett Hall, Lynn, 
on the evening of June 15. Robert Small, 
deputy commissioner of education, de- 
livered the address. 


A Mid-Summer Season 


To swing back to the making and the 
merchandising of shoes again, let it be 
remarked that a number of Lynn firms are 
interested in the possibilities of develop- 
ing the mid-summer season in footwear 
novelties. Traditionally, the shoe business 
slumps to a low ebb in mid-summer. July 
clearances are usually followed by August 
dullness. Now the proposition of Lynners 
is that some new snappy styles in summer 
novelties would turn the otherwise dull 
months into brisk selling, profit-making 
periods. 


Mid-Summer Colors 


New samples from Murphy, Gorman & 
Waterhouse, show shoes of orchid, blue, 
log cabin, green, plum, wine and various 
shades of gray, as well as of tan and patent 
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and black, and white. Kid and elk with 
color trimmings ave popular. 

Patterns are chiefly on the one and two- 
strap styles and of lattice front oxfords. 
Straps are narrower. The broad strap. 
where used is fastened with two buttons 
and is latticed to make three small straps. 

Heels 8/8 high are not selling as well 
as a while ago. The gain is on heels of the 
12/8 and 13/8 high, and 
14/8 high. Most 


military style, 
on the Spanish style, 
heels are of wood. 

Special pattern shoes, now being made 
for the Pacific Coast trade, show some 
stunning color effects. 


Lynn Shoe Men Make Pop- 
ular Red Sandal for Midget 
in Few Hours 


A troupe of midgets recently visited 
Lynn. Shoe men of Lynn, always watchful 
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Richard Cruise Finished Shoes 


The work was started in the morning, 
and towards noon the lasts and the heels 
were delivered to the Cruise, Sullivan 
Company factory. Along about three 
o'clock in the afternoon, the shoes were 
ready to be finished and Richard Cruise of 
the firm did this work himself. 

Shortly after four o’clock the shoes were 
ready to be fitted and “Billy” Sullivan 
himself fitted them, aided and advised by 
“Ed” Taylor. They fitted perfectly. Miss 
Royal was delighted with them. So were 
the other midgets. The little people iif- 
sisted on going through the shop and see- 
ing the making of the shoes. Some of 
them stood on boxes so that they could 
look on the work benches and the ma- 
chines. 

The pattern, by the way, was a “King 
Tut” sandal of Standard kid, red n color 


Miss Stella Royal, 18 years of age and 32 inches tall, being filled to a King Tut sandal, No.7 in 
children’s size. Lynn shoe men modelled the last and turned out the shoe in a Jew hours. 


of footwear, thought they should have 
more stylish shoes for both street and 
stage wear, for that would please them as 
well as reflect credit on Lynn. 

So “‘Billy”’ Sullivan of Cruise, Sullivan 
Company, arranged to make a pair of 
shoes for Miss Stella Royal, one of the 
most midget-like of the little people. She 
is 18, weighs 40 pounds and is 32 inches 
high, not as high as a yard stick. 

“Ed” Taylor of McNichol, Taylor, Inc., 
last makers, measured the foot of this 
tiny lady and found it to be No. 7 in the 
children’s sizes. He modeled a last. While 
he was modeling the last, Cruise & Sulli- 
van Company cut and stitched the uppers 
and prepared the bottom stock. The 
Gray Wood Heel Company made a special 
Cuban heel, which, by the way, will add a 
bit to the stature of the wee lady. 


Lynn to Be at Boston Show 


Lynn will be at the big style show, right 
in the front row. Harlan Leighton of the 
McLaughlin, Conway Company has signed, 
up shoe firms for the Lynn section. It will 
be a “garden-by-the-sea.”’ 

Also Lynn manufacturers are shining 
up their Welcome signs, and will hang 
them on the factory doors. 


Changes in Selling Methods 


“‘What’s the color?” 

“That’s the question I get everywhere I 
go these days,” answered a Lynn sales- 
man. My customers want to know what 
new color I can show them, and what new 
color I think will sell best. I tell them. 

“But it was not so in the days when I 
started to sell shoes. And that was not so 
very long ago either. Then, my customers 
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would first ask ‘Have your prices changed?” 
The second query was ‘Have you any new 
lasts?’ On this basis of prices and lasts, I 
booked orders. Blacks and tans, that’s 
all! 

“But things are different now. If I were 
going to start to learn my profession again, 
I would plan to put in a few months as 
clerk on the ribbon counter to learn about 


” 


colors. 


Pacific Coast Styles 


It looks as if a new grade of shoes were 
growing in Lynn. It is made up of shoes 
for the Pacific Coast. Some rather start- 
ling suggestions for patterns and colors 
now come from beyond the Rockies. 
Among Lynn firms, which will show shoes 
at the California conventions this month, 
are the Watson Shoe Company, Hen- 
nessey, Maxwell & Hennessey, the Welsh 
Shoe Co., the Cotter Shoe Company, 
Harney, Tracey & Crehan and A. E. 
Little. 


Counters in Shoes 


Styles influence even counters in shoes. 
The popular idea is a counter that holds 
the heel as snugly as a young fellow holds 
his summer girl. Slim heels are in fashion, 
beyond doubt. Wood heels, especially of 
the Louis sort, call for slim counters. A 
bulging counter, with a slender wood heel, 
looks wretched. Besides, thete are com- 
bination lasts, such as those with A heel 
measurement and B ball measurements. 
And there are during these summer days, 
shoes so cut away on the side, that they 
require a counter with low-cut wings. 

The new gore style shoes call for extra 
good counters, too. Really, the counter is 
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looming up as a most important part of 
the shoe. Naturally, Lynners are giving 
special attention to counters. 


Corded Edges New Feature 


New corded edges look as if they grew 
on the edges of the upper, for they fit as 
smooth as the skin on an apple. They are 
made with a new braid, that has a cord 
in it. The braid is stitched to the edge of 
the upper, and when it is folded over and 
cemented, the stitches are concealed, and 
the cord of the braid fits smoothly along 
the top of the shoe. 

By the way, braids now come in colors, 
to match or to contrast with the colors 
of the uppers. 


Thirteen Colors 


Just for a glimpse at the color situation, 
a tannery was making in early June, these 
13 colors: white, blue, serpent, putty, 
champagne, steel gray, green, red, canary, 
ivory, light tan, camel and field mouse. It 
was making them in smooth and suede 
finishes. By this time, more colors have 
probably been added, for the color demand 
keeps changing. Besides, it is making the 
familiar shades of brown and black. 


Dazzling the Colors 


By the way, a Lynn merchant showed 
something in color effects that was new to 


Lynn, though it may be familiar to shoe , 


men elsewhere. He used a spot light, an 
overhead light on his display of colored 
shoes and set a pane of colored glass before 
the lamp, so it threw a red shade. The red 
light reflected red rays on patent leather 
shoes and it makes red shoes look like a 
house afire. 
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Whites and Colors Selling Well 


Strong Demand for Whites Inspired by Period of Hot Weather 
Which Left No Effect on Color Run 


HILE Boston sweltered during a 

three-day period of torrid weather 
last week, retail shoe merchants’ greeted 
th. weather cordially from a mercenary 
view, and the result to them was profitable. 
Women’s white footwear was in great de- 
mand, approximately 33 per cent of all 
women’s sales being in whites during that 
spell. The weather also served to influence 
women to buy whites later in the week, 
inasmuch as it assured them that whites 
would be available for wear in spite of a 
retarded season. 

Plain whites in kid and calf with the 
sandal effect have been big sellers. Whites 
with red, blue and green trimmings; also 
patterned along sandal lines, are selling 
freely. Although the white season entered 
like a\lion, when it finally had the op- 


portunity, retail merchants report that it 
has not interfered with the great run on 
colors. Red, green and blue in sandal 
styles find many buyers among the high 
grade trade. 


Good Volume of Sales 


Suedes and buckskins in gray, otter, 
black, beige and several shades of brown 
are popular. Browns and grays in buck- 
skins are most popular colors for sport 
models. Business is reported from many 
sourcesas good, and the volume of sales in 
several of the retail stores is larger than a 
year ago. 

With whites selling freely, and the de- 
mand for colors showing no indications of 
ceasing, the question of whether stapler 
stocks are going well has arisen. “‘We al- 
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ways sell conservative shades of browns 
and blacks to certain people, and I am sure 
their preference for such models has not 
been influenced by the run on colors,” one 
merchant said. 

At Thayer, McNeil Company, Temple 
Place, business wasreported good. In spite 
of recent poor weather, sales have exceeded 
those of a year ago due to a well stocked 
store in styles. One of the best sellers the 
salesmen ever handled is a one-strap 
pump, cut-out vamp, with trimmings 
matching the shoe leather. Suedes in gray 
otter, beige and black in this model, which 
was of a low-heel type, have been in ex- 
cellent demand. Now white buckskin and 
white in canvas are patterned with the 
same characteristics as that popular model. 


Colored Buckles Pretty Feature 

Colored buckles on colored shoes is a 
feature which finds numerous buyers. The 
crepe rubber sole on golf and sports shoes 
and sometimes attached to white buckskin 
sells well. 

Fancy models in strap effects are selling 
well at T. E. Moseley Company’s, all 
colors being applied along this line. Whites 
and whites in combination colors, in a san- 
dal number, are selling freely. Although 
the white season at this store was retarded, 
as well as elsewhere, the recent warm 
weather influenced buying. A good de- 
mand for staple lines is reported. In the 
men’s department, there are calls for light 
‘tans and blacks in oxfords. 


Beige Is” Popular Shade 

Beige with caramel trimmings is a good 
seller at Gillet-Upton, Inc., and patents are 
also being preferred. Beige is the most 
favorite color, however. In white foot- 
wear, sales are about even in kid and can- 
vas. The demand for whites was reported 
as very pronounced. 

The effect of the demand for colored 
footwear on hosiery sales is very marked. 
One retail shoe merchant reported that 
hosiery sales for May was 50 per cent more 
than a year ago for the corresponding per- 
iod. Footwear and hosiery to contrast 
stimulate sales in both hosiery and shoes. 
Some of the most pronounced combinations 
are red shoes and black hosiery, red shoes 
and beige hosiery, green shoes and silver 
hosiery and gray shoes and white hosiery. 


Men Prefer Light Color 


Men’s oxfords in light tan shades are 
selling well at Coes & Young. The demand 
for blacks doesn’t measure to the popular- 
ity of light shades. Combinations of black 
and white, brown and white are selling 
well. Sports models are popular with the 
crepe rubber sole, especially for golf. Al- 
though men are limited in their choice for 
style, compared with a woman’s scope, it 
is evident that some retail stores are selling 
many pairs to a customer frequently. 
“One man bought shoes which cost him 
$159 this morning,” a salesman reported. 
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Clock Used in Hosiery Dis- 
play 

A pretty display of hosiery at the Shep- 
ard Stores, the basis of the exhibit being 
a clock, inspired favorable criticism from 
many sources. Wilmont M. Fisher, win- 
dow decorator, arranged the unique dis- 
play, and made the surface of the clock 
with white hosiery. The clock hands were 
of black hosiery and pointed to black 
numerals. 

Around the circular edge of the clock 
leg forms covered with a broad range of 
colors made an effective display. The 
hosiery shades around the clock edges 
included: white, beige, gray, brown, 
mabogany and other shades. 

A purple curtain and floor blended har- 
moniously with the other colors and a 
spotlight was flashed on the exhibit 


Walk Straight Club Ideals 


Louis P. Haight, 80 Boylston Street, 
founder of the Walk-Straight Club, which 
has a membership exiending to various 
sections of the East, was inspired to or- 
ganize the club in an effort to establish 
several foot ideals, which he thinks will be 
of unlimited value. Mr. Haight was 
prompted to organize his club by a desire 
to correct the habit of turning the feet 
outwardly, which he claims is inducive to 
flat feet, and also to encourage schools, 
colleges and educational institutions to 
adopt and to teach a standardized method 
of walking. 

Any person is eligible to join the Walk- 
Straight Club. Mr. Haight is the origina- 
tor of Walk-Straight shoes, built on the 
Hait-o-line last, also designed by him. 
“But it is not necessary to wear Walk- 
Straight shoes to join the club,” he said. 
“The members must teach youths and 
others the objects of the club, which if 
properly explained, will tend to eliminate 
flat feet, bunions and other foot ailments.” 


Last Built on Comfortable Lines 

Mr. Haight teaches physical training 
and said: “I realized the necessity of foot 
correction by my observations.’’ His Hait- 
o-line last is a omfortable looking model 
with a sweep to the forward part, offering 
a comfortable fit to the foot. 

Some manufacturers are making shoes 
on his last and are selling them to retail 
shoe merchants. Mr. Haight is considering 
opening a demonstrating store to empha- 
size his ideals of correct and straight walk- 
ing. “The big ideal I entertain is to in- 
fluence manufacturers make shoes to fit the 
feet and not the head,” he said. “One 
standard last, meeting the demands for 
foot comfort, could be used in making 
men’s, women’s and children’s shoes.” 


Cause for Flat Feet 
One thing Mr. Haight stresses, in ex- 


plaining his method of correcting feet. is 
that too many persons while standing. 
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allow their feet to point outward, which 
invites development of flat feet, he says. 

“Walking is something more than loco- 
motion as one can readily see by observing 
the many types of gaits on any street— 
some must be wrong,” Mr. Haight said. 
“Place your feet on a line, holding them 
parallel and about four inches apart, take 
an ordinary step in length and comfort 
will result.” Mr. Haight insists that stand- 
ing and walking with the feet pointed out- 
ward has never been explained clearly to 
satisfy him of the benefits derived. 


Left and Right Foot Hosiery 
Mr. Haight designed left and right foot 
hosiery and it goes together with his 
Walk-Straight shoe when he treats per- 
sons for foot corrections. The hosiery is 
made separately for each foot, the pat- 
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terns allowing much comfort. “To obtain 
the full benefit of the Hait-o-line last, you 
must wear the left and right foot hosiery, 
which is characteristic of the shoes, inas- 
much as it allows the foot to take its nat- 
ural course in position,”’ Mr. Haight said. 


Retail Salesmen’s Outing 
July 15 


The Boston Retail Shoe Salesmen’s As- 
sociation, Inc. is planning an outing at 
Norumbega Park on Sunday, July 15. It 
is suggested by the officers and entertain- 
ment committee that this “get-together” 
include wives and sweethearts of the mem- 
bers. If a majority of the membership 
agrees to this plan, full particulars will be 
announced later. 





HAVERHILL 


Many Exhibitors Join in Group 


Shoe Manufacturers Plan to Occupy Prominent Place in 
Boston Style Show in July 


HE Haverhill section at the Boston 
style Show, July 9-12, will be fea- 
tured by special decorative effects planned 
by expert decorators and carried out in 
harmonious color effects. The Haverhill 
group, through arrangements which have 
been made, will occupy a dominating 
position because of the number of con- 
cerns taking part. Many visiting buyers 
are expected early in July, including mer- 
chants from a} parts of the United States, 
as well as others from foreign countries. 
Haverhill-made footwear is well adapted 
for the use of retail shoe merchants in all 
parts of the world. The class of merchan- 
dise produced in this city is enjoying 
more favor among discriminating buyers 
than at any previous time. With Geo. M. 
Langdon, Jr. of Hazen B. Goodrich & Co., 
chairman of publicity and Herman E. 
Lewis in charge of the style review, 
Haverhi!l will be especiatly prominent in 
this year’s show. 


Hopkins & Ellis Re-Organize 


Hopkins & Ellis, Inc. is the style of an 
old established Haverhill house which has 
recently re-organized with the following 
offices and directors: W. H. Emery, presi- 
dent, Samuel J. Morse, vice-president, 
Nathan B. Hopkins, treasurer, J. Herbert 
Proctor, assistant treasurer. The directors 
are the foregoing, also Edgar Barnes and 
Joseph E. Rousseau. The vice-president 
and assistant treasurer are members of 
Morse & Proctor Co. and have been for 
many years identified with Haverhill as 
manufacturers of innersoles and counters. 
Hopkins & Ellis, Inc., makes a line of 
women’s turn novelty shoes to retail at 
popular prices for retail and department 


store trade. President Emery is in charge 
of the selling department and Treasurer 
Hopkins of production. 


Selling Turns to Retail Trade 


The Harding Shoe Company, manu- 
facturing women’s turn novelties, with a 
factory capacity of 1000 pairs daily, is 
selling its product to retail and depart- 
ment store trade. Charles Harding, head 
of the business, is in charge of the selling 
department. He is assisted by Mr. Long in 
Southern territory; H. B. Emley, Phila- 
delphia, Washington and Baltimore; and 
Dave Herman in New York City. Charlie 
Harding, as he is familiarly known, has 
made an excellent reputation for the tine 
which bears his name, while the factory 
output is showing a substantial increase. 


Opens Boston Office 


The Enterprise Shoe & Leather Com- 
pany, manufacturing and dealing in cut 
soles, counters and sole leather, which has 
been located in Haverhill for several 
years with branches in other shoe manu- 
facturing centers, has opened a Boston 
office and warehouse at 62 South Street 
where the headquarters of the concern 
will be located. Stock will be carried at the 
main warehouse in Boston. L. O. Bloom- 
field is the head of this rapidly-growing 
business. 


Boston Salesman Gives Talk 


Percy E. Thayer, associated with 
Thayer-McNeil Company, a prominent 
retail shoe house in Boston, spoke recently 
in this city to the Haverhill High School 
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pupils on the subject “Proper Shoes.”’ Mr. 
Thayer gave an instructive talk on this 
subject, emphasizing the importance of 
foot health. He sketched the various 
causes of foot deterioration, such as flat 
foot or pronated arches, stating that the 
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principal cause of these diseases is the 
wearing of improper footwear. Mr. Thayer 
gave the students important advice as to 
foot fitting, such as straight lines running 
from toe to heel, medium height heels and 
flexible arches to exercise the muscles. 





ATLANTA 


Business Much Better Than Year Ago 


Expectations of an Immense Cotton Crop Important Factor 
In Financial Status of Entire South 


CCORDING to the monthly business 
A review of the Federal Reserve Bank 
of Atlanta, covering conditions in the 
southeastern territory during April, whole- 
sale shoe business declined 31.8 per cent as 
compared with March, and nearly 10 per 
cent as compared with April, 1922. Jobbers 
in Atlanta state, however, that early in 
May business began to improve again, and 
that when figures for that month are avail- 
able they will show a considerable im- 
provement. Fall buying is beginning to 
open up, and the business at this time is 
well ahead of last year. 

Among the retail merchants in the 
smaller towns and communities through- 
out the Southeast, business at this time, as 
nearly as can be learned, is approximately 
100 per cent better than last year, due to 
the excellent financial condition of South- 
ern farmers. Cotton still holds firm close to 
30 cents per pound, and there is promise of 
one of the largest crops this year in the 
history of the industry. Other farm crop 
prices also are at a good level, insuring the 
producers a fairly satisfactory profit. The 
present outlook portends the largest cot- 
ton crop in the history of the South so far 
as its money value is concerned, for prices 
are expected to hold around the 30 cent 
mark for some time to come. 


Foreign Markets Good 


Export shoe business out of southeast- 
ern ports, the Atlanta manufacturers state, 
has increased steadily from month to 
month since the first of this year, and in- 
dications at present promise the best ex- 
port year the shoe business in the South 
has ever enjoyed. Latin-American coun- 
tries are offering the best markets at this 
time, with Cuba and Panama leading the 
field. 

Among the Atlanta retail merchants 
there is an unprecedented demand this 
year for colored footwear for women, with 
reds, greens and blues selling in the order 
named. Reds are far in the lead. This is 
interfering somewhat with the expected 
demand for white goods the dealers had 
anticipated, but not to any appreciable de- 
gree. White goods business is in fairly good 
volume, and getting steadily better as the 
summer advances. Many dealers are run- 
ning short of colored footwear and mail 


orders are increasing rapidly, jobbers 
stating they are receiving an influx of such 
orders every day from all over the South- 
east, requesting immediate shipment. 


Many Retail Stores Opening 

Another tangible evidence of improve- 
ment is in the exceptionally large number 
of new stores that have been opened in 
the South since the first of the year. While 
definite figures are not available covering 
all new stores, announcements of those 
that were made during the first five months 
of the year reached a total of 683, this re- 
port including the whole South. In May 
alone there were 145 such announcements 
made. Many of the existing companies also 
are doing considerable construction to in- 
crease the size of their stores, and more 
new department store buildings are being 
constructed in the South this year than 
ever before. One of these, the store of M. 
Rich & Brothers Co., of Atlanta, being 
built at Broad and Alabama Streets, in the 
downtown section, will be the largest de- 
partment store in the South when finished. 
This store handles the Queen Quality line 
of shoes, and the shoe department will be 
the largest of any in the Southern field. 


Signs That Business is Good 

The J. G. Robinson Cantilever Shoe 
Company, Charlotte, N. C., organized and 
incorporated with a capital stock of 
$25,000, by J. G. Robinson, Marion E. 
Robinson and others. The company will 
operate a shoe store at Charlotte handling 
the Centilever line. 

The Leader Company, Union, S. C., has 
been formed with $10,000 capital by H. 
M. Arthur and associates, and is opening 
a new store there handling a general line, 
including boots, shoes, etc. 

The Florida Stores Company, Miami, 
Fla., was organized and incorporated in 
May at that city, and is establishing a new 
store handling a general line. The capital 
is $10,000, and the company is headed by 
Charles Greenwald, of Miami. 

At St. Petersburg, Fla., the E. L. Mit- 
chell Company was organized and in- 
corporated in May with a capital stock of 
$60,000, and will open there a general de- 
partment store, handling boots, shoes, etc. 
Emily L. Mitchell, of St. Petersburg, 
heads the new company. 





June 16, 1923 


Joe Cartus, of Birmingham, Ala., has 
organized and incorporated in that city a 
new company under the name of the 
Cinderella Shoe Company, and opened a 
new shoe store. The capital of the com- 
pany is given at $10,000. Mr. Cartus has 
been in the shoe business some time. 

Yancey’s, Inc., is the name of a new 
general department store opened at Or- 
lando, Fla., by C. L. Millister and asso- 
ciates. The company was incorporated re- 
cently with a capital stock of $10,000. 

The Griffin-Davis Dry Goods Com- 
pany, incorporated in May at Headland, 
Ala., with a capital of $5,000, is opening a 
new store there this month. 
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The Golden Rule Dry Goods Company, 
of Luverne, Ala., was organized and in- 
corporated in May, and is opening a new Where to Buy 
store there. zs 
Shoe Ornaments 














Convention Satisfied All 


Atlanta shoe merchants, returning from 
the annual convention of the Southeastern aor mw — Soeane” 
Shoe Retailers’ Association, held last week ard i “x 
at Birmingham, Ala., are unanimous in array of Egyptian ornaments. 
their opinion that it was the best conven- ately can be made immedi- 
tion in the history of the organization. . KAHN CO. 
" . et” 2 ). any -» Brook) 
Fred S. Stewart, prominent dealer of At- ~; & oe aT 
lanta, is receiving congratulations on his 
election to the vice-presidency. 
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Brisk Demand for Novel Footwear 


Whites with Varied Colored Trimmings Selling Freely— 
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Sandal Pattern Popular and Sports Shoes Go Well “Just Enough Better To Be Thoroughly Worth Whi” 


ALES of summer footwear began to 
hit their stride during the week of 
June 4 in Buffalo’s downtown shoe stores, 
when dealers reported a brisk demand for 
the various novelties, particularly white 
kid with colored trimming. Stores in the 
smaller business communities as usual, 
are several weeks behind their Main 
Street competitors on summer merchan- 
dise in white effects though they declare 
their trade in sandal types of footwear has 
brought their receipts up far ahead of the 
same period a year ago, when sport stuff 
was all the rage. 

Buffalo’s golf clubs show a larger in- 
crease in membership so far this year than 
ever before and this probably accounts 
for the unusually heavy demand for sport 
oxfords, those with crepe soles. More of 
Buffalo’s younger set is playing tennis 
than in previous seasons, also, and this is 
another factor in the larger volume of 
shoes being sold for sport wear. 

From present indications there will be 
little or no demand for white canvas foot- 
wear and some of the smaller dealers, who 
loaded up with this type of goods several 
months ago are beginning to worry. San- 
dals in smoked elk or patent, the former 
having taken a decided spurt when the 
patents became scarce, are taking the 
place of canvas shoes and the scale on 
which the women are buying them indi- 
cates that they intend to make them last 
throughout the entire summer, if possible. 

More Keds are being sold for children’s 
wear than ever before, making an appeal 
to the parents while the light weight suits 
the whim of the growing boy or girl, as the 
case may be. 


Watters’ 16th .Anniversary 


K.-W. Watters’ store at Main and 
Mohawk Street is celebrating its 16th 


anniversa urin; e month of June BONGIOVANNI BROS. 
~ Brg they, Poanaggr tncalng Largest Rhinestone Buckle 


when customers are being offered the poner p . 
P ° : anufacturers in America 
opportunity of buying any pair of shoes High Class nenpthr her-o 


in the establishment at generous reduc- 
29 ENUE 
tions in price. This will be the last anni- patessairs eo ewe 











versary observed in the present location 

as the firm will be in its new store in the a 

new Genesee Building before the fall Me mark of ™ 

season comes around. Orders are now being 600d shoe buckles 

placed for fixtures and appointments with ever since 1905 

the view of making this store the finest .. ALTERSON & CO. <@one 


between New York and Chicago. BRON riveen, Oo 
102 W 34* St... New York City 





Ringle to Open Store 


William R. Ringle, who has for several D. W. COULTAS Co. 
years been identified with the Kinney Manufacturers 


store on Main Street, plans to embark in 

business for himself on or about June 16 Rhinesto ne Buckles 
in a new block at 1182 Hertel Avenue, one Write for Samples 

of the rapidly growing communities. He PROVIDENCE - - - RJ. 








will feature among other footwear, the 
Endicott-Johnson line of shoes. 





K. W. Watters Elected For Good Silk or cotton Tassels, 


Di tor WRITE 
— The Vanity 


K. W. Watters, president of the firm Novelty Works 
which bears his name, and which operates 1261 Atlantic Avenue 
a chain of retail stores in the East, was onde 





elected a director of the Main Street As- 
sociation of Buffalo on June 6. This body 








comprises the leading business men of the 
city’s principal thoroughfare and its aim Wh B 
is to discourage anything which tends to ere to uy 


either detract from the appearance of the ° 
street or interferes with the merchants Shoe Store Supplies 




















trade. 





Retail Shoe Dealers Meet IN-STOCK 
Bathin: 


. Shees and Pumps 
The team captained by Oliver F. La RUBBER, 90c. PER PAIR 
Reau, named the West Siders, triumphed ve ef ao ES 
in two out of three games over the 12-pin Men's Black Only 
smashers led by John Kirsh, under the BLOG SHOE FINDING CO. INC. 


147 Duane St., New York, N 





cognomen of Riversiders on the occasion 
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Fitting MORE 
EF eet-Comfortably 


The scientific inner construc- 
tion of FISHER Comfort Shoes 
assures perfect poise and pre- 
vents foot fatigue. 


Here is luxurious comfort at 
economical price. 


FISHER COMFORT 
ARCH-SUPPORTING SHOE 


Style keeps business humming—but it’s the good old 
staple comfort that keeps profit coming. Here’s a good 
old “‘bread and butter” staple that takes the gamble 
out of the style game. For it sells steadily month in and 
month out. It eliminates the necessity of carrying wide 
variety, for it fits more feet more comfortably. Sup- 
plying a class of comfort-seekers whose feet are not fit 
for style—and there’s a lot of them. 

FISHER’S Full-Foot Comfort Features make the selling easy. 
FISHER High Quality makes friends for your store. And 
FISHER Prices mean healthy profits. 


For every daughter who buys style, there’s 
a mother who wants FISHER Comforts. 


FISHER’S “‘FULL-FOOT”’ 
CARRIED IN STOCK 


Genuine Vici, Flexible McKay. 
Triple E Wide, Full Ankle Last. 
Reinforced Spring-Steel Shank (3 
rivets). Extra Long Instep and Arch 
Supporting Sole Leather Counter. 
High Quality Sole, Wingfoot Rub- 
ber Heel. 

Style No. 054. 

Oxford—Genuine Black or Brown 
| rae 
Style No. 078. 

Boot—7% in. Quarter. Genuine 
Black or Brown Vici. . . Price $3.00 


Our catalogue will acquaint you with our complete line. 


BOSTON OFFICE 


60 SOUTH STREET LYNN, MASS. 


oA Frsner 95 w 


CHICAGO OFFICE 
189 W. MADISON STREET 





Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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of the Buffalo Retail Shoe Dealers’ As- 
sociation bowling night at Floss’ Palace 
alleys on June 7. 

John Fornes captured the honors of the 
evening with his high score of 197. He 
started off with five strikes but was unable 
to maintain this whirlwind pace in the 
latter frames. A standing lunch and re- 
freshments were served to the members 
present. 


Young Boy Robs Store 


While hundreds of persons passed the 
store a lone boy bandit held up Aaron 
Oppenheim, clerk in the Bankers’ shoe 
store at 12 East Chippewa Street on June 
8 and escaped with $10 which he took 
from the cash register. Less than 15 min- 
utes before the holdup William Coyle, 
manager of the store, left the store for the 
main establishment at 51 East Seneca 
Street with $200. 


Last Business Good 


Shoe last makers of Buffalo district, 
because this is not particularly a shoe- 
manufacturing center, turn out lasts for 
the findings trade which supplies the in- 
dividual shoe shops all over the country; 
for the smaller factories scattered about 
the United States and for factories in 
foreign lands. They report their business 
as distinctively active. In fact, most of 
them say that they are crowded with 
orders and behind on deliveries. Scarcity 
of help seems to be their main problem. 
Depreciation in foreign exchange which 
hit the export business is gradually right- 
ing itself and the prospects for good busi- 
ness were never better. 


Morse Company’s $300,000 
Plant 


With the opening here a few weeks ago 
of the Monroe Shoe Company’s factory at 
Northampton and Louisen Streets, Buffalo 
has not only taken on added importance 
as a potential shoe manufacturing center, 
but in the experiment which is being tried 
out in this plant, has attracted the atten- 
tion of manufacturers in this part of the 
country, who have long sought for a solu- 
tion to the labor problem. 

This plant, a subsidiary of the Menihan 
Company of Rochester, will offer to its 
employees steady employment 52 weeks in 
the year, ideal working conditions and fair 
wages. It is their theory that by keeping 
the factory constantly in operation, 
avoiding the periodical shutdowns, that a 
contentedness not otherwise obtainable 
can be instilled in their workers. The 
officials of the firm also hold the opinion 
that the employees would prefer the assur- 
ance of steady work all the year around 
atmoderate wages, tointermittent employ- 
ment at-enormously high wages. If suc- 
cessful, it is quite within the scope of pos- 
sibility, that other manufacturers who 
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have had to contend with labor difficulties, 
particularly at times when production 
should be at its peak, will follow the 
example of the Monroe Shoe Company. 


Producing 500 Pairs Daily 


This new factory is turning out 500 
pairs of moderate priced women’s shoes 
daily—footwear which will be sold to re- 
tail at from $5 to $6 per pair. It has a 
capacity of 2,500 pairs daily and when the 
demand requires the production scale will 
be increased. It is planned to keep in 
stock from one end of the year to another 
all sizes and widths of “Arch-Saver” 
shoes. 


Cost $300,000 to Build 


This new plant was erected at a cost of 
$300,000 and is the last word in factory 
construction. The exterior is of tapestry 
brick and concrete. There are over 50,000 
square feet of floor space contained in the 
building, while provision has been made 
to add 18,000 square feet when production 
demands. It is three stories high. 


Nothing has been left undone to assure 
all employees of unsurpassed working con- 
ditions. Safety and comfort of operators 
has been given every consideration. The 
building throughout is absolutely fire- 
proof. 

The plant will employ about 450 men 
and girls, the latter being employed ex- 
clusively in the fitting room. Rest rooms 
are provided for the girl employees. Wil- 


119 


liam W. Connors, formerly identified with 
Anderson & Owens Company, Lynn shoe 
manufacturers, is the general manager of 
the Monroe Shoe Company. Harry Wat- 
kins, another man with vast experience in 
the making of good footwear is production 
superintendent. Samuel Lusdbader is 
representing the firm as salesman in 
Buffalo and neighboring towns. The sales 
force will be expanded as production 
increases. 


Shoe Men “Over the Top” 

Kenneth W. Watters, Buffalo’s chain 
store shoe merchant, captained the shoe 
merchants’ team which went away “over the 
top”’ in the Joint Charities Campaign which 
was held between May 11 and May 22. 
The following workers were members of 
Mr. Watters’ team: Harry Colgrove, C. H. 
Barton, Fred Kimball, O. F. LaReau, J. 
S. Meyer, John Walker, Harry Deline, C. 
I. Lanich, Joseph Argus, Robert Cole, 
George Hess, John Leader, Frank Nunn, 
Arthur Redlein, Charles Reis, Joseph 
Schaetzer, Gus. Smith, William Spragge, 
C. A. Thiele and Harry Van Deventer. 


Bowling Party 

Wholesale merchants and travelers were 
invited to participate with the members of 
the Buffalo Retail Shoe Dealers’ Asso- 
ciation in the bowling party held at Glaser’s 
alleys, Broadway, on the evening of Wed- 
nesday, June 6. During the evening a light 
lunch was served as well as refreshments, 





ROCHESTER 


Moving Pictures Advertise Shoes 


Retail Credit Men’s Association Plans to Improve Credit and 
Collection Conditions for Retail Merchants 


HE Utz & Dunn Company has pro- 

duced a moving picture film for the 
“Heel Hugger” line of women’s shoes 
which has been enthusiastically received 
by dealers who have seen it. 

The story of the film deals with two 
attractive young women, who go to a 
dance and suffer the usual tortures of 
shoes slipping at the heel. The next day 
they purchase “Heel Hugger” shoes and 
at the next dance they enjoy perfect foot 
comfort. 

The complete film with the dealer’s 
name included will be furnished free to all 
dealers featuring the Utz and Dunn “Heel 
Hugger”’ line. 


New Traveler Store Opened 


The Traveler Shoe Company, which 
operates a chain of popular priced shoe 
stores in New York and New England, 
opened its first Rochester store at 106 E. 
Main Street, Saturday, June 9. 


The new store presents an attractive 


appearance with a wide front of brass and 
marble. Hundreds of shoppers visited the 
store on the opening day. 


Shoes for men and women at $4.00 and 
$5.00 are featured and on the opening 
every purchaser received a pair of silk 
stockings. Charles N. Erwin is manager. 


W. F. Webster Is Dead 


William F. Webster, a pioneer in the 
Rochester shoe manufacturing industry, 
died at the General Hospital on June 6, 
after a protracted illness. 

When he was 18 years of age, Mr. Web- 
ster came to Rochester and entered the 
employ of D. Armstrong & Co., which 
firm he left to form a partnership with 
Colonel S. 8. Eddy under the. firm name of 
Eddy & Webster. He continued with this 
house for a number of years and then 
withdrew to become associated with 
Krippendorf-Dittman of Cincinnati. In 
1912, he retired from the shoe business and 
returned to Rochester where he became 
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Staple Styles with Orthopedic 
Features 


FOUR OXFORDS READY TO SHIP 


“ARCH SOLACE” Oxfords have proven extremely popular with the trade that appreciates 
staple selling merchandise of honest value. 


Ve is 


id Lace Oxford, 13-8 Goodyear No. 301 — Brown Kid Lace Oxford, 11-8 Goodyear 
Winetoot ron bber fee. Metal Arch Support, “i = Wingfoot Rubber Heel, Arch Support, 123 Last $4.35 


No. 303 — Same style in Black Kid ........... $4.10 


No. 302 — Same Style in Black Kid ........... omg 


Sizes: AA, 4 1-2 to9; A,4to9; B,31-2to9; C,31-2to9; D,3to9 
Sizes 8 1-2 and 9, 25c extra 


eMade in the = Pine Tree State. 


JOLINSON BROS £3 “)SHOE MEFG.CO. 


HIALLOWELL \*& SZ MAINE 
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associated with the investment firm of 
Stein & Webster. 


Minors Hold Open House 


P. W. Minor & Son, Inc., of Batavia, 
New York held open house in their new 
factory addition on Thursday, June 14. 
Music for dancing was furnished by the 
employees’ orchestra and an enjoyable 
evening’s entertainment was furnished 
by the P. W. Minor Athletic Club. 

The new addition practically doubles 
the floor space of the present factory and 
as soon as machinery is installed it will 
allow the firm to materially increase its 
production. 


To Improve Credit 
Conditions 


At the June meeting of the Rochester 
Retail Credit Men’s Association, a declara- 
tion of principles was adopted which state 
that the business foundation of a success- 
ful retail merchant must be truth, honesty, 
courteous service and that the retail mer- 
chants who do business on this foundation 
are entitled to the respect and confidence 
and to a fair return on invested capital and 
service. 

The organization pledges itself to the 
following efforts to bring about a better 
understanding, as well as a better condi- 
tion in the matter of granting credit: 

To protect through education, against 
fraud and imposition on the part of those 
not justly entitled to credit. 

To improve methods for the collection 
of accounts and the diffusion of data re- 
lating to credits. 

To effect, if necessary, changes in col- 
lection and bankruptcy laws, so as to bet- 
ter protect, not only the retail merchants, 
but also the buying public. 

To standardize the granting of credit by 
educating the retail merchant, as well as 
the buying public, as to the meaning of 
credit and the reason for granting it. 

As the extending of credit is a necessary 
cost of doing business, and the length of 
time covered by the credit a large factor 
in that cost, to bring about a condition 
where credits will not be granted without 
the terms of payment being specified and 
agreed upon, and, that after such terms of 
payment have been specified and agreed 
upon there shall be a strict inssistance on 
the part of the retail merchant that such 
terms be complied with. 


Gloud’s Condition Critical 


“Sandy” Gloud, star salesman for the 
Leach Shoe Company, suffered a relapse 
about ten days ago and his condition is 
critical. ““Sandy,”’ as he is known to every- 
one, is putting up a brave fight for life, 
and his friends marvel at his courage and 
cheery smile with which he greets anyone 
who calls to see him. 
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BIRMINGHAM 


Styles Influence Conservative Buying 


Business Reported as Good but Retail Shoe Merchants Frown 
on Buying 120 Days Ahead 


. H. NEVINS, representing the John 

Kelley Company in Rochester N. Y., 
during the recent convention of the South- 
eastern Shoe Retailers in Birmingham, 
said: “Business in the South is in good 
shape, but buying is slow. The slow buying 
is the result of a sense aquired by painful 
experience. Southern shoe merchants have 
found that they cannot buy shoes 120 
days ahead, and they are acting accord- 
ingly. Previous rapid changes in styles 


(have made them wary.” 


M. A. Condon of South Carolina won 
the laurels in the recent membership cam- 
paign, conducted by the vice-presidents 
from the various states included in the 
Southeastern Association. Mr. Condon re- 
ported 25 new members from South Caro- 
lina, the largest number from any single 
state. During the second campaign Vice- 
President Dave Rich of Alabama won 
a place in the contest. 


Cinderella Shoe Shop Opens 


The opening of the Cinderella Shoe 
Shop in Birmingham, Wednesday, June 6, 


added a boot shop for women which bids 
fair to become very popular. The store has 
a complete stock of high grade women’s 
shoes and will handle that grade of mer- 
chandise exclusively. 

Nathan Marlow, formerly proprietor of 
the U. S. Guarantee Shoe Store in the 
Jefferson County Bank Building, will have 
charge of the Cinderella Shop and owns it 
with Homer S. Arnold and Howard T. 
Davis. 

The building on Third Avenue has been 
entirely remodeled. A distinct feature of 
the service will be the lack of the ordinary 
benches and stools which one usually as- 
sociates with a shoe store. Wicker chairs 
and cushions are used in the Cinderella 
Shop. 

Chances for the success of a high grade 
shop, handling women’s shoes exclusively, 
are very good according to Mr. Marlow 
who has made a thorough study of the 
situation. All efforts of the Cincerella 
Shop will be toward serving the woman 
who desires the very latest thing in style 
and color, it is said. 





PROVIDENCE 


Colored Footwear Selling Freely 


Cut-out Sandals of Many Hues Popular While Tardy Weather 
Has Influenced Call for Whites 


HE retail shoe field, like other retail 

trades, is lagging from the effects of 
adverse weather conditions. The pro- 
tracted period of unseasonable cold has 
hurt retail trade. The cold has lasted so 
long now, that many purchases which 
were at first merely postponed are by 
now definitely lost to the stores. With the 
arrival of nice June weather, merchants in 
unison believe a banner month will be 
realized. 

Colored kid is proving rather stronger 
than many anticipated, the Modern stores 
reporting sale in four stores of close to 2800 
pairs of this type of footwear in the past 
month. 

Straps and Oxfords 


One-straps are reported to be showing 
considerable life with oxfords a close 
second. Whites have not appeared on the 
street as yet, a few sales only having been 


made. Cut-out sandals are having a good 


run of sales at present. 

In the men’s shoe departments, with 
the arrival of the time for straw headgear, 
business has improved materially. Ox- 
fords are reigning. 


At most all the local hosiery mills in 
this State, production is reported as being 
very good. At McCallum and Providence 
Silk Hosiery, business on sheer and chif- 
fon is said to be beyond expectations for 
this demand. 


McCallum Employees 
Entertain 


Employees of the McCallum Hosiery 
Company entertained recently at Wash- 
ington Park Yacht Club. Piano duets, 
vocal solos and dancing were presented by 
the entertainers. Misses Betty Lavery 
and Mae Mulligan arranged the program. 


Arch Lift Demonstration 


On Friday and Saturday of the past 
week at the F. E. Ballou shoe emporium, a 
representative of the Federal Arch Lift 
Company demonstrated the advantages 
of the arch lift (gratis) with advice and 
counsel for the relief of fallen and weak 
arches. The store was crowded with pat- 
rons both buying and looking for advice. 
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aan 
C.H.ALDEN CO 


U.s .h 


An Alden Style 


that can be 
delivered promptly 


Made in 
Gallun’s No. 4, 
also Black, 
Ato D 





ONCENTRATION of our 
efforts has enabled us to offer 
that which the times and the trade 


require. 


ooo39o8 98 


—best quality of Stock with our Standard of 
Workmanship, at prices lower than could 
have been accomplished in any other way. 


oo90o06898 8 


We are also able to give quick deliveries on 
_ certain lines. But this is not in ‘any way an 
in-stock proposition. 


C. H. ALDEN CO. 


FACTORY BOSTON OFFICE 
ABINGTON, MASS. 10 HIGH ST. 
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@ SHOR IRAVELER®@ 


(This Department is conducted by Helen M. Haney, Associate Editor) 


N.S. T. A. Fighting Shoe Tag Bill 


President Weber Planning Enlarged Scope of Work for National—Baggage 
and Transfer Committee Active 


HE National Shoe Travelers’ As- 

sociation, through its secretary’s 

office,is working most assiduously to 
kill the Illinois Shoe Tag Bill. This is a bili 
recently introduced into the legislature of 
Illinois, requiring that boots and shoes 
made in certain parts of substitutes for 
leather, and boots and shoes made by con- 
vict or prison labor be stamped. The first 
part of the bill, that referring to substitutes 
for leather, makes it unlawful for any per- 
son to use in manufacturing any boot or 
shoe within Illinois, a counter, heel, in- 
sole, out-sole, middle-sole, or slip-sole, 
made in whole or in part of leather board, 
fibre board, horn fibre, of any other sub- 
stitute for leather, whatsoever, without 
clearly stamping with a metal die in plain 
view upon the outside of the out-sole of 
the boot or shoe where and by whom such 
boot or shoe was made and what sub- 
stitute for leather, if any, has been used. 


An Injurious Measure 


The National body feels that the Illi- 
nois Shoe Tag Bill would be most injurious 
to the shoe industry, as well as to the pub- 
lic in general. One of the points which 
they advance is that leather has many 
grades and if every part of a shoe is re- 
quired to be made of leather, there would 
undoubtedly be many cheap grades used 
for various parts, where substitutes such 
as fibre board, and materials other than 
leather, would be much superior. 

Also that it would increase the price of 
shoes and detract from the appearance of 
the shoes; also that it would apply to the 
wood heel and many other necessaries. 


All Together Boys! 


Therefore, a movement is on foot to 
bring together all the shoe travelers of 
Illinois and those going into [linois and 
urge them to use their influence in killing 
this bill. They ate asked to spread the 
doctrine that this bill is very foolish, not 
at all essential, but is, on the contrary, 


generally detrimental to the industry 
and to the wearer. 


Chamber of Commerce Membership 


Frank J. Weber, President of the 
National Boot and Shoe Manufacturers’ 
Association, is formulating plans and seek- 
ing information relative to affiliating the 
N. S. T. A. with the National Chambers of 
Commerce. It is the opinion of the “big 
chief” that this will put the association in 
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FRANK J. WEBER 
President of the N.S. T. A. 


closer touch with the various business 
activities of the country, and that mem- 
bership in the National Chamber of Com- 
merce will bring about much valuable in- 
formation and co-operation with national 
work of benefit to the shoe travelers in 
particular and the shoe industry in general. 


To Eliminate Rechecking Trunks 


Meanwhile the baggage and transfer 
committees of the N.S. T. A. have under 
way negotiations with many transfer com- 
panies of the United States as to “round 
trip”’ tickets to be used in the various 
cities at a reduction of 25 per cent. The 
plans as outlined are that the commercial 


‘is a former New Englander. 


man may hand his ticket to the transfer 
man, paying in advance and receiving a 
receipt, thus entitling him to a return 
trip without any further re-checking. 
This committee is also outlining plans by 
which trunks may be checked directly 
from the hotel in the place of departure to 
the hotel at the point of destination, with- 
out rechecking at the station, where 
tickets are shown and there is no excess 
baggage. It is the hope of the National 
Shoe Travelers’ Association that this can 
be made effective in every city of the coun- 
try. 
Believes in Preparedness 


There has been much activity all along 
the line during the past week in N.S. T. A. 
circles. The men at the helm have their 
hands firmly on the steering wheel and 
not one disturbing current which might 
possibly disturb shoedom escapes their 
notice. They are firm believers in pre- 
paredness. Just now, many of the sales- 
men are coming in from long trips; and 
going out for short ones. 


All Will Say “ Here” July 9 


But they will all be in the Hub to at- 
tend the National Shoe and Leather Ex- 
position and Style Show Inc. which com- 
mences July 9. The boys report that from 
what they hear their customers say there 
will be a larger attendance at this Boston 
Style Show this year than ever before. 
After the show and a short rest, many of 
the shoe travelers will be off and away 


again. 


Sidney Mann Visits Boston 


The National Office reports that Sidney 
Mann, buyer for Symonds Dry Goods 
Company of Butte, Montana, was in 
Boston the past week, placing orders for 
late summer andearly fall trade. Mr. Mann 


He visits 
the Boston market four times a year and 
keeps in touch with Eastern style. 
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Don’t Let Your Business 
Take A Vaeation! 


EEP sales coming in all the time. 

Don’t let your business take a 

vacation. Sell the shoe that men 
want, that they buy regularly in spite 
of seasons—and then your prosperity 
will be continuous. 





The Arch Preserver Shoe brings men 

back and back again for more pairs; it pleases them so well 
that they send their friends— building business steadily, 
holding it securely. 


Men all over the country are hearing about the Arch Preserver 
Shoe through our advertisements in the Saturday Evening Post, Cen- 
tury, Harper’s, Atlantic Monthly, Scribner’s, World’s Work, and 
Review of Reviews. 


They are learning the facts about this better shoe, why it affords a 
correct walking base, and what such a foundation for the foot means. 
They have been waiting for the comfort and foot health this shoe 
affords. The shoe with a real “‘chassis’’ offers you the opportunity of 
a lifetime; it is the most valuable selling franchise in the shoe in- 
dustry. 


Sixteen styles carried in stock for immediate delivery - 
thus making unnecessary a large investment of capital. ae a wee 


This Trade-Mark is found on 
the sole and lining of every 


E. T. WRIGHT & CO., INC., Rockland, Mass. genuine Arch Preserver Shoe. 


Vakers of the “Just Wright’’ Men's Fine Shoes since 1876 There are seven patents em- 
bodied in Arch Preserver Shoe 


construction. These are vested 
THE solely with E. T. Wright & 


Company, Inxc., Rockland, 
Massachusetts, for the making 
of men’s and boys’ shoes, and 
S H OF with The Selby Shoe Company, 


(The Talbot Shoe Co., St.. Thomas, Ont., are licensed 
by us lo make Men’s Arch Preserver Shoes for Canada.) 


Portsmouth, Ohio, for the 
making of women’s and misses’ 
shoes. 








Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 














June 16, 1923 


BOOT AND SHOE RECORDER 





Perhaps nol all of the boys i . the jog know what 
a regular fellow Frank big city 
salesman for S. Weil ¢ a, ms yn, is when 
“at Home.’ The garb; you see him in is his one 
“Gasoline Alley” outfit, and he has a 
that the fellow who doesn’t wear such a ‘off 
duty, just simply “ain't much” of a fellow. 
His best “Pal’’ aside from his splendid wife is 
Betly Jane Ruby, daughier of Alfred J. Ruby, 
who operates stores in Chicago, Detroit, Madison, 
Wis., and Ann Arbor, Mich. She sure is some 
Doll, I'll tell the world. 








“Uncle Bill” Brennan in 
Boston 


Wiiliam P. Brennan, “Uncle Bill,” re 
cently returned to his home town and fac- 
tory at Randolph, Mass., after an eight 
weeks’ tour of the South and Middle West. 
“Uncle Bul’’ reports that he had a very 
successful trip, in spite of the rain which 
fell in torrents, in one case almost steadily 
for four days. When he arrived in Ken- 
tucky the first of May, and where he was 
taking orders as late as May 15, he noted 
that the cotton crops had not yet been 
planted, the tobacco crops he said were in 
the ground before the extremely wet 
weather set in. 

“Uncle Bill” will remain in and around 
Boston until after the style show, at least, 
where he may be found throughout the 
entire exposition at the Richards & Bren- 
nan booth. 

Any by the way, we learn that he is just 
now quite busy getting his summer home 
at Humarock ready for his 25th wedding 
anniversary celebration, which witl take 
place the night before the “Glorious 
Fourth.” This is going to be “some”’ time, 

judging from the list of notables who have 
signified their intention of being present. 
“Uncle Bill’ says, ‘““There will be a hot 
time in the old town that night.” 


Gordon Says “B “Best 
Ever” 
Frank Gordon is one of the best known 
shoe salesmen in Chicago, having covered 
the city trade there for many years, since 
1920, with the Goding shoe. 
He is now enjoying one of his best sea- 
sons with this popular line of Chicago 


Season 


In the above 


icture, the trade will at once recog- 
nize “Jim” 


Kstey, “‘snapped”’ on Monday, June 
4, at the Shriners’ Convention, Washington. 
“Jim” came all the way from Atlanta to attend 
this convention. Just before the opening of the 
game, *‘Babe”’ Ruth, an old friend of Jim's, spied 
him in the crowd and inviled him onto the field, 
where they were “‘snapshotled.” “Jim” did not 
give any further thought to the matter until that 
night, when the offical photographer of the con- 
vention came to the hotel where he was stopping 
and presented him with this photograph, with t 
compliments of Babe Ruth. “Jim” intends to 
have a thousand copies of this struck off, to be 
used as his advance card nert season. 





made shoes. In this city where salesmen 
are more plentiful than merchants could 
wish, Frank is generally pretty sure of a 
welcome. 








EDWARD C. WEBER 
Formerly with the S. J. Brouwer Shoe Co., of 
Milwaukee, has joined the salesforce of the United 
States Rubber Co., and is making the northern 
Wisconsin terrilory. Prior to his joining the 
U. S. Rubber Co., Mr. Weber was connected 
with the Davies Shoe Co., of Racine, and was 
associated with the Economy Shoe Stores, having 
charge of all its stores in Wisconsin. Mr. Weber 
is known throughout the state because of his long 
connection with the industry, and according to 
. EB. McGowan, sales service manager of the 
“U.S.,"" he is getting excellent results in his 
territory. 








el 
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Here is another “‘snapshot” of Frank B. King 
who travels the big cities of the United States for 
S. Weil ¢ Son, Brooklyn. He is wearing his fav- 
orite** Gasoline Alley”h at and coat. The “big fel- 
low” has his dear little y= Betty Jane Ruby 
with him. Also Alfred J. Ruby's Beigian Police 

Di hree Good old pals. 





Alec Campbell in New York 


Alec Campbell who travels for the Con- 
rad Shoe Company, returned last week to 
Brockton from a trip down South as far 
as St. Louis and west as far as Omaha. 
Mr. Campbell then adjusted his samples, 
picked out some brand new ones and left 
on Monday, June 11, for a short trip to 
New York State. He will finish up with 
New England, returning to the Men’s 
Big Shoe City in time to celebrate the 
glorious Fourth, and to take an active 
part in the Style Show. 


George Ashe ““Homeward 
Bound” 


George Ashe with the Old Colony Shoe 
Company is now out in his territory and 
writes from Cleveland, Ohio, that busi- 
ness there is very good. He says that 
people are buying good shoes and plain 
effects and are holding off on fancy shoes 
or any “erratic’’ models; that merchants 
are very well satisfied with modified 
styles. “George” is making his territory 
in his machine and expects to drive home 
all the way from Cleveland in same, so as 
to be here by June 28. 


Seigrist on Trip 


George H. Seigrist, for 16 years general 
manager of Selz, Schwab & Co. and now 


the general manager of Hannahsons, 
Haverhill, is taking a short trip to call on 
the various salesmen of the concern in 
their several territories. He is first to 
meet with a New York City and vicinity 
group, after which he goes to Philadelphia, 
Kansas City, Baltimore and Washington. 
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your Customers 
Know This Mark 


OR a number of years now, in the magazines 

and newspapers which reach tens of mil- 

lions of people in this country, the Circle A 
trademark of the Armstrong Cork Company has 
been prominently displayed. 


The Armstrong name and the Armstrong mark 

are known particularly to women because Arm- 
~? y 

strong’s Linoleum, sold everywhere, bears both 

the name and the Circle A trademark. 


And associated with Armstrong and Circle A 
is the impression—not of cheapness, but of dura- 
bility and quality, and of constant satisfaction. 


Isn’t this just the impression you want your 
shoes to create on the purchaser? 


Armstrong Circle A Heels on the shoes you sell 
will, because of the reputation of the company 
behind them, and because of their own excellent 
appearance indicate the worth of the shoes to 
which they are attached. 


Send for a sample pair. Or better, draw a dia- 
gram of your own heel size so that you may test 
the quality of the heels by actually wearing them 


Armstrong Cork Company Shoe Products Division Lancaster, Pennsylvania 


Armstrong 
Craig, Heels 
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WILL C. LIVINGSTON 


Who covers the slates of Pennsylvania and New 
Jersey with The Goding Shoe. 





Will Livingston’s a “Go 
Getter” 


Will Livingston needs no introduction 
in Pennsylvania and New Jersey and is an 
acknowledged leader among the “go- 
getters.” 

If there is anything he likes to do better 
than sell shoes it’s to sell more shoes and 
judging from the smile he is wearing this 
season things are coming to his liking. It is 
reported that he is getting volume for the 
Goding Shoe Company, Chicago. 


Gholson Discusses Shoe Tag 
Bill Before Wisconsin 
Governor 


D. T. Gholson who travels for the 
Marion Shoe Company wrote to the 
Recorder recently that he had a ludicrous 
experience at Boscobel, Wis. He was talk- 
ing to Mr. Spiegelberg, a prominent mer- 
chant there just before supper time about 
the Shoe Tag Bill. 

“T went over to the hotel to eat and the 
keeper placed me at a table with another 
man and lady,” said Mr. Gholson. “They 
seemed very friendly and started a con- 
versation with me concerning train con- 
nections, etc.; the conversation drifted 
and I still had the Shoe Tag Bill on my 
mind. So I began to criticise the bill from 
the manufacturer’s standpoint and also 
from the merchants. He didn’t have much 
to say concerning the bill, but I gave all 
the reasons possible to discourage it. After 
we had finished our meal, he introduced 
himself and wife as Governor and Mrs. 
Blaine of Wisconsin. 


Cc. E. NELSON 


Representing Rice § Hutchins Chicago Company 
in California and Nevada. 


sells 





“Well, you can imagine how I felt, 
although I was glad I had the privilege of 
telling him the attitude of the manu- 
facturers and retail trade toward it, with- 
out making it appear that I was telling 
the Governor how to run things.”’ 


McDonald Improving 


Roland J. McDonald, representative of 
the Krippendorf-Dittman Company, and 
for the past four years secretary of the 
“B.A.T.S.S.”, has not yet had the op- 
portunity to make use of the golf bag, 
clubs and balls which the club-members 
gave him at the May meeting in appre- 
ciation of his services. ‘‘Mac”’ was striken 
ill a day or two after the meeting was held 
with mastoiditis and underwent a serious, 
but successful operation at the Home- 
opathic hospital. He hasleft that institution 
but is still confined to his home and does 
not expect to get out on the road again 
unil the latter part of Jun e. 

Sentiment is crystallizing among the 
“B.A.T.S.S.” in the direction of a 
special meeting and dinner in the New 
Statler Hotel, the future headquarters, 
since the Iroquois has closed its doors. 
The members feel that it would be fitting 
to celebrate now, instead of in September 
the opening of this magnificent hostelry 
where many of the visiting shoe salesmen 
are already establishing their sample 
rooms. The fact that Elmore C. Green, 
the genial manager, took care of the shoe 
salesmen at the Iroquois, compensates in a 
great measure for the loss of the old home. 
He has already provided special rooms for 
the salesmen to display their samples and 
has extended other little courtesies which 
have been appreciated by the salesmen. 


A. L. PUFFER 


President of the Busion Shee Travelers’ Associa- 
ion 





B.S, T. A. Entertains July 10 


The Boston Shoe Travelers’ Association, 
through its President, A. L. Puffer, is 
formulating a very fine program for the 
entertainment of visiting buyers to the 
National Shoe and Leather Exposition and 
Style Show, Inc., which is to be held in 
Boston the week of July 9. The day of days 
is July 10, when Norumbega Park will be 
the scene of the festivities. It is the inten- 
tion of the Boston Shoe Travelers to have 
everything in the line of aquatic sports, 
as well as those on “terra firma,” among 
which baseball will be the one of the chief 
attractions. 


A De Luze Program 


After the sports, a big dinner will take 
place, with all the many good “eats” for 
which New England is famous. There will 
be plenty of delightful music, and speeches 
will be limited. It is the intention of the 
Boston boys to give everyone a “bang-up” 
good time, a real feast, both as to ex- 
cellent food and entertainment. 


Not Buying Fancy Shoes in 
Quantity 


“Captain’’ J. W. Johnson, who travels 
for Herman E. Lewis, returned recently 
from a ten weeks’ trip throughout the 
whole South, east of the Mississippi River. 
Every shoe merchant in ‘‘Captain’’ John- 
son’s territory is his friend. He says that 
people want lots of shoes and want them 
all at once; also that while there are many 
fancy shoes still sold and displayed that 
there is a tendency to hold off in buying 
extreme fancies in quantity. 
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IN STOCK 


Fd 


611 “— Kid, Fat Ankle, ——. 
616— Brows Kid, Fat Ankle, "Cross _ 
. 5.00 


Str e 
631— Patent Leather covece 4.58 
316 to 10, E and EE 


% 


610—Black Kid, Fat Ankle, ~~, 
trap $4.2. 
615—Brown Kid, Fat Ankle, Two 
Strap 4.75 
Sizes 3% to 10, C-EE 


NOTE—To sizes 8% and 9 add 25 cen 
9% and 10 add 50 cent 


QUALITY STATEMENT 


These shoes are made from High Grade Kid 
or Patent Leather; “Red-Line-In” Lining; 
First-Class Soles; “Crawford” Arch-Support- 
ing Shanks; “O-Sullivan” Rubber Heels; Spe- 
cially Moulded First Quality Grain Leather 
Counters; Grain Leather Boxes; Flexible All- 
Leather Innersoles. All Goodyear Welts. 


The two shoes illustrated, together with Ox- 
ford and boot styles, are carried IN STOCK. 


Send for a Few Pairs on Approval 


Anderson-Owens Shoe Co. 
Lynn, Mass. 


BOSTON OFFICE—186 LINCOLN ST. 








LL 


June 16, 1923 


HUB GORE 


Your 
Protection 








Various Widths and Colors 
Cotton-Mercerized and Silk 


SEND FOR SAMPLES 


EVERLASTIK, Inc. 


Webster and Spencer Aves., Chelsea, Mass. 
1107 Broadway, New York City 





GREELEY 
BOUDOIRS 


There are many years 
of experience put into 
the Boudoirs I make. 
You are buying abso- 
lutely reliable Boudoirs 
when you specify 


In Black or Colored pe Pry 
Kid. Greeley Boudoirs. 


36 pair lots 
only. 


If Your Jobber Cannot Supply You, Write Us. 
A. W. GREELEY .*. Haverhill, Mass. 











Save Money on Thread 


Merit, with a big “M”’, 
that describes our shoe 
threads in an emphatic 
way. Our brilliant black 
“Gretna Twist" for but- 
ton hole work, makes the 
button hole look as it 
should and wear as it 
should. Shoe merchants 
have no trouble of shoes 
ripping when Meye 
thread is used. 


JOHN C. MEYER 
THREAD CO. 
Lowell, Mass., U. S. A. 








Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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Andrews is a Sailor 


E. J. Andrews, a former Zeigler Bros. 
salesman well known to all of the boys 
traveling out of Boston, is enjoying the sea 
breezes at his summer home at Point 
Independence where he is fishing a little 
and playing golf. “‘Ed”’ is secretary of the 
Point Independence Yacht Club from 
whose friendly pier he sails his boat 
“Moneysworth.”’ When the good old sum- 
mer time is over, ““Ed”’ says that he will 
be on the road once more with a line for 
the spring trade. He already shows the 
beneficial results of his past few weeks’ 
outing and by the fall, he will surely be 
well prepared for some intensive efforts 
in shoe selling. 


Former Traveler Townsend a 
Merchant 


J. G. Townsend, who formerly traveled 
for the Julian & Kokenge Company and 
before that for the Thomas G. Plant Com- 
pany in April last, decided to open a 
women’s ready-to-wear store of his own 
at the corner of Third and Grand Avenue, 
Milwaukee, Wisconsin. The store’s in- 
terior is not quite arranged, but on August 
1, there will be a 1eal opening, when a 
women’s exclusive shoe department with 
“an atmosphere” will doubtless send a 
flock of camera men to the scene. 

This “shoe store’’ will occupy one-half 
of the first floor and within it will be an- 
other little shoe store devoted to the sale 
of slippers. All stock will be hidden from 
view. Instead there will be attractive 
glass cases which will display samples of 
the various shoes carried. The arrange- 
ment will be just like a drawing room of a 
beautiful home. It is the aim of Mr. Town- 
send to have his shoe store entirely dif- 
ferent from the ordinary stores. 

Mr. Townsend believes that when a 
woman comes into a store she wants a 
snappy shoe at $7.00 to $10.00, and with it 
she wants “atmosphere.” 

He left Boston on Monday last, for 
Milwaukee. He placed many orders here, 
as well as at Cincinnati, Philadelphia, 
Brooklyn and Chicago. 


J. P. Echols With Stripling’s 


J. P. Echols, well known to the retail 
trade of Fort Worth as well as among shoe 
salesmen, has resumed his connection with 
the Stripling Shoe Department of the big 
Texas city. 


Sales Territory Enlarged 


Mrs. Georgie Sterling, known as the 
Cinderella Woman, spent several days in 
‘ort Worth recently talking and display- 
ing Cinderella polish. 

Another state has been added to Mrs. 
Sterling’s territory and she has to make 
her visits just a bit farther apart. She has 
to find time to visit Arkansas as well as 
Louisiana and Texas. 
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Larger Interest Anticipated 


HE demand continues quiet in the 

wholesale shoe market and the lead- 
ing salesmen anticipate a larger interest 
on the part of shoe wholesalers beginning 
the latter part of June and continuing 
through July. The spring trade has been 
confined largely to finishing up orders 
placed sometime ago on staple footwear; 
also, the hurrying to make novelty goods 
as closely to needs as possible. 

The trouble in the wholesale end of the 
trade has not been a matter of price, but 
the uncertainty on the part of buyers as to 
what to stock in shoes, with the assurance 
that they would not be out of style before 
the goods could reach retail shoe mer- 
chants’ shelves. A degree of confidence is 
expressed in the fact that shoe stocks are 
not excessive, and the principal efforts now 
is to become reconciled to the new era 
which has developed, not only in the mat- 
ter of style, but methods of merchandis- 


ing. 


E. J. Rafter is Home 


E. J. Rafter, of 139 Lincoln Street, 
Boston, who represents the extensive line 
of Carroll-Jellerson Shoe Company, Nor- 
way, Maine, has recently returned from a 
trip through the West and Northwest. 


Oliver Blood Back from Trip 


Oliver M. Blood of F. W. Falconer 
Shoe Company of Raymond, New Hamp- 
shire, has also returned to Boston from a 
trip through the West. 


F. S. Woodruff Is Home 


F. S. Woodruff, who represents the line 
of the Tuttle-Genstil Shoe Company of 
Everett, Mass., has recently returned 
from a Western trip and is now occupying 
an office at Room 201, 139 Lincoln Street. 


Laurin Off for Cuba 


Edward F. Laurin of the Commodore 
Shoe Company, Haverhill, Mass., left 
the first of the week to visit the trade and 
his many friends in Cuba. 


G. A. MacGlaughlin with 
Kingston 
Harry A. MacGlaughlin, who for some 
years was Eastern buyer for the Sears, 
Roebuck Company of Chicago, has re- 
cently become connected with the Kings- 


ton Shoe Company of Boston. Mr. Mac- 
Glaughlin has many friends in the shoe 
trade, who will wish him success in his 
new work. 


Stevens Returns to Boston 


W. O. Stevens of the Burlington Coun- 
try Shoe Company has recently returned 
to his Boston Office from a Western trip. 


Place Hebert on Trip 


Place Hebert of the Hebert Shoe Com- 
pany of Stoneham, Mass., is making a 
trip through the West. The Boston Office 
of this Company at 206 Essex Street, 
Robert Mills, Mgr., has been busy the 
past week entertaining Western buyers. 


Buyers Visiting Boston 


Shoe buyers in Boston the past week 
have included: A. Finlay and E. H. Levi 
of Chicago; E. C. Gregg of Detroit; E. M. 
Boyd of Fort Worth, Texas; M. Mallo 
of Havana, Cuba; C. B. Short and G. R. 
Bessey of Los Angeles; M. Masia of New 
York; H. B. Wright and W. A. Ruffin of 
Petersburg, Va.; Paul R. Chandler of 
Philadelphia; and L. Raskin of Savannah, 
Ga. 





Admitted to Membership 


At a special meeting held recently the 
following retail shoe merchants were ad- 
mitted to membership in the R.I.S.R.D.A. 
Harry Domesek, manager, Enterprise 
Shoe Shop at 201 Weybosset Street, 
Samuel P. Lazarus, manager Slater shoe 
Company at 272 Westminster Street, 
Hyman Lipman, manager London Boot 
Shop at 446 Westminster Street. The 
membership committee of the associa- 
tion plans to get into action during the 
latter part of June. 





Annual Outing Preparations 


All Rhode Island merchants are eagerly 
waiting for the annual outing of the 
R.1L.S.D.A. which is always a big success. 
Several places are being considered and 
when decided upon, notices will be mailed 
to members. The committee of three head- 
ed by Frank B. Kenyon, as chairman, with 
Roy S. Whitmore and David B. Hughes 
will sure make the outing a merry one. 
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A Message to 
‘‘Marshall Made’’ Merchants 


cp USINESS as usual is 
noon) the slogan at our 
OOO 
noon} factory: Our em- 
ployees are working in 
all departments. Orders 
are coming through with 
our usual care, attention 
and promptitude. Our 
line of Men’s High 
Grade Goodyear Welts 
always measures up to 


this mark. 


wali Quality LL 
MARS HE 























C. S. Marshall Company 


Brockton, Mass. 





secured thru advertising in the Boot and Shoe Recorder. 
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Set these Cards 
to Work 


in Your Windows 


The RECORDER’S Western Service De- 
partment has made arrangements to supply 
our readers with the cards shown on this page 
at a very low cost. 


The two at the right are made of strong heavy 
board, and are illustrated in two colors in a 
very attractive manner. 


The card below is made of heavy dark green 
leather board and will be supplied with any 
wording desired within the frame. 


These cards are right up to the minute and 
will fill in with mighty seasonable shoe 
patterns. 


They are suitable for any window for they 
are artistic and convincing. 


The cards may be had by addressing the 
Western Service Department at 189 West 
Madison Street, Chicago, III. 








Size 9x14” with any lettering 
you may select $1.25 each 
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Size 8” x14” 


r 


Co dhe 
"KING TUT’ 
, SANDACS 


Old Tut 
himself 
would strain 


Pe his eyes 
y= . admiring 





Size 8” x 14” 





132 BOOT AND SHOE RECORDER June 16, 1923 


Display Rhinestone ornaments in your window. . . Shoe Retailers 
throughout the country are creating a splendid business on these 
popular ornaments, with very profitable results. 


Leoni tpt tt tt SD te 
TrTrTTeSssss.s 


We feature three standard assortments that have proven successful 
sellers with reorders—Brilliant stones, artistic designs, fine work- 
manship. 


rrreFFeeeeeeeereemceeeeeeee ee ee 


Be che Bho he Be Be Be Be Be Be Be Bo Bo Be Be det. 2.2.2.2. 


Assortment No. 1 Per Doz. Pairs 
Assortment No. 2 Per Doz. Pairs............... 
Assortment No. 3 Per Doz. Pairs 


Orders filled the day received — Try our No. 2 assortment 
(Each assortment consists of 12 Pairs — every pair different) 
No. 2001 Try our assortment of Colored Rhinestone Straps at $12.00 Per Doz. Pr. 
Metal strap novelty 
Fancy colored metal 
i, S. STARENSIER 
Green — attachmentof s 


silver finish Tassel. 
Assortment of 12 Pr. Manufacturers and Importers 


$3.00 
21 R. R. SQUARE HAVERHILL, MASS. 





ihhbbh hb hh hh ed dd dD tS. dS. DD SDD DDD OD 
_eerererereeeeeeeeeerermcerrmcerrmcerlcermcererhcermcecee eee eee eee ee ee eee eee eee 


he Me BeBe Be Be he Bo Be Bodo de de de de hh hh ke de ee ed... 222. 4.2.3. 3.2 2D 
ee eee eee eee Eee eee eee ee alge ge gery eye ege egoeye 








Be Be Me Be Me Be Be Bin Be Be BeBe Be Bede Be Be Bo Bo Bode de 2.2 2 2 2 2 2 eee ee 8 8 8 8 8 
oTrTFrFreFreeeeeerererrorrrvrrveeeeveveewvvwrvewreveveeveerverrrrvrrvvevvvwee 


Pa N ier | ALLL eo CoC TTT apie | 
| Bos SS . > 3 Aa 
— ae <\\\ P. W. Minor & Son, Inc. /}= ree 


SS 
——_— <= ~— > 7 2z— = = =~ 
“<a ANTE sens. AANA acesnssintbsrosnrnsnnsnsssnivasarseseereneaveesvassosoausssGSSUOUHUKNUHLEGUNGGGSHUUINS ssocee Mev antllTnnMP haces iat o. 





You will need 


a 
ful 


these styles 


-_= 
INiNivne 


cma 
= el 


in white. 


IN STOCK 


for : 
a - Stock No. 301 — Welt—Price $4.85 
Stock No. 303—Welt—Price $4.10 At Once Last No. 64 Widths AA to C 
Last No. 50 Widths A to D Delivery Heel 13-8 R. L. Ivory Ivory Welt 
Heel 8-8 Ivory R. L Ivory Welt White Washable Kid 
Peter's Reignskin-White Calf Trim Terms 3% 10 Stock No. 300 Price $3.75 
. Same as above except in 
Net 30 days Peter’> Reignskin 
Last No. 64 Widths AA to D 


T 


TTT 


7s 





TT 
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New Fashions in White! 
Trimmed with White and Colored Kid 








0-66440400006406000400000000000000000008 


B6506 
$2.50 
B1676 ’ GENUINE TURN IMITATION TURN 
$1.75 14-8 Jr. Full Louis Heel 7 = ae "~ . 
B6506 White Whipcord One Strap | | BEGG, White Canvas, One Sure 
; Imitation Turn with White Kid Fore Strap, widths ~~ gag P, 75 
+ 12-8 Cuban Heel A to D...... $2.50 B5607 As above except ‘with Blue 
+ B1676 White Canvas One Strap B6507 As above except with Blue Kid Fore Strap.. $1.75 
+ with White Kid Fore Strap, widths Kid Fore Strap.. .$2.50 B5608 As above except with Come 
¢ BtoD,...... $1.75 B6508 As above except with Green Kid Fore Stra $1.7 
B1677 As above except with Blue Kid Fore Strap. . ++» 62.58 B5609 As sieve except with Red 
+ Kid Fore Strap. . totus B6509 As above ‘except with Red Kid Fore § P $1.75 
* <id Fore Stra occ ce ce eee eee re a ae she Shee eee 
B1678 As above except with Green Ki P- 
i Kid Fore Strap.. - $1. - GENUINE TURN 
B1679 As above except with Re NUINE TURN 9-8 Military Heel 
i Kid Fore Strap.. 0s oe “org Louis Hee} B6586 White Canvas One Strap 
» 4 GENUINE TURN B1906 White Whipcord One Strap with White Kid Fore Strap, widths 
bo 12-8 Cuban Heel with White Kid Fore Strap, A to D $2.15 


AtoD.. $2.15 B6587 As above e except with Blue 

Kid F St eorree 
ren -” hite Kid Fore 0 Scrap, — ry Bong e except with Blue B6s88 As a. -. cen rane = 
B6557 As ebove eacest with Mine B1908 As above except with Green Kid Fore Strap. . $2.15 
Kid Fore Stes P $2.15 Kid Fore Strap.............$2.15 B6589 As above “except with Red 
B6558 As aie with Green B1909 As above except with Red Kid Fore Strap........'.... .$2.15 


Kid Fore Strap.. iia on Kid Fore Strap 2.15 IMITATION TURN 
B6559 As above except | with Red ° 9-8 Military Heel 
Kid Fore Strap.... . $2.15 White Kid 
B2106 White Kid One Strap with 
a White Kid Fore Strap widths 
: < a - B to D.. en $3.65 
PREF A B2107 As above. except ‘with Blue 
Kid Fore Strap.. 5 eta sae 
B2108 As above except with Green 
Kid Fore Strap... - $3.65 
B2109 As above except with Red 
Kid Fore Strap $3.6 


B6556 White Canvas One Strap, 
































B587 White Whipcord One Strap, 
Two Button, Green Kid Trimmed, 
Imitation Turn, 9-8 Heel. Widths 
B to D. Code “‘Cannes” 

B589 As above except Red Kid 
Trimmed. Code “Riviera” 2.35 


B595 $2.35 B586 As above —< Blue Kid B598 $2.35 


Trimmed and 11-8 Military 
B598 White Whipcord Cross Strap, 
B595_ White Whipcord One Strap, heel. . .. $2.35 Side Cut Out, White Kid Trimmed, 


Two Button White Kid Trimmed, B815. W hite W hipcord One Strap, 
Side Cutouts, Imitation turn 12-8 White Kid Trimmed, Imitation ee: Turn, ranbinicn: a 
Cuban heel, widths B to D, code Turn, 9-8. Heel, B to D, code B597 As above ‘except ‘Blue Kid 


NEE 5.4520 aired a na “Olga”. . ouin ie Trimmed, code “‘Aldea”’.. .. . .$2.35 
Send for New Style Book Just Issued 


HANNAHSONS SHOE CO., Haverhill, Mass. 


Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 





LAAPLLA TAREE LETE TALE 
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IN STOCK—Quality Turns 


No. 944—All_ white washable kid, 

saddle ns coe —* a in 

quarter 4-8 militar ee Cc : — 

widths. Code Sparrow. Price $4.25. ed a om ~ 9 ‘ig, fall no, owe 

No. 945—Same style, white kid saddle No. 948—White Sea Island, one strap, Widths AA , C. Code Eagle. 

sandal with Green kid saddle and front white kid saddle. Eight hole diamond Price $3.85. 

aver. 14-8 Cuban heel. Widths AA, A cutout in front of. saddle. 14-8 a 

B, C. Code Starling. Price $4.00. | ’ heel. (No cutout in quarter.) B and 

No. 949—Same style, white kid wth widths. Code Quail. Price $3.25. 

pee kid saddle and front strap. 14-8 
nish heel. Widths A, B, C. Code 

C anticleer, Price $4.00 


























No. 941—Black Satin two button one 

strap. Black ooze strap. Nine diamond 

cutouts ——_? side, also diamond cutouts 

No. 935—Black Satin one strap, black i 16-8 full Louis heel. Widths 

pe 938—Black Satin one strap. Patent ooze stra = a“, — oven re 3. C, ame style in 14-8 Spanish 50. 
c outs each side. Spanr eel. ‘0. 942——Sam 

each side, 9-8 flapper hes Widths: A, B ode Raven. heel. Widths AA, A, B, C. ay oy 


mw: side. 9-8 flapper heel. Widths A, Widths AA, A, B, C. 
. Code Parrott. Price $3.85. Price $4.00. Price $4.50. 


ELLIS, EDDY CO. shoemakers LEWISTON, MAINE 








Stock No. B968—Belmont Last. Code George. Men’s Ox- 
ford. Sunset Tan Calf. Six spaced rows of eee Single 
Sole, Rubber Top Lift. Widths A to D. Price. . mm. % | 


Stock No. B864—Belmont Last. Code Hallett. Same as 
Stock No. B968, only of Imported Black Calf. —— 
A to D. Price $5.6 


10 cents extra for less than three pairs. 


The world knows that the knowledge of how to produce 
satisfactory shoes is still an asset of New England and the ” 
Crawford Shoe is the visible result of this knowledge. Belmont Last 


Send for Stock Style Catalogue B 


CHARLES A. EATON COMPANY 


‘The Sterling Shoemakers of New England”’ 
WOMEN’S STYLES 1 MEN’S STYLES 


ene BROCKTON, MASS. eee 


NEW YORK—127 Duane Street ATLANTA—238 Peachtree Arcade 


























BOSTON—207 Essex Street 
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IN STOCK 


Imported hand braided Bast Slippers, 
for bath, beach and camp. (Bast is a very 
tough fibre from the inner bark of a tree.) 


June 16, 1923 





No. 904 
Ladies’, 3 to 8. .60c 


No. 903 
Men’s, 6 to 11. .65c 
Minimum quantity, 36 


pairs perrun. No samples. 
Satisfaction guaranteed 


Golo Slipper Company 


129 Duane Street NEW YORK 

















—_—_—_———— es 
vv a 
IN STOCK 
SPANISH LOUIS AND 
CUBAN HEEL 
Pat. Red Kid Trim. 
Pat. Blue Kid Trim. 
Pat. Green Kid Trim. 
Pat. Champagne Kid 
Trim. 
Pat. Field Mouse Kid 
Trim. 


Price 
A shining creation in 
Patent, with carefully 
blended collar, strap 


$4..75 
and cut-out trimmings. 
EMIL LUBLIN, Ine. 
138 WEST BROADWAY NEW YORK 
** Ask us for your demands.”’ 














APPROVED BY 
MEDICAL MEN 


As a sturdy support for the ankles of 
i children and ax a fully vent 
‘oot 

we 


.Make your stock of 
——— children’s shoes 
complete by sending 
our order today. 

one Brockton 2133 
for immediate actioa. 


BURKLEY 
SHOE CO. 


1156 No. Main St. 
Brockton, Mass. 





Fine Calf Leathers 


Manufacturers of 


Velvetta Calf— 
Tuscan Calf— 
Russia Calf — 











Strictly Fine Full-grain Calf Leather 


HUNT-RANKIN LEATHER CO. 
106 Beach St., Boston, Mass., U. Ss. A. 





SHOE BUTTONS 
f 


o 
Finest Quality 
Fresh Water Pearl 
a2 White 
a Black 
ad and 
Size 14 Colors Size 16 


Shanks guaranteed for machine sewing. If you cannot 
procure our buttons from your jobber, write us and we will 
supply them. 

Prices and samples sent on request. 


HAWKEYE PEARL BUTTON CO. 


New York Office Muscatine 
930 Broadway Iowa 








Time was when the purchase of advertising 
space was a “blind groping in the dark.” Ad- 
vertisers had no means of checking a pub- 
lisher’s statement of circulation and often 
these figures were unreliable. 


In six years the Audit Bureau of Circula- 
tions has solved this perplexing problem. By 
a systematic analysis of distribution and 





GROPING IN THE DARK 


methods this organization is able to supply 
just the data an advertiser needs. The dark- 
ness is dispelled and the bright light of veri- 
fied facts takes its place. Space buyers no 
longer find it necessary to grope in the dark. 


There are no dark spots in the Boot and Shoe 
Recorder eirculation. Our records are audited 
by the Audit Bureau of Circulations. 
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Nowa Si ignificant Footwear Deiail 
~ The Visible Eyelet 


Closer acquaintance with the visible eyelet 
—established through national advertising 
—has brought greater appreciation of its 
practical qualitiesof styleand convenience. 


The visible eyelet has always been a de- 
tail which the foresighted retailer recog- 
nized as neat, stylish and practical— 
adding materially to the life, appearance 
and value of the shoe. 


But now the visible eyelet has become 
more than a mere detail of shoe con- 
struction—it has become an outstanding 
selling factor carrying a decided signif- 
icance and meaning to the consumer. 


Where before the consumer merely ac- 
cepted visible eyelets as optional items 
on footwear they now demand them as 
factors that indicate quality, assure con- 
venience and represent all that is good in 
timely style and fashion. 


United Fast Color Eyelet Company 


BOSTON, MASSACHUSETTS 


Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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WANTED TO PURCHASE 


MISCELLANEOUS 














CASH PAID 


for entire shoe stocks or surplus stocks of 
shoes or other merchandise. Any quan- 
tity. Prompt attention given. 


KIRSCH-BLACHER CO., Inc. 


293 Church St., New York, N.Y. 
hone Canal 0679 








DO YOU CONTEMPLATE 
Retiri , 
pay ¥ value fort yout RY py 4 b= vit 

~y a short term to run taken 
ay Reakiial years. 


I. OLENICK 


650 Broadway, New York Tel. 0095 Spring 








HIGHEST nme PRICES PAID 
shoe We also 


MAX br 
52 Lispenard Street, ow 
We also purchase clothing, > 
goods, etc. oS 





Metal Shoe Fitting Stools 


and Floor 
Mirrors 






No. l4l 


Wie je THECHICAGO 


Sas 


‘Pris WIRE CHAIR; CO. 


621 N. La Salle Street 
Chicago, Ill. 











THE NEW YORK EXPORT 


PURCHASING CORPORATION 
596 BROADWAT, NEW TORK, N.T. 


WILL { SLOW SELLERS FOR 
BUY ENTIRE STOCKS CASH 





im shoes al hand { 
Bargains — ways en sequels aie 











MISCELLANEOUS 








Milbradt Rolling 
Step Ladders 


are made in a great many 
styles to suit all kinds 
of stores and shelving. 
They will enable you to 
get along with less help, 
save the wear and tear 
on your shelving, and 
Ip the a noe 

your store. sub- 
ject to approval and sat- 
isfaction guaranteed. 


Write for our latest cata- 
log showing 18 styles of 
ladders as well as other 
store fixtures. 


Milbradt 
Manufacturing Co. 


2416 No. 10th Street 
ST. LOUIS, MO. 
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SHOE STORE 
CHAIRS 
SETTEES 





WINDOW DISPLAY FIXTURES 


The OSCAR ONKEN CO. 
1181 4th St. CINCINNATI, OHIO 








and most 





N st li 
convenient aetiee a» on the market. 





Finished Golden Oak or 
pemegex 
rere . -$3.50 each 
Carried in tnd by all wholesale shoe and 
findings houses. If your jobber cannot 
supply you, order direct from us. 


MILBRADT MFG. COMPANY 
2416 N. 10th St., St. Louis, Mo. 


For thirty-five years manufacturers of 
Milbradt Rolling Step Ladders 














Bicycle 


STEP 
LADDERS 


are made 
in many 
styles and 
to fit all 
kinds of 
shelving. 


Send for cata- 
log giving full 


description 

and oleae. 
THE BICYCLE 
STEP LADDER 

COMPANY 


67 Randolph St. 
Chicago, Ill. 














Information for Shoe Merchants 


“Where to Buy” constitutes a source of 
knowledge so that he who runs through these 
pages may read—and learn. 
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PUBLISHER'S NOTICE 


SUBSCRIPTION — The iption price of the 
and Shoe Recorder is $ 00 0 your ip oe, 
pot which includes pos' fo in the United 


. Vir , Alaska Canada, ‘ex- 
pg Ley gt 
. * Saivador, 
Bolivia, Branly Colombia, "Ecuador, "Peru. 
ay, . Jearic 
Canary kiande. 


FOREIGN SUBSCRIPTION—The price to all 
foreign countries except the above is $10.00 
her year, including postage. 

subscriptions are payable in advance. 


ADYERTEENS RATES—Card of Advertising 
Rates furnished on application. For rates 
for Wants, For Sales, etc., see Want Page. 


recaution is taken by the BOOT AND 
SHOE”, ECORDER to a 
statement likely to mislead its readers. 
publishers reserve the right to reject any 
advertising or reading matter which is not in 
line with this policy. 
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Space 
~ $3.50 

7.00 
10.50 
14.00 


8.00 
12.00 
16.00 


4in........20.00 





ec rder rates for space less than one-eighth page per 


ltime 7 times 13 times 26 times 52 times 
$5 


CLASSIFIED AND OPPORTUNITIES DEPARTMENT 


[TIONS WANTED—Four cents per word for each insertion. 
inimum amount 
“Want” advertisements, seven cents per word for 


Misimum 


$3.00 $2.50 
6.00 5.00 
9.00 7.50 
12.00 10.00 


edvertisers 
desire replies f 
address 


amount 

received up to noon en Tuesday of week of publication date. When 
desire answers 

must be allowed in each advertisement for address. 


each 
must be counted asco atvesinmens and pelt for accordingly. 
Answers to ads must be sent under letter postage. 


Payment in advance is required, except when regular advertisers, as amounts are too small te open accounts 


~ KO 


. seventy-five o—. 

. $1.25. Ade under this heading ‘ill be 
of this oe, twelve words 
When advertisers 
word of the 


to come in care 
direct to their 














SALESMEN WANTED 


SALESMEN WANTED 


SALESMEN WANTED 





ZALESMEN WANTED—One of the live wire, 

aggressive, men ‘sshoe manufacturers in the West, 
making a line of men’s dress welts toretail at $7.00, 
has openings for salesmen in the following terri- 
tories: Nebraska; Kansas; Missouri; Chicago, Loop; 
New York State; and Pennsylvania. Good money 
making line for an aggressive salesman. Give refer- 
ences and experience. Address E-47, care Boot and 
Shoe Recorder, 189 W. Madison St., Chicago, Ill. 





W E have several choice territories open for high 
class salesmen selling a quality line of young 
ladies and children’s novelties and staples in stock. 
Side line or exclusive. Give full particulars in first 
letter. James Shoe Mfg. Co., Milwaukee, Wis, 


y ’ANTED—-salesmen residing near and frequently 

covering jobbers in States of Washington, Ore- 
gon, California, Nevada, Idaho, Utah and Arizona 
to handle line of good selling McKays, women’s, 
misses’ and children’s boots, oxfords and straps. No 
objection to other line that does not conflict. Write 
E-51, care Boot and Shoe Recorder, 207 South St., 
Boston, Mass. 


Vy 'ANTED—-salesmen selling jobbing and depart- 

ment store trade in lowa, Arkansas, Montana, 
Ne *braska, North Dakota, South Dakota to take on 
women’s Mc Kays also misses’ and children’s that 
sell. None but live men calling regularly on trade 
need apply. Address E-52 care Boot and Shoe Re- 
corder, 207 South St., Boston, Mass. 


V ANTED—A successful salesman who can sell 
surplus factory production for a large manu- 
facturer to department stores and jobbing trade. 
Give full details as to past experience. Address 
-48, care Boot and Shoe Recorder, 207 South St., 
Boston, Mass. 














W ANTED—Salesman to carry line of McKay 
novelties in Texas. Must be man with exper- 
ience in this territory. Address, E-49, care Boot and 
Shoe Recorder, 207 South St., Boston, Mass. 





W AN TED—High-powered salesmen only to sell 
a line worthy of representation of big produc- 
ing road men. 15 styles of men's popular priced 
dress welts to retail at $5.00 with all the style and 
quality any well posted retail buyer could ask for. 
In addition to these popular priced dress shoes, 15 
styles of men's unlined welts, medium weight of re- 
tanned and Elk leathers, with workmanship like 
dress shoes. Entire line has been reconstructed. 
Every style built on new ideas of the season. Com- 
plete line carried on floor B to E. Strictly 6 per cent 
commission basis. Some wonderful territories open. 
Don't apply unless you are a big producer. Bradley 
& Metcalf Company, Milwaukee, Wis. 


jy TANTED—Salesman to sell women’s McKay 

novelties to jobbing and large department store 
trade. Must be man of experience. Address, E-50, 
care Boot and Shoe Recorder, 207 South St., Bos- 
ton, Mass. 











HOMA 





SALESMEN WANTED! 


We want experienced salesmen for our various 
factories in the following territories: 


NORTH and SOUTH CAROLINA, FLORIDA, 


GEORGIA and ALABAMA 
TEXAS, MISSOURI, LOUISIANA and OKLA- 


IOWA and NEBRASKA 


WISCONSIN, MINNESOTA, NORTH and 
SOUTH DAKOTA 


Excellent opportunity for competent salesmen 


THE UNITED STATES SHOE CO. 


714 Sycamore Street, Cincinnati 











NV ANUFACTURER of popular price Goodyear 
welts, big value line with special appeal to bi 

buyers—has splendid opening in New York an 

Ohio. Established trade will be turned over. Appli- 
cant must have a following in respective territories 
and be a real producer. Give your experiences and 
references in first letter. Address, E-55, care Boot 
ye Recorder, 623 Powers Bidg., Rochester, 





W. ANTED—Salesmen acquainted with the shoe 
trade in the following states: Wi isconsin, Illin- 
ois, lowa and Montana to sell our men’s dress welt 
line. An all solid line to retail from five to six dollars. 
Only experienced business getters need apply. La 
Cc poy & Shoe Mfg. Co., La Crosse, Wis. 


Wrcwrun MANUFACTURER of ladies’ and 
men’s sporting shoes a igh-grade poe 
shoes will have following territories open July 1 


Alabama, Mississippi, Louisiana, Nebraska, North 
irginia, 





and South Carolina, Virginia and West 
Pennsylvania, New York, Ohio, Iowa, Illinois, 

ashington, and New England States. Only men 
with established and owing 
clean record will be eoumhdesed. Address E-26, care 
Boot and Shoe Recorder, 189 W. Madison St., 
Chicago, Ill. 








SALESMEN 


THREE OR FOUR VERY 
EXCELLENT TERRITOR- 
IES OPEN FOR HIGH- 
CLASS SALESMEN. 


EDMONDS SHOE CO. 


MILWAUKEE, WISCONSIN 











Opportunity 


Excellent opportunity is of- 
fered to salesmen in various 
parts of the country to carry 
specialty side line of three or 
four Goodyear welt work shoes. 
Splendid value. Easy to handle. 
Write giving full particulars as 
to territory. Indiana Shoe Cor- 
poration, Marion, Ind. 








ALESMEN—Sell “World’s Wonder” Foot Pow- 

der (sideline). Shoe and department stores eager 
buyers. Product simply wonderful. Absolutely 
guaranteed. Retails 35 cents. Cost merchant $2.75 
dozen, prepaid. Attractive placards and other ad- 
vertising matter free. Liberal commission. State 
Territory. Dainty Products Co., Atlanta, Ga. 





ay SALESMAN to cues a good paying side side 
line. We invite replies from all over 

States except Chicago, Milwaukee and A. 
Give full i of references in first letter. Ad- 
dress caré Boot and Shoe Recorder, 189 W. 
Madison Si. Chicago, Illinois. 





Sie cide line WANTED—Shoe salesmen to carry 

as side line on commission basis best medium- 
shoes, woolskin slippers, 
i We invite 





Milwaukee Work Shoes 


Several choice territories open. Ex- 
cellent opportunity for salesmen who 
can produce. 

STEVEN STRONG SHOE COMPANY 
Milwaukee, Wis. 











We want a limited number of real 
salesmen to carry four good styles of 
men’s Brockton dress shoes represent- 
ing eight numbers. These shoes will 
bring real business to hustlers.In stock. 
Commission 6 per cent. Line already 
established in many states. References 
exchanged. Honorbild Shoe Co., 73 
Albany St., Boston, Mass. 
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POSITION WANTED 


POSITION WANTED 


LINE WANTED 








complete one. 


WE KNOW A MAN 


Experienced in the manufacturing and retailing of shoes who, through 
the liquidation of his former firm, is available. 


He knows retailing, and he knows how to solve manufacturing problems 
and his experience in buying materials of all kinds that go into shoes is a 


If you want a man with a twenty-year record of accomplishment of the 
highest integrity, combined with the habit of getting things done, and 
will write us, we will be glad to put you in touch with him. Address E-57, 
care Boot and Shoe Recorder, 207 South St., Boston, Mass. 





ALSMAN, selling to the New York jobbing and 
bigger retail trade, desires yee of pak pepeiee selena 
women’s turns or McK Kays. 514, care 
Boot and Shoe Recorder, 127 Gea St., New York. 


LINE WANTED FOR NEW ENGLAND—I 
graduated from Harvard College in 1919. Was 
employed for two years in one of the largest shoe 
factories in New England. Then traveled this ter- 
ritory for two years selling the retail shoe trade. Am 
now open for a strong line of men’s or women’s 
shoes. My experience is now an asset and I know I 
can get results with the right proposition. Besttof 
references furnished. Address E 53, care Boot and 
Shoe Recorder, 207 South St., Boston, Mass. 


INE WANTED—Manufacturers or jobbers line 

of ladies’ or men’s shoes for New footers on 
commission basis, with a reasonable drawing ac- 
count. Best of references furnished ; for an inter- 
view address Box E-54, care Boot and Shoe Re- 
corder 207 South St., Boston, Mass. 














IRST CLASS SHOE MAN with over 20 years’ 

experience, 34 years of age, is open for a — 
as buyer a * for res t- 
ment store, store experience. 2, 
care Boot X. Shoe Recorder, 207 South St., 
Boston, Mass 
RETAILS SHOE MAN with road experience open 

for road — ar reliable manufacturer, good 
salesman. cue Seat and Shoe Re- 
corder, 207 —y Se Secen, i 











STYLE MAN WANTED 








WANTED — High-grade, live- 
wire pattern and style man. 
One who knows lasts and pat- 
terns. Big opportunity for right 
man, as we are making ex- 
tremely fine line of women’s 
shoes in the Middle West and 
have an exceedingly live busi- 
ness. No one but high-grade 
men need make application. 
Address E-46, care Boot and 
Shoe Recorde;, 267 South St., 
Boston. Mass. 














SHOE STORE WANTED 








Wanted—Retail Shoe Store 


I am desirous of buying out- 
right, or an interest in, a retail 
shoe business located in New 
England. Must have good re- 
putation, established trade, and 
clean record. Write full details 
of stock carried, location, vol- 
ume of business and financial 
condition to E-58, care of Boot 
and Shoe Recorder, 207 South 
St., Boston, Mass. 








OOKKEEPER, salesman, twelve years’ ex- 

perience with Brooklyn factories, and retail 
salesman, desires to connect with New York shoe 
house, both as bookkeeper and salesman. 28 years, 
married, capable of taking entire charge. Address 
K-512, care Boot and Shoe Recorder, 127 Duane 
St., New York. 


FOR SALE OR LEASE 


R SALE OR LEASE—Shoe department in 
ladies department store, good space and estab- 

Mehed ~ ——. eee Monson Mercantile Co., 
:— nee, Kan 








HOSIERY SALESLADY 


H°! ERY SALESLADY— Wanted capable sales- 
lady for hosiery department of shoe store in 
New Jersey town of about 35,000. Must know buying 
as well as selling. State ‘references, experience, 
salary, etc. E-56, care Boot and Shoe Recorder, 207 
South St., Boston, Mass. 








BUYER AND MANAGER 


WANTED—Buyer and manager for shoe de- 
partments in d ment stores located in 
Central West State. Klines, Joliet, Illinois. 


WANTED live wire shoe buyer and manager for 

ice shoe department. State experi- 
ence, age and salary desired in first letter. The 
Star Store, Beaumont, Texas. 











FOR RENT 





FOR SALE 


STABLISHED shoe store near Newark for sale 

with fixtures. Either with or without stock. 
Reasonable rent. Address K-513, care Boot and 
Shoe Recorder, 127 Duane St., New York. 


FoR — aR and upstairs shoe -_ 

partment in a lea department store in the 
Southwest. Address E-45, care Boot and Shoe Re- 
corder, 207 South St., Boston, Mass. 











FOR SALE 


Shoe “‘breaker-in”’ and waterproofer. 
750 twenty-five cent cans for $12. —— 
value $187.50—only $12! “nt enou 
to er away. SAMPLE. CAN FREE. : 
send $1 now and pay balance of $11 on 
arrival of 750 cans. A. A. A. Mfg. Co., 

9 King St., > Mass. 




















NEW YORK CITY 


Sample Room or Storage 
Space For Rent 


Shoe Stock or Sample Room 
space for rent from July 1, 1923, 
to May 1, 1924. Location Room 
No. 305 Hudson-Reade Bldg., 
16 Hudson St., New York City. 


This space is in the heart of the 
wholesale shoe district. Very 
good building—space large 
enough to carry 1200 pairs shoe 
stock. Rent $100 per month. 
Write Edmonds Shoe Co., Mil- 


waukee, Wisconsin. 











WANTED TO PURCHASE 





ar retail and “4 snd whceatle stocks Ja ty. 


BROOKLYN PURCHASING SYNDICATE 


WALKER. 
610 Broadway, Brooklyn 
Phone Stagg 1757 


CASH PAID 


We will send representa to estigate 
e » ve to inv 
and make offer upon request. 
Kalter Cerf. Mercantile Co., Inc. 
591 Broadway, New York City 
Phone Spring 5160-5161-5162 























Each issue copyrighted by the 


Cable Address BOOTRECO 





The tae seg 2 fee Ag 7 of the Boot and Shoe Recorder is $5.00 a over = a 
fm ine Islands, Mgr = tere ag = yay ‘exico, 
E Salvador, Argentina Bolivia, Brazil Peru, on 
No Subscription Accepted for Less Than One ge 


Member of the Associated Business Papers, Ine. Member 
the Boot and Shoe Recorder P 


th: oe ees Corporation. 


which includes postage in the United Seaees, Caba, 
. Honduras, Nicaragua, 
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Entered at the Post Office, Ta 
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Tubular Rivet & Stud Co., Boston 


United Fast Color Eyelet Co., Boston 
United Last Co., Boston 
United Shoe Machinery Corp., Boston 40-58 


Wind Insole & C 
M 





MISCELLANEOUS 


Atlantic Printing Co., Boston 


Boot & Shoe Recorder Western Service, 
Chi 131 


Hotel Essex, Boston 
Howard Print, Inc., Brockton, Masss 


Kalter Cerf. Co... Max, New York City 

Kelly, T. K., Sales System, Inc., Minnea- 
is, 

Kirsch-Blacher Co., Inc., New York City.. 1 


New York Ex 
New York 


Root, F. S., Company, Boston 
Tolman Print, Brockton, Mass 


ort Purchasing Corporation, ' 


University Electrotype Foundry 


War Dept., Surplus Property Div 
Waskow Co., Inc., Chicago 
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No. 3314—Camel Kid, Imitation Turn, 15/8 Full 
Louis Covered Heel. A to $4.60 

No. 3315—Same style as above, Patent Leather, 
B and C $4.25 
No. 3316—Same style as above, Black Satin, Gun 
Metal Calf Strap. B and C 34. 25 


7 3317—Same as above, Black Kid. we 


No. 3510—Black Satin, Suede Straps, Imitation 
Turn, 15/8 Full Louis Covered Heel. A to C. 00 


- -eipewees style as above, Field Reuss 
$5. 


i] No. 3321—Beige Suede Calf, Tan Calf Trimmed, 
Light Weight Welt, 12/8 Covered Heel. A oS ™ 


No. 3322—Same style as above, 


Cabin, Suede 
Calf, Field Mouse Kid Trim. A to $4.85 


A Beautiful Line— 
The Shoes that will Sell 


HIGH 
GRADE 
TURNS 


in all the 


Popular Styles, 
Leathers and 
Colors 


Also Imitation Turns 
and Welts 


WE HAVE THEM 


IN STOCK 


AND READY TO 
SHIP AT ONCE 


Send for our catalog of 40 
in-stock numbers. 


Wire your order to insure 
quick delivery. 


Single Pairs 25c Extra 


You will be very welcome 
at our store Boston Show 
week JULY 9 to 12 


ROGERS BROS. 
SHOE CO. 


59 Lincoln Street 
Mass. 


Largest Women’s Specialty 
Shoe Wholesalers in 
New England 


Pacific Coast Branch: 135 Bush Street 
San Francisco, Cal. 


Boston - = 


BOOT AND SHOE RECORDER 


No. 3136—All Ams. Kid, Turn, 14/8 Full Louis 
Covered Heel. A to C $5.75 
No. 3137—Same aie as ~~ + eee Kid, 
Ivory Kid Straps and Trim. A $5. 78 
No. 3138—Same as above, tte mat Field Mouse 
Kid, Trim and Straps, 14/8 Full Louis Covered 
Heel. A to C $5.75 
No. 3139—Same style as above, Patent Leather, 
Gun Metal Calf Trim and Straps, 16/8 Full Leuis 
Covered Heel. A to C $5.50 
No. 3140—Same as above, Black Satin, Black 
Suede Calf Trim and Straps, 16/8 Full Louis 
Covered Heel. A to C $5.50 


Zt 


No. 3113—Red Kid Turn, Full Louis Cover es 
No. 3112—Same as above, Field Mouse. AA to 
Cc $5.50 
~ ye as above, Black Satin, — 


we 


No. 3323—Log Cabin Suede Calf, Light Weight 
Welt, 12/8 pres Covered Heel. A to C $5.25 


Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 





BUUT AND SHOE RECORDER 


A Feature That Is Selling Shoes 


The return of lacing hooks is the 
revival of a popular feature on 
footwear for men. 


With the new demand for both 
style and practical convenience in 
shoes the lacing hook becomes a 
strong selling item. Lacing hooks 
have long made shoes convenient 
and comfortable—now lacing hooks 
are making sales. 





Sell shoes that combine the 
features which men demand-- 
comfort, convenience, fit-- 
shoes with lacing hooks! 


q Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 











